Yes, America’s No. 
1 Soot Destroyer 
Now Comes in TWO 
Forms—Liquid and 


Powder! rs | ' P OW. DER 


For coal and wood 
furnaces, fire- 
places, stoves. 


FOR All OIL AND KEROSENE 
HEATING AND COOKING UNITS 


ORDER 


CHIMNEY SWEEP — the only nationally advertised CHIMNEY SWEEP'S 

soot destroyer — is all set to sail into its biggest 1896 DEAL 

and best advertising campaign! Forceful newspaper, FROM YOUR 

magazine, and radio advertising will convince home- WHOLESALER NOW! 

owners everywhere that CHIMNEY SWEEP gives 

more heat—cleaner heat—from /ess fuel! And with two 

: types of CHIMNEY SWEEP, you can sell every custo- FREE with deal! 

mer! Better not delay. Order plenty of profitable, Colorful counter cards, 

fast-selling CHIMNEY SWEEP —both new liquid newspaper mats, hand cir- - 


oa ' culars and customer order You pay only $11 
and powder—today! ye 


Your profit $ 58 


ORDER NEW LIQUID CHIMNEY SWEEP, TOO! 


; Per List Price Your Price Retail | | Pe List Price ¥ Price! Retail 

NO. | SIZE | Case | PerCase | PerCase | Price* || | NO. SIZE ( tl Pes Cascl Per ( oan Pane 
Berchet ae | case er Case| Per Case rice 

$ 9.29 |$1.29 ea. | 


: STOCK -Q | . ot doz. | _ 23 48 _ 16.49 | 2.29 ea. | STOCK A | 48 oz. Standard | 1 doz. | $12.00 | $ 7.20 |$1.00 ea. 
| | | | — —| anes 
rd LIQUID B.3¢ [a POWDER A-1 | 12-oz. Trial 2 doz. 6.96 | 4.18 2 


| 
} a Be a a... ae Se - | 
VY gal. | Ys doz. | 7.16 10.30 _| 4.29 ea. | |—— 


Cc 6-lbs. Economy ‘2 doz. 34 6.80 1.89 ea. 


|L-G | 1gal. |%doz.| 31.56 | 18.94 | 7.892. 





*Fair Trade Price Protected. i 
G. N. COUGHLAN COMPANY, West Orange, New Jersey { 


CHrSAPEAK 2 


- . & 
Another Load of BAVTITE Going West O88 (8) 


AR Y-7, / I E by the CARLOA 


Goes North, East, 


South and West 


SUCH CONFIDENCE OF BUYERS 
MUST BE DESERVED 


20 YEARS of satisfactory Performance 
IS THE ANSWER 


KAY-TITE controls water scopage 
in powus masonry, 


10 Ib. can retails for $2.90 throughout the U. S. A. 


For intormation write to 


KAY-TITE COMPANY WEST ORANGE NEW JERSEY 














The name YALE 
on the new red 
box recalls to the 
customer an un- 
surpassed repu- 
tation for de- 
pendability. 


New ad on “‘One- 
Arm” Springlatch 
creates demand 
among millions 
of SATURDAY 
EVENING 
POST readers 


The name Yale helps make the sale 
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STAMFORD 


CONNECTICUT 


Philadelphia 39, Pa. 


Hardware Age, published every other Thursday by Chilton Co. (Inc. ), Chestnut and 56th Sts., 
y $1.00 per year. Single copies, 25¢ 


Office at Philadelphia under the Act of March 5, 1879 ( Printed in U. 8. A.) 


YALE 


THE YALE & TOWNE MANUFACTURING COMPANY 


C. 4. a 


Entered as second 


-class matter March 24, 1933, at the Pos 
each. Vol, 160, No. 4. 


3 
st 
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and through which the energies of 
water, gas, steam, oil and other 
resources of America are made the 


This, too, is America. For true 
character is no better symbolized 
than by the fundamental goodness 
of the soil. 

And the more than six million 
fertile farmsteads, peopled with the 
earthy, land-wise sonsand daughters 
of the country, who multiply the 
talents of nature to feed and clothe 
their fellow men. Nowhere does 
the “nobility of man” find kinder 
expression! 

On the farm, as in industry and 
commerce, imagination and deter- 
mination have always mixed freely 
to achieve our highest aims. But 
the painful transition from tilling 
earth with sharpened sticks to roll- 


STEEL PIPE 


ing the furrows of soil with multiple 
plows was no harder for the farmer 
to affect than the change from the 
sweep well to the automatic water 
system. 

Only the invention and mass pro- 
duction of steel pipe finally banished 
the old oaken bucket and made 
fresh, pure water under pressure 
available at the turn of a tap in the 
house, the barn or the “north forty.” 

Today America is the “bread 
basket of the world” largely because 
steel pipe... for irrigation, stock 
watering, spraying, labor saving, 
sanitation and just plain conven- 
ience... has made farming a modern 
industry. It is the medium by which 


MAKES 


servants of Americans. Yes, steel 


pipe makes it possible! 

The interesting story of ‘Pipe in 
American Life’ will be sent upon 
request. 


Committee Ou 
Steel Pipe Research 


AMERICAN IRON AND 
STEEL INSTITUTE 
350 Fifth Avenue, New York 1,N. Y. 


IT POSSIBLE! 


. better living through pipes of steel for plumbing and heating purposes, 
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THE KNOWN VALUE EIGHT STAR LINE 


gies of 
1 other 
ade the 
2s, steel 


Pipe in 
t upon 


TRUE TEMPER 
DYNAMIC 
HEDGE SHEAR 
No. TD 


TRuE TEMPER 


Fine Tools + Fishing Roda > Colts Shaft 


% 1] TRUE TEMPER HAMMERS: Dynamic Nail 
and Ripper — America's finest tools. Exclusive 
patented design merits universal preference for 
balance, power and incomparable value. 


*% 2 TRUE TEMPER HATCHETS: Patented Dy- 
namic Design. True Temper quality and workman- 
ship plus power centered balance places the Tommy 
Axe, Tomahawk, and Dynamic Hatchet years ahead 
in sales appeal, utility and value. 


% 3 TRUE TEMPER AXES: The Perfect and 
Flint Edge—Precision production on most modern 
equipment. Their balance, utility and value have 
won for them universal user preference. 


* 4 TRUE TEMPER SHOVELS: Solid Shank 
and Dynamic Forged Socket—Perfect balance and 
double strength in relation to weight is obtained by 
taper forging blades, shanks and sockets in one 
piece from a bar of high content manganese steel. 
Their utility and value are unequaled. 


* 5 TRUE TEMPER STEEL GOODS: Industry 
leaders for over 100 years. The latest major improve- 
ment which greatly increases utility and value is ‘‘Fire 
Hardened” handles.‘ Fire hardening’’ produces the 
best to use, and the most protective handle finish. 


* 6 TRUE TEMPER RODS AND BAITS: The 
Rod of Champions—The Lure of Experts—Fishermen 
declare that even our competitive rods are the equa! 
of ‘others’ Bests’’ in action, quality and finish. 
Available only from True Temper Distributors. 


* 7 TRUE TEMPER HEDGE AND PRUNING 
SHEARS: A complete new line produced in a new 
factory with all new modern equipment. Sets a new 
high in design, quality and value. 


* 8 TRUE TEMPER SCYTHES: Weed and Grass 
Tools—A complete line of quality tools produced in 
the only completely modern factory by modern 
methods on modern equipment. Result, increased 
values and better qualities. 


Distributed by Selected Hardware Jobbers 
in every State. 


THE AMERICAN FORK AND HOE COMPANY « Cleveland 15, Ohio 





as. 
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TRUE TEMPER 
SWING CLIP 
GRASS TOOL 

















@ More customers than ever ask for Circle Bolts and 
Nuts when they buy. Because they see these well-known 
fasteners advertised nationally . . . see them used on many 
of the nationally-advertised products they buy. This is the 
kind of customer recognition that you can turn into steady 
profits...extra profits...simply by stocking the Circle © line. 


(B) BUFFALO BOLT COMPANY 


NORTH TONAWANDA, N. Y. - SALES OFFICES IN PRINCIPAL CITIES 
Export Sales Office: Buffalo International Corp., 50 Church Street, New York City 
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Plomb tool 
her tools are 


low prices. 


Re resentative 
values. Many ot 
available at 
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Value in a product always means more sales, 
easier sales, more satisfied customers. Your 
prospective customers are shopping, as never 
before, to get most for their dollar ... three 
out of every four of these customers are reading 
about Ultramatic CALORIC value. Dealers who 
feature fine ranges will profit from the value in 
Ultramatic CALORIC selling features. Write 
for details. 


Caloric Stove Corporation, Widener Building, 


Philadelphia 7, Penna. @) 


Weta | 





All the Features for 


FASTER 
EASIER 


id zal 


147,000,000 Sales Messages to 3 out of 4 prospective 
Customers . .. Ultramatic CALORIC advertising in 


LADIES’ HOME JOURNAL GOOD HOUSEKEEPING 
AMERICAN HOME McCALL’S SMALL HOMES GUIDE 
BETTER HOMES & GARDENS WOMAN'S HOME COMPANION 


L. P. Gas Range Advertising 
COUNTRY GENTLEMAN FARM JOURNAL HOUSEHOLD 
SUCCESSFUL FARMING PROGRESSIVE FARMER 


ALL CALORIC L.P. GAS MODELS HAVE SPECIALLY 
ENGINEERED BURNERS, GUARANTEED FOR LIFE 


Ultiiamatic, 


THE GAS RANGE YOUR CUSTOMERS WANT 
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Wonderful for sauces and 
dressings that have to be 
“iust so.” Distributes heat 
evenly —no hot spots to 
scorch and spoil precise 
cooking. 


Soeasy to clean— 
makes a lovely 
addition to 

your cupboard, 


The handle always 
stays cool—con- 
venient when add- 
ing ingredients 
and when pouring 
into other vessels. 


So bright and spark- 
ling—so easy to cook 
with! That’s why the 
McKee Range-tec 
Sauce Pan is such a 
favorite with Ameri- 
can homemakers. 
Dealers in your com- 
munity have this and 
many other McKee 
Glasbake and Range- 
tec utensils. Ask to 
see them. 


McKee Glass Company 


Jeannette, Pa. 
Always look for and 
insist on— 


GLASBAKE 


OVEN WARE 


Reg. 1 


RANGETEC 


TOP-OF-STOVE WARE 


QUALITY GLASSWARE SINCE 1853 
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and 

ou'll 
like 
the 

profits ! 


An extremely popular item 
which every homemaker 
finds useful. In two sizes— 


1 and 11% quarts. 


AS ADVERTISED 
IN THE 


SEPTEMBER 
GOOD HOUSEKEEPING 


Fast-moving leaders, fea- 
tured in advertising in 
leading home magazines, 
make the entire McKee 
line of Glasbake oven ware 
and Range-tec top-of-stove 
ware exceptionally profit- 


able for dealers. 


FOR INFORMATION... 


see your wholesaler, or 
McKee sales representative, 


or write. 


McKEE 


GLASS COMPANY 
JEANNETTE, PA. 
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Bend _ -in these Popular National Magazines 
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And, of course, you will want to cash in on this big 1947 
campaign. Remember, every user of forced-warm-air 
heating systems should replace filters at least twice a 
year. So, send your order to your Dust-Sror Dis- 
tributor right away for the brand-new, free Dust- 
Stop Display Package. 

Ask for the other free promotion material, too..- 
new consumer folders... new mailing cards... door- 
knob hangers... blower labels... radio spot scripts... 
newspaper ad mats. Better check your filter stock and 
order replacements so you will be sure to have enough 
to take care of the crowd. Do it NOW! 

For name and address of your dis- 
tributor write, Owens-Corning Fiber- 
glas Corporation, Dept. 934, Toledo 
1, Ohio. 


In Canada: Fiberglas Canada Ltd., Toronto, Ontario. 















OL Air Filters 


@ FIBERGLASS Product 


HARDWARE AGE AUGI 














AUGUST 14, 1947 


We knew this was an 
exceptionally good style. But, like 
sensible parents, we love all of our 
creations equally, and seldom push 
one of a wonderful line. 

However, the judgment of know- 
ing buyers is that this chrome- 
framed pearl-panel hamper is a 
must in every department. And so, 





to play fair with all our accounts, 
we are calling it to your special 
attention now. 

If you haven’t yet done so, we 
suggest that you order Pearl-Wick 
#410/6 (bench) and #401 /3 (up- 
right) at once. It’s a beauty that 
responds immediately to up-front 
displaying on your floor. 


PEARL-WICk 


SELF-VENTILATING 


PEARL-WICK CORP., L. |. City 2, N.Y. * Showrooms: New York, Chicago, Los Angeles, Winnipeg, Can. 
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These Are 
Business Builders 


Brighten up your stock with smart, 
fast-moving Dominion appliances. 
Your discriminating customers will 
reach for this strictly modern mer- 
chandise -- approve its beauty and 
sturdy construction. 

Priced right -- made right - you can 
sell these Dominion appliances. 

If you would like details on Dominion 
appliances, mail this time-saving 
coupon promptly. 





DOMINION ELECTRIC CORPORATION, 
MANSFIELD, OHIO. 


Please send name of my nearest distributor. I am 
interested in handling the Dominion line of 
traffic appliances. 


NI SII scscgvineceiscdesnieeconvesdesesvascteinpicsccbsnwladenceenpenage 


Distributed through reputable 
jobbers across the nation 
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E VERY piece in the ‘‘Baby-Dear’’ line is 
heavy, triple-coated enamelware—the 


choice of many doctors and hospitals for a e 





if completely sanitary utensil to be used where 
t absolute cleanliness must be maintained az all T H : Ss 5 & A 


times for the preservation of health. Each e 







‘‘Baby-Dear’’ piece is carefully designed for 











convenience, easy cleaning and complete 
> 





satisfaction. The china-like finish of the 


triple-coated enameled ware assures long, 





dependable service and is stain resistant. Ask 





your jobber or write direct. 


“Babs Da? 


ENAMELWARE 














— 
Riay 


Bottle Sterilizer 


FEDERAL ENAMELING & STAMPING CO. 


alan ollgels Te) U S.A 


‘World's Largest Manufacturer of Porcelain Enameled Kitchenware’ 





2 Cup Cereal Cooker : j Training Chamber t 


Se 
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© yy It pays to start AT THE BOTTOM ~ 


To be sure of a weather-tight roof—always start at the bottom and on the 

















side away from prevailing winds when laying Alcoa Aluminum Roofing 
Sheet. Then upper sheets will overlap lower ones and side laps will face 


away from the wind. 


PROPER APPLICATION MEANS MORE SATISFACTION é 

s 

Help your customers to put Alcoa Roofing Sheet on right. Then they a 
will be sure of a long-lasting, trouble-free roof. The easy-to-follow rules t 
are listed in the Alcoa Roofing Instruction Folder. A copy is packed in d 
every bundle of Alcoa Roofing Sheet. For extra copies, write to ALUMINUM \ 


Company or America, 1753 Gulf Building, Pittsburgh 19, Pennsylvania. 


MORE people want MORE aluminum for MORE uses than ever 
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To Deliver . To Install . To Operate 






EVERYTHING 
THE DEALER 
DESIRES 






No. 2 END BRACKET 





No. 12 STOP BRACKET 


EVERYTHING 
THE CARPENTER 












BALL-BEARING HANGER 





LOCK- JOINT SIDE BRACKET 


EVERYTHING 
THE USER 
WANTS 


STAY ROLLER & GUIDE STRIP 


FLUSH PULL & BOW HANDLE 


READY TO DELIVER 
READY TO INSTALL 
READY TO OPERATE 


END STOP & BUMPER SHOE 





CENTER FLOOR GUIDE 


° = VW Packaged Door Hardware 





the 
ing 
ace 
A complete set of hardware for every kind of 
sliding door. Everything needed for installation 
ey and operation. And it’s easy for the customer, 


too. All he need do when ordering is give the 
in door size — it’s as simple as that with Richards- 
Wilcox Packaged Door Hardware! 

No more guesswork, no more exchanges, no 


RICHARDs 
wiLcox 


FW 


AUROR* 





Branches New York 


OVER 67 YEARS 
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“A HANGER 


St. Lous 


San Francisco 





more time lost obtaining additional pieces. R-W 
Packaged Door Hardware is packed to specific 
order and delivered complete. Even lag screws, 
bolts and expansion shields are included. And 
R-W Packaged Door Hardware is lower in cost, 
too. For further information, call your nearest 
Richards-Wilcox office or write for free folder. 


FOR ANY DOOR THAT 
AURORA, ILLINOIS, U.S.A. 
Cleveland 


Des Moines 


SLIDES” 


Boston Philadelphia 
New Orleans 


Omaha 


Washington, D.C. 
Kansas City 
Pittsburgh 


Chicago Cincinnati 


Minneapolis 
Detrost Atlanta 


Seattle 
































































Upstair 


TAVERN HOME PRODUCTS 


FLYING RED HORSE 








s! Downstairs! All Over the House! 

















© That’s Tavern all over! Compare! 
A line of quality products that . 
meets just about every household 
need — backed up by a demand 

created by 10 years of consistent 
national advertising. 


¥ P 
Make Fall housecleaning easy! i 
| fa Many women are finding out 7 
. that Tavern Home Products 
take the work out of housework! i. 
& 
x £ 
: 4 
my 
Keep homes gleaming—from liv- ai 
ing rooms to kitchens! The whole 3 
| Tavern line delivers work-sav- 
ing, beautifying results! 








SYMBOL OF 
QUALITY 








PITY 


That’s what we mean when we 
say ,“‘Every Tavern Product is so 
outstandingly good it creates a 
demand for the rest of line!”’ 








Cashin on the big Fall housecleaning 
demand! Get your nearest Socony- 
Vacuum Representative to help you 
plan a special display or write to 26 
Broadway, New York 4, N.Y. In 
the Southwest, order from Magnolia 
Petroleum Company and on the 
West Coast from the 
General Petroleum 
Corporation. 






<TR UL 


© Guaranteed by 
Good Housekeeping 


ne = 
245 apvenristo HY 


LE cg ee 
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TAVERN HOME PRODUCTS 


< 4 « « as = ax 
I avern I iquid Wax I avern I aste Wax ° I avern Non Rub F loor We 
< : : : s 1 th Ta vern W indow Cleaner 
; C se avern Lu tre Cc ) S 90t Rem , 
I avern I aint le aner°* I aver s =] C C 
< ( a rm Rug ACE . - I ( ; “4 
I avern I urniture yloss e I ave leaner ° I avern “ 10VverI 
I avern Leather I reserv ere I avern Elect Cleaner 
ri rase. I ern Dr y < 
I avern I arowax or I a aseal Wax av 


e Product Carries the Sign the Nation Knows 














SOCONY-VACUUM\. Every Tavern Hom 
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S$ 90 Fond 
. SLUDGE 


REMOVER 


FOR FUEL OILS 


FYEL OL «+ BURNER Ol + KEROSENE 


FUEL O 






eR RNR 






Xzit removes sludge end corben from tenks 


end lines. Keeps burner tips clean. Elimi- 


notes soot from chimney ond heating units. 











\ ZI i XZIT Soot Eradicator is a pow- 
ieee dered material which when 
% | sprinkled on the coals of wood or 
coal fires liberates a gas which 
removes soot from firebox and 
chimney. 

Packed 8 1-lb. boxes to 
the display carton and 3 
display cartons to the case. 
This pack of 24 1-lb. pack- 
ages retails at $18.00 and is 
priced to the retailer at 
$12.00.. 


TERRITORIES OPEN TO JOBBERS 


Write today for our attractive jobber discounts. 





Samples and literature available upon request. 


XZIT SALES COMPANY 


5800 S. Hoover Street - Los Angeles 44, Calif. 
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DISSOLVES SLUDGE! 


IF YOU SELL STOVES, HEATERS, OR FUEL here’s a chance to 
cash in on a new product while it’s new. Priced to sell... Easy to 
use... And absolutely harmless, XZIT Soot & Sludge Remover is 
the answer to all the problems of fuel oil heating because it cleans 
constantly from storage tank to chimney top. BE FIRST to offer 
the newest—the best—to your community...erder XZIT Soot & 
Sludge Remover today! 













MAIL THIS COUPON NOW! 


r------- 


Will Not Injure Any Part of Heating Unit 


IRE'S THE DEAL! 


— eeee7e2#eeee#* $.95 


slats SELL FOR $22.80 
BUY FOR 14.82 


YOUR PROFIT $7.98 


QUARTS ~.cecececcecces $ 1.75 


SELL FOR $21.00 
BUY FOR 13.65 


YOUR PROFIT $7.35 


ORDER TODAY! 


FOR EARLY FALL DELIVERY 
JOBBERS PROTECTED 


Pack 4@ the carton to retail 


at $277,86. p fotmse. You get 35% 
trade discount, 





Packed 12 quarts to the carton to re- 
tail at $21.00 per case. You get 35% 
trade discount. 











XZIT SALES COMPANY 

5800 South Hoover Street 

Los Angeles 44, California 
Date__ ” 

Please ship through my wholesaler cases 


. of quarts 
cases of pints of XZIT Soot & Sludge Remover. 


Total amount $. 





Name of company ____ 


Name of Individual Title_ 





Street 





ll 
SHIP THIS ORDER THROUGH 

Name of Wholesaler. atimiciiemeaiieaea m 

ms os es oe ee ee es ees ee ee ee ee os ed 


i seitedindtivemienci 
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Binney rage. 
QUAKER'S 


““SAKES ALIVE! 


I guess just about 
Everybody needs 


QUAKER OIL HEATERS” 


Not quite, Grandma. But it’s true that the oil space heater 
market is the least saturated major appliance market 

today. Yes, over 58% of all homes in America are stove heated. 
And over half of all new homes will rely on space heating. 
That means plenty of business for aggressive wide-awake 
QUAKER dealers. For only QuaKER dealers can tell the 
greatest heating story ever told... the story of 

amazing, new QUAKERTROL. 


How New, Revolutionary 


QUAKERTROL 


Can Make You Heating Headquarters 


Not claims, but proven facts! QUAKERTROL will make your 
store heating headquarters because only QUAKERTROL can 
make every chimney a perfect chimney. Only QUAKERTROL 
can guarantee a fuel saving of at least 25‘7 over any natural 
draft heater. Only QUAKERTROL automatically ; 
synchronizes the flow of air and oil to produce proper draft 
at every flame setting. Promote QuAKER heaters 

and QUAKERTROL . . . they’re your assurance that you'll be 
heating headquarters in the tremendous market ahead. 


QUAKER MANUFACTURING COMPANY, 223 W. Erie St, Chicago 10, IMlinois 


Export Agents—A. J. Alsdorf Corp.—Chicago 


Advertised Everywhere... RS a, Sees ve. 


Patented and Manufactured 


Demanded Everywhere... | Sal exclusively by QUAKER. 








THERE'S A QUAKER BURNOIL HEATER FOR EVERY SIZE SPACE HEATING JOB 


“The FIRST name cx ott heaters 
sdb sin 2013 “The LAST WORD cx efficiency / 
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THIS TEGCO LOCK WILL 
MAKE YOU MORE MONEY 






Because: 


its wide and popular acceptance makes for 
fast inventory turnover. Every operating and 
wearing disadvantage found in ordinary locks 
has been completely eliminated through sci- 
entific research. 












Jobbers, dealers, builders and homeowners 
all over the Country are proclaiming the su- 
periority of these outstanding new, completely 
stamped lIecks. Check into them yourself! Read 
below about TEGCO’S extra features and then 
write for prices and other information TODAY! 


CHECK THESE ([@raee}] FEATURES 


SINCE 1920 























NATURAL POSITION OF LOCKING BUTTON 


The locking buttons on TEGCO 
locks are located exactly where 
they should be for natural oper- 
ation. Either right handed or left 
handed persons can easily place 
their thumb on the button and 
actuate the knob with the same 
hand in one single motion. , af 
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EMERGENCY RELEASE SPINDLE 


TEGCO emergency release spindles completely eliminate ‘locked 
door” incidents and do so without surrendering the privacy of 
personal rooms. Ideal too, for cabinets and closets where children 
or guests are not wanted. e TEGCO locks are way ahead. Feature 
them and you'll be way ahead too! 








COMPLETELY STAMPED 


The working parts of TEGCO locking sets are 
made from high-quality stamped steel ma- 
terial, while the outside roses are made from 
stamped brass material. NO CASTINGS USED 
THROUGHOUT! 







The spindle of the TEGCO 
lock is in two sections, with 
locking rose mounted over 
the shorter section. Fig. 
1 shows natural 
position, 






















NO RIVETS 


Not one single rivet is used in the simple con- 
struction of a TEGCO lock. Nothing to work 
loose! Only a minimum of moving parts. Noth- 
ing to wear out! They're completely fool proof! 

































In Fig. 2, the longer 
section has been pulled out 
of its socket permitting the latch bolt 
fo turn in an emergency. The com- 
pressed spring at the extreme right 
snaps them together after '/2 turn, also 
making the emergency release a defi- 
nite operation and preventing acci- 
dental opening of doors. 


LESS MORTISING 


TEGCO'S patented split spindle for emergency 
release, (at right) eliminates extra mortising 
for installation; the same-mortising as for a 
passage sef. In addition, only two screws are 
required to install the rose. Easier, faster 
installation! 



























2050 EAST 48TH STREET 


TECHNICAL GLASS fo INC. LOS ANGELES 11, CALIF. 


- ++ SINCE 1920 
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WARDS NON-ELECTRIC 


Yoo Anocke. Chime 


@ Here’s the chime that’s ringing a new profit note 
for suppliers and dealers all over the country! 

Priced at only $6.95... amazingly easy to put on 
any door...the non-electric Edwards Door Knocker 
Chime, with its tone-tested two-note melody, has 
that rare combination of utility and novelty that 
spells fast sales—more sales—sales from sources you 
never tapped before! 


THESE FEATURES ADD UP TO SALES 


Looks like a door knocker— is actually a lovely 


two-note chime with perfect tone guaranteed. 


Designed by Lurelle Guild in solid brass with 
handy last-peek mirror. 


A snap to put on—no wires, no batteries. 


Priced for volume sales— retails for only $6.95. 


NATIONALLY ADVERTISED AND PUBLICIZED. Consist- 
ently and heavily advertised in Sat. Eve. Post, American 
Home, and Better Homes & Gardens. Editorially featured 
in 16 publications with over 5,000,000 circulation. 
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DISPLAYS THAT SELL 
BY EYE AND EAR! 


Each carton is its own display 
Carton, showing chime in all its 
beauty, is especially adapted for 
grouping in attention-getting 
mass displays. 


: mon fue Tek 
: DOOR KNOCKER 
4 /nte 


Operating Counter Display 


Catches a customer’s eye and 
| irresistibly tempts him to lift 
knocker and hear chime. Dis- 

play also shows “‘last-look 





mirror.” 


[Epwanns 


VIA Company 


NORWALK, CONNECTICUT 
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AT SELL 
EAR! 

n display 

e in all its 

dapted for 


n-getting 


Display 
eye and 
m to lift 
ime. Dis- 
ist-look 


NATIONAL ADVERTIS 


IMPORTANT 


When facing door that swings 
away from you... if hinges 
are on left, use left-hand con- 
trol. ..if hinges are on right, 
use right-hand control. 


National advertising breaks in July and August... 
Saturday Evening Post! Colliers! American Home! American 
Builder! Popular Mechanics and other leading consumer 
magazines! 

Have Mallory Door Pilots in stock when these ads 
hit the stands. 

The rugged Door Pilot is 100% mechanical. . . 
absolutely non-hydraulic. Rides on the famous 
Chrysler “‘Oilite” bearing. Controlled power! Positive 
closing action! Effortless opening! 

So, open your door to profits! Place your orders now! 


Just look at these attractive retail prices: 


Light Duty Model 
Standard Heavy Duty Model 
Senior Heavy Duty Model 


J. W. Corcoran & So 
pn W. Blaine Street Arthur A. Lewis 
eattle 99, Washington 4 Bale | 
-Hudson 


(Oregon, Idaho, Montana, Washington) New York 6, N. Y. 


bd (New York, N 
& Assoc. rigs a 


ING. 
BREAKING NOW! 


“Faithfully we 
pilot the doors 
of the Worid”. 


Hobart Bros. 
200 Davis Street, San Franciscx 
er S. La Brea, Los hioden Nad 
California, Utah, Arizona, Nevada 
New Mexico) 3 


Fort Worth, Texas 
(Texas, Louisiana, Oklahoma, Arkansas) 
., s 


Central States Sales Compan: 
Suite 326, Law Bldg, F 
Kansas City 6, Missouri 
(Missouri, Kansas, Nebraska, lowa) 
e 


Industrial Specialties Company 
Hardington, P. 0. Weston 
Ontario, Canada 


(Exclusive Canadian Representative) 
: 


A. Roy Hines 
1040 Wynnton Rd. 
Columbus, Ga. 


SALES COMPANY 


6251 JohnR. St. *¢ Detroit 2, Mich. 
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No. 1565—PARKER ~ 
LOWER T GUIDE 


PARKER” 
DOUBLE METAL 

beaheben No. 1566—PARKER METAL SHOE 
J ° ee 
Eliminates need for Wood Side Rails. for Gl ‘ y 
Also cheaper and faster installation. <ieees mee 1567 tie cay — 
Furnished separately, not packed vith 

with sets unless specified. 





.You can pay more — But you can’t get anything better than a 
—— FOR WOOD SLIDING DOORS ——— _“ PARKER” ROLLER TRACK. 
The superior track for Frameless Glass Showcase Sliding doors. 
Made of cold rolled steel, cadmium plated, rust resistant finish with 


3 solid brass rollers. PRICED EXCEPTIONALLY LOW. 
_ Packed in wood cases of 240 feet complete sets as illustrated. 
— Complete sets include Numbers 1564, 1565, 1566, 1567. 


No. 1590 PARKER’SHOWCASE Roller track parts are sold separately or in case sets. 
TRACK. Used with No. 1581 
Sheaves. 12 ft. lengths. 


OPERATION ASSEMBLY 


Mounted sample of highly polished 
hardwood frame, complete with “4” 
plate glass and Roller Track, illustrat- 
ing actual working operation of unit. 
Comes with cast brass chromium 
plated handle to facilitate handling. 
A sales aid suitable for counter or 
salesmen. Size overall 1342” x 26”. 


Furnished FREE with an initial order of 3 or more cases. 


thre You on Our Mailing List? 
S. PARKER HARDWARE MFG. CORP. 





No.1581-—PARKER BALL BEARING <= & 
SLIDING DOOR SHEAVES a 








27 LUDLOW STREET Phone CAnal 6-1680 Since 1900 NEW YORK 2, N. Y. 
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MAGNETIC 
MERCHANDISING 
by EAGLE 


a 


yet, 


CARRIER 


Ss 


than a 
Here are just three 


eA RY 


doors. of the reasons why 


ish with a MEER ‘ ; 
é : i you'll make more money 

strated. with Eagle. A dramatic 4- 
piece window display present- 

ing popular Eagle sellers in full 
natural colors. A cabinet lock sales- 
maker with a real merchandising wal- 


MBLY 


lop. An outstanding all-metal padlock dis- 


polished ‘ 
. ‘ lay board with eye-and-buy appeal. And all 
illustrat- " 4 ’ , play board with eye-and-buy appeal. And a 
of unit. E , , " . 

eadiiaee three are designed to attract customers and 


andling. ‘ ° 
nter or 3 x step up sales for you. 
28”. 5 
y d America’s First Lockmakers — Since 1833 


cases. 
EAGLE INDUSTRIES, INC. sicsiicr cf bowser, 


National Sales Representative of The Eagle Lock Company 
110 North Franklin Street, Chicago 6, Ill. 
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in Handling 
THE BEST! 


There's a longer profit in selling the 
unmatched performance and handling 
ease of an Eclipse. The experienced 
skill of firmly established reliable lawn 
mower specialists assures top quality. 
The smooth quiet dependable opera- 
tion of Briggs & Stratton engines has 
earned world-wide recognition. This 
combination provides effortless eco- 
nomical motorized mowing at its best. 
No mixing of oil and gas. No fumes. 
No smoke. 








Wy 


Lasting precision mowing under severe 

conditions of hard use builds plenty 

THE ROCKET an of satisfied customers...plenty of 

Diaisins Chali Ge wn cetnenlion / _ Eclipse buyers. The net result is a fast- 

line with sizes and prices that , moving quality item that will continue 

meet every mowing requirement. to pay good profits to dealers holding 
an authorized Eclipse franchise. 


THE ECLIPSE LAWN MOWER » 
A COMPLETE LINE OF POWER AND HAND MODELS Sassmdeaee, ILLINOIS — 


Only Eclipse 


has all these 
Features 
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WITH THE CAB THAT “BREATHES” 






















America’s first ADVANCE-DESIGN trucks, fea- 
turing the larger, roomier cab that ‘‘breathes’’! 
The unique new cab almost literally ‘‘inhales’’ 
fresh air and ‘‘exhales’’ used air,* assuring day- 
long driver comfort and efficiency. Other new 
features and innovations make these the trucks 
to see first at your Chevrolet dealer’s! 





Extra-economical and powerful Chevrolet VALVE- 
IN-HEAD ENGINES are time-savers, profit-makers! 
There are exclusively designed HYDRAULIC 
TRUCK BRAKES, too, with greater brake-lining 
contact for quick, safe stops! 


load! 





anlage. Aja "OL =Gle 
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Powered to Build Better Profits... 


Better load distribu- 
tion, due to LONGER 
WHEELBASES. FULL- 
FLOATING HYPOID 
REAR AXLES mean 
extra pulling power! 
They’re geared for the 


er CHEVROLET TRUCKS wc" 


ts ‘ om . - ee é 
. - Over-Ensi . : , ‘. special equipment for 
Pick-ups Panels Stakes Cab-Over- Engine Tractor-Trucks & Chassis for Special Equipment your specific heuting 
CHEVROLET MOTOR DIVISION, General Motors Corporation, DETROIT 2, MICHIGAN needs. 








THE 


More efficient loading in stake and high 
rack bodies— moreLOAD SPACE in panels | 
and pick-ups. Chevrolet truck FRAMES ; 


are new, stronger and sturdier, designed 
to carry greater loads for a longer time! 





t 


*Fresh-air heating and ventilating system optional at extra cost. 


oe Your Chevrolet dealer 





can supply standard or 
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Your Customers Can See and Feel 
THE QUALITY CONSTRUCTION OF SWAN GARDEN HOSE 










@ Put a coil of Swan Garden Hose into your techniques which promise to further increase the 
customers’ hands and let them feel its firm-bodied 8 value of Swan Quality Garden Hose. When such 


construction—let them discover how resilient ™ new discoveries prove their worth in the Swan 


















and flexible it is, yet how stubbornly it resists - Testing Laboratory, they are incorporated in 
eand high § kinking. These features, easily understood and Swan products. 
xE in pane P i : 
k re appreciated, make Swan Garden Hose easy to sell. * It is our hope to be able to announce worthwhile 


: & , : 
Swan Research Engineers are constantly discover- jg new improvement in Swan Quality Garden Hose 


r, designed 7 
ing and testing new designs and manufacturing ee in the not too distant future. 


nger time! 





at extra cost. 


t meer = . Sa ——— 


iy 


SWAN RUBBER COMPANY - + > BUCYRUS, OHIO 


ORTATION 


vrolet dealer 
' standard or 
quipment for 


AT STRICTLY COMPETITIVE PRICES 


reo é 





ific hauling 
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Climbing mountains or selling kitchens, it’s the same iden 


Teamwork does it! And with the heaviest sales in 


kitchen history just ahead, that’s especially true, so... 





@ Here’s what Mullins is doing 
for Youngstown dealers 


Producing every Youngstown Kitchen possible... 
with production dedicated 100% to supplying the 
needs of Youngstown Kitchens dealers only. 


Continuing mass market promotion with full 


4-color pages in top publications like... 


American Home, Better Homes and Gardens, 
Collier’s, Country Gentleman, Farm Journal, 
Ladies’ Home Journal, Life, Saturday Evening 
Post and True Story. 


Supplying franchised dealers with latest methods of 
merchandising as only Mullins knows them. Dealers 
are currently getting such exclusive merchandising 
aids as The Youngstown Kitchen Story and the 
Youngstown Kitchen Measuring Rule. 





MULLINS MANUFACTURING CORPORATION, WARREN, OHIO 


Porcelain E 
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BY MULLINS 


led Products, Large Pressed Metal Parts, Design Engineering Service 


PIONEERS OF KITCHEN MERCHANDISING 


@ And here’s what Youngstown 
Kitchen dealers are doing 


Featuring permanent live Youngstown Kitchens dis- 
plays for most effective demonstration. 


Taking advantage of every sales training oppor- 
tunity. 

Developing their skill in using all Youngstown 
sales helps. 


Promoting Youngstown Kitchens as a basic line 

and establishing their stores as kitchen merchandising 
headquarters in their communities. 
This teamwork between Mullins, its distributors 
and dealers has made the Youngstown Kitchens 
franchise the most coveted in the field. A few dealer- 
ships are open, under the proved Mullins plan. If 
you are interested, write for details about “the 
sweetest line on the floor.” 
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THE YEAR’S BEST 
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WINS... 


but with...one dramatic difference 


i MODEL LPC-414C. This ever-popular LPC-414C 

s Adjust-O-Matic Iron continues to be a best seller 

eB in the appliance field . . . featuring a stream- 

a line design for better balance and “gliding” 

5 a smooth soleplate of extra-hard cast: iron, 
triple-plated with layers of copper, nickel and 


a finished with extra-hard, scratch-resisting chrome. 
i The shielded, 1000-watt element delivers heat 
rapidly over entire ironing surface. Never too hot 


or too cool. No waiting for heat to “catch up”. 
t WEIGHT 4 POUNDS 


Almost identical twins! So what’s the difference? 
Basically it’s just a matter of one pound. Why? 
Because some women like a 4-pound Lightweight 
and others prefer a 3-pound Featherweight. Now, 
Westinghouse has both . . . two Adjust-O-Matic 
Irons, identical in appearance, priced the same, 
but with different construction features; the first 


WESTINGHOUSE ELECTRIC CORPORATION ¢ 





res 
f 


TUNE IN: Ted Malone .. . 


* 


. = 
t 


AUGUST 14, 1947 


APPLIANCE DIVISION «+ 


ies Westinghouse 


every morning, Monday through Friday . . . 


MODEL ID-64. The ID-64 has the same ad- 
vantages, features and Westinghouse prestige as 
its twin sister. Identical as two peas in a pod 
except the ID-64 weighs only 3 pounds. It has 
an aluminum alloy base with a 1000-watt Corox 
heating element cast in. This construction, plus the 
fast heat conductivity of aluminum, assures a 
100% heat distribution directly to base . . . less 
weight, less ironing effort +. . less metal to be 
heated; heats faster and consumes less current, 


WEIGHT 3 POUNDS 


time any manufacturer has made it possible for 
your prospects to select an identical iron, per- 
formance-wise, in a weight preference. 

DELIVERY? They’re becoming available in ever- 
increasing quantities to help you maintain the 
good will which, as a Westinghouse Full Line 
Dealer, you have enjoyed throughout the years. 


MANSFIELD, OHIO 


Plants in 25 Cities 
Offices Everywhere 


A. B.C. Network 


= 














with YOUR HEATER OPERATION 
with YOUR OWN REPUTATION 
with THE LIVES OF OTHERS 
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Make sure that the 
heaters you sell bear 
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Yo Se = —=A\ FOR USE WITH APPROVED @] 

Z LE LIQUEFIED PETROLEUM GASES 
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df; Y 
Adda DucAtRE SPACE HEATER 


is AGA approven ror LP-cases 


(ALSO MADE FOR CITY GASES) 

















[ VENTED CIRCULATOR | ¢ UNVENTED CIRCULATOR + * RADIANT CIRCULATOR = 


SOUTHERN AIRCRAFT COMPANY 


ANI s CounNTy 4 
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Floating action 
means better blend- 
ing every time. 


Bowls go ‘round and 
"round (on 17 ball 


Portable mixing head 


makes every pan a 
mixing bowl. 


Sand Test shows 300- 
400 continuous 


Jiffy Juicer gets ALL 
the juice in a jiffy. 


is trouble-free— 


never needs oiling. hours operation. 


bearings). 
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tw aed, 
TRUE STORY - 


You will be enthusiastic the mi 
Copper-clad Stainless stee] beauty, 


yes on Revere Ware's 
and wonder that utensils 50 lovely 
could also make cooking so €asy. They hear up j 
H 0 M They need so litt] 

“ ET TE R re) ‘ ere “waterless” cooking 
ish more tantalizing, saves fuel, Preserves food values, 
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UE STORY 
GARDENS 
BARENTS 
| MAGAZINE 
E JOURNAL 
PAUTIFUL 
OUSEKEEPING 
& GARDENS 
GOURMET 
© TRUE STORY 
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I. PARENTS 
IDE'S MAGAZINE 
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Se #4 


4 qt. Pressure Cooker "e 10", 12° Covered Skitiey 


8 2q! 





3qt Covered Sauce Pon 
e Revere trade mark on 
the thick Copper bottom. Revere Copper and Brass 
B ETTE R Incorporated, Rome Ma 
LADIES’ 10mm mre 
oie RENTS ° 
GOURMET + PA 
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S% at Dutch Oven 
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4 qt Covered Sauce Poy 








NEW! 


Sensational “Sunken Knob,’ Recessed Top, 
Amazing Space Saver! Stacks Easily! 


acide wate 


Be first with this new exclusive item! New design 
Aristo-ware canister top is recessed in the center— 
then the handy knob is attached! Only Aristo-ware 
has this new feature . . . in our popular 
“Refresher” pattern. Five colors on white, under- 
glazed, guaranteed not to chip. ‘“Quad-coat”’ process 
enamel, inside and out. Fast-selling. Order today! 


SEE? 

The top is 
recessed! The knob 
“levels off” with 
the canister top! 




















Gar 





Makers of 


4 
1. 7004 Waste Basket. Round, 3+ 20044-Pe. CanisterSet.New 5+ 5004 Cookie Can. Easily re: Sh wee titiee 


roomy. Smart white * ‘Quad top, recessed for knob, permits movable lid. 6-lb. capacity 
fresh Saves space on store inches high. Can be used dhe 















Coat" enamel with “ pe 

— White enamel in- = shelf. ““Quad-coat" for cake or cookies. America’s best selling stove and 

2. 3004 Flow Can. For flour or 4 1004 Two "Refresher" Ap- mete "Refresher" Hot table mats! America’s only mats 

ugar. Bright red ‘Sunken Knob" pliance Mats. Features famous lads ighly protective utility : = 

lid. Holds 10 Ib. flour sack with "KANT KUT KORNERS", mat. Takes up to 300°F. As- pre-sold by national advertising 
extra heavy asbestos padding. _bestos d. 7-inch tt to your customers! 


room to spare. 


Phoenix Table Mat Company 


1315 WEST CONGRESS STREET 
CHICAGO 7, ILLINOIS 
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ng new products ream UP 
- OXCO line of quality 
Hair, Bristle and Nylon, 
| ie and are - . aia acquere 4 backs --° a size and 
: rpose -** OxCcO 
Made with a common sense combinatio® offers @ 
of beauty and traditional OxCcO durability, turnover and full profit! 
sn hese cleverly designed prushes mea? fast, modern - °° Go Oxcd- 
A pailable through lead ing jobbers 
BRANCH OFFICES 
PHILADELPHIA, PENNA.,Lafoyert® auilding, 5th & Chest Sts. BOSTON, MASS.» Rice Building, 10 High Str et 
CHICAGO: IL., Tribune Tower, 435 NW. Michigo" Avenue SAN eRANCISCO, CALIF Sheld¢ n Build! 1, 461M srket Sree t 
guilding CINCINNATI, onio, 505 UNO" central Bidg- 4th 4 vine St 
Fifth Ave Guaranty Trust BICS~ 522 § fth Ave: 
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DALLAS, TEXA 
NEW yorK, nN. Y., 


ad.dp 

p 

¢, 9 

wars 0 * Fl § 


stove and 


only mats 
dvertising 








ars! 





WARE AGE 


guard filter makes clearer, 
finer coffee. Can be used with 
or without cloth. 


regulates brewing period— control automatically maintains 


EXCLUSIVE Silex self-timing stove EXCLUSIVE “Anyheet” thermostat EXCLUSIVE patented Silex flavor. 
: ae o ch 4, 
guarantees uniformity! chosen temperature. 


EXCLUSIVE Silex “pop up” handle 
@ releases upper bowl quickly. 













Exquisite 
gay colors 
| coffee maker a handsome house- and 5%” 
* hold accessory...a perfect gift! 90c, respe 
est quality 
for clay p 


EXCLUSIVE Silex designs make the 


The popular “Aiken” model...now complete with electric stove. 


thy, noel thal ent 4, 


Here’s tl 
case Isaa 
dreamed 
couldn’t h: 
of trans 
strong, w 
With coffee-lovers from coast-to-coast ... the Silex plastic 
elass coffee maker is in top demand! weight w 
They know its fast, simple, dependable cap, Retai 
performance! They like its important exclusive 
features! And oh, how they appreciate getting that 
richer, clearer, finer-tasting coffee every time! 
g Feature this famous line. now! It assures your 
| customers complete satisfaction ... boosts your sales. 
miro! Your distributor has a complete stock of Silex coffee 
makers in both gas and eleetrie models. The Silex 





Company. Hartford 2. Conn.. St. Johns P.Q. Canada. 


patented Silex flavor. 
r makes clearer, 

>. Can be used with 
cloth. 


silex “pop up” handle 
2er bowl quickly. 


lex designs make the 
r a handsome house- 
y...@ perfect gift! 


.. the Silex 


ble 

exclusive 
vetting that 
y time! 

ures your 
sts your sales. 
Silex coffee 
Phe Silex 
P.Q. Canada 
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ESKOTRAY 


THE MODERN PLASTIC ICE CUBE TRAY 


for 


"BIG ice cubes at 
the twist of the wrist’ 


Exquisite plastic flowerpots, with saucer, in six 
gay colors—red, green, black, ivory, onyx red and 
onyx green—in three popular sizes (342”, 454” 
and 5%” top diameters) to retail at 30c, 50c and 
90c, respectively. Washable and non-fragile. High- 
est quality. Can be used as flowerpot or as jacket 
for clay pot. 


Here’s the flyrod 
case Isaac Walton 
dreamed about but 
couldn’t have. Made 
of transparent, 
strong, waterproof 
plastic of light 
weight with screw 
cap. Retails at $2.95. 


THE MODERN PLASTIC FLY-ROD CASE 


light waterproof 


No muss. No fuss. No holding under hot water tap. 
No sticking to fingers or ice compartment. This new 
sturdily built plastic ice cube tray gives BIG ice cubes 
at the twist of the wrist—instantly. Every user wants 
more of them. To retail at $1.69 or three for $5.00. 


~ 


FLORETTE 


THE MODERN PLASTIC FLOWERPOT 


In gay colors to 
brighten up the home 


BACKED BY 
NATIONAL 
ADVERTISING 


® 
ATTRACTIVE 


COUNTER DISPLAYS 
FREE 


ASSOCIATED 
PLASTIC COMPANIES 


case that every (INCORPORATED) 


herman 


art 
vy V4 


iS 


201 NO. WELLS ST. * CHICAGO 6 © 









You don’t need 
the Brush* with the 


Permanent Wave 
ag Bie Pg tN gag Na ay Gt 
























you have too much money 


e Because this great new brush saves you’ | 
money right down the line. It costs less than a t 
hog bristle brush when you buy it, much less 
when you consider the service it gives you all 
through the years! 
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If time means nothing to you If you like to keep buying new brushes 
¢ Because the Rubberset Nylon Brush paints ¢ Because repeated bristle wear tests, con- 
more surface per dip—9.5% more than top- ducted by an independent laboratory, show 
quality hog bristle brushes. And saves you that the Rubberset Nylon Brush lasts up to 
more time by laying down a film free from 5% times as long as hog bristle brushes. That’s 
excessive brush marks! 51% times less wear... 514 times more service! 





Famous for hog bristle brushes, too! Not only Nylon brushes, but world- 4 
renowned hog bristle brushes are produced by the Rubberset Company. Since a 
1873, our famous trade mark name Rubberset has meant ‘The finest in brushes.” 
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If you enjoy breaking in a new brush If you’re crazy about bending and dipping 


1 saves you ‘ e¢ Because the Rubberset Nylon Brush comes e But if you’d rather save yourself a lot of 
s less than a 2 to you already broken in. You get it with the back-breaking effort, get Rubberset Nylon, 















it, much less “chisel tip’’ that ordinary brushes acquire the brush with the permanent wave. Thanks 
tives you all only after weeks of tedious effort! to this exclusive feature, Rubberset Nylons 
pick up more paint than best hog bristle or 
ordinary nylon brushes! 
but if you want to do a better job faster and 
= A easier than you’ve ever done before, you need 


the Brush* with the Permanent Wave 


The man who knows 
says Rubberset 









‘ ai, 
. “EE po Ee Gnge kaka 
. eh play’ 
8, but world- ; Rubberset Company—56 Ferry Street, Newark 5, New Jersey—Established 
a sere Since 1873. Factories: Newark, New Jersey, Salisbury, Maryland, Gravenhurst, , 
in brushes. Ontario, Canada. Branches: Los Angeles, California, St. Louis, Missouri. *Patent Applied For 
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maybe 


you'd like a new assortment 
of best-selling brushes? 


This new Rubberset 
Assortment contains 
Best-Sellers only! 

Every one of the 4 dozen brushes 
in this cleverly designed assort- 
ment is a proven best-seller! And 
the entire unit is so compact that 
it measures only 942”’ x 9”’ 





Send for free ad mat 
service for your store 


Make the most of the space you 
buy in your local newspaper— 
Cenusp Write us for these attractive, hard- 
RUBBE . hitting ad mats that advertise 
BR S F T your store as the place to get all 


"RA ce ieee i . . . 
RUSH Es o i kinds of paint supplies. 


3 


eS ee ew ee we ew eee wee mew wee wee = 


HERE’S THE ASSORTMENT: 


2 doz. 1" Varnish Brushes @29¢ $6.96 
1 doz. 1¥2" Varnish Brushes @37¢ 4.44 


eu & B ERSET : 1 doz. 2" Varnish Brushes @49¢ 5.88 


Your selling price $17.28 

BRUSHES arcane NE 
YOUR PROFIT $6.03 

Made only by the Rubberset Company | ORDER FROM YOUR WHOLESALER TODAY! 


56 Ferry Street, Newark 5, New Jersey —Established 1873 
Factories: Newark, N J., Salisbury, Md., Gravenhurst, 
Ont., Canada « Branches : Los Angeles, Cal., St. Louis, Mo. 
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TIME w'™* 


Ceca-tée SYNCHROME 
ALUMINUM PAINT 


For All Kinds of Roofs: Metal— 
Composition —Roll— Asphalt 
Shingled— Built-up Types 


tore 
space you 
wspaper— 
ctive, hard- 
advertise 
> to get all 





IT’S ROOF PAINTING 
TIME...AN EXTRA 
OPPORTUNITY TO STEP UP 
YOUR VOLUME ON 
Cres-lile SYNCHROME! 


Cres-Lite Synchrome protects roofs because it reflects radiant heat and 

rays, and keeps interiors cooler in summer ... warmer in winter. Resists 

moisture, weather and corrosion; helps prevent “drying-out” and brittle- 

ness in position roofing 

Cres-Lite Synchrome contains: 

MORE Oll—penetrates composition roofing to keep roofing materials soft 325 mesh aluminum and the highest quality 

= oe On metal roofs extra oil content keeps paint from cracking grades of Oll, PIGMENT AND SYNTHETIC 
2 © RESINS. For complete details regarding other 


PURE 325 MESH Aluminum Pigment—gives one-coat covering with maxi- : : 
mum reflectivity. Prevents destructive action of sun’s rays on composition uses of Cres-Lite Synchrome, write for FREE 


roofing. Lowers heat absorption in summer ... insulates in winter. 


SYNTHETIC RESIN (made from asphalt base) provides hardness to the 
paint film and causes adhesion of paint to surface. Helps prevent rusting 


and scaling of metal roofs. 
COMPANY 


CRESCENT sRronze POWD I nus x 


Chicago 10, lil. 1841 Sou 


Cres-Lite Synchrome is a quick-drying, synthetic 
resin, oil paint, guaranteed to contain only pure 





copy of “A Guide to Using Aluminum Paint.’’ 


116 West Illinois St-, 


ARE AGE AUGUST 14, 1947 








A} 





N\*. = lip TY ih) 

A a Nae GA ap Aer De 

NAT RVD elbate tacts 
? 30 Z | We ae | S\ ij} | 


[NR As 


























H™: great news for all homeowners, paint- 
ing contractors, master painters and every- 
body else who uses paint. 

Gum Turpentine is back. Now you can have 
high quality, standard paint jobs again. 

No matter howgood otherwise, paint which has 
not been mixed and reduced with genuine 100% 
Gum Turpentine cannot give the best results. 

Until recently the scarcity of Gum Turpentine 
often necessitated the use of substitutes, which 
naturally resulted in sub-standard paint jobs. 

This year, in the great pine forests of the South, 
the pine gum has béen flowing freely. Distilled 
in modern processing plants, Gum Turpentine is 
purified and then packed and sealed in one-gallon 
and five-gallon tin containers and in the famous 
emerald green bottle in quart, pint and eight- 
ounce sizes. It is then shipped for distribution to 
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every city and town in the country. 

Run, don’t walk, to your nearest dealer in 
paint supplies. He should be able to supply your 
requirements for Gum Turpentine today. But 
don’t wait. Even with larger production there 
may not be enough Gum Turpentine for every- 
body this year. 

Gum Turpentine is the real thing . . . as im- 
portant to good painting as high quality pigment 
and high grade, genuine oil. Avoid all substitutes 
for Gum Turpentine. It pays to pay a fewcents 
more for the rea/ thing. 

Look for the AT-FA Seal of Approval on 
every package. It’s your assurance of genuine, 
100% Gum Turpentine—the original, standard 
paint thinner preferred by 9 out of 10 Painting 
Contractors and Master Painters. 

AMERICAN TURPENTINE FARMERS ASSOCIATION 
GENERAL OFFICES: VALDOSTA, GEORGIA 


GUM TURPENTINE IS THE REAL THING 





Here’s the Proof! 


Pictured above is a cross section of wood surface (highly 


magnified) showing how Gum Turpentine carries the pig? 


ment and oil into the cellular structure of wood and /ocks the 
paint film into the surface. The shaded portion of wood 
shows how Gum Turpentine and oil penetrate and preserve 
the cell walls around the ¢*‘keys’’ of the paint. Gum Turpen- 
tine comes from the gum of the living pine tree and has a 
close affinity for wood... better and more even penetration. 
Best for Cleaning: Gum Turpentine is an excellent household cleaner 
for woodwork, furniture, rug spots, porcelain and metal fixtures. Disin- 
fects as it cleans. 

Gum Turpentine in convenient size packages is sold by paint stores, 
hardware stores, lumber supply dealers, variety stores, department stores, 
drug stores and grocery stores. 





REPRINTED FROM A FULL PAGE ADVERTISEMENT IN THE SATURDAY EVENING POST, JULY 26th ISSUE 


SELL THE REAL THING 


SELL GUM TURPENTINE 


VISIT OUR BOOTH 296, NATIONAL HARDWARE SHOW, OCTOBER 15-18, NEW YORK 


NATIONALLY ADVERTISED IN MAGAZINES REACHING OVER 40,000,000 HOMES 
HARDWARE AGE 
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AUGUS 


THE ““GOLDEN GG” LIME 





UE 


SANDER-POLISHER 





New, low cost Clarke Dao does ail types 
of sanding and polishing jobs. Fast, 
powerful, weighing only 4 lbs., the Duc 
eliminates slow, tiresome handwork. 
Sanding, and polishing pads quickly 
eaba-sacdat-batel tt -) Cm 





Yes, it’s only $36.50! The Clarke Duo 
Sander-Polisher will sell fast because 
it's priced to make its own market. It will 
sell wherever general maintenance work, 
refinishing or repair is done . . . and for 
homecraft use, it’s a natural! 


Manufactured by Clarke... builders of high 
quality sanding and floor maintenance ma- 
chines for nearly a quarter of a century. Write 
for complete information. 


308 CLAY AVE., MUSKEGON, MICHIGAN 
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] Fast and sure for 
furniture repair... 
strong holding power 


@ ideal for reinforcing 


wood sash screens... 


handy as nails 


3 Cleanly and easily 
hammer driven... 
sharp as tacks 





USEFUL, 
FAST-MOVING ITEM 


FOR YOUR STORE 


On your front counter and in self-service bins, colorful, 


attractive packages of Acme Corrugated Fasteners will 
sell themselves. These handy, easily driven fasteners 
can be used everywhere for repair of household items. 
See your jobber for sales-making cartons of 12 boxes, 


50 fasteners each. Three sizes: % x 4, % x 5, % x 5. 


NEW YORK 7 e ATLANTA e CHICAGO 8 ¢« LOS ANGELES 11 


ACME STEEL CUMPANY 
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NSTANT USE 


FOR FURNITURE IN co ie 
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ble, high gloss fin- 
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A scant 57 minutes after ye 


apply sTOP W ATCH EN AMEL. 
presto—it’s dry. What's more, it 
drics dust-free in 16 minutes. 
STOP W ATCH is easy to apply 


hly without leav- 


a smooth, dura 
ish—adds new buster and real pro- 
tection to ald surfaces. : 
Fourteen smart, up-to-the-min- 
Get fast-drying.econom- 
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Guaranteed by > 

Good Housekeeping 
S 


$245 avvranisen WS 


For Stop Watcli aps IN 


OTT MAGAZINE! 


Each ad will be seen by more than 20,000,000 
readers. That means customers, who will be look- 


ing for STOP WATCH ENAMEL in your store. 
STOP WATCH is the sensational, new 


enamel that dries in 57 minutes*. . . dries dust- 
free in sixteen minutes! It is a specialty item 
for household use. Comes in 14 fast moving 
decorator selected colors. 2 sizes only (10 oz. and 
4 oz.) for small inventory —quick turnover. 


* Average drying time. (Minimum time—40 minutes) 


SAVE $2.85 ON 


To help dealers cash in on this dramatic, hard- 
hitting advertising campaign, STOP WATCH 
ENAMEL offers a profit-worthy basic assortment 
of seventy-two 4 oz. and forty-eight 10 oz. cans. 


COLOR SMALL LARGE 


CANARY YELLOW 3 
+ PILGRIM GRAY 

IMPERIAL RED 

ORANGE 

ROYAL BLUE 

FOREST GREEN 

JAVA BROWN 


COLOR SMALL LARGE 


WHITE 12 
BLACK 6 
IVORY 

FOAM GREEN 

JADE GREEN 

ROBIN BLUE 

RICH CREAM 


SPECIAL PRICE — Basic Assort 
(Western States add 5%) 


Regular Cost: $32.80 


“s Sop Watch 


DUNHAM’S 
ENAMEL 


THOMAS C. DUNHAM INC., Long Island City, N. Y. Founded 1852 


Reproduction of first 44 page advertisement in STOP 
WATCH campaign to appear in LIFE Magazine. 
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concrete, plastics, plaster, wood. 







other adhesive on the market. 









complete merchandising. 





Miracle ADHESIVE 


The “Sticky Miracle in a Tube” 
that Reader’s Digest tells about 


April READER’S DIGEST tells about Miracle’s remark- 
able war record and its countless uses in home and 
factory today. The tremendous response to this article 
has made sales wherever Miracle is displayed. 


Miracle Adhesive comes in 1% o 
tubes, individually boxed in special 
display cartons, 24 tubes per carton... 
in 5 oz. tubes, individually boxed, 36 
per shipping carton .. . pint, quart, 
gallon and 5 gallon cans (economy ' 
sizes). All are profitable items to carry. 
Backed by national advertising and j 


Home owners, car owners, shop owners, boat 
owners—all your customers are prospects for Miracle, 
the adhesive that grips on tile, glass, metal, brick, 


Quick new sales—repeat sales—nice year-round 
profits—because all America now knows that Miracle 
can do more different things than any 



































a ——— 
FOR TILE, GLASS, 
METAL, PLASTICS, 
CONCRETE, IC 
Net Weight 1% or. 
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r ™ MAIL COUPON TODAY = = 





Gentlemen: 





in 134 oz. tubes. 









Distributor . . 
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MIRACLE ADHESIVES CORPORATION 
801 Second Avenue, New York 17, N.Y. 


O Please send me full information on Miracle Adhesive. 
© Please enter my order for ..... gross Miracle Adhesive 
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Heat treating 
| by / 
yoqtrol? 


means 


3. Solid Steel 


Blades, 
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RFF fee 


Close-up of : 
Acme Shear blade . 
in the electronic circuit 


With Acme’s electronic hardening 
process, we have a complete solid 
forging of carbon steel of which the 
edge portion only is hardened to the 
high limit. 

In bending tests, the superiority of 
the Acme method is easily demon- 
strated. Acme’s electronic heat-treated 
blade with the hardest cutting edge 
withstood twice the bending pressure 
that fractured blades made by other 
methods. 

This is the sort of quality product 
that means more profit for you! 


| 
ACME SHEAR CO. 
BRIDGEPORT 1, CONN. 
Makers of 


ACME «+ EVERSHARP © PURITAN 
WINDSOR + KLEENCUT + AMERICUT 





Keep Your Eye o ACME/ 
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Alumi- 


® Permite Chrome Finish 
num Paint — for interior suriace- 
® Permite 7T-SEAL Aluminum 

I heated surfaces. | 


Paint - 1° 
al 
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ySTRIES: Inc. 
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ALU MINU i 
Cincinnati 25, O 
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LWIE i) LEE VIAL BLUE DEVIL VISES ARE MULTI-PURPOSE UNITS FOR 
~ HOBBYIST ~ RADIOMAN “ TOOL ROOM 


“HOME WORKSHOP ~ PRINTER “ ELECTRIC SHOP 


PRECISION-BUILT VISES eect seweutn machine shor 








ALL-PURPOSE VISES ¢e STURDY and TOUGH 


<< 1|14—ALL-PURPOSE 
IRON BENCH VISE 
3” jaws open 4°—a heavy duty bolt-down bench vise for 


continuous gruelling work in any shop. Engineered for 
punishment! Guide rods are '/2” cold rolled steel 








SOFT JAW “HOBBY-VISES” 




























Top quality, precision built—tor model- 
makers, jewelers and craftsmen, Par- 
ticularly suitable for work requiring 
“soft” non-marring jaws, 














@& 115—DE LUXE BRONZE 
DURABLE BENCH VISE 








C t-alloyed aluminum castings are 
ashe ¥ 4 3” jaws open 4° — cast from super-tough manganese 











HOBBY-VISE light, strong. durable. Double cold rolled HOBBY-VISE bronze with tensile strength of 40 tons—an unbreakable 
steel guide rods insure solid, precise unit. Particularly useful for heavy work on non-ferrous 
Clamp Model movement and grip The 2” jaws open Table Model materials—positive grip and resilient jaws. 





1 to 31”. 110 








WOOD VISE 








































































Shipping We] 4 

Z Cat. No. Unit Sed. Phe ber 4 

A sturdy tool for cabi- 52 onto 
net makers, carpenters 110 | Hobby-Vise (table) 16 Ibs. 2.75 
and craftsmen. A stand- 111 | Hobby-Vise (clamp) 20 Ibs. | 2.95 

ard design, top quality, 
. ise ( 1 .7 
STEEL JAW “STURDY-VISES" techn —egaat, fafa tae Stes 8 
a work with wood. 113 Sturdy-Vise (clamp) 21 Ibs. 3.95 
Copper cushioned steel jaws — larger 114 | All-Purpose Bench Vise 60 Ibs. 6.85 
than the hobby-vises — sturdy units 116 612" jaws open 5”; light weight, cop- 115 | Bronze De Luxe Bench Vise | 65 Ibs. 9.85 
r-alloyed ali i ; col 

able to stand much abuse. Case hard- peri ste eraser eae 116 _| Wood Vise 33 Ibs_ | 4.65 








ened steel jaw facings clamp and 
hold. 









All Units Are Packed in Standard Shipping Cases of 12 Units Each. Please Place All Orders in Multiples of 12. 
Prices Are Subject to Change Without Notice. 


BLUE DEVIL PRODUCTS 














Tough copper alloyed aluminum cast- 
ings fitted with DOUBLE cold rolled 
steel guide rods. Light weight, durable 






in use, precise in operation. Jaws are STURDY-VISE 
5 art 24" and open 31/3" egy oe Take “Years of FuaniehmenT” 
am 
es 112 DESIGNERS OF THE BLUE DEVIL AND BLUE ANGEL PRODUCTS OF LASTING QUALITY 





BOX 1889, OAKLAND 4, CALIFORNIA 




















EACH ISA 
MASTER PRODUCT 


Our washers are flat, clean-cut 
and hand-sorted —no scrap, 
no slugs, no mis-cuts. In the 
twenty-five years we have been 
serving the hardware trade, we 
have learned how to fill your 
needs, whatever they may be. 


U. $.S. Washers ¢ S.A. E. Washers 

Riveting Burrs © Square Washers 

Expansion Plugs ¢ Machinery Bushings 
Aircraft Washers @ Discs 

Light Steel Washers ¢ Copper Washers 

Brass Washers ¢ Aluminum Washers 

Stainless Steel Washers ¢ Etc. 


and over 10,000 sets of tools 
for special washers. 


tHe MASTER PRODUCTS co. cievetano 5 oni 
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No. 65C 





No. 652 C 
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=f Pe eee §=SERIES OF TRIMS 
7 | Z for use with heavier 


UCTS ay iy |? weight wall coverings 
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LASTING QUALITY 
D 4, CALIFORNIA 






































lultiples of 12. 





Several weeks ago, Youngstown Manufacturing introduced the new “350” series, 
designed for use with light weight wall coverings. These “applied after” wall trims 
found ready acceptance, and inquiries and orders have been rolling in steadily. Along 

‘ with these orders came requests from distributors and dealers, asking for a “sister 
series” to be used with 1/8” wall tile, wall board, and linoleum. In response to these 
many requests, Youngstown Manufacturing, pioneer of the metal trim industry, has 
designed the “650” series, for use with 3/32", 1/8", and 5/32" wall coverings. This 
new “applied after” group is identical in design and size with the “350” series except 
that the 651 Cap Mould has an under flange opening of 5/32" to accommodate all 


No. 650 Division Bar materials up to and including 5/32". 


Note the many important features of this new “650” group of SUPERIOR trims: 


No special tools are necessary. A hack saw and hammer will do the trick. 

It-is an “applied after” group—applied after the wall covering ( has been cut and 
cemented to the wall. 

There are no complicated rules to follow. Any home owner can make the job 
look professional. 


To avoid shipping and stocking problems, convenient 9’ lengths are furnished— 
a: in the usual six length package for a total of 54’. Two 4’ 6" lengths can 
cut without waste. 


Special nails are furnished with each shipment in sufficient quantity for every piece. 


No special close fitting or scribing is necessary. The corners can be out-of-square, 


and bad seams can easily be hidden. 
The “650” series is low in price, high in quality, combining economy and beauty. 


Only Youngstown Manufacturing can give you this new group of matched trim 
désigns, and prompt deliveries can be made on all orders. Get in on this great profit 
Opportunity now—send today for a catalog and price lists. 


YOUNGSTOWN MANUFACTURING, INC. - 66-76 S. PROSPECT ST., YOUNGSTOWN, OHIO 


No. 6 ; 
93 Inside Corner MAKERS OF SUPERIOR METAL TRIM SINCE 1930 
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Hook 
Stone 


CARBORUNDUM 


Hovks 


GRINDING WHEELS 


by CARBORUMDUM 


“Carborundum” is a registered 
trademark which indicates manufacture 
hy The Carborundum Company 


CARBORUHDUM 
be! rhe tase 


a  Mebarare 
BRAVES 


Abrasiv 
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Sharpening «=~ 3S 
Stone ta 


CARBORUNDUM 


CARBORUNDUM 





ea ~ Stone 


- 
CARBORUNDUM 


No. 66 


Knife Sharpener 
; eran es 


CARBORUNDUM 


YYYVY 
A fa i 


nai 


CARBORUNDUM 


TRADE MARK 


Alert to the sales opportunities 
offered by the display of related 
merchandise, hardware dealers are 
quick to go for this new series of 
smart, departmentalized abrasive 
displays by CARBORUNDUM. 


These modern profit-pushers en- 
able you, quickly and without ex- 
pense, to set up powerful, compact 
displays of related items in a long 
list of departments. For there is 
probably nothing you carry that 
is better adapted to related selling 
than abrasive products. They're a 
natural companion to paints, edge- 
tools, cutlery, farm and garden 
tools, sporting goods and a host 
of other items. Here then is proven 
sales appeal that flashes out sug- 
gestions for extra sales... more vol- 
ume...and added profit. 


It’s even a more powerful plan 
when you consider the merchandis- 
ing value of the name and trade- 
mark CARBORUNDUM . Instant- 
ly recognized by its long standing 
reputation, it actually helps to 
point-up the quality of items with 
which it is associated. These dis- 
plays already have proved their 
effectiveness to many dealers. Get 
yours from your jobber now— 
and use them all during 47. The 
Carborundum Company, Niagara 
Falls, New York. 





NORTON ABRASIVES 


OIL 


SELL MORE 
CRYSTOLON 





| | 
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BURL BENCH STONES. 


DISPLAY 
APPEAL 


| 


Oil filling is a built-in, extra 
selling feature of Crystolon 

Bench Stones — at the 

price of dry stones. It 
is an extra service feature that 
sells tool customers, because 
oil-filled bench stones sharpen 
better than dry stones. And 


the customer is saved the messy 


; filling job — at no extra cost. 


But rounding out this perfectly 
merchandised unit is 
the extra buy-appeal 
of the smart Crystolon 
Bench Stone counter 
display. Featuring 19 
oil - filled Crystolon 
Combination Bench 

Stones in 5 sizes ranging 

from 4" to 8", this impelling 

red, yellow and black display 
highlights and sells bench 
stones at the tool counter. The 

dealer cost is $18.35* for a 

profit of $9.91. Ask your Job- 

ber to include a JA-19 assort- 
ment with your next order — 


and really sell bench stones. 


* Slightly higher west of Denver, 


BEHR-MANNING 


(Division of Norton Company) 


TROY, N. Y. 


KLEINS 


eee choice of 
good workmen 


Among men who know good tools, there 

is no substitute for quality. That’s why 

wherever you find linemen or electricians 
—mechanics or radio repair men—you’ll 
find Klein Pliers. 

Klein Pliers have the proper balance... 
just the right spring to the handles to prevent 
tired hands...a fitted hinge that keeps jaws 
perfectly aligned ... carefully matched knives 
that stay keen. 

The Klein line includes pliers for every pur- 
pose. Keep these quality tools on your want 
list—your jobber will fill your order as soon 
as possible. 


Distributed Through Jobbers 
Foreign Distributor: 


International Standard Electric Corp., New York 


A copy of the Klein 

Pocket Tool Guide, 

showing the Klein line 

and containing valuable 

tool information, will be 
| sent on request. 


Since 1857 


WRGUEES KLEI & Sons 
Established 1857] 
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PLASTERERS' ALUMINUM 
ANGLE PADDLES 


weight only 6 oz. Width 2!/2 in., 


nter, 
length 7% in., thickness % in. 
PLASTERERS' ALUMINUM ANGLE FLOATS 


Very light, wt. 


No. 9AL—Size about 4 in. by 9 in. 
only 10 oz. 


PLASTERERS' ALUMINUM HAWKS 
XY Wy COW Y 


Furnished In 12 x 12 in., and 13 x 13 In., sizes. 
Detachable handle. Sponge rubber callous pre- 
venter with each hawk. 


PLASTERERS' RUBBER FLOATS 


COLE BEE 


Rubber face of correct porosity is 8 x 4 x %% ‘n. 
Properly cemented to metal back. 


LIGHT WEIGHT CONVEX JOINTER 


For producing half round 
sunken or rodded joints. 


Each end for differant 


size joints. 





Light, strong, flexible. 44 inches long, 
4-inch detachable handle. 


@ THIS is our 62nd year of holding prices down 
and keeping quality up. Tools bearing the famous 
GOLDBLATT TROWEL BRAND TRADE MARK rep- 
resent the last word in quality masonry tools. 
Write for literature and trade-prices 

TODAY! 


GOLDBLATT 
BRICKLAYERS' LEVELS 


NO. E Aluminum Level is the narrow- 
est, thinnest level made. Sides, edges, 
ends and corners always keen, square, 
straight and smooth. Made in lengths 
12", 18", 24", 42" and 48". All Gold- 
blatt Levels have large bead; in vials 
for easy reading. 


BRICKLAYERS' SETS 
WITH BEVEL EDGE 


Made of finest quality tool 
steel and shaped to please 
craftsmen. Made in 2'/2, 
3, and 4-inch width blades. 


CEMENTERS' SIDEWALK 
EDGERS 





Wooo ANd ALUMINUM 


Goldblatt offers a complete line of 
Steel Cementers' sidewalk edgers, step 
and curb edgers, wall, floor and side- 
walk groovers, as well as steel corner 
and base tools. 


— 


. 
Write us for 
literature and trade 
prices TODAY! 





eve 
or 





3/2 inches wide, '/¢ inch thick. 


Goldblatt ‘Plastering Trowels. With straight style 
or camel-back handle, aluminum mounting — ten 
rivets. 10°, 10'/2", and I!" lengths. 


Trowels. 10-in. to 18-in. 
10 to 16 rivets. 


Goldblatt Cementers' 
lengths. Aluminum mountings, 


POINTING TROWELS 


For Plasterers, Bricklayers, and Cement Finishers. 
Made in 4, 5, 6 and 7-inch length blades. 


Best quality—known the world over. Two smaller 
sizes used on interior tile and marble. Large No. 
4-T is the smallest hammer mcde of the Brick 
Hammer style. 


PLASTERERS' MARGIN TROWELS 


No. 7!/2—Size I'/, x 5 inches. No. 8—Size 2 x 5 
inches. 





Kansas. 7ry,Mo. 





PIPE TROWEL 
No.13—Size 2 x 10 inches. 








GOLDBLATT TOOL CO., 1422 Walnut St., KANSAS CITY 8, MO. 
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HANDY* WYTEFACE 
STEEL TAPE RULES 


Y/, inch width. Pull it out to any 
length. It stays ‘“‘\put”—won’t cree 
back into the case. It is semi-rigid, 
like a ruler, so you can easily work 
it with one hand. Blade can be re- 
placed in a moment, without taking 
the case apart. It has markings on 
both edges, in inches and \, inches. 
Lengths, 72 and 96 inches. 

*Trade Mark 





HOW a WyTeFAce* Steel Tape. Your customer 
will take it every time. Show him how easy 


to read the jet black markings on the white back- 


ground are—in the brightest glare or in hardly any 


light at all. You can assure him that WYTEFACE 
Steel Tapes are easy to keep clean, are rust- 
resisting and hard to kink. Ask your jobber about 


WyTEFACE Steel Tapes and Steel Tape Rules. 


*Trade Mark. WyTeFAce Steel Tapes and Tape Rules are protected 
by U. S. Pat. 2,089,209. 


Drafting, Reproduction, Surveying 
P+ a a, 7nd ee 
Jide ules, 
ies Measuring Tapes. 
‘TIP TOP} WYTEF FAVORITE} WYTEFACE 


KEUFFEL & ESSER CO. POCKET STEEL TAPES ' STEEL TAPES P| 
NEW YORK nesneneiee Sanasived cose vera — a lesihe me a Heed waste ees i 
° ze i * convenient for therite case, nickél-plated — 
7 NJ _ pocket or handbag. 36 and 72in. ~ mountings. 25, 50, 75 and 00 ft. 
ot ae tReg. U. 8. Pat, Of. ie. fn eee S 


i ee 5 


CHICAGO * ST. LOUIS + DETROIT * SAN FRANCISCO | 
LOS ANGELES * MONTREAL ee eee be ai 
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SIMONDS 
Red Tang 






































































































































~e they keep your File-Costs down 


RED TANG FILES have the same basic tooth-design 
as Simonds Metal-Cutting Saws. So Red Tangs cué, instead 
of scrape... remove more metal with less elbow-grease. 
That’s why workers like them. And here’s why YOU will 
like them: They last longer... and deliver more and better 
work per file-dollar. Order Simonds Red Tang Files from 
your Industrial Supply Distributor, or from the nearest 
Simonds office listed below. 





2 
FITCHBURG, MASS. 


Other Divisions of SIMONDS SAW AND STEEL CO. 
making Quality Products for Industry 














BRANCH OFFICES: 1350 Columbia Road, Boston 
27, Mass.; 127 S. Green St., Chicago 7, Ill.; 416 
W. Eighth St., Los Angeles 14, Calif.; 228 First 
St., San Francisco $, Calif.; 311 S. W. First ta 
Avenue, Portland 4, Ore.; 31 W. Trent Avenue, Special Electric 

Spokane 8, Washington; Canadian Factory: 595 Furnace Steels 

St. Remi St., Montreal 30, Que. 
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When you sell “T.F.E.” to your customer, you 
are talking a subject that is in the headlines 
today ... and are helping yourself to get and 
hold the kind of fastener business that is profit- 
able ... with lowest sales cost, least returned 
goods, minimum sales resistance, maximum Cus- 
tomer satisfaction. 

The user who understands “T.F.E.” realizes 
that he has to buy a quality product at a fair 








sided Bs 








Russell, Burdsall & Ward Bolt and Nut Company. Fac- 
tories at Port Chester, N. Y., Coraopolis, Pa., Rock Falls, 
Ill., Los Angeles, Calif. Additional sales offices in Phila- 
delphia, Detroit, Chicago, Chattanooga, Portland, Seattle. 


RUSSELL, 





BURDSALL’ & WARD BOLT & NUT COMPANY 


aves Your Cush omer 









price if he wants the lowest total cost 
of fastening. 

You can help this program along. Remind 
your trade that it’s the cost of using a fastener 
that counts. The brand that meets every require- 
ment of “T.F.E.” (see current RB&W ad repro- 
duced on page opposite) is the only brand that 
is truly economical to the user . .. and profitable 


to the distributor. 


IF ITS RBaWw IT's t.fe. 


Clean-cut heads, accurate well-finished barrels, 
perfect threads, high physical properties — are 
characteristic of RB&W fasteners. They all con- 
tribute to True Fastener Economy. And these 
characteristics are common to all RB&W prod- 
ucts — whether purchased from a distributor's 
stock in Detroit (top) or Dallas (bottom). You 
can promote “T.F.E.” with confidence when 
you handle “RB&W’”. 


RBaw 


She Complete Quality Line 









for yo 
dustry 





= 
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Whar do F asteners Really Cog 









There’s more to fastener cost than just price. 
Lots more. Personally... 


I look for all 8 


«tfe. 


It is the many costs of using a fastener that count 
. not just the initial price. True Fastener Economy is | 
























the lowest total cost for fastener selection, purchase, 
assembly and performance. 









1. Reduce assembly time to a minimum by sav- of initial cost, by specifying correct type and 
ings through use of accurate and uniform fasteners size of fasteners 





2. Make your men happier by giving them fast-  §. Simplify inventories by standardizing on 
eners that make their work easier fewer types and sizes of fasteners 











3. Reduce need for thorough plant inspection, 7. Save purchasing time by buying larger quan- 
due to confidence in supplier’s quality control tities from one supplier's complete line 


4. Reduce the number and size of fasteners by 8. Contribute to sales value of final product by 


proper design using fasteners with a reputation for dependa- 
5. Purchase maximum holding power per dollar bility and finish 













RUSSELL, BURDSALL & WARD BOLT AND NUT COMPANY / 


102 years making strong 
the things thal make Gmeuca shong 





Plants at Port Chester, N. Y., Coraupolis, Pa., Rock 
Falls, Ill., Los Angeles, Calif. Additional sales offices at 
Philadelphia, Detroit, Chicago, Chattanooga, Portland, 
Seattle. Distributors ‘from coast to coast. By ordering 
through your distributor, you can get prompt service 
for your normal needs from his stocks. Also—the in- 
dustry’s most complete, easiest-to-use catalog. 








Appearing currently in Modern Industry, Factory, Mill & Factory, Purchasing, 
Machine Design, Product Engineering, Iron Age, Steel, Engineering News Record. 


102 YEARS MAKING STRONG THE DISTRIBUTORS THAT MAKE AMERICA STRONG 
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TAP mf gf T , RE TOPS... 


in 
ELECTRICAL 
STRENGTH* 


e Tapes that are safe electrically — that’s the 

kind splice-makers want. For, after all, you use 

splicing tapes primarily to insulate a conductor 

splice. PANTHER and DRAGON Rubber 

Tapes, compounded under careful supervision, 

provide a long-lasting electrically-strong insula- 
tion for your splicing needs. 

PANTHER and DRAGON Friction and 

Rubber Tapes are always “tops” in perform- 

| ance. Made by a company in the insulation 











business since 1878, these tapes are sold only 
through recognized independent wholesalers. 
Hazard Insulated Wire Works, Division of 
Here's something new ir. oil cans—com- The Okonite Company, Wilkes-Barre, Pa. 
pletely redesigned in construction and in 
appearance. Note these important fea- 
tures: 
1. Seamless steel spout, cold drawn and 
swaged. 
2. Durable brass cap threaded into un- 
usually large filler hole. 
3. Styled to fit the hand — finished in 
bright red enamel. 
4. Spring steel bottom, expertly welded. 
An oil can made to last and designed 
to sell. Furnished in four sizes — 1¢, 14, 
3% and 1 pint capacities. Choice of 
six spout lengths—3", 4", 5", 6", 9" 
and 12" either straight or bent—fiex- 
ible spout 61/2" long optional. 
CANADIAN AGENT: 15 WELLWOOD AVE., TORONTO, CANADA 


Lisl 3 


‘ ATLAS-ANSONIA = 








1? anther and —/ragon 


"2468 STILES LANE, NORTH HAVEN, CONN., U.S. A. friction and rubber tapes SIMONI 


COMPANY 
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You'll find all the answers in 
Simonds Abrasive’s complete 
catalog. You'll find too that 
there’s steady turnover, good 
profits for you in these indus- 
trial quality abrasive products 
... Sharpening stones, oil 
stones, abrasive files, mounted 
on colorful counter cards for 
fast selling to housewives, 
farmers, gardeners and sports- 
men... grinding wheel assort- 
ments and compact Utility Kits 
of Mounted Wheels and Points, 
essential tools for every me- 
chanic, home craftsman and 
shop owner. Select your stocks 
of these profitable year round 
sellers now. 


Sharpening Stones 
Oil Stones 
Abrasive Files 
Scythe Stones 
Grinding Wheel Assortments 


Utility Kits of Mounted Wheels 
& Points 


SIMONDS ABRASIVE COMPANY 


is a division of 


SIMONDS 


SAW AND STEEL CO 
Fitchburg, Mass 
Saws, Machine Knives, Files 


Other Divisions 


Special Steels 


SIMONDS 


CAMADA SAW CO LTO 


Montreal, Can 
Simonds Products for Canada 


| ABRASIVE CO. 
 ————~«~ 


PHILADELPHIA, PA. 


SIMONDS ABRASIVE COMPANY, TACONY & FRALEY STREETS, PHILADELPHIA 37, PA. 
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LAMPS FOR SEE-ABILITY 
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BACK-TO-SCHOOL 


Now is the time to sell those bright Westinghouse 100-watt bulbs and three-way lights. 
Now is the time to sell cartons of lamps for filling those empty sockets and for furnishing 
handy spares in the weeks ahead. 


BE SURE TO GET THE BACK-TO-SCHOOL DISPLAY KIT 
Here’s the kit that will help you cash in on this natural market for lamps: 
1 Window streamer in full color. Big compelling 16 x 55-inch size. 
6 Card toppers slotted to fit standard card frames. Use them also for self-standing 
displays and for window displays. 
1 Set of “back-to-school” pennants. 
6 Lapel badges or light twirls that tell your customers, “Don’t forget light 
bulbs.” 
1 Set display-type price tickets, 3 x 5 inches. 
1 Set display-type price tickets for promoting carton sales, 3 x 5 inches, 
Stinghoug 1 Excise tax card showing the new tax schedule. 


PLAN NOW TO TIE IN WITH THIS PROMOTION 


Just fill in and mail the coupon below or call the Westinghouse lamp distributor 
who serves you. Lamp Division, Westinghouse Electric Corp., Bloomfield, N. J. 


Ouse with 


4 
7X 


Westinghouse Electric Corp., 


ORDER YOUR DISPLAY KIT NOW or ; ; 
Lamp Division, Bloomfield, N. J. 
Please send me the free Back-to-school Display Kit. 


Tune in Ted Malone Monday 


through Friday 11:45 AM EDT : 
American Broadcasting Com- ' 
pany Network. 
| eS 6 a Ro ds 8s ae ees end ON eas 
| 
‘f ' 


CITY 


ARE AGE ALGUST 14, 1947 





Ta - pat - co 


x « ») FOR YOUR FALL 
eS" SELLING 


A MAN’S SHIRT 


Ta-pat-co sports shirts, all wool, 
full-cut with roomy man-size 
pockets. The soft, comfortable 
collar is worn open in balmy 
weather, or snugged up to keep 
out the cold. It comes in a 
variety of favorite colors. 


be o 


ad 
>. a 


It Took Ta-pat-co “Know-How” to Design 


this HUNTING COAT 


Full width game pocket is easily 
accessible for removing. game, clean- 
ing and airing the. blood proofed 
lining. Pockets galore—flap- 
protected shell loops— special 
water proofing across shoulders, cut 
bi-swing for freedom of action — 
Ta-pat-co quality, material and 
workmanship through and through. 


Can’t Be Beat for Hunting or Hiking 


TA-PAT-CO GAME BAG 


There’s a new Ta-pat-co game 
bag too. It has one big pocket 
across the back to hold the limit 
—two roomy flap covered 
pockets at side for shells, lunch, 
etc. The wide comfortable 
shoulder straps are fully adjust- 
able to evenly distribute the 
weight. Snap fasteners on back 
pocket and in front hold the 
bulk down, make it fit snugly. 
The tough snag resistant material 
slips easily through the brush. 
Don’t forget to check your 
Ta-pat-co stock of sleep- 
ing bags and parkas — 
and the new duck hunters 
life save vest — all sure- 


HEY, FELLAS! THE 
MAKE-A-LITES 


ARE IN! 


BRILLIANT, STEADY LIGHT 
AT HIGH OR LOW SPEED 


without Batteries! 


Oe 


Bl R Tae 


Aifhiny 
C=» 


‘The ONLY bicycle light # : 


generator with Automatic 
Voltage Control. Prevents 
blowing of bulbs at high 
speed. Generates cost-free 
electricity at all riding 
speeds. Even old, self-con- 
tained battery lamps can 
now use current generated 
the MAKE-A-LITE way. 


This fast-selling, money- 
making specialty offers con- 
tinuous turn-over on bicycle 
light generators, head and 
tail lamps and complete gen- 
erator-lamp sets. Colorfully 
packaged for volume selling. 


HEAD AND TAIL- 
LAMPS AVAILABLE 

... finest grade white 
baked enamel finish. Head- 
lamp finished with chrome 
bezel. 





fire Ta-pat-co sellers. 


ORDER FROM YOUR JOBBER 


MAKE-A-LITE DIVISION 


Chefford Master Mfg. Co., Inc. Fairfield, Illinois 


The American Pad “aan => 40] (=a oe 
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Pal supersixe 


TRADE MARK 


750 SERIES 





- 


The PAL 750 Series Superbike, made in 3 sizes and 3 widths, places on the retailer's floor an array of luxury 
features few prospective purchasers will resist. You know what sells. Evaluate the PAL 750 Superbike yourself. 


From handle bar to hub cap, the PAL 750 is superlatively designed and made 


@ The beautifully shaped handle 
bar is chromium plated ... is rota- 
tionally adjustable at the stem... is 
provided with a gleaming nickeled 
bicycle type bell. 


@ The stem itself is drop forged and 


@ The welded tubular steel back- 
bone, fork and rear arch are induc- 
tion-brazed by a new process into a 
homogeneous, practically unbreak- 
able unit. 


@ The tires are easy riding, puncture 
proof, semi-pneumatic, 1%” in di- 


finishes are used. Precision infra-red 
baking prevents overbaking and dis- 
coloration. Wheels are fire engine 
red and silver. All bright parts are 
chromium plated. 


@ Throughout, the design of the PAL 
750 is proportioned to present the 


wh chromium plated . . . is adjustable in : : 

height. ameter. utmost attractiveness. You see this 

@ Pedal — —e especially in the full crown fork, full 

@ The extra big, comfortable saddle og pire pret por gg tcycie TYPE crown rear arch and in the width of 

IL- is molded of resilient rubber over a the rear arch and rear step ye 

BLE supporting metal plate...is sus- | @ Frame, fork, mud guard, and rear proportioned to the height of the 
pended on two spiral wound coil arch are finished in unusually clear Superbike. 


de white 
ish. Head- 
th chrome 





springs ...is doubly adjustable... 
is lacquered in red. 


and brilliant fire engine red with 
white trim. Controlled formula enamel 


A Product of 


@ Leading jobbers from coast to 
coast feature PAL Superbikes. 


THE LA PORTE CORPORATION 








La Porte, Indiana 
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“\1'S LIGHT 
‘ 


* Watch your customers choose aluminum, when they see this latest 
“Thermos” brand vacuum bottle. 
The polished aluminum case is both smart and practical . . . light- 
weight and long-lived . . . horizontally-ribbed for extra strength and easy 
grip. It’s available with the plastic cup described on the left, or with 
a polished aluminum cup. 
... WITH A BREAKPROOF, In many ways this model is comparable with the prewar chromium- 
nmeEAT-RESISTING FLEXIBLE CUP plated Thermos brand vacuum bottle—one of the most outstanding bot- f you a: 
; ; tles ever produced. It is completely non-rusting; it has the same type of Y 
This new type plastic doesn’t break, seamless case, a stainless steel shock absorber, and the famous ““Thermos”’ 
crack or craze...withstands heat... vacuum-insulated glass filler—the most efficient form of insulation. All 
is odorless and tasteless. parts, including the filler, can be replaced if damaged. : 
Fe hi lumi bottle in gift, utility or picni put behi 
eature this new aluminum vacuum bottle in gift, utility or picnic 
displays. It’s being advertised nationally in The Saturday Evening Post 
and Time—sure to have a following. 


in on on 


nationwi 


THE AMERICAN THERMOS BOTTLE COMPANY - NORWICH, CONNECTICUT Caster ¢ 


Thermos Bottle Co., Ltd., Toronto Thermos Limited, London 
benefits. 


and extr 


BRAND VACUUM BOTTLES 


HURD L¢ 
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To A GRAND OLD SPORT! SUPER'S® is. = In fuilt 


10 an 
man ngert TO 





If you are a sporting goods retailer, here is your opportunity to cash 


in on one of the most powerful consumer advertising campaigns ever 
. ° ° ‘ is Leading National Magazines 
put behind fishing tackle. Through the consistent use of this advertising, ane nated tates 1047 Chand 
Schedule to carry this power- 
ful Super-Caster Consumer 


Caster and Interchangeable Rods. Dealers everywhere are reaping Advertising. 


benefits. Handsome profits are assured as the Hurd Super-Caster Saturday Evening Post + Collier's 

Newsweek e New Yorker « Time 

National Geographic « Holiday 

Esquire e Fortune « Sports Afield 

Field and Stream e Outdoor Life 
Hunting and Fishing 


nationwide interest has already been established in the Hurd Super- 


and extra, optional rods are substantially priced. - 


Fair Traded in most states to retail at $45 including one rod and Federal 
. Optional rods in twelve different types retail at $13.50 each. 


LES Tax 
T Patent D145625. Other Patents Pending. The right to make specification changes is reserved, without obligation. 


HURD LOCK & MANUFACTURING CO., SPORTING GOODS DIV., NEW CENTER BLDG., DETROIT 2, MICH. 
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Whether it’s rope to hold a worker 
safe on the flank of the Empire State 


Building—or rope to hoist hay, tow 


—_ 


ships or lasso a range steer— 


Your customers see Plymouth ropes 
in action, in jobs where those ropes 
protect human lives and valuable 


property. They see these rope-use 





pictures in Plymouth advertisements 
that reach millions of rope-users 


from coast to coast—every month! 


When you can offer Plymouth 
ropes and binder and baler twines, 
you are cashing in on Plymouth’s 
leadership in your customers’ eyes— 
built up through 123 years of mak- 
ing and advertising fine-quality cord- 


age products—engineered for the job. A glazier 
of a dee along 


ndous 
for the 
I t runs 


PLymoutH CorpaGE CoMPANyY 
North Plymouth, Mass. 


District Offices: 296 State Street, Boston 9. 
Massachusetts; 420 Lexington Avenue, New 
York 17, N. Y.; 105 W. Adams Street, Chicago 
3, Illinois; 1006 Washington Avenue, Houston 
2, Texas; 70 Sacramento Street, San Francisco 
11, California. In Canada: Mill, Welland, On- 
tario; Sales Office: Cordage Distributors Lim- 


teria Sales OM . P — 
ited, 500 King Street West, Toronto 2, Ontario. tym 8) u TH . ° Proper h chart, 


000° for any 


in ceest men trust with : 


Plymouth 8 Ship Brand Manila. 


/ 
r?. ‘4 ) 
<-aage G,, 
G2 TV hoduci, 








uth, ° 
P LY al Oo T | a | SB baler twins ine and binder So 


THE RopE Yo 
U CAN 
TRUST BECAUSE IT Is ENGINEERED Fo 
R Your JOB 


Products 


ROPE + TYING TWINE + BINDER TWINE 


rey 
_ (Recent Plymouth : 


BALER TWINE 
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TOPS FOR ATTRACTIVE STYLING... 








te 


MERU FOUR QUART \scmcuema: ‘ 
: % HANB MODEL No. 104 


4 QT. SIZE 








OLY MADISON) ame 


3 ODLLY Apso 
Clecleuc Tteezer p “oe 


ELECTRIC MODEL No. 404 
4 QT. SIZE 


tee Cream FREEZERS 


_ * Continuing heavy demand for our 

ES, here are freezers styled to sell... Made by the 79-year broducts prevents us from panned 

old J. E. Porter Corporation they’re America’s first choice byes of Porter freezers. Mean: 

: hile, we' he s - 

for eye-appeal . . . and for price appeal, too... Yet, they’re Soetles dad des o0 Oe co 
plete line, with a promise to fill 


unequaled for performance and for long years of trouble-free your orders as fast as conditions 
° . permit. 
service... Extra profits are yours, to be sure, with Porter-made 








freezers. 


ome 3 CORPORATION 
OTTAWA, ILLINOIS 


MANUFACTURERS OF AMERICA’S FAVORITE ICE CREAM FREEZERS 


Export Sales Department + 201 North Wells Street * Chicago 6, Illinois +* Cable Address: CHASIHO 
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13 NEW TRIPLE-THICKS 
More than a dozen new utensils have been added 
to the Reynolds Lifetime Triple-Thick Bottom 
Utensils. Here are the latest scientific improve- 
ments your customers are looking for. 


FOUR NEW HEAVIES 

Four brand-new utensils have been added to the 
popular-priced Reynolds Lifetime Heavy Alum- 
inum line. What’s more, the entire line has a 
new high luster, rolled-beaded edges, and the 
choice of new style metal or plastic handles. 

For price lists, catalogue sheets, window 
streamers, newspaper mats and other sales aids 
on both Reynolds Lifetime lines, write Reynolds 
Metals Co., 2000 So. 9th St., Louisville 1, Ky. 





~ 


we * 
REYNOLDS Welime ALUMINUM COOKING UTENSHS 


TRIPLE-THICK BOTTOM 


GUARANTEED FOR LIFE 


A 9897 —6 qt. Covered Dutch Oven in- 
cluding trivet 
9898 — 8 qt. Covered Dutch Oven in- 
cluding trivet 
985142 — 1% qt. Double Boiler (con- 
sists of 986142 —1'% qt. insert and 
9892) 
98524 — 244 qt. Double Boiler (con- 
sists of 9862142 — 24% qt. insert and 
9893) 
916 —Oval Roaster 19%” long, 
1214” wide, 8” high 
9352 — 2 qt. Five-way Utility Double 
Boiler (consists of 9862 and 9893). 
These items can be bought together 
or separately. 
9894 —4 qt. Covered Stock Pot in- 
cluding trivet 
106 — 6 Cup Percolator 
108 — 8 Cup Percolator 


* . 
REYNOLDS Wetime HEAVY ALUMINUM UTENSUS 


147 — 7” Fry Pan 


G 9892 —2 qt. Covered Vegetable Pan 
9893 —3 qt. Covered Vegetable Pan 

H 9814 —4 qt. Tea Kettle 

1 9851 — Dome Cover only — fits 9871, 
9897, and 9898 
9891 — 1 qt. Covered Sauce Pan 
989112 — 1/2 qt. Covered Sauce Pan 
9881 — 1 qt. Open Sauce Pan 
988112 — 1% qt. Open Sauce Pan 
9871 — 11” Covered Fry Pan 


Guarantee: If you are in any 
way dissatisfied with your Rey- 
nolds Lifetime Triple-Thick Bot- 
tom Utensils, send them back and 
they will be returned like new or 
replaced — without charge. Rey- 
nolds Metals Co., Housewares 
Div., 2008 South Ninth Street, 
Louisville 1, Kentucky. 


aa ee 
| 


64 — 4 qt. Covered Stock Pot 
66 —6 qt. Covered Stock Pot 
68 —8 qt. Covered Stock Pot 
70 — 10 qt. Covered Stock Pot 
321% — 1% qt. Pudding Pan 
$22 —2 qt. Pudding Pan 

$23 —3 qt. Pudding Pan 
1814%—1'% qt. Double Boiler 
21 —1 qt. Nesting Sauce Pan 
214%—1% qt. Nesting Sauce Pan 
22 —2 qt. Nesting Sauce Pan 
23 — 3 qt. Nesting Sauce Pan 
148 — 8” French Style Fry Pan 
149 — 9” French Style Fry Pan 
170 — Covered Chicken Fryer 


150 — 10” Fry Pan 

42 — 2 qt. Straight Side Sauce Pan 

43 — 3 qt. Straight Side Sauce Pan 

910 — 10 qt. Round Dishpan 

205 —Cooky Sheet 1512” long, 12” wide, 
VY” deep 

300 — Bake Storage Pan 8” long, 6” wide, 
2” deep 

135 —5 qt. Tea Kettle 

116 —6 Cup Percolator 

118 — 8 Cup Percolator 

96 — 6 Cup Dripolator 

186 — Oval Roaster — 1612” long, 7” deep, 
82” wide 

















REYNOLDS METALS COMPANY, Housewares Division 
2008 South Ninth Street, Louisville 1, Kentucky 
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NEW LOW PRICES! 


NEW SIZES AND NEW PACKAGES 
29¢ and 98¢ 


This striking display box is its own best 
salesman. Margie, the attractive little gal 
who is doing so much to make the public 
Mortite conscious, is featured on the box. 
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3 SIZES 29-981" 
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Photo shows Mortite displayed for quick 
sales. Display is adaptable to window 
and counter. 


IT’S THE BIG NEWS 
IN WEATHERSTRIPPING 


J. W. Mortell Company of Kankakee, 
Illinois, announces startling new low 
priced Mortite packages. 


The new Margie Economy Box (see 
illustration at left) contains four 
individual “Jr.” Boxes. Each “Jr.” 
holds one fat roll of Mortite, enough 
to weatherstrip an average window. 
The Economy size is nationally 
advertized at 98c. The handy little 
Jr. Box sells separately for 29c. 


LARGER SALES VOLUME... 


Mortite is streamlined for volume selling. 
The new low prices, plus the convenient 
new sizes, plus the attention-getting new 
packages, combine to make it the most 
popular buy. 


Mortite has been on the market for five 
years and is a firmly established repeat 
seller. Mortite comes in ribbon-like strands 
which adhere to any clean, dry surface. 
Pressed quickly into place around win- 
dows, doors, baseboards, etc. Mortite 
keeps cold out, keeps heat in, makes any 
house or apartment warmer, free from 
drafts, dust and dirt. No tools, tacking or 
experience needed to apply Mortite. Any- 
one can do it! 


The familiar large coil of Mortite is, still 
available, retails for $1.25 as before. 
Stock No. B-2 packed 12 to a carton. 


Economy size — Stock No. M-1, packed 
12 to a carton. 


FREE OFFER TO DEALERS 


Send the coupon in today for a free 
new “Jr.” box of Mortite. 


BACKED BY INTENSIVE 
NATIONAL ADVERTISING 


Mortite is backed by a full pro. 
gram of year ‘round, national 


advertising. Ads appear in such® 
well read large-circulation® 


magazines as Saturday Evening 
Post, Better Homes & Gardens, 
Time, Parents’, American Home, 


Popular Mechanics, Popular§ 


Science, Science and Mechanics 
and leading Sunday newspapers. 
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KEEP WARM-SAVE FUEL| 


Don’t put up with dangerous, drafty zones 
in yaur home when it’s so easy and inex- 
pensive to weatherstrip with Mortite. 
Simply press pliable Mortite around win- 
dows, doors, baseboards, etc. It keeps cold 
out, keeps heat in, shuts out dust and dirt, 
too! Mortite adheres to any clean, dry sur- 
face. No tools, no tacking needed. Anyone 
can apply it. y 





3 Sizes: 290 $80- 91.258 


Get at stores or write for tree circular 


J. W. MORTELL CO., 000 Burch St., Kankakee, lil. 
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WARM MORN 
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| regularly in leading publications. 
Name It will pay you to let your cus 
tomers know you are selling the 
ee popular MORTITE. Write for the 
new Mat Sheet showing ads 
available for fall and winter. 
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> When more than a million users have something they’re proud 
of, they talk about it to others. And that’s one reason why it’s 
easy to sell WARM MORNING Coal Heaters. There are other 
reasons, too, why WARM MORNING brings you “Profit on 
a platter.” 


: y WARM MORNING is the heater with exclusive, patented 
AVE FUEL # interior construction which results in such amazing heating results 
bus, drafty zones and fuel saving. It’s the lowest cost dependable “heat-producer”’ 
y easy and inex- a ! ew ! 

that money can buy! Show them what’s inside! 


with Mortite. 
ite around win- 


wt hey s fg ww * ~ WARM MORNING is nationally advertised ... widely pub- 
A era mcg a licized in general magazines, farm journals, newspapers. This 


eeded. Anyone, Nt brings customers to your store. 





1.253CA ‘NS Start now getting “profit on a platter” from the full WARM 
nner “ MORNING line! Call your wholesale distributor. 


sh St., Kankakee, Ill. 
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—says “Curly” Moulton 





MOULTON— one of the best known casting experts and fishing 
tackle sales authorities in America—recently joined Orchard 


Industries as special sales representative for Actionrod. 


“SOLID STEEL WITH BAMBOO FEEL” 


ORCHARD INDUSTRIES, INC.¢18404 MORANG ROAD DETROIT 5, MICHIGAN 
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Shell and Game Belt 


Patent applied for 


Carries 28 Shells and 8 Birds! 
Adjustable size — 32 to 48 inches 


For small-game hunters there’s nothing like the 
Dakota Shell and Game Belt. It’s lightweight, 
comfortable and doesn’t interfere with action! 

The balanced, weatherproof shell pouch with 
quick-action slide closure holds 25 shells plus 
three on the outside. The strong nylon game 
loops on each side of the belt hold 8 birds 
with weight evenly distributed. Adjustable 
belt size—32 to 48 inches—permits use with light 
or heavy clothing. Rustproof, non-slip buckles; 
sturdy construction throughout. 

Nationally advertised in s 
leading hunting and fishing watviewaset | 
magazines, Dakota Shell eeu enrrs ee 
and Game Belt is already % 00 | 
outstandingly popular and ww 
in big demand. Order a ; 
supply for your customers. 


Order from your jobber today—only $21.60 per dozen. If your 
jobber can't supply you, send your order direct to address below. 





Customers look... tift...Buy 


DUCK DECOYS 


The Only Complete Line—~~ 





VICTOR VERI-LITE DECOYS 

They look like ducks down to the smallest detail. 
Copied from live ducks by a famous sculptor, 
Victor Veri-Lite decoys are painted to resemble 
the plumage of each species. Made of cellulose 
plastic, they are “weightless”, waterproof... 
withstand rough usage. These decoys ride high on 
the water...ride out a wind without tipping 
over. Balanced at the factory and equipped with 
strong anchor line swivel. 


VICTOR VAC-STA DECOYS 
Twin air spaces balance each decoy without lead 
weights. 


VICTOR WOOD DECOYS = 
These old standbys are used wherever ducks 
are hunted. 


VICTOR BALSA DECOYS 


Constructed of balsa—most buoyant and lightest 
wood known. 





All Victor Decoys are furnished in Mallard, Black Duck, Pintail, 
Red Head, Canvasback, Blue Bill, Widgeon, Whistler and Teal. 
Order from your jobber. 


. 
ANIMAL TRAP COMPANY OF MISSISSIPPI, Subsidiary of 


DAKOTA BELT COMPANY | ANIMAL TRAP COMPANY OF AMERICA 


1401 West North Ave. © Chicago 22, Ill. 
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FEATURE WESTERN HUNTER 


DEER BAGS 


DURING DEER HUNTING SEASON 


Every hunter needs a Western Hunter Deer Bag to protect his 
venison from flies, insects, dust and dirt. These stoutly built bags are 
made of durable unbleached cotton, woven especially to permit proper 
cooling of venison. Deer Bags can be laundered and re-used. Length: 
7% ft. Width: 40 in. Will accommodate deer of any size. Strong draw 
cord at top of bag. Packaged: Two dozen bags to the carton. Advertising 
display material sent with each carton. Order fast-selling Western Hun- 
ter Deer Bags NOW to assure delivery before hunting season. 


@ WESTERN HUNTER DEER BAGS PROTECT 
VENISON FROM FLIES, DUST, DIRT. 


@ WESTERN HUNTER DEER BAGS ARE 
PRICED FOR QUICK TURNOVER. 


@ ADVERTISING AND DISPLAY CARDS 
SHIPPED WITH EACH ORDER. 


<<» 
gp _ 


ORDER FROM YOUR JOBBER 
OR DIRECT FROM’ 


WESTERN HUNTER CO. 


0333 S.W. Sheridan St., PORTLAND 1, ORE. 


CLIP AND MAIL THIS COUPON 


WESTERN HUNTER COMPANY 
0333 S.W. Sheridan St., Portland 1, Oregon 


PLEASE RUSH full information and wholesale prices on Western 
Hunter Deer Bags to: 














Western Hunter Elk Bags are STORE 
available in sets of four bags 
for quartered elk. Mail cou- 





pon for wholesale prices. ADDRESS. 








CITY. ZONE STATE 
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WHEN YOU WANT THEM 
ORDER NOW! 


The demand for UNIVERSAL SPRAYERS is unprecedented and 
constantly increasing. Consumers’ preference is definite, and 
dealers everywhere realize that UNIVERSAL is by long odds 
the best line to handle — product of America's most modern 
sprayer factory and scientific mass production. Avoid dis- 
appointment and lost sales by placing your orders NOW. 
Drop us a line today! If unobtainable from your jobber, 
write to us. 


The G-34. A 3-quart, continuous sprayer. 


Ideal for home owners, farmers, gardeners, janitors 
and commercial exterminators. One of a thor- 
oughly complete line of hand and compressed air 
sprayers, and dusters. 


UNIVERSAL METAL PRODUCTS CO. 
SARANAC MICHIGAN 
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POWERFUL Toggle Action - 
A plier, a wrench, a clamp, a hand-vise (handles 
can be locked closed). Terrific grip. Swivel jaw 
fits all shapes. Durable, hardened steel thruout. 
Two sizes: No. 1610, 10”; No. 1607, 7”. Resale 
prices and discounts, and sales help details, sent 
promptly on request. 


SEYMOUR SMITH & SON, INC. 900A Main St., Oakville, Conn., U.S. A. 
EFFECTIVE TOOL Makers of “Snap-Cut” Pruners, Grass Shears, Hedge Shears, Etc. 


iy ro Sales Representatives: JOHN H. GRAHAM & CO., Inc., 105 Duane St., New York City 8 


FOR CLAMPING 
HACK SAW FOR WORK” PATTERN TO WORK FOR SPLICING 
IN CLOSE QUARTERS ON DRILL PRESS FENCE WIRE 
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PINCOR ! 


The Growing Favorite of Thousands 
of Alert Hardware Dealers...... 


P-20 Power Mower 


Pincor power mowers have been breaking all delivery 

$] 50 and sales records—and winning new customers tor 
alert hardware dealers. The many time and money 

f.0.b. factory saving features built into Pincor products mean faster 


turnover and extra profits. Remember, too, all Pincor 
products are sold direct to only authorized dealers. 
Pincor is your line for the days ahead. Write now and 
learn when you can join the fast growing Pincor dealer 
organization. Pincor prices are maintained under ap- 
plicable Fair Trade Laws. 


Retail 


ELECTRICITY WHEN NEEDED! 


Dependable, economical electric ser- 
vice for homes, cottages, farms, trail- 
ers ard power tools with Pincor Elec- 


tric Plants. 
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Tops in easy operation, quiet per- 
formance. All steel, lightweight — 
hand adjusted cutting height 1/9’ 
to 214''— built-in sharpener—16” 
cut — precision 

built in every 

detail. 


MODEL 
A-16 
$2995 


Retail 


MODEL 
B-16 
$2195 


Retail 


For fine lawn 

cutting performance—all steel— 
16“cut—built-in sharpener—quiet 
operation—carefree durability. 


PINCOR HEDGE TRIMMER 


A portable electric trimmer, pre- 
cision built for long wear and trouble 
free service. 


= Ss. << 


te <<<j 
“= o 


$32.50 ~ 


f.0.b. factory 
retail 























POWER TOOL 
ACCESSORIES 


430 431 
#370—'4” Hardened 3-jaw Chuck to fit /2”-24 Spindle 
Other threading to specification. 


#373—'2" Hardened 3-jaw Chuck to fit ¥%2”-24 Spindle 
Other threading to specification. 
#380—'2” Chuck with No. 2 Morse Taper Arbor. 
#381” Chuck with Arbor to fit “2” or 56” Spindle. 
#382—'2” Chuck with Collars and Arbor to fit 12”. 
or 3%” Spindle. 
#383—Arbor to fit %2” or 54” Spindle, with Collars. 
#384—'" Chuck with 2” Straight Arbor. 
#£407—No. 2 Morse Taper Arbor with Collars and Nut. 
#£408—No. 1 Morse Taper Arbor with Collars and Nut 
#410—Rigid Coupling for Connecting two %” Shafts. 
#411—Electric Drill Arbor for holding Grinding or Pol- 
ishing Wheel. 
#430—Plumb Bobs—Round, Perfectly Balanced, Nickel 
Plated. 4 oz. or 8 oz. 


#431—Plumb Bobs—Hexagon, Perfectly Balanced, Nickel 
Plated, Screw Cap. 8 oz. or 12 oz. 


ORDER FROM YOUR JOBBER 


SERVING THE TRADE FOR 30 YEARS WITH QUALITY 
AUTOMATIC SCREW MACHINE PRODUCTS AND 
POWER TOOL ACCESSORIES 


BROWN-MCLAREN MFG. Co. 
HAMBURG, MICHIGAN 


MAKERS OF SCREW MACHINE PRODUCTS AND 
TOOLS OF QUALITY 
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Customers know from experi- 
ence that CM Chains are top 
quality...designed specifically 
for particular applications. 
They know that CM's are safer 


mata, 
Se 


ae 


ae 
in. 


... last longer...cost less on 
the job. CM Chain Products are 
nationally advertised and rec- 
ognized. There is a chain for 


Se 17 
& 


every purpose in the CM line. 
You can sell them with confi- 


dence and profit. 


AUTOMOTIVE 
AGRICULTURAL... HARDWARE 
INDUSTRIAL...MARINE 
for practically every chain 
use there is a CM product 
designed specifically for 

that job. 


COLUMBUS-McKINNON 


CHAIN CORPORATION 


M « Hoist Ce 


GENERAL OFFICES AND FACTORIES TONAWANDA, N. Y 


SALES OFFICES: New ) rk + Chicago - Cleveland + San bruncisco + Los Angeles 
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For nearly a century Goulds has been building the 
finest in pumping equipment, with no sacrifice of 
quality to meet low-priced competition. This out- 
standing leadership is your assurance of well- 
pleased customers who become your best adver- 
tisements for additional water system sales. 

Enthusiastic praise from a Goulds owner influ- 
ences new prospects. He knows that Goulds su- 
perior quality means money saved in outstanding, 
trouble-free performance over added years of 
service. 

For your share of today’s big water system busi- 
ness, rely on the complete Goulds line—for sup- 
plying a large or small volume of water, at high or 
low pressure, for continuous or intermittent serv- 
ice—from any source. Write for the name of your 
nearest Goulds distributor. 


GOULDS PUMPS, INC., Seneca Falls, N. Y. 


THE SOLUTION OF EVERY PROBLEM 
OF FARM AND HOME WATER SERVICE 
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WATER SYSTEMS 


= 99 


YEARS’ 
EXPERIENCE 


THAT PRODUCES 
TODAY'S FINEST 
WATER SYSTEMS 


»+s EVERY TIME! 


' The amozing new TANKLESS Balanced-Flow 
' Jet, with self-adjusting capacity. For shallow 
| wells. Supplies any volume, with no spurt, no 
| lag, no fluctuation. Just like city water serv- 
}. leet Capacities to 540 gollons per hour, 
_ depending upon suction lift. 


. 
| -The new Jet-O-Matic. Duol-service—same 
| nit for shallow well or deep well operation, 
| Wide range of capacities ond pressures. A 
| “packaged water system, streamlined for 
les.” 


GOULDS 
“CID” Water 
System for 
shallow well 
service, Fully 
automatic. 
350 gallons 
per hour, 
Other units up 
to 3500 gal- 
lons per hour, 


GOULDS 
“*“CID" Woter 
System for 
deep well 
service. Fully 
automatic. 
Capacities 
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~ QUALITY ...c DEPENDABILITY 
I SPRAYERS + DUSTERS | 


The Dobbins Superbilt trademark, on sprayers 
and dusters, is the mark of quality and depend- 
ability in every detail of design, construction 
and operating efficiency. You can recommend 
Dobbins equipment for all insecticide spraying, 
DDT solutions and weed control chemicals. 


\ DOBBINS MANUFACTURING CO. 4 


DEPT. 801, ELKHART, INDIANA 


















Here’s a new de luxe, major- 
profit item—the answer to home 
gardeners who have been 
asking for a lighter, easy-to- 
handle Lawnbarrow! Compactly 
designed of ultra-light mag- 
nesium—its modern finish and 
trim lines appeal especially to 
women. Its sturdy construction, 
perfect balance, and utility fea-' | 
tures win the admiration of 
gardeners who want the best. 
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h, They like its flat bed for carrying wor 
’ potted plants and bulky objects Dan 
— it’s easily stored in garage or ec 
basement. And it sells itself when wit 
your customer picks if up! tric 
Retail Price $34.50 tion 
and 
Specificati: A ing light weight, 12 pounds. Handy size—26'" x 
32”—Length 50” over-all. Enamel finish. Color—French grey bucket, p ra 
understructure bright bive. Pneumatic 2.75 x 10 tire, easy rolling 
bearings, 2” strong axle. Tubing under barrow, and legs cross-braced, cour 
for rigid structural strength. Tapered side walls, flat bed. N 
“PICK-ME-UP” MESSAGE DOES THE SELLING! 50% elnniversary 18971947 elect 
The "Pick-Me-Up”" label attached to the bed of day. 
each Lawnb 9 alft.d. tr, ‘ 
po to customer and sales personnel. 1S b 1 
For discounts and shipping information mon 
write or wire: 2 
SPECIALTY PRODUCTS DIVISION est 
WE: OO eens Sr THERE’S A DEMAND FOR DOBBINS DEPENDABILITY Da 
First and Water Streets, Bay City, Michigan ; 
on ¥ 
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IF YOU SELL THE FARM MARKET 





YOU CAN MAKE A KILLING 













_ farm wives see a nationally adver- 
tised product that saves hours of hard 
work each week, they Buy. That’s why Gem 
Dandy Electric Churns sell on sight .. . 
with big profit to you. Gem Dandy Elec- 
tric Churns are backed by a powerful, na- 
tional advertising campaign in Farm Journal 
and The Progressive Farmer, which reach 
practically every electrified farm in the 
country. 

More than 3% million farms are already 
electrified and the market is expanding every 
day. The farmer has the money to buy and 
is buying appliances that save time, work and 
money. 

2 out of 3 buy Gem Dandy—world’s larg- 
est selling electric churn. Display Gem 
Dandy Electric Churns in your window or 
on your counter and watch them move. The 
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WITH GEM DANDY ELECTRIC CHURNS 


DELUXE MODEL (itustrated) 
Retail Price $19.95 


Recommended Dealer’s Cost $12.49 


STANDARD MODEL Retail Price $16.95 
Recommended Dealer’s Cost $11.02 


Gem Dandy Electric Churns may be used with 
crock or with Gem Dandy Duraglas jars, which 
are sold separately. List price—3z-gal. about $1.95 
§-gal. about $2.45 








profit per unit is big enough to deserve your 
best display space. Write us today for free 
display material and dealer helps. Let us 
help you make a killing on Gem Dandy Elec- 
tric Churns. 

Order Gem Dandy Electric Churns and 

Gem Dandy Duraglas Jars from your dis- 
tributor today. 
SPECIAL FEATURES: Gem Dandy Electric Churn 
is a high quality product built to give years of service. 
Slow-speed, long-life motor. Aluminum shaft. Alum- 
inum dasher which is adjustable for smaller churn- 
ings. Sanitary—easy to clean. DuPont Neoprene sup- 
ports and cord. Deluxe model has switch in cord. 
Churns up to 5 gals. at a time. Churns in about 
15 minutes. 


It pays to sell the leader. 


ALABAMA MANUFACTURING COMPANY 


DEPT. A-1, BIRMINGHAM 3, ALABAMA 
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NEW $280,000,000 Market 


(Most Spectacular Development for the 
Home Since the Radio) 
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|MODEL H-116 


Get In On the Ground Floor with Fastest © 


Selling, High-Profit Item in the i 


The most effective, economical air purifier known to 
science. Sixty-four million homes have been waiting | 
for this low-cost, portable unit. 


tain-like air containing 150% more oxygen. Re- 


charges stale, used air with vital, health-building l, 


re- 


PUROZONE that actually increases vitality ... 
lieves hay fever sufferers . .. helps prevent colds. 


Low initial cost and minimum operating expense 
(unit actually consumes one-half the current used in 
electric clocks) sells consumer immediately. 


NATIONAL ADVERTISING PROGRAM WILL 
TELL AND SELL THE CONSUMER FOR YOU! 


DISTRIBUTORS, JOBBERS, DEALERS some PUROZONE Fran- 
chises are still available. Send for Full Particulars and 
Merchandising Plans 


PUROZONE company 


3254 Lincoln Ave., Chicago 13, Ill. 
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PUROZONE attacks and eliminates odors nature's | . 
way. Floods the home with fragrant, purified, moun- | 
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MODEL RS-113 
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// MODEL D-106,/ 
Zi~ MODEL P-108 a 


Peep 


cee: | 
MODEL L111) 


Ask Your Jobber For 
These Quick-Selling 


TWIX Leaders 


QUALITY TOOLS AT PRICES THAT 
WIN INSTANT POPULAR ACCLAIM 


(A) *TWIXKLIP—2 in 1 clip for toe and 
finger nails. Model T.F. 51. 


(B) ALUMINUM FOLDING RULES — 6 Fr., 
Model RL-113; 3 Ft., Model RS-113. 


(C) *ADJUSTABLE LEVEL Jr.—Model 
L-111. 


(D) CARPENTER SQUARE — with level — 
Model C-102. 


(E) HACK-SAW FRAMES — Heavy Duty. 
Model H-103. 


(F) SLIDING BEVEL—Model B-105. 


(G) No. 13 — JOBBER'S DRILL GAGE — 
Model G-115. 


(H) Electricians & Plumbers HACK-SAW 
FRAMES—Heavy Duty. Model H-109. 


(1) *PROTRACTOR & DRILL GAGE — Model 
P-108. 


(J) COMBINATION SQUARES — with levels 
and scriber. Model 100. 


(K) DEPTH MARKING GAGE — Model 
D-106 


(L) ADJUSTABLE BENCH LEVEL (10 inch) 
Model S-107. 


(M) PISTOL GRIP HACK-SAW FRAME — 
Heavy Duty. Model H-116. 


*Pat Pending US.A 


(K) 


{3} 


MODEL 100 


WATCH FOR ADDITIONAL TOOLS 
NEW NUMBERS APPEARING REGULARLY 
If your jobber can’t supply you, write 


TWIX MANUFACTURING CO., Inc. 


40-09 21st STREET, LONG ISLAND CITY 1,N. Y 
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A. F. LAWRENCE 
Woonsocket, R. I. 





BRUSHES by PITTSBURGH 


A full line for every painting need 


THREE FAMILIES 


Piusburgh’s 100% Pure Bristle. No finer 
brush made today. 


Pittsburgh’s exclusive Bristle-Neoceta. 
Top quality performance. Cost about one- 
third less. 


Pittsburgh’s 100% Neoceta. Cost 
about half as muck as pure bristle, 
yet gives excellent performance and 
has special advantage, such as high 
resistance to water, 
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This excerpt from a letter by A. F. 
Lawrence of the Service Sales Company, 
Woonsocket, R. I. says far better than 
we could what Brushes by Pittsburgh 
means to this progressive dealer: “I 
have been selling the consumer, con- 
tractor, master painter and Purchasing 
Agents for 23 years and can truthfully 
state that my success has been based 
on selling high quality merchandise. I 
am convinced that Pittsburgh Brushes 
are what the public desires as they have 
always satisfied their varied require- 
ments. In my opinion, and I believe I 
also speak for my customers, it is 
equally important to use a Pittsburgh 
brush as it is to use a high quality 
paint and varnish.” 
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CREATFS SALES 


ESTO 


PAINT REMOVERS ; 
swiftly a 
Destroys old es injure the 


thoroughly- st Wi . 
hands, brushes oF ~ ad, Paste, 


Manuf { and Marine Paste 


Fireproo 
sistencies. gel—! gel— 


pockoged Ie Brome si gal. 


KLEX 


BRUSH CLEANER 
proved by 
aetooag | — oon Co. one of 
America’s foremost brush — 
facturers. Will not injure ue 
or loosen a eans 
brushes thoroughly. asl 


Pacheged gi.—1/6 gat.—1/16 oat. 


ARTIN'S 


No. 1 LIQUID GLUE 


A powerful liquid glue that te 
ule under terrific a 
by professors. cabi rt 


finishers for years. 


and w' every home owner 


sure sale to 
ateur craftsman. 
and am 1 gal.—% el— 


1.— 
Packaged ie 5 NX qal.—! /32 gal. 
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LP 


WALLPAPER REMOVER 

penetrates all wall- 
ckage in two 
. Just brush 
the wood 
and a sales 


ICAL CORP. 
OVER & CHEM 
= pi bnene @ MANHATTAN 1S N.Y 





Patty Remover & Chemical Corp. " 
19 Gay Street 

Menhattan 14, New York 

Gentlemen: Please send me without obligation, price lists, dis- 
counts and descriptive matter on— 


O Preste 0 Klez OO Martin's 0 Zip 
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GD Gattcikcdcksamasnvinrewmsen MR ascavconses ee 





























3 PRODUCTS 


That Will Do A Bigger 
Sales Job For You! 


z 
a 





& 

Stainless Caulk / Atou ~~ 
Stops cracks once and for feamelNoon 
all in tile and plaster, also Sones ny On 
around bath tubs and Woo,” ane 
kitchen sinks. Has 50% Waus 
less shrinkage; stays soft 
indefinitely and will not < 
crack. Apply with knife or - 
gun. Keeps the cold air out Tite > 
... the warm air in... stops “ee 
infiltration of dust and dirt. — 














a 





Glazing Compound 


A superior product for all 
glazing operations. It is made 
to be applied in the same man- 
ner as putty but is not to be 
confused with ordinary putty 
or caulking c und. It pro- 
vides permanent adhesion for 
any kind of glass setting job. 
It will not shrink or crack... 
makes a good water-tight job. 























A product outstanding for ease 
of application, rugged adhesjon 
to both glass and steel. Made 
with long life durable oils, it 
readily contracts and expands 
with the steel and has the neces- 
sary strength to render outstand- 
ing service. Our superior quality 
putty has made us the largest 
manufacturers of putty west of 
the Mississippi. 














Interested distributors will please 
write for full details and prices. 


STEELCOTE MFG. CO., 






3418 Gratiot St., St. Louis 3, Mo. 
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ALUMINUM PAINT & 


Exterior « Heat- Resisting o interiOn ets ee : 

fA Here it is... .a message of 
" “great importance to every alert 
: ware and paint retailer in | 
Jnited States! Sheffield | 
~ Super-Krome, the fastest selling 
~ aluminum paint in the market 
asthe is now nationally advertised to 
Jstomers, over 5 Inillion of them, in a whirlwind campaign © 
centered atound Good Housekeeping magazine! This Good © 
‘Housekeeping seal is added proof of Super-Krome’s superiority. © 
Check your stocks ... get set to cash in on this big national 
> promotion. Wite-or write us for merchandising tie-ups that will help 
“you to sell MORE Super-Krome as a result of this great nation- 
ide promotion! 


ShetticldA Azcreze PAINT CORPORATION cee 




































ONE OF THE WORLD'S LARGEST 


MANUFACTURERS OF ALUMINUM PAINTS CLEVELAND 6, OHIO 
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Cabinets are equipped 
with outlet receptacle 
boxes for direct wiring 
OR can be had with 


plug-in type. 
Please specify when 
ordering which type pre- 


ferred. 


Fixtures are chrome 
plated. 


All wires are encased. 


115V 60 Cy. A.C. 


DETROIT 4, MICHIGAN 





Fluorescent Lighted Cabinets 


ADDED TO OUR REGULAR LINE OF MEDICINE CABINETS 








Cabinet lights should be 
operated from main bath- 
room switch as these | 
lights give more than | 


ample illumination, there- 
fore no other lights are 
required. 


Cabinets are equipped | 
with outlet to permit use | 
of electric razor or curl- | 
ing iron. 


Sold through dealers | 
only. 


Write for descriptive lit- | 
erature on other models 
bathroom cabinets. 





Be Sure 


DESLAURIERS COLUMN MOULD CO., INC. i 


Successors to IDEAL CABINET CORP. Main Office and Factory: 7722 Joy Road rf 





New Aluminum 


They stop rain, snow, dirt, soot, “smog” and pollen! Permit passage 
of fresh air without drafts! Made in four sizes, all adjustable (two 
sizes will fit 85% of all household windows). 

Good looking, durable—constructed of heavy-gauge aluminum 
and efficient air filters backed with wire screen. A fast-moving, 
= item wherever displayed . . . and colorful product labels 

elp you sell. Write for name of nearest jobber. 


THE F. E. SCHUMACHER €O., HARTVILLE, OHIO 


MANUFACTURERS OF HOUSEHOLD SCREENS AND VENTILATORS 


86 








ons ovenioox mis BEST SELLER = FALL! 


RETAILS AS LOW AS 


$722 


Quality-built, adjustable louver-type window 
ventilator with metal panels securely anchor- 
ed in well-seasoned wood 


frame. Available for every size 
window. Louver-Vents retail 


ee Oe errr roe 
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THE COLEMAN COMPANY, INC. 


Be Sure to Get 
Your FREE Copy! 


A Complete Mann. 


e How t 


@ This new “HOW” Book is one of the most 
valuable selling helps ever provided Coleman 
dealers. It’s crammed full of important sales in- 
formation on Coleman Lanterns, Lamps, Irons, 
Camp, Cabin and Pocket Stoves, Burners, 
Handy Gas Plants, Small Oil Heaters. It has been 
especially prepared for use of Coleman dealers 
and their sales clerks...it’s a complete catalog of 
easy-to-use, tested and proved selling helps, the 
use of which will help you boost your sales and 
profits on Coleman products. 


Use the coupon... send for your copy now. 


Wichita 1, Kans.; 401 N. Broad St., Philadelphia 8, Pa.; 
Los Angeles 54, Calif.; Honolulu, T. H.; Toronto, Can. 


MAIL couPON NOW! 


It’s Free to Dealers! 


AUGUST 14, 1947 


o Advertise 


How to Sell ° How to Service 
e Ho 


RoDUCTS 


@ This book brings you such important selling 
information as: 

1. Important things to tell your customers 
about each Coleman product you sell to make 
sales easier and quicker. 

2. How to demonstrate each Coleman product 
so that the product helps “Sell Itself.” 

3. How to use Coleman point-of-sale material 
to create interest and stimulate sales. 

4. How to use Coleman prepared dealer ads 
to tie-up with Coleman National Advertising 
and attract more business to your store. 


a 


Coleman Company, Inc. HA 
Wichita, Kansas 

Please send me my free i of the Coleman ‘‘How’’ 

Book, the dealer’s manual. 








STEADY, YEAR ROUND PROFIT 


There's nothing particularly star- 
tling about this clock. All it does is 
keep good time and sound a lusty 
alarm when an alarm is needed. 


It's neat in style, rugged in con- 


struction, but that’s commonplace - ; S E «ls and 


enough where a Gilbert is con- 


cerned. | a2 a i § ELLS and 


Handsome dependability at a fair - . a l 





price .. . those features are plain- 





























ly evident in this as in all Gilbert 
Compare th 


on the mar 
nize that th 
For in this 

>» action has | 
uaranteed by * 

Housekeeping ease of oper 
os sovcanse a Tests mac 
juicers pro 
touch Acti 
to 14 as mu 
juice onas 

i any housew 

walt i £g sion lever a 
chanism ma 
: j Note also 

ASK YOUR WHOLESALER 2 ~ f Deion on 
’ or °s Operation. ( 
ern design- 
finished in « 


ORDER 


ye.) y ¥ They offer a 
THE Wao. L. GILBERT CLOCK Corp. — | ale : important, 


tia Champion’s 
clock makers to the nation since 1807 \ That means 


WINSTED, CONN. ie VY AFC Spring — Action FILTER DIECAST 


Laconia, N. H. \ \Yy Only Vaculator has the Automatic Flavor Control 
Clothless Filter, with Spring-Action, to insure JB riaht 1947. Die 
*.* P 9 , . 
positive safety and perfect coffee every time. 


alarm clocks. 


; CL Ul 
se * 


And, just such evidence of real 
value is what today’s increasing- 


ly selective consumer looks for. 











551 Fifth Avenue 141 W. Jackson Blvd 
New York 17, N. Y. Chicago 4, Ill. VACULATOR, CHICAGO 6, JU. S. A: 
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Compare the Champion with any home juicer 
on the market, and you will instantly recog- 
nize that the Champion is in a class by itself. 
For in this outstanding juicer single-stroke 
action has been achieved plus an astonishing 
ease of operation. 

Tests made in comparison with other home 
juicers prove that the Champion’s Feather- 
touch Action actually requires less than 12 
to 14 as much hand pressure to extract al/ the 
juice on a single stroke. That’s an advantage 
any housewife will go for. Champion’s exten- 
sion lever and its scientifically designed me- 
chanism make the big difference. 

Note also its extension base which prevents 
tipping and the spilling of juice while in 
operation. Good looking, too. Smooth, mod- 
ern design—easy to keep clean. Beautifully 
finished in chromium and white enamel. 


ORDER YOUR CHAMPIONS NOW 


They offer a good margin of profit—and most 
important, one user will tell another of 
Champion’s marvelous ease of operation. 
That means a fast-growing volume for you. 


DIECASTERS, INC., RIDGEFIELD, N. J. 


Conyright 1947, Diecasters. Inc 








PATENTS PENDING 















SAFE TO SCALD=~ NO EFFECT 
ON MATERIAL OR COLOR 


Hostesset is a handy, practical, and appeal- 
ing little table ensemble . . . smartly mod- 
ern in design and popularly priced for 
your profitable featuring at $1.00 retail. 
The creamer, sugar bowl, two pairs of salt 
and pepper shakers, and serving tray are 
all molded of durable, sanitary plastic 
which can be washed and scalded — safely 
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— without effect on material or color! Set WI 
comes in complimentary colors — red and HOUSEWARES E 
ivory; is attractively packaged ina striking ” 
gift box (illustrated at right) which serves pu. 
double duty as an eye-catching counter Co 
display. Available now for prompt delivery. tig 
pal lift 
= red 
CO" 
a 49) 4-7.) pele) Mice) ite) 7. vile), Me lelem, Maa 7-\'ii0m-) peel clo yee 88), [e))-e 
Representatiues int. NEW YORK © ST, LOUIS ¢ MEMPHIS © SEATTLE © DENVER © DETROIT © PHOENIX 
‘ MINNEAPOLIS @ KANSAS CITY © LOUISVILLE ¢ PITTSBURGH e DALLAS © ATLANTA 
Th 
sell 
‘ tall 
The Fruth Hardware Co., Fostoria, O., sold you 
nat 
can 
e e 
4 
144 packages of SherShecs in 1 month hat 
; mo 
We 
All over the country progressive merchandisers are amazed at the high volume and quick turn- nev 
over of Silver-Sheets—the newest and neatest answer to the housewife’s oldest and messiest hy 
” 
problem: polishing silver. Sales outstrip competition so far that some dealers simplify inventory 
by making Silver-Sheets the only silver polish they stock. Silver-Sheets 24-package carton is 
colorful, self-selling, self-dispensing—requiring little more push than a prominent counter 
position. This product gives you generous profit . . . and it’s fair traded. See your distributor. 
THE MUNISING PAPER COMPANY 
135 SO. LA SALLE ST.—CHICAGO 3, ILL. 
MAKERS OF, DUO-DUSTIN and MARVALON 
HARDWARE AGE AUGUST 





When cooking time is up in a Wear- 
Ever Pressure Cooker, women simply 
push a button. The automatic Snap-Tite 
Cover then takes charge. It remains 
tightly pressure-locked. Can’t even be 
lifted off . .. UNTIL pressure is completely 
reduced. Then this sensational patented 
cover Opens AUTOMATICALLY! 


@ PHOENIX 
ATLANTA 


This Wear-Ever peace-of-mind convenience 
sells. Stays sold and causes talk . . . the kind of 
talk that makes women buy. Bring them into 
your store, and at the same time make our 
national advertising campaign your local selling 
campaign. How? By simply tying in with our 
n th hard-selling, full color advertising appearing 
monthly in leading coast-to-coast magazines. 
Wear-Ever point-of-sale display material and 
ck turn- newspaper mats available upon request. Write: 
The Aluminum Cooking Utensil Company, 


messiest : ‘ee 
New Kensington, Pa. 
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Feature the 
Favorites 


America’s 


largest-selling removers 


it’s the brand which 
moves fastest that builds profits for you. In paint 


Whatever the product, 


removers, LINGERWETT and WONDER-PASTE 
are the demonstrated favorites . . . the removers 
that painters know will do a cleaner job, quicker. 


LINGERWETT 


Painters find this powerful liquid remover ideal 
for all-round removing jobs. Dissolves any thick- 
ness of paint, varnish, enamel, lacquer or shellac. 
Remains wet 6 to 8 hours—thereby affording a 
large working area. 


WONDER-PASTE 


A thick, paste-like solvent designed especially for 
use on exteriors and upright surfaces. Will not 
run. Equally effective on any type of finish. Can 
be used where the torch is impractical—shingles, 
window frames, floors, etc. Leaves no scorched 
areas to be sanded. 


We are interested in handling the items checked below. 
Please send information concerning them. 

O LINGERWETT O WONDER-PASTE 
We are now handling the items checked below. 
Please send advertising displays. 


O LINGERWETT O WONDER-PASTE 





.lerEntvesPoatiia 


WILSON-IMPERIAL CO., Dept. H-87, 115 Chestnut St., Newark 5, N.J. 


MAIL COUPON FOR INFORMATION OR ADVERTISING MATERIAL 


Wilson-Imperial Co., Dept. H-87,115 Chestnut St., Newark5, N. J. 
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SU Le 
me NEW PRO-TEX pans 


DESIGNED tro SELL 
INA BUYER‘’S MARKET 





% Repeat orders pour in from North, East, 
South, West .. . proving our theory that there is 
no “buyers’ strike” on good merchandise that is 
priced right. 

Today, more than ever before, PRO-TEX Pads 
make an irresistible appeal to housewives. The 
new patterns shown below, created for us by Ken 
Gordon, have won immediate acceptance. And in 
addition to their unsurpassed beauty, PRO-TEX 
Pads are famous for their utility . . . 101 uses in 


the home, protecting surfaces against heat and 
scratches. 


TEA TIME 


Illustrated here is the 
new Tea Time pattern, 
available in Red and 
Black or Red and 
Green, on white enam- 
el. Full range of sizes— 
18” x 20”, 14” x 17”, 
a: sae. aT’, 
and 7” round. Ribbed 
steel top. Without 
doubt this is the most 
attractive, fastest sell- 
ing two-color PRO-TEX Pad ever produced! Write for full in 
formation and prices. 


MORNING 
GLORY 


Newest member of the 
“Wirthmor” Series of 
PRO-TEX Pads. Sensa- 
tionally low priced — 
yet it has all the high 
quality PRO-TEX fea- 
tures . . . rigid con- 
struction, heat -resist- 
ing finish, dependable 
insulation and soft as- 
bestos base. The over- 
all pattern is unusually practical; won't show finger marks or 
scratches. In all five sizes. Red on white enamel. Write for 
illustrated circular. 


The complete PRO-TEX Line includes steel top 
Hot Dish Mats, steel-and-asbestos Burner Pads, all- 
asbestos Iron Pads and various Stove Pads not illus- 
trated above. Write for illustrated circulars and 


prices. 


BALLONOFF METAL PRODUCTS CO. 


1820 EAST 37th ST 


CLEVELAND 14 
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“Worthy Of The Name’ 








First in Quality... 
First in Value... 


Buyers of heating and cooking appliances are again brand 
conscious. The long established nares that dominated pre-war 
appliance merchandising are now getting the call in even 
greater measure. 









WASHINGTON—an impressive name in any company, com- 
mands that same public recognition that for 85 years has iden- 
tified quality stoves of our make. 












MARTHA WASHINGTON 
HOME FURNACE (Coal 
Down-Draft Hot Blast Combustion in- 
sures maximum efficiency. Heavy-duty 
special alloy slotted fire pot and large 
heavy ribbed combustion chamber, 
adding extra heating surface, insure 
long life and added years of satis- 
factory service. 
























WASHINGTON Frugal 
OIL BURNING HEATER 
Down-Draftt Hot Blast spreads flame in the radia- 
tor-type combustion chamber, insuring maximum 
heating capacity. A truly beautiful, powerful and 
durable heater. 


Established 1862 
NASHVILLE, TENNESSEE 


8 GRAY» DUDLEY 


COMPANY 






























GEORGE WASHINGTON 
COAL RANGE 


The modern styling, rounded corners for 
easy cleaning, the striking lines, the gleam- 
ing porcelain enamel finish—all con- 
tribute to the smart appearance of the 
George Washington Cast Balanced Range 
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Your customer can readily re- 
place any firebox casting or stove 
brick with Fireline. The moist, 
plastic form of this high-grade re- 
fractory makes it easy to install. 
Simply pound it into place with a 
hammer, trim it smooth. That’s all. 
Nothing to mix—nothing to add. 

The fire bakes it into a durable, one-piece lining that with- 
stands temperatures up to 3000 deg. F.—a far higher tem- 
perature than ever occurs in a domestic furnace, stove, or 
heater. And because it reflects and radiates heat across 
the entire fuel bed, Fireline. increases heating efficiency. 
Because Fireline is easy to use it is easy to sell—at good 
profit to you. Packed in 50- and 100-Ib. drums, also 5- and 
10-Ib. cans. 


"IRELINE 
LINING 





COOK STOVES— Fireline replaces cracked 
and burned-out stove brick and firebox castings. 
It is readily moulded to any shape, then baked 
out by the fire. No need to stock all kinds and 
sizes of firebox castings and stove brick instead 
sell Fireline in convenient containers off the 
shelf. Average sale 5 to 10 Ibs. 


HEATING STOVES—In heating stoves, cir- 
culating heaters, base burners, etc., Fireline re- 
pairs cracked firepots and protects good firepots 
from burning out. It forms a gas-tight lining 
entirely around the firepot which seals all cracks 
and helee. No more waiting for castings—in- 
stead quick turnover and profit for you. Average 
sale 30 to 50 Ibs. 


FURNACES—Repairs cracked firepots—pro- 
tects good firepots. Installed 1 to 142 in. thick 
entirely around the firepot, a Fireline lining 
prevents the escape of gas, odors, and soot into 
the building. 100 Ibs. required to line average 
22 to 24 in. furnace, resulting in a sizeable 
sale—and profits. Also used for replacing fire 
tile in steel furnaces, for setting stokers, for 


oil burner bustion chambers. 








Fireline is available immediately from jobber stocks. Mail coupon 
below for prices, discounts, and descriptive literature. You will also 
receive information on these quick-profit Fireline products: 


IRONSET ASBESTOS FURNACE _ 
CEMENT—The high-quality cement for @ 
setting and resetting furnaces and stoves. cial 


Withstands higher temperatures. Will not 
IRONSET 


crack, shrink, bloat or blister. Makes your 
FURNACE CEMENT 





work more permanent. Suggest it to your 
next customer and watch the word-of-mouth 
advertising it will produce for you. 


FIRE-HEARTH CASTABLE—The ideal 7 
refractory for stoker hearth. Easily in- g 
stalled: Just mix with water, pour into 
place, and trowel smooth. That’s all there 
is to it. 


FSS SSS SSSI SS SSS SSS See ewes ena s 
: FIRELINE STOVE & FURNACE LINING CO. ; 
' 1859 Kingsbury St. (Dept. H), Chicago 14, Illinois ] 
8 Fireline Stove & Furnace Lining Co. : 
H 1859 Kingsbury St., (Dept. H), Chicago 14, Ill. ‘ 
§ (CO Please send full information, prices, and discounts on Fireline : 
. heating specialties. i 
Bo FIEM soe e eee eeeeeeeceeeceeeeceeeeeeceeeteeeettnenenteeeenens : 
DMD 6.606 ooo Co ceeecedcceecseSeHiasecseersteepoentcessseees : 
. BEE Giic tit cbeusneseaecees ee ee ere Te Pe : 
ES et ee TE SEI Eee DRE ‘ 
RE EOE eae OE LE ee Ae ey aT TE, 
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REARDON’S 


WATER PUTT 
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I can remember when I had to pester the 
Reardon People to plug Reardon’s Water 
Putty for what it was worth. 

They knew it was good — they were selling oodles of 
it to furniture factories for repairs, and many dealers 
were moving it fast at retail. But they were so busy with 
Bondex Cement Paint that they were letting their Water 
Putty go its own way. 

This was wrong. This crack filler deserved great bally- 
hoo. I knew. I had been a user for years. 

So I persuaded the Reardon Company to wise up the 
world on their peerless putty in 


THE SATURDAY EVENING POST 
GOOD HOUSEKEEPING 

BETTER HOMES AND GARDENS 
AMERICAN HOME 

POPULAR MECHANICS MAGAZINE 
POPULAR SCIENCE MONTHLY 


— and now the snowball has started to roll — boy, has 
it started to roll! 

Stock it and shove it and see for yourself. Watch it 
catch on. 

It’s a big pound can of wonder powder for 25 cents. 
It’s so economical, your customers can use it for big 
jobs. They mix it with water as they need it, so there’s 
no waste. And it does not cake in the can. 

It’s a dandy for filling wood cracks, reseating screws, 
repairing furniture, frames, stone, plaster, tile. Does not 
shrink or loosen. Dries hard. Sandpapers and takes 
paint beautifully. 

Sells and stays sold. And repeats and starts folks 
praising it. Plug it and it will stay plugged. 


The REARDON COMPANY 
St. Louis 6, Missouri 1 O8 

'” care Btfune oF 
@ Guaranteed by = 
Good Housekeeping 
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STYLED TO SELL! 


One of National Lock's matched Cabinet Hardware creations is 
pictured here — the De Luxe line. Here is truly Hardware with 
"Eye Appeal", designed to please the most fastidious of cus- 
tomers. There are four profit-packed matched sets to choose 
from — all furnished in glistening chromium! 


Each item of a set is separately packed in an attractive, clearly 
printed envelope, complete with screws and instruction sheets. 
This reduces selling costs and prevents loss of parts. 


There are four styles of counter display boards available to help 
you make quick, profitable sales! Ask for our attractive, four- 
color Kitchen Cabinet Hardware Catalog and price list, illustrat- 
ing our complete line. 


| 1 i, Oe 


ke aD Rockford. 


SK ="4-_ *) 


"Piet crane! HOROWRRE 





ee: 4 eae 


j 
‘Kh J L/ +r Ptr 
C #&UiAC i Miuilbinisé 








teliee 
aie 
v { = 
pit ie 
Fh. a sa, 
No. 130 
(Wa @ | 
(poe 9 
i (it, 


_ 
* 


tin” €3 6 


Illinois 
















i We ad = sanenet aanownss 


| r o jab 
[ o ° "5 


. r 
No. 120 


COMPANY 


‘ 
4s 





“Your All From One Source Hardware Manufacturer” 














. of quality, manu- 
factured to precision 
specifications for vol- 
ume sales and greater 
profit to you. 


STYLE 400 Regulation Size 


STYLE 300 Regulation Touch Size 
STYLE 344 Junior Touch Size 

Dupont's Fairfield fabric . . . waxed 
stitched . . . patented type valve 


. shipped inflated, needle 








TRADE DIS- 
COUNTS TO 
JOBBERS AND 
WHOLESALE 
DISTRIBUTORS 


Wire ) 


MANUFACTURING CO. 


149 CRESCENT ST., BROCKTON, MASS. 




















JACKSON 


QUALITY YARDLIGHTS 





FOR RURAL LIGHTING 


#8972 has 12” Porcelain Enameled Reflector. 
#8974 has 14” Porcelain Enameled Reflector. 








—4 


No. 8972-8974 


COMPLETELY ASSEMBLED AND WIRED 


For REA Installations. 


e Available thru your wholesaler 


e Manufacturers of Lighting Equipment 


JACKSON ELECTRICAL COMPANY 


900-910 W. Van Buren St., Chicago 7, Ill. 














|AMERICAN WALL SAFE 


Tae «(Retails 
profitably 
_ at only 
| $38.00 
F.O.B. 


Worcester, 
Mass. 





A strictly fireproof safe that retails at $38.00 f.o.b. 
Worcester, Mass., and returns a good profit. Easily in- 
stalled in any closet, partition, chimney wall, concrete 
foundation, or in the floor. Suitable for homes, stores, 
gas stations, offices, etc. 

Equipped with four tumbler genuine YALE lock. Safe 
is fabricated from heavy gauge cold-rolled steel. 

Fire resistance: 2100 degrees F. Inside is lined with as- 
bestos; in case of fire contents remain undamaged. Safe 
has tamper-proof door. 

Dimensions: 7” deep, 10” wide, 14” long. Prompt ship- 
ment from stock on all orders. Take advantage of this 
unusual profit opportunity NOW. Write today for infor- 
mation and discounts. A few territories are still open to 
qualified retailers and distributors. Mfg. by 
AMERICAN WALL SAFE MFG. CO. INC. 


Office: 29 Pearl St. Factory: 65A Water St. 








WORCESTER, MASS. 
































Set the stage for sales. Open a carton of Weldwood 
Glue. Display it prominently on your counter. Then 
watch hobbyists, handymen and homeowners reach 
for this popular item. 

Customers will return again and again to buy 
this tremendously strong, easy-mixing, fast-setting 
Weldwood Glue. It’s easy to use . . . sure to satisfy. 
It forms a permanent bond wherever used ... and a 
profitable bond between you and your customers. 

Weldwood Glue comes to you in a variety of 
sizes that sell for 10¢, 25¢, 50¢, $1.00 and up. If 
your jobber cannot give you prices and complete 
information, write to: 


UNITED STATES PLYWOOD CORPORATION 
Industrial Adhesives Division, Dept. 316 
55 West 44th St., New York 18, N. Y. 


WELDWOOD 


PLASTIC RESIN 
WATERPROOF GLUE 
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MR. DEALER, MEET 
YOUR TRU-TEST 
DISTRIBUTOR: 


WALTER H. ALLEN CO., INC, 
Dallas 2, Texas 
AMERICAN WHOLESALE HDWE, CO, 
long Beach 1, California 
B. C, SUPPLY CO, 

Battle Creek, Michigan 
BAIRD & COMPANY 
Greenville, Mississippi 
BAIRD HARDWARE CO, 
Gainesville, Florida 
BARKER, ROSE & KIMBALL, INC, 
Elmira, New York 
BROWN-CAMP HARDWARE CO, 
Des Moines 6, lowa 
BROWN-ROGERS-DIXSON CO; 
Winston-Salem, North Carolina 
W. W. CONDE HARDWARE COMPANY 
Watertown, New York 
DUNHAM, CARRIGAN & HAYDEN CO, 
San Francisco 19, California 
DUTTON-LAINSON CO, 
Hastings, Nebraska 
FONES BROS. HDWE. CO, 
Little Rock, Arkansas 
C. D. FRANKE & CO., INC, 
Charleston, South Caroling 
GREER & LAING 
Wheeling, West Virginia 
HERR & CO., INC. 
Lancaster, Pennsylvania 
HOLMES HARDWARE CO, 
Pueblo, Colorado 
IMPERIAL HARDWARE CO, 

El Centro, California 
JELCO MILWAUKEE CO, 
Milwaukee 3, Wisconsin 
JELCO OMAHA CO, 
Omaha 2, Nebraska 
JENSEN-BYRD CO. 
Spokane, Washington 
KEITH-SIMMONS CO., INC, 
Nashville 1, Tennessee 
KING HARDWARE CO, 
Atlanta 3, Georgia 
LEE HARDWARE CO. 
Salina, Kansos 
MAY HARDWARE CO. 
Washington 7, D. C. 

C. H. MILLER HARDWARE CO. 
Huntingdon 19, Pennsylvania 
MOREHOUSE & WELLS CO, 
Decatur 60, Illinois 
MORROW-THOMAS HARDWARE CO. 
Amarillo, Texas 
J. H. OLIVER & CO, 
Grenada, Mississippi 
RAILEY-MILAM, INC, 
Miami, Florida 
READER'S WHOLESALE DIST. 
Houston 2, Texas 
REHM HARDWARE CO. 
Chicago 8, lilinois 
J. RUSSELL & CO., INC. 
Holyoke, Mossachusetts 
THE SCHAFER COMPANY, INC, 
Decatur, Indiana 
Cc. Y. SCHELLY & BRO., INC. 
Allentown, Pennsylvania 
THE SEEDMAN COMPANY, INC, 
Brooklyn 6, New York 
SOUTHWESTERN HARDWARE CO, 
Oklahoma City 1, Oklahoma 
TIEMANN HDWE, & SUPPLY CO. 
St. Lovis, Missouri 
UNION DISTRIBUTORS, INC. 
ed Bonk, New Jersey 
UNIVERSAL SUPPLY CO. 
Dayton, Ohio 
ZORK HARDWARE CO. 

El Paso, Texas 
ZORK HDWE. CO. OF NEW MEXICO 
Albuquerque, New Mexico 


CANADA 


FALCON HARDWARE, LTD. 
Winnipeg, Manitoba 
WOOD, ALEXANDER & JAMES, LTD. 
Hamilton, Ontario 
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skhere’s the way to build volume 
ADVERTISE WITH THIS 





| CONSUMER 
| CIRCULAR 


With easy selling 

days over, you need to contact 
customers...and plenty of them! The big new 

Tru-Test Four-Page Consumer Circular does this for you with 

the same powerful selling technique your chain competitors use. In big, 
double-spread newspaper size, strikingly printed in two colors, richly 
illustrated, the Tru-Test Consumer Circular tells your customers about the 
extensive stock you carry. And right on the front page, in bold type, will be 
your store name and address. Thanks to quantity production, you can get 
these circulars through Tru-Test at a cost extremely low, so that you can 


really blanket your community! For full details, write Tru-Test at once! 


ASK YOUR TRU-TEST DISTRIBUTOR FOR ‘‘THE MARKETER", NEWS BULLETIN OF HARDWARE VALUES 





HOUSEWARES © MAJOR APPLIANCES + RADIOS + AUTOMOTIVE, TIRES AND ACCESSORIES + SPORTING GOODS * TOYS 
WHEEL GOODS © HARDWARE * FARM SUPPLIES © ELECTRICAL SUNDRIES * FURNITURE * HOME MAINTENANCE SUPPLIES 
97 





HARRIS ATTIC LOUVERS 


Vertical Wall Louvers — for either new or old SLANT ROOF LOUVERS — Same 
construction. Made of galvanized iron, aluminum quality as other types. Gives 54 
painted. Screened to keep out insects and birds. sq. inches of ventilating area. 





Available in Standard Sizes 


TYPE F 
flush flange recessed flange 
for any construction for new construction 





HARRIS STOCKS OTHER FAST-MOVING ITEMS! WRITE, WIRE OR PHONE 
FOR PRICES AND QUICK DELIVERY ON— ADJUSTABLE JACKS — GAL- 
VANIZED WINDOW WELLS — EVERBRITE MEDICINE CABINETS — BASE- 
MENT DRAINS — STAINLESS STEEL SINKS. 











ATTRACTiye 


VaRiE 
FACE Plates Ty of 


Descriptive literature available on all items. 


COLUMBUS 3, OHIO 


NC 1157 CLEVELAND AVE. 

















MEY BL 


Known since 1865 
for 
“KEY BLANKS THAT FIT’ 
We are now completely equipped for the 
prompt handling of Key Blanks for all cylin- 


der locks. Consolidate your purchases. Save 





bookkeeping and handling costs by buying 








all your key blanks from one source. Specify 
GRAHAM Key Blanks—for prompt service 


and for quality. 







If your jobber does not carry them, 






a write direct to us. 
oe Oe We also manufacture a line of Locksmiths’ Supplies and Luggage Hardware. 


THE GRAHAM MANUFACTURING CO. - Derby, Conn. 
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Have you stocked these 


‘BEST-SELLERS? 


~~ 
SaLsBuRY DELUXE 


| SCRA - 
| i sck...as an eye win 
ketknife! Quic 
Safe...as a poe 
Click! Safety cover snaps ¥ 
over the blade. 
Click! Safety cover ex- 
| poses full blade. — 
| No screws tO adjust “A 
sen! Gives 4 lifetim 
| rs rvice. Every 


f hard se 
painter and decorator 


‘ 
wants one: 


* 











* “Best-selling items in stock!” That's what 
many retailers are saying about these remarkable 
money-makers. They sell on sight to painters, dec- 

a. 


| 

: orators, warehousemen, retail clerks, handy men, 
nufactur “70 q Comp any dressmakers, housewives, modelmakers, artists, etc. 
Available on attractive display cards or on individual 


ERIE, PENNSYLVANIA selling mounts. Don’t miss the boat! Write today 


for special discount list! 





AGENTS Handy-Roll Division of 


NEW YORK: 45 Warren St. BOSTON: 115 Bread Street | 
SAN FRANCISCO: 703 Market St. The SALSCOR Company 


1161 East Florence Avenue, Los Angeles 1, Calif. 
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DEVOE “srasies” 


100% PURE BRISTLE 


Made for the Job 


Brushes are made for painting. So you can 
count on Devoe—with 193 years’ paint- 
making experience—to knew what it takes— 
all it takes to make great brushes! 


Top Quality Materials 

In all the years the Devoe Brush Factory has 
been making brushes only materials of the 
highest quality have been permitted. Un- 
usual purchasing facilities and purchasing 
power are extra assurance that this standard 
will be maintained. 


Craftsmanship 
Fine workmanship is second nature with 
the master craftsmen, many of whom have 


New! Ready Now! ? 


—" 


Complete, illustrated cata- 
logue of the new post-war 
100% pure bristle brushes. 
Includes dealer helps, news- 
paper mats, radio “‘spots.”’ 


MAIL COUPON NOW 
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> 


devoted a lifetime to maintaining “Master 
Painter’s” quality for Devoe brushes. 


Research and Testing 

Devoe Paint and Brush laboratories work 
hand in hand to anticipate new products, new 
painting techniques. And every newly de- 
veloped tool for craftsmen gets the most 
thorough testing before release. 


Merchandising Leadership 

Devoe carries through to stimulate business 
for you right at the point of sale—with effec- 
tive displays, smart, sales-building vendors 
—and a full range of helps that include edu- 
cational and sales training films. Every 
Devoe Brush salesman is trained to help you ~ 
with your merchandising problems. 


SUPERBLEEN BRUSHES 


.. -Please rush your new Brush Catalogue 


. Please send your salesman 


we ae ee ee es ee. 





J S22 22327 eae 


f DEVOE & RAYNOLDS COMPANY, pie { 


Dept. D-2 PRINCETON, INDIANA 


Pre 


“1 want a file for sharpening an ‘M’-tooth cross- 
cut saw.” 


“I need a file to remove the rough edges from 


Noraine unusual about these requests. Files are often the coulter on my tractor plow.” 


asked for this way. When he can’t identify the file he wants by 
name, the customer will usually describe the purpose for which 
it is needed. It’s left up to the hardwareman to recommend and nines 
supply The right file for the job. 

The requests at right, for example, represent the typical filing 
needs of a lumberman, a farmer, a sawmiller and a householder. 
Knowing what files to recommend in these and similar cases is 
good business — the kind that inspires customers’ confidence and 


builds up sales. 










You will find the answers to the above and hundreds of “1'm looking for a file to sharpen up the teeth on CHILTO! 
a circular ripsaw.” Exec 


file questions in the helpful Nicholson book entitled “File 
2 Philadelp 
u 


Tel.: Sherwe 


Filosophy.” Use it to refresh yourself on the kinds, cuts, and 
uses of files—or as an instructive manual for training the new 
members of your sales force. It’s yours for the asking. +f JOSEF 


EVERIT B 


XOLS_ NICHOLSON FILE CO., 25 Acorn St., Providence 1, R. I. ‘§ JULIAN 


~ 
= 4 (In Canada, Port Hope, Ont. ) S. ¢. 
U.S.A. P JOH 


tT. WwW. 


wil 


“I'd like an assortment of files for use around 
the house.” 
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The Ad-Viser, by Irving Settel .... 
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Where Sportsmen Can Meet—Salesmen Can Sell 

Paint and Wallpaper Account for Half of Their Sales 
Hardware Firm Takes Advantage of "Breaks" 

Writes Orders for 22 Complete Bathrooms in Six Months. . 
Handshakes and Advice Ring the Cash Register......... 
Sales Mounted When the Store Expanded..... 

Neatness Pays Dividends for Farm Store 


The Installation, Operation and Maintenance of 
Key-Cutting Machines, by M. Leonard Singer 


Employee Relationship Plan Brings Profit to All 

Long Island, N. Y., Business Built By Catalogs 

Profits in Power Units for Regular or Stand-by Service... 
New Store Quadruples Sales Since Last Year's Fire 

The Dean's Page, by Saunders Norvell 
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“CICLON", which won both the 
fleet and Class A prizes in the 
recent St. Petersburg-Havana race. 


0 N the sea, on land, or in the air—Columbian “Stabilized”* 
Nylon Rope is a star performer. Its superior qualities have been 
proved under extreme conditions in industry; on ships, aircraft 
and ranch. 


Appearance? Tops! Smooth — silky — made from the same 


Strong? At least 60% stronger than Manila depending on size! 
quality filaments used in the finest stockings! sd 
Durable? It resists the factors that shorten ordinary rope life! 
Columbian's “Stabilized” process makes yarns of nylon 
Flexible? Stays flexible wet or dry! Can be stored immediately! conform to the lay of the rope. Rope is easier to handle; to 

splice; and to knot. Columbian Nylon stays as it was made. This 


Waterproof? It's naturally waterproof! There is no perceptible process is patented by Columbian. 


increase in size or weight from water absorption. 

Resilient? Definitely! It stretches under stress, absorbs shocks, YES, WHEN YOU WANT NYLON ROPE, You WANT 

yet resumes normal length when force is removed. COLUMBIAN “STABILIZED” NYLON. THERE IS NO 
FINER ROPE. 


Cols biiittt . ROPE COMPANY 


400-70 GENESEE ST., AUBURN, . “THE CORDAGE CITY” 
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Hardware Business Continues Good— 
Many Desired Goods Still Scarce 


Prices on first-grade hardware store products are firm. Some will 
advance further and but few, if any, can be reduced at any fore- 
seeable early date. Inventories still high and still unbalancd. 


ESPITE intermittent sour 
notes from assorted sources. 

we can truthfully and hap- 

pily repeat again that the hard- 
ware business continues good. We 
believe it will stay at a good, con- 
consistent level, certainly for the 
remainder of the year, as there are 
still too many goods desired that 
are not available with sufficient 
speed and in adequate quantity. 
If the near-at-hand future out- 
look for hardware store merchan- 
dise—all hard goods lines—were 
not a bright one there would not 
be so many new factors trying to 
enter the hard goods distribution 
field. And in most cases, those 
who are trying to increase or es- 
tablish this type of trade are large, 


AUGUST 14, 1947 


well - financed, well - researched. 
well-managed, profit-conscious and 
market-wise department _ stores, 
chain groups. etc. They don’t fool 
with their money nor their tal- 
ents. They see a profitable volume 
ahead for such lines or they would 
not be interested. Neither would 
the Co-ops who are_ increasing 


"The encroachment of politics 
into business has been largely a 
failure. The introduction of business 
methods into government is an ex- 
periment that would be well worth 
trying some day.” 

—J. C. AMIS, Secretary-Treasurer, 
Chicago Retail Hardware Associa- 
tion. 


their hard lines interest at a rapid 
rate. 

Current higher prices on steel 
will unquestionably be reflected. 
and soon, by higher prices for 
many finished products — sold 
through hardware channels as will 
the higher costs of other vital raw 
materials involved—many of 
which are still very scarce and 
none of them getting any lower to 
any appreciable degree. 

With present costs of materials, 
labor, taxes and everything else 
high, we cannot see any early 
prospects for important down- 
ward price trends on first-grade, 
standard hardware store items. 
until such time as supply. more 
generally, catches up with de- 


105 








mand. Here and there, odd items 
or numbers may become very 
plentiful and be cut but, until full 
production on a more widespread 
scale, some tax relief and better 
production per man-hour are ac- 
complished, we see no justifica- 
tion for expecting a marked down- 
ward trend. The exceptions are, 
of course: 1—that keener compe- 
tition may alter the picture, but 
then here too we again must close 
the gap between supply and de- 
mand and, 2 — that overpriced 
goods, not providing the value in- 
dicated by the price tag, will defi- 
nitely continue to come down as 
have many table model radios and 
various gadgets that flooded the 
market because it over- 
whelmingly a “seller’s market.” 

Inventories are still reported 
high and continue somewhat out 
of balance. This presents a major 
factor on the negative side, as 
many wholesalers and _ retailers 
have set up arbitrary rules about 
not buying, even goods sorely 
needed, until total inventory in- 
vestment more nearly approaches 
a normal or proportionate basis. 
It seems to us that such a policy 
should be tempered and have 
more flexibility than is reported 
from many sections. Much heavy 
inventory can be traced to over- 
buying scare items when they 
were very scarce, but when ship- 
ments arrived more promptly than 
expected they proved to be far in 
excess of the changed demand. 
Some inventory headaches, of 
course, stem from quantities of 
war-inspired additions to the stock 
to help take up the slack on sales 
of goods that were not available. 
Inevitably, an adjustment period 
had to come and there never was 
a time when distributors were bet- 
ter able to stand such an adjust- 
ment and get their houses in order 
than they are right now. 

Scattered reports indicate that 
quite a few wholesalers are clos- 
ing out excess inventory on goods 
not needed, or not needed in the 
quantities on hand, so that the 
space, energy and money can be 
applied to more desirable mer- 
chandise. 

Last week a leading manufac- 
turer of a most basic hardware 
line told us that his 15 best whole- 
salers continue to write, ‘phone 


was so 
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and wire “Keep on shipping me 
all you can—we can sell them.” 
He does and they do, and their 
long records for good business op- 
erations would be generally con- 
ceded if we were permitted to list 
their names here. 

As we have stated before, con- 
trol of inventory investment is a 
fundamental of sound business 
operations which if not practiced 
leads quickly to ruin. However, 
we feel that in these strange times, 
some compromise is _ indicated 
realizing that you can’t sell what 
you don’t have. 

The over all, national economic 
score is most encouraging and 
sound. Such basic factors as: 
60,000,000 employed in civilian 
occupations; national income esti- 
mated at $199,000,000,000 and 
the prospect of tax relief, at least 
in 1948, plus many of the other 
indices that determine the status 
of our economic health, do not 
justify the “singing of the blues” 
which we hear from some “proph- 


ets of gloom.” We still don’t ex- 
pect an early depression unless we 
talk ourselves into one—which we 
can. If instead we resume that al- 
most lost art of doing a good old- 
fashioned day’s work in produc- 
ing, distributing and selling, we 
can count on a substantial busi- 
ness picture. In other words, a lit- 
tle more sweat and less “belly- 
aching” is what we need. 
Coming back to the hardware 
business itself we find an equally 


encouraging picture comparing 
wholesale hardware volume for 


the first six months of 1947 with 
the same period of 1946—remem- 
bering that 1946 was an all time 
banner year. The figures are given 
in a chart accompanying these 
comments and are _ presented 
through the courtesy of The Na- 
tional Wholesale Hardware Asso- 
ciation which sponsored and com- 
pleted this study. Read _ these 
figures over carefully and then 
let’s 


GET BACK TO WORK. 








COMPARISON OF WHOLESALE HARDWARE SALES VOLUME FOR THE FIRST 
Two Quarters or 1947 WitH 1946 


By the National Wholesale Hardware Association, 505 Arch Street, 


Philadelphia 6, Pa. 


Figures below show percentage of increases 








Districts Genera! 
1 2 3 4 5 6 7 Average 
1. Sales dur- 
ing first 
quarter of 
1947 com- 40% 49% 23% 38% 51% 46% 41% 41% 
pared with 
first quar- 
ter of 1946 
2. Sales dur- 
ing second 
quarter of 
1947 com- 22% 26% 17% 34% 34% 26% 30% 27% 


pared with 
second quar- 


ter of 1946 








The districts above are as follows: 


#1—New England and North Middle Atlantic 


#2—South Atlantic and Gulf 
#3—Southwestern 

#+4—East Central 

#5—West Central 
#¢6—Missouri River 


#¢7—Rocky Mt. and Pacific Coast 
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1. Solid Brass screw-machine 
cylinder body. 









2. Body after precision 
drilling. 










3. Final Assembly as an 


ILCO Cylinder. 









SOLID SALES 


from 














No. 201 Cast Iron Case, Black Wrinkle 
Finish. Also available with cast Bronze 
Case in Natural Finish No. O201B. Brass 


Bolts. 


No. 203 Cast Iron Case, Black Wrinkle 
Finish, Solid Brass Bolt. 


i 
b 


No. 210BY Cast lron Case, Gold Bronze 
Wrinkle. Also available in attractive 
Black Wrinkle Finish No. 210Y. 

















At first glance the cylinder of an ILCO Night Latch might look like any 





other night Jatch cylinder. But there’s a difference! 





The ILCO Cylinders in these night latches are made of solid brass 





bar-stock, screw-machined to shape and precision-drilled on a specially 





No. 219C Cast Iron Case, Gold Bronze 
Wrinkle Finish. Also available in Black 


No. 219 


No. 255 Cast lron Case, Black Wrinkle 
Finish. 


designed machine. There’s no hit-or-miss drilling here. Only super- 





accuracy, machined right down to the final touch for greater security and 





smoother performance. That’s the ILCO way of doing things. 

It adds up to this: your customers want cylinder lock protection all 
around the house... and they get it when you sell them ILCO Night 
Latches. Everybody’s happy! 77 


FITCHBURG, 








i: 


No. 401 Die Cast Case, Polished Bronze 
Finish. 


MASSACHUSETTS 





INDEPENDENT LOCK COMPANY > 
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The Ad-Viser 


Advertising Will Build Your Business 





Moderniz 


iy Autom 
set install it and 


Install a f 
- size now avai 


worry. 2 
night. 50-gal. 
Delivered and 


28-30 Summit Aveé- 


. f 
Effective use © 
attract the rea 


A KNOWLEDGE of 


of the principles of advertising is 
imperative to every hardware mer- 
chant who desires to maintain an 
effective and successful business 
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jon to your 


organization. Most business men 
agree that a well integrated mer- 
chandising program is the life 
blood of their trade. They know 
that advertising is an important 
link in the chain of distribution. 
Modern business with its inevi- 


By IRVING SETTEL 


table competition cannot function 
properly without effective promo- 
tion. Effective promotion is com- 
pletely dependent upon its most 
important component, advertising. 

The hardware business, like all 
others, leans heavily upon adver- 
tising for the bulk of its trade. 
Advertising is important because 
it creates demands, raises the 
profits and lowers the costs of 
conducting business. As a result. 
we should understand this amaz- 
ing business stimulus and become 
sufficiently familiar with its tenets 


so as to profit from its versatility. 


As leaders of small or large busi- 
ness organizations. we are often 
required to pass upon advertis- 
ing plans, to judge the soundness 


of a campaign, to approve ‘pro- 
motion budgets or even. to assist 


materially in the actual produc- 


tion of advertising material. 


Should Know All Phases 


A knowledge of every phase of 


the subject will greatly assist in 
the execution of such work. For 
rightly directed and prepared, ad- 
vertising can prove to be an even 
greater business stimulus than it 
has ever been. Remember, money 
can be squandered in advertis- 
ing just as quickly as in any 
other field of endeavor. Knowl- 
edge of the tools and the _pre- 
cepts is necessary to successful 
business management. 

This series will be devoted to 
the dissemination of sound prin- 
ciples of advertising for the spe- 
cific use of the hardware dealer. 
Tips. thought-starters. ideas, etc.. 
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Part | 


will be offered. Each feature will 
contain samples of effective pro- 
motion used by successful hard- 
ware dealers. In addition, both 
the theoretical and practical as- 
pects of advertising will be pre- 
sented. Technical information will 
be presented in simple non-tech- 
nical language. It will be our pur- 
pose to assist in the stimulation 
of sales and the expansion of 
business. 


Functions of Advertising 


Essentially, the aim of all ad- 
vertising is to sell merchandise. 
Since all of us are interested in 
increasing business, a brief dis- 
course related to the functions of 
advertising is appropriate as a 
curtain raiser. 

“Why do we advertise?” Many 
a business man has asked this 
question and with good reason. 
for advertising, effective or other- 
wise, costs money and the results 
for short periods of time are dif- 
ficult to ascertain. When we em- 
ploy salesmen, we can easily de- 
termine which of these men earns 
his salt by merely looking at his 
sales record. Such immediate 
judgment cannot be pronounced 
in the case of advertising. As sales 
increase, the responsible source is 
temporarily concealed. It is not 
until longer periods of time have 
elapsed, that the business stimu- 
lant becomes obvious. Then the 
merchant may scratch his head in 
amazement at this mysterious 
force. His question has been an- 
swered with action rather than 
theory. 

Advertising can be divided into 
two broad classifications: 

l. Institutional Advertising. 

2. Promotional Advertising. 

Institutional advertising is de- 
signed to build the reputation of 
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The first of a series of articles which will 
consider fundamental principles of advertising 
and their application to hardware merchandising 
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EDITOR'S NOTE: The author, who is advertising manager of 
Concord's, Inc., and an instructor of advertising at Pace Insti- 
tute, New York, solicits readers’ advertising problems which 
will be treated in an "Ad Clinic" running concurrently with this 
series. 

Future instalments of this series will cover successful layout 
technique, selling copy, headlines, body copy, merchandise 
display, the advertisement as a whole, advertising production 
and direct mail, newspapers and radio. 
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the business as a whole. Its main 
purpose is to establish the organ- 
ization as reliable, alert, progres- 
sive and well equipped as a head- 
quarters for all the latest mer- 
chandise. It may speak of policies 
such as items returnable in 10 
days, it may picture various con- 
veniences which the business of- 
fers to customers such as payment 
plans or layaways. 


Promotional Advertising 


Promotional advertising sells 
specific merchandise. It may an- 
nounce special events or merely 
offer the merchandise to the pub- 
lic at regular prices. Promotional 
advertising always includes des- 
criptions of items and prices. It 
makes up the bulk of hardware 
advertisements and its popularity 
is great because it creates im- 
mediate sales. It is wise however, 
not to neglect institutional ads. Al- 
ways include a few during the 
year. Many businesses mix pro- 
motional with institutional, al- 


terniating them fairly regularly. 
Others use one institutional each 





Mondays 
12:00 -8:45 
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NEW Store Hours 


With these new hours we give 
our employees a 5-day week 


Neighborhood Stores 9-6 daily 
Write for free Spring booklet 





73 So.6% St. AT. A\W\ 
@ / 2935 Hennepin’ 814 W.Broadway 


Institutional advertising is designed to build up reputation or store policy. 





month along with two or three 
promotionals per week. Your 
schedule should depend upon your 
own circumstances. If you are 
running strictly a “price unit”, 
emphasis should be placed upon 
promotional ads. If you have a 
“class unit”, institutional ads 
should be used with greater fre- 
quency. 

We can see from the proceding 
paragraphs that advertising is im- 
portant both to the development 
of a business as an institution and 
to the immediate selling of a prod. 
uct. 

Let us analyze an advertisement 
as an instrument of selling. If we 
were to look through any daily 
newspaper, we would soon rea- 
lize that competition for readers’ 
attention is tremendous. Each page 
contains a multitude of advertise- 
ments and each advertisement 
competes with all the others. As a 
result, we can readily understand 
that in order to gain the read- 
ers’ interest, an ad must possess 
some element of difference. 

How can we gain attention over 


Other days 
9:00-5:30 


















all these obstacles? Simply by 
employing the basic rules of em- 
phasis. 

Startling effects can be obtained 
with the proper use of emphasis 

. . effects which have been util- 
ized by some of the most success- 
ful advertisers of our day. Some of 
the best include the following: 

Use of white space to surround 
the copy. 

Use of unusual photographs. 

Use of reverse or white on black. 

Use of color. 

Use of illustrations of unusual 
size or shape. 

Use of unusual layouts. 


Holding Attention 


After the attention has been 
obtained, it is necessary to main- 
tain that attention long enough 
to give the reader a message. The 
message, of course, is supposed 
to produce the action which is the 
main purpose of our efforts. In 
other words, the factors attrac- 
tion, attention and action are the 
mysterious elements within the 
ad which finally produce sales. 

However, the merchandising 
picture is fat from complete even 
with the most successful news- 
paper advertising. Combination 
promotions or tie-ins are import- 
ant. Good merchandising calls for 
the use of window displays, store 
displays, direct mail pieces, radio 
shows, etc. in co-ordination with 
newspaper advertising. Some ex- 
cellent tips on “tie-ins” include: 

Make “blow-ups” or large 
photostats of your ad and place 
them in your wingow, on your 
counters or floor. 

Send proofs of your advertise- 
ment to your mailing list. 

Display the same merchandise in 
you window as in your advertise- 
ment under the words, “As Adver- 
tised.” 

Get numerous “tear sheets” of 
your ad from the newspaper and 
display them prominently through- 
out the store. 

The importance of tie-in pro- 
motions cannot be overempha- 
sized. Advertising relies a great 
deal upon frequency and consis- 
tency. 

Next issue, we'll tell you how 
to take the guesswork out of mak- 
ing eye-catching layouts. 
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Puts the Stress on Display 


In Selling Gifts 


Laube & Durner Hardware emphasizes ''eye-appeal"’ 
to create "buy-appeal"’ and gives the line ample 


space. 








= strongly on 
“eye-appeal” to create “buy- 
appeal? the Laube & Durner 
Hardware, Brodhead, Wis., de- 
votes a large portion of its window 
and floor space to accent its at- 
tractive gift items. They continual- 
ly prove themselves to be right, for 
since they've put the stress on 
neat display, gift volume has 
doubled. 

Variety of items is another rea- 
son the store has been able to 
double its volume and having a 
sufficient variety to appeal to var- 
ious feminine tastes has also 
meant that gifts necessarily come 
lo occupy a large amount of space 
in the store and to be displayed 
prominently. This is justified be- 
cause it attracts the ladies to the 


establishment. 








AUGUST 14, 1947 





Backless windows make it possible for the gifts to be seen 
by those on the street as well as by customers in the store. 


One way in which passers-by 
are attracted is by the excellent 
display windows. The gifts have 
been placed up close to the win- 
dows, so that the articles stand out 
distinctly. 

Second, the windows are back- 
less and so many more items can 
be placed on the ledge directly 
inside the window. This also helps 
the window shopper to view the 
numerous attractive gifts simul- 
taneously and often induces her to 
shop inside. 


An Eye-Catching Area 


Further the walls between the 
windows are utilized for additional 
display. This entire area strikes 
the attention of every person 
entering or leaving the store, 
directing attention to the gifts. 





It's a policy that continues to pay off 
























There is another gift area ex- 
tending along one aisle. Here, 
gift items, including boudoir and 
table lamps, are displayed on 
special step-up tables which show 
a great deal of merchandise. 

Gifts, including plaques, 
knick-knacks, figurines, lamps, 
pictures and other articles range 
in price from 25 cents to $10. 
But the average sale is for $1.50 
to $3 reports the owners. Novelty 
items, are also very popular at this 
store, especially during the tourist 
season. 

The store gets an_ excellent 
volume of business from farm 
women in its trading area. Farm 
folks like to celebrate weddings, 
anniversaries and other important 
dates, and now that they have 
money they are buying gifts very 


(Continued on page 166) 











There are plenty 
of guns for the 
customers here 
and the salesmen 
know their busi- 
ness in demon- 
strating them as 
the entire staff is 
familiar with the 
language of the 
sportsman. 
















RET Fipee 
TECPRS Et 
3 


ms 
oe 








customer. 


112 











A fisherman's eye can't miss the large, cut-out oak letters telling him where 
rods, reels and tackle are located. Similar signs in each section guide the 


Well-lighted displays arouse interest. 


Sportsmen Can 


| THOLSAND 


dollars invested in remodeling and 
enlarging the sporting goods de- 
partment in the main store of the 
King Hardware Co., Atlanta, Ga.. 
provided nine times as much floor 
space and equally as great selling 
opportunities because of the in- 
creased effectiveness of display. 
promotion, and merchandising of 
those lines to sportsmen. 

That, expressed volume-wise. 
brought a 50 per cent increase 
over sales expectations. according 
to Lloyd C. Smith, manager of the 
store for the wholesale retail hard- 
ware firm. 

Prior to November, 1946, the 
company devoted only 1.000 sq. 
ft. of floor space in its main store. 
located at 53 Peachtree St.. to 
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When the depart- 
ment was expand- 
ed, false walls 
were constructed 
to break up the 
area and depart- 
mentalize it. Re- 
cessed display 
cases fit into 
these walls and 
present a neat, 
orderly front. 


Meet—Salesmen Can Sell 


sporting goods. But with people 
again buying. having more leisure 
time and finding travel less 
troublesome, they were becoming 
more and more sports conscious. 
the logical merchandising step was 
expansion. Figures now prove 
that the King executives were 
right. 

The King Hardware Co. oper- 
ates 13 stores in the Atlantic area. 
according to W. W. McManus. 
vice-president and treasurer. but 
the downtown Atlanta store is the 
largest. Removal of the wholesale 
department from the Peachtree 
building to another location left 
this floor area open for develop- 
ment and it was turned over to 
sporting goods. The entire second 
floor was remodeled and is now 
called the “play floor.” since about 
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9,000 square feet of sporting goods space in which 
customers may browse among full lines boosted sales 
50 per cent above King Hardware Co.'s expectations 


The modernization and expansion cost to the King Hardware Co. main store 
on Peachtree St. amounted to $30,000. The result was plenty of light, neat 


merchandise displays. 





Boats need room and boats get room here. Now they are one 
of the fastest selling lines in this second floor department. 


two-thirds of it is occupied by the 
sporting goods department and the 
remainder by the toy department. 

The modernistic and spacious 
tone of the new sporting goods de- 
partment was not achieved without 
plenty of planning, according to 
Mr. Smith. William W. Howell, 
secretary of the Georgia Retail 
Hardware Association, supervised 
the installation of the new depart- 
ment, utilizing a combination of 
the ideas of company officials and 
an architect. The design incor- 
porates many features of a Chicago 
store which the officials studied 
while planning the installations. 

Plenty of room for display of 
various items is allowed by the 
design. The fixtures and display 
cases were custom-built to fit into 
the over-all pattern and at the 
same time, to give maximum 
proper display to the items for 
which they were intended. 

To provide for neat, clean ap- 
pearance of the department, false 
walls were installed and the wall 
display cases recessed into these. 
This, Mr. Smith says, prevents that 
disorderly appearance which often 
results when merchandise is placed 
atop wall display cases. Good 
lighting is provided by fluorescents 
in recessed cases. 

Above the various displays are 
cut out letter signs of oak. These 
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stand approximately a foot high 
and serve to identify the types of 
sporting goods on display. The 


customer merely has to glance 
about the department and he can 
instantly locate the section he 
wants. 

The increased floor space has 
also permitted the proper display 
of boats which have now developed 


into a well-paying line. 


Helping to make the customer 
feel at ease and letting him browse 
about has been an important fac- 
tor in building consumer accept- 
ance for the entire section. Special 
care has been taken in the hiring 
of salespersons to secure those who 
talk a sportsman’s language. An- 
other ‘feature that customers ap- 
preciate is that lounge chairs have 
been placed at strategic places in 
the department where sportsmen 
who meet in the store may sit and 
swap yarns. 

Among the lines featured in the 
store are boats, sport clothes and 
shoes, guns, rods, reels, tackle, 
baseball, archery, basketball, ten- 
nis, football, and equestrian equip- 
ment. And since each of these 
types of equipment occupies a 
show compartment of its own, 
each receives full display stress 
which leads to increased sales. 

Considerable newspaper and 
radio advertising is a main part 
of the sporting goods department 
promotion. All of these are in- 
valuable adjuncts in building up 
the department’s volume. 

With the success of the Peach- 
tree store’s sporting goods de- 
partment secure, the company is 
undertaking a planned program of 
increasing sporting goods sales by 
modernization and modernized 
merchandising methods in some of 
its other retail stores. 


Life-like stuffed fowl highlight interest in this display of shooting ac- 
cessories. Touches like these make the sportsman fee! at home. Lounge 
chairs are provided so that when sportsmen meet here they may relax. 
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Here is a part of the spacious wallpaper section with its more than 200 sample bins. 
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Paint and Wallpaper Account 
For Half of Their Sales 


Service, variety, color and light combine to 
do a real selling job in the new Mission, 


W ;' Kan., establishment of the Mack Hardware Co. 
HEN the Mack 





a 







Hardware Co started its store in 
Mission, Kan., several years ago, 
paint and wallpaper represented 
only a small percentage of its 
stock. Steady demand for these 
lines has resulted in periodic ex- 
pansions of the department until 
today, in a brand new establish- 
ment, the department extends 
along one entire side of the store 
and accounts for sales which rep- 
resent approximately one half of 
the firm’s business. 

The new fireproof home of the 
firm was built by W. W. Mack, its 















Dacia ; ai i With the exception of brushes and other painters’ accessories, shown in 
unge owner. The store is 40 by 90 ft. the glass case in the foreground, everything in this section is in the 
elax. (Continued on page 159) open. Color cards and charts are in evidence as aids to the customers. 
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Hardware Firm Takes 


And with its $50,000 modernization last year the 
Martin Hardware Co. expects a half million volume 
for 1947. Quality lines feature merchandising plan 





























= of a peculiar 
method of zoning, every visitor to 
downtown Mansfield, Ohio, must 
drive past the Martin Hardware 
Co., on the Public Square. Thus, 
thousands of persons annually 
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eye the company’s window dis- 
plays, and take in the architecture. 

Last year, the company decided 
to give the passing motorists some- 
thing in the nature of a real eye- 
catcher. Now, a year later, Mar- 
tin’s is the most up-to-date store 
on Main Street and one of the 
finest hardware stores in the state 


of Ohio. 


Attractive Store Front 


The stainless steel front, with 
peach and black vitrolite trim, its 
marquee, 40 ft. long and extend- 
ing 6 ft. out over the sidewalk. 


Modern—that is the 
story of the stainless 
steel decorated store 
front. And alli of the 
display windows are 
of the open back 
up-to-date type. 





are certain attention getters. “The 
Martin Hardware Co.,” in letters 
18 in. high on the marquee, com- 
pletes the picture. 

Martin’s, in launching its $50.- 
000 expansion program, decided 
to take advantage of the break 
which sends two U. S. Routes and 
three Ohio Routes past its doors. 

This store wasn’t always the 
handsomest one on the Square. It 
started small, in 1885, a few doors 
down the street from its present 
location. Operating first as W. A. 
Remy & Co., after several subse- 
quent changes it became known 
as The Martin Hardware Co., in 
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1911. lis growth has been steady 
and consistent. 

Last year, the Martin Hardware 
Co. did a gross business of close 
to a half-million dollars—in a city 
of 45,000 population. The com- 
pany hopes to exceed a half mil- 
lion dollars this year. 


Quality Merchandise 


What does it take to keep a 
business going profitably, ever 
expanding, over a period of 62 
years? Jim Seymour, the 31-year 
old manager of the Martin Hard- 
ware Co., sums it up in two words 

“quality merchandise.” 

Early in this store’s history, the 
owners began buying what they 
considered quality merchandise. 
Today, more than a half century 
later, they are still buying quality 
lines from the same companies, in 
many instances. 

“The Martin Hardware Co.,” 


Jim Seymour points out, “has 


traded with these same people year 
after year because the quality of 
its merchandise has never faltered. 
And all of them are good advertis- 


Advantage 


And this is the old fashioned front with which Martin's previously 





























ers. This company has always 
favored nationally advertised mer- 
chandise because it is easier to 
sell wares which have become 
known to the public through ad- 
vertising. But, quality is a ‘must.’ ~ 

Residents of Mansfield and far- 
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conducted business on Mansfield's Public Square—quite a difference. 
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of ‘Breaks’ 


Manager Seymour 
discusses kerosene 
ranges with one 
of the out-of-town 
customers of the 
Martin firm. 









flung towns go to Martin's for 


paints, brushes, tools, copper ware. 
aluminum ware and _ other na- 
ltionally-advertised brands. One 
hundred and fourteen of the ad 
vertisers in the June issues of 
HARDWARE AGE sell to the Martin 
Co. items ranging from fishing 
tackle to builders’ hardware and 
mill supplies. 

One of the Martin regular cus- 
tomers is Louis Bromfield, the 
famous novelist. who journeys to 
the store on Mansfield’s Public 
Square to buy supplies for Mala- 
bar. his Richland County farm. 


Faces Two Streets 





Not only does the Martin store 
front on a busy highway— its rear 
opens onto Walnut St., also one of 
the busiest streets in town. Show 
windows in the back of the store 
as well as in the front enable the 
company to take full advantage 
of its strategic location. The five- 
story warehouse, across Walnut 
St. from the rear of the main 
building, also has show window 
space. enabling Martin’s to ad- 
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vertise its wares with three huge 
window displays. 

Window advertising, however. 
isn’t the only kind of promotion 
this organization uses. Daily, Mar- 
tin’s runs a series of small ads in 
the classified pages of the Mans- 
field News-Journal. Display ads 
are run three or four times a week. 
And a billboard on a main high- 
way four miles from Mansfield 
also “plugs” the store. 

Along with quality merchandise. 
Martin’s believes in stringing 
along with first-class employees. 


Just a moderately busy morning at the Martin Hardware Co. 
Note the very modern type of lighting used in the showroom. 
















Five of the company’s 23 workers 
have been with the organization 
for an aggregate of 160 years. 
Milt Gettelman, assistant manager, 
is a 30-year veteran; W. Frank 
Hauserman, receiving clerk, has 
been on the job 41 years; Miss 
Ethel Wirtz, secretary, and sales- 
men Avery Kinley and Russell 
Urich, have been there 34, 25 
and 30 years, respectively. 

In a hardware way, Martin’s 
might be called a 20th century 
version of the general store. They 
everything in the 


have almost 











“When in Rome..." 


 PUUMBIN 





Taos, New Mexico, a town of literary and artistic fame, keeps the archi- 
tecture as near as possible in harmony with the historic traditions of the 
surrounding country. Here, the Iifeld Hardware & Furniture Co. exterior 
shows what the hardware dealer can accomplish in making his store fit into 
its community by bringing imagination and ingenuity into play. This store 
front gets attention right up to the wagon on the portico and translates the 


“feel” of the West into store promotion. 
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hardware line. Natives of Mans- 
field say, “If Martin’s doesn’t 
have it you just can’t get it.” 


Farmers, painters, carpenters, 
factory managers, - gardeners, 
housewives, fishermen they all 


come to Martin’s. And Manager 
Seymour knows the value of sea- 
sonal displays to attract the varied 
types. In the spring, it’s garden 
tools and seeds, clean-up, paint-up 
supplies and a complete line of 
weed killers and garden sprays. 














Out on an important highway, this 


billboard calls the attention of 
the many passersby to Martin's. 


Summer brings forth windows 
of picnic supplies, oil cook stoves, 
fishing tackle, vacation toys for the 
youngsters and sports 
goods. Along with the fishing 
tackle and sports equipment, Mar- 
tins gives out free advice on where 
to catch the biggest fish and play 
the best game of sandlot ball. 

The autumn windows showing 
oil-burning space heaters warn 
Mansfield of the approach of 
winter. Gifts for the family take 
the spotlight during the holidays. 

The Martin Hardware Co. has 
a total floor space of 33,600 sq. 
ft. The main store measures 180 
ft. in length from front to rear. 

Officers of the company are A. 
E. Courtney, president; R. B. Mar- 
and J. G. 


summer 


tin, vice-president; 
Courtney, secretary. 

Martin’s sales builders are those 
which would work in any line of 
business — first, quality wares. 
Then, promotion in the form of 
newspaper and billboard advertis- 
ing, a neat interior, an eye-catch- 
ing exterior and good, seasonal 
displays of merchandise. The 
people traversing those five high- 
ways outside the company’s doors 
are responsible for the rest. 
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Curtains at the windows, potted plants in kitchen niches, shower curtains 
and towels in place in the bathroom lend realism to these model displays. 




























Writes Orders for 22 Complete 


A BIG city type ap- 


pliance store division in a com- 
munity of 2600 population, is pay- 
ing big dividends for Meierbach- 
tol’s, hardware store, in Le Sueur, 
Minn. 

Less than six months ago, Ed- 
mund C. Meierbachtol climaxed 
18 years of successful merchandis- 
ing by remodeling his entire store 
and also establishing a separate 25 
by 80-ft. parallel appliance store, 
with connecting doorway. The 
entire program cost less than $10,- 
000. Sales are already showing 
increases of over 35 per cent. An- 
nual sales are running at $250,000 
per year. 

The new appliance division has 
a visual front and is the show- 
place of the community’s retail 
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Model bathroom and kitchen are features of new 


Bathrooms in $ix Months 





appliance department at Meierbachtol's which 
does a $250,000 volume in a town of only 2600 


stores. It is by far the finest dis- 
play room of its type in any re- 
tail store of any kind in the com- 
munity. Customers and prospects 
can look right into a large modern, 
well lighted appliance display 
room and see right to the rear of 
the store where a model kitchen, 
bathroom, etc., are on display. 
Gleaming rows of appliances of 
practically all types are shown. 


Models on Display 


Mr. Meierbachtol does not sell 
all his floor models, for he finds 
that he can get more prospects and 






more sales by having these models 
on display. 

The new showroom is done in 
light colors and fluorescent light- 
ing throughout makes the place 
Light colored 
linoleum makes an excellent floor 
and sets off the appliances very 
well. A wide connecting doorway 
toward the rear of the store per- 
mits traffic to flow back and forth 
between the two store divisions. 

In the appliance division there 
are several noticeable features. 
One is a model bathroom. In mid- 
June of this year, Mr. Meierbach- 
tol said his firm had 22 orders on 


very impressive. 
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hand for complete bathroom instal- 
lations. Such jobs run all the 
way from $175 to $450 or more. 
The model bathroom was put 
into this appliance division, says 
the owner, to show the prospect 
what can be done in the way of 
modernizing bathrooms. The width 
of the room shows what can be 
done with 5 and 6-ft. bathtubs in 
various sized rooms. In the model 
room there is a closet at the right 
end where women can store tow- 
els and bathroom supplies. This 
feature pleases many of them. 


Attractively Designed 
Mrs. Meierbachtol 


the bathroom layout, done in a 
pleasing yellow wall tint. “This 
model room makes it much easier 
to sell bathroom fixtures and com- 
plete bathroom remodeling jobs,” 
says Mr. Meierbachtol, “for with 
it we can discuss a prospect’s prob- 
lem and point out various solu- 
tions. We sell fixtures and will 
also remodel bathrooms for cus- 


designed 


tomers, hiring whatever carpenter 
help, etc., is needed to finish the 
job.” 

This dealer finds his plumbing 
department very profitable. With 
the boom in home building and re- 
modeling, even in small size com- 
munities, he says that a_hard- 


ware firm can secure much profit- 
able business in the plumbing line. 
It also leads to the sales and ser- 
vice of many appliances. 


The Model Kitchen 


The model kitchen also attracts 
many prospects and helps the firm 
secure more business. Included 
in it is an electric garbage disposal 
unit. The kitchen is done in 
bright attractive colors. 

“One of the chief advantages of 
our model kitchen is that we can 
use it to illustrate our points 
about convenience in the modern 
kitchen.” says Mr. Meierbachtol. 
“We get the ladies seated and ask 
them to tell us their problems. 
When they do this we can show 
our kitchen and suggest ways in 
which their problems can be over- 
come through modernization and 
installation of new appliances. 

“Women are always interested 
in seeing the newest and_ best 
kitchen arrangements. and they 
will spend much time listening and 
looking. During this time we get 
the opportunity to tell much about 
our kitchens and appliances and 
thus the road is opened to many 


sales.” 


The new appliance division al- 
tracts many more prospects than 
his former display space did. Sev- 


eral times Mr. Meierbachtol has 
been able to count prospects from 
at least four to six towns in his 
appliance division at one time. 
He says his store sells to folks liv- 
ing as far as 30 miles from Le 
Sueur. Prospects hear about his 
new store and come to see it and 
the appliances displayed. 

Farm freezers. lockers and other 
appliances are also sold and ser- 
viced. In fact. he says that it is 
because he and his firm gave cus- 
tomers in this area such excellent 
service in wartime that he does 
so much business today. 






Appliances Serviced 


“We have never hesitated to give 
people service on appliances, and 
that often means many small jobs,” 
he says. “I know some dealers 
don’t like such minor service 
calls, but we have built our repu- 
tation on it, and we are cashing 
in on it today. With appliances, 
there is always some small item 
that the owner does not know 
how to handle properly. and such 
owners depend on the dealer to 
show him how to repair it when it 
happens to get out of order. If 
you don’t take care of such small 
items, then ill will can easily de- 
velop.” 


(Continued on page 154) 
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Handshakes and Advice Help 


Ring the Cash Register 


Personal calls on farmers build goodwill for the Farmers 


Supply Co. and knowledge of farm problems help the Bentley 


brothers sell their wares and services over a wide area 





Was the Bentley 


brothers opened up their farm 
supply store at Gallatin, Tenn., a 
town of less than 5000, two and 
one-half years ago. they didn’t wait 
for customers to come in. They 
found them first. Harwood Bent- 
ley jumped into his car and drove 
over every highway and byway of 
their trade territory making ac- 
quaintances, shaking hands and 
making notes of such goodwill ser- 
vice he could give in order to 
bring trade to his place of busi- 
ness. And Joe Bentley was at the 
store waiting for them when they 
arrived. 

The Bentleys had bought out a 
general merchandise store contain- 
ing furniture and many lines that 
appealed to city rather than farm 
trade. These two men had worked 
with farmers and knew how to talk 
their language. They knew that 
no class of people on earth could 
show more appreciation for good 
will service than farmers. So they 
decided to stock some line that 
would bring them in constant per- 
sonal contact with each farm cus- 
tomer and continually meet him 
face to face. 

They began closing out some 
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Harwood Bentley, left, who contacts the farm trade, talks with his 
brother and partner, Joe, just before making a goodwill farm trip. 


lines of the merchandise they had 
bought out, reshuffling other stock 
and adding items with farm ap- 
peal. The line around which they 
have built their goodwill and per- 
sonal contact is feed. With this 
commodity they have developed a 
big trade in poultry equipment, 
paint, plows, horse collars, small 
hardware and home appliances. 
They added the hardware lines 
cautiously as they tested them out 
and found how they could fit into 
their feed service. 


Goodwill Policy 


When they began their feed ser- 
vice they inaugurated a goodwill 
policy to keep customers coming 
their way. 


° 


To this end Harwood Bentley 
has taken several short courses in 
good feeding practices. poultry. 
livestock diseases, and general live- 
stock management. He never lets 
a new course escape him if it is in 
easy motor reach of his town. 

When he rides up to a farm 
home he asks the lady to show him 
her laying flock. He shares her en- 
thusiasm about her hens and is 
ready with suggestions about her 
problems. If he finds the hens in- 
fested with lice he may dive in, 
help spray the hen house. or cut 
one of the birds open to show that 
its inteslines are infested with 
worms. And. of course, that opens 
a permanent trade on_ sprays, 
spraying outfits. brooders, worm 


(Continued on page 168) 



























=a 2 anwana 
Pingus LIBRE LIBRETT_ a 


npn me 





Charles Librett, owner, enjoys making his own window and store displays. 












Major window changes are made 


monthly. Window shoppers can see all of the appliances displayed in the new addition to the store. 






Sales Mounted 
When 
The Store 


Expanded 








When Charles Librett enlarged his New Ro- 
cheile, N. Y., store to have a separate appliance 
department, he realized a 25 per cent sales in- 
crease in three months. New system speeds up 


selling, eliminates confusion and errors, increases 
store efficiency and results in more impulse sales 


A\pour 10 per cent 


of a 25 per cent increase in busi- 
ness for the three-month period of 
March, April and May of this 
year over the same period of last, 
is attributed by Charles Librett, 
ardware dealer of New Rochelle, 
N. Y., to the expansion of his 
business into an adjoining store 
which was formally opened 
March 1. 

The addition, which is being 
used for the sale of electrical ap- 
pliances and some _ household 
lines, has permitted Mr. Librett 
to rearrange the fixtures in the 
older part of the establishment, 
which makes for a much more ef- 
ficient operation. While no addi- 
tional lines have been taken on, 
the expansion allowed more space 
for the display of the lines 
stocked. 


Rearrangement 


Perhaps the greatest advan- 
tage realized by Mr. Librett by 
the expansion is the rearrange- 
ment he was able to effect in the 
main store. 

In the past, customers often 
would come into the store with 
the idea of making some specific 
purchase. After finding the de- 
sired merchandise, the customer 
and salesman would go to the 
rear of the large store where the 
cash register and wrapping table 
were located. The operation of 
writing a sales ticket, ringing up 
the sale, making change and 
wrapping the purchase involved 
considerable time and on busy 
days two or three sales people 
and their customers would all be 
milling around in the rear of the 
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This permanent wall fixture for the 
display of bathroom cabinets and 
accessories is sure fire when it 
comes to building sales. Its cost, 
aside from labor, amounted to but 
$75. Cabinets are replaceable. 


store. Not only did this make for 
confusion, the possibility of er- 
rors in handling the merchandise 
and cash, but it also kept some of 
the salespeople idle while they 
waited their turns to wrap the 
merchandise and complete the 
transactions. The customers were 
also subjected to the inconveni- 
ence of waiting. Furthermore, 
large areas of the store would be 
unattended while salespeople were 
in the rear of the store. 


New Wrapping System 


Under the new arrangement, a 
long wrapping table was set up in 


the middle of the store. The cash 
register was placed on one end of 
this counter and for the first time 
a full-time cashier was engaged. 


How It Works 


Under the new system the sales- 
man takes the purchase to the 
wrapping table. He punches the 
amount of the sale on the cash 
register himself and the cashier 
on the opposite side of the counter 
receives the money from the cus- 
tomer himself and in turn gives 
any change that might be forth- 
coming directly to the customer. 


Many lawn and garden items were 

included in this display which is 

built upon a low platform covered 
with a type of simulated grass. 
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In just about as short a time as 
it takes for the customer to pay 
his money and get his change 


Increased effi- 
ciency and better 
arrangement of 
stock resulted 
when this firm 
moved the cash 
register and the 
wrapping table to 
the center of the 
store. The sales- 
man punches the 
amount upon the 
register and 
wraps up the ar- 
ticle while the 
customer hands 
the cash directly 
to the full-time 
cashier. It speeds 
service. 


from the cashier the salesman 
wraps the purchase. 

Since the salesperson has no 
need to handle the cash involved 
there is slight possibility for any 
inaccuracies or misunderstand- 
ings. As the customer, salesman 
and the cashier are all together, 
there is little likelihood for error 
in the price of items. Since there 
are as many as 400 transactions 
on a busy day, it can readily be 
seen that the new system will ef- 
fect a great savings in time df 
the sales personnel. 


An Added Advantage 


Aside from the advantage of 
the speed-up and efficiency in han- 
cling sales, an even greater advan- 
tage of the new system is that the 
customer is in the middle of the , 
store where he or she is sur- 
rounded by merchandise, which 
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leads to more sales of an impulse 
nature. 

To encourage additional sales, 
merchandise such as household 
necessities and seasonal items are 
spotted around the cash register 
and wrapping table where they 
will be seen as reminders. 

The present establishment at 
184-186 Huguenot St.. New Ro- 
chelle, represents a great expan- 
sion since Mr. Librett acquired 
the business about 10 years ago. 
Four adjoining stores in all have 
been joined together to make the 
present establishment. which now 
has a width of 62 ft. and a depth 
of 80 ft. The new addition for 
the sale of appliances has no street 
entrance. It is entered from the 
main store through a large arch- 
way, half-way down the store. 


Bathroom Display 


One proven money-maker for 
the store is a permanent built-in 
display for bathroom cabinets and 
accessories. This display which is 
10 ft. wide by 7 ft. high, is faced 
with aluminum tiling which has 
an enamel finish and gives the 
effect of being a wall of a bath- 
room. Recesses are built into the 
display so that medicine cabinets. 
clothes hampers and other cab- 
inets can be slid into place and 
removed easily for replacement 
by others of standard sizes. Cus- 
tomers have a chance to see how 
the cabinets and fixtures would 
appear in their own bathrooms. 

A display of a similar nature 
was used in the older part of the 
store and proved of great merit. 
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The new appliance 
department of the 
store is entered 
through a_ wide 
archway which is 
in one of the hard- 
ware store's 
walls. A display 
of lawn and porch 
furniture was dis- 
played when the 
picture was taken. 


but. since the display had a paint- 
ed background, it was hard to 
keep clean. The enamelled sur- 
face of the new one can be quick- 
ly wiped clean of any finger 
prints. 

This store does a big business 
in bathroom accessories but, ac- 
cording to Mr. Librett. during a 
short period when the store was 
without either the old or the new 
display hardly any sales were 
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made of the accessories, proving 
the value of a permanent display. 

Since the store takes orders for 
the aluminum tiling the display 
was built at cost, which was only 


about $75. 

As soon as builders’ hardware 
is available in better quantities 
Mr. Librett expects to set up dis- 
play rooms on the second floor of 
his new building. The store’s 
offices are on the same floor. 


Personnel Increased 


Two were added to the sales 
staff when the store opened its 
new space. One of these is a radio 
sales and service man and _ the 
other specializes in sales and ser- 
vice on automatic washers. Both 
of them will spend much of their 
time outside the store. 














The additional space made it 
possible for the store to greatly 
expand its line of radios and ap- 
pliances. It also makes it possible 
to handle bulky merchandise such 
as dinettes. 

As soon as there are sullicient 
major appliances available the 
new store room will be used ex- 
clusively for them, and the traffic 
appliances and housewares will 
be moved to the spots in the store 
which get the most traffic. 


Dozens of kitchen items were shown in this window which is identical 
with another which is located on the other side of the store entrance. 


HARDWARE AGE 


farm 
machi 
well | 


creasi 





Small 
tables 


the ! 


New 

Th 
this 

Stues 
divid 
On o 
ware 
in th 
farm 
item 
day « 
Ele 


ers, 





heate 
ers. 

deep 
bute 
carts 


AUC 





proving 
display. 
brders for 
display 
was only 


hardware 
quantities 
et up dis- 
d floor of 
ie =store’s 


floor. 


sed 


the sales 
pened its 
is a radio 
and the 
- and ser- 
ers. Both 
1 of their 


made it 
» greatly 
- and ap- 
- possible 


dise such 


sullicient 
able the 
used ex- 
he traffic 
res will 
the store 


lentical 
trance. 


AGE 


Neatness Pays Big Dividends 
For New Glarus Farm Store 


Farm unit of Wisconsin store is kept in such 
an orderly manner that a complete inventory 
can be taken of all stock in three hours’ time 


sistas stocks of 


farm items, hardware and farm 
machinery, well displayed and 
well lighted, bring a steadily in- 
creasing volume of farm trade to 





ment, large and small, together 
with large stocks of field and 
garden seed, are items that bring 
farmers to the store from con- 
siderable distances. 

There are farmers in the New 


Small items for poultry raisers or dairymen are on centrally located 
tables. Bulky items are displayed along the wall or upon the floor. 


the New Glarus Hardware Co.. 
New Glarus. Wis. 

The large, main street store of 
this firm, operated by Fred A. 
Stuessy and Joshua Hoesly, has a 
dividing wall with center archway. 
On one side is the regular hard- 
ware and housewares’ stock, while 
in the other section is a complete 
farm store with practically every 
item that farmers need for present 
day operation. 

Electric brooders. electric fenc- 
ers, gas, oil and electric water 
heaters. water softeners. oil burn- 
ers, milking machines. jet and 
deep well pumps. electric motors. 
butchering supplies. stoves. garden 
carts. tractor seats. poultry equip- 
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Glarus Swiss colony who produce 
one ton of milk per day. Produc- 
tion of this sort gives them a high 
purchasing power and these farm- 
ers of Swiss descent are ones to 
want up-to-date profit-making ma- 
chinery and appliances on their 
farms. Filling this need, the New 
Glarus Hardware Co. has built an 
excellent volume of farm trade. 

While farm machinery is sold 
and serviced. most of the big farm 
store section is devoted to farm 
store items which the farmer buys. 
Machinery is featured at the rear. 

Customers, traveling men and 
all local citizens constantly re- 
mark how clean the entire build- 
ing is from top to bottom. Fred 
Stuessy insists on order and clean- 
liness everywhere in the store. 
and states that it has paid divi- 
dends over the years. Stock of all 
types is always kept neat and ap- 
pealing to customers. 

Mr. Stuessy also says that his 


(Continued on page 142) 


Water heaters are shown along one wall where they attract attention. 
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WRUNG 


RIGHT 


Cutter teeth must point in 
the direction of rotation. 


| * teeth of the cut- 


ter should always point in the 
direction of rotation. If the shaft 
rotates clockwise, then the cutter 
teeth must point in the clockwise 
direction. If the cutter is installed 
incorrectly, the teeth will soon be- 
come dull and worn. 

The cutters of most modern key 
machines cut downward, that is, 
toward the base of the machine. 
This serves the purpose of safety 
by preventing the chips from be- 
ing thrown out into the keymak- 
er’s face. It also eliminates the 
more serious accidents of having 
a key blank torn from the vise and 
hurled at the operator. Opposite 
rotations are found on some au- 
tomatics but these are carefully 
proteced by shields. 


Cutting Speeds 


One of the most frequent causes 
for dulled cutters on key machines 
is the running of the machine at 
an incorrect speed. When the ma- 
chine is designed, the engineer 


*A technical magazine devoted to the 
interests of locksmithing and key-mzk- 
ing, published in Jersey City, N. J. 





HARDWARE AGE 


The Installation, Operation 


Some of the things you should know about 
cutter rotation, cutting speeds and cleaning 


By M. LEONARD SINGER 
Editor of the Locksmith Ledger* 


determines the speed at which it 
can be run under normal condi- 
tions without burning up the 
lubrication and putting undue 
wear on the bearings and cutters. 
Careful consideration is given to 
the type of key blank metal to be 
cut, and to the number of feeth 
in the cutter. 

The following chart gives the 
running speeds of most of the 
popular key machines: 


MAKE MAXIMUM SPEED 
(revolutions per minute) 
Te ne Ee 350 
Circle-Ess (F. W. Stewart) .. 600 
Corbin Cabinet ........ .. 300 
Independent 
Duplex .... ee 
NTN ore. fs: < c Sisvaleleces 450 





Automatic Key-Duplicating Machine. 


MAKE MaxIMUM SPEED 
(revolutions per minute) 
eae 500 
Cylinder cutter may run 
SS eee 
Keil Cylinder Key (non-auto- 
mantic No. 10) Permanent- 


ly set. 
ES Sie vo Miss vs, acon 325 
Majestic-Hesse ............ 350 
aia, tana cy ne hea 500 


Precision (variable speed) 
Manually regulated 
Segal .... 350 
Wee ....0s.......... SO 
Most hand operated machines 150 
(Machines such as Beisser, Gra- 
ham, Gussman, Clum, etc. have 
not been included because they 
are now obsolete and no authen- 
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and Maintenance 
Of Key-Cutting Machines 


andis@*made 


7—The hardware store should emphasize the 
mechanical services which have always centered 
there: tinsmith and sheet metal shop work, 
sharpening scissors, skates, lawn mowers and 
edge tools; ordering or making repairs for elec- 
tric and gas motor-powered appliances, water. 
systems, windmills, and other farm machinery 
and equipment; making keys, fixing locks, put- 
ting in window —_—_— 
repair parts, miscellaneous simple repairs, etc. 
Such services are profitable and attract custom- 
ers. The service angle is especially important 


for the duration of the war. 





The seventh point in the Hardware Age Platform 
stresses the belief that making keys and fixing 
locks are essential hardware store services. 


tic factory. information is avail- 
able.) 

In order to determine the cor- 
rect speed of the cutter, it is nec- 
essary to know the speed of the 
electric motor. This is usually 
found on the motor name plate. 
It will be given in terms of RPM’s. 

Let us take a motor whose speed 
is registered at 1750 RPM. This 
means that the shaft revolves at 
a speed of 1750 revolutions per 
minute. We have to cut this speed 
down to conform with the key 
machine specifications. 





Use This Formula 











Knowing the required speed of 
the key machine, we have to use 
a pulley on the electric motor 
shaft that is smaller than the 
larger machine pulley. This is 
easily done by the following 
formula: 

Multiply the diameter of the 
key machine pulley by the speci- 
fied speed of the machine and 
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then divide the result by the speed 
of the motor. 

For example, let us take a ma- 
chine that should run at 350 
RPM’s. Let us assume that we 
have an electric motor that runs 


The 
Majestic- 
Hesse 
Key 
Machine 





Part 2 of a series of three articles 
written expressly for Hardware Age 


at 1750 RPM. Upon measuring the 
key machine pulley, we find that 
it is 6 in. in diameter. According 
to our formula we multiply the di- 
ameter of the pulley by the re- 
quired speed of the machine. 

350 x 6 equals 2100. 

Then we divide the answer by the 
speed of the motor: 

2100 divided by 1750 equals 
ly, 

Therefore our pulley for the 
electric motor shaft should be 1% 
in. The nearest commercial pulley 
to this is 114 in. Therefore we 
select a 114-in. pulley for our 
motor shaft. 

Although key machines are not 
high speed tools, the lubrication 
problem is an important factor. 
The correct type of lubricant and, 
more important, the lubrication 





points should be familiar to all key 
makers. 


Type of Oil to Use 


The type of oil that is recom- 
mended is a light machine oil 
equivalent to S. A. E. No. 10. 
Lighter household type oils may 
be used on handcrank operated 
machines. But power driven ma- 
chines require oils with heavier 
viscosity because they are driven 
at greater speed, and for longer 
continuous runs. 

All machines are oil lubricated 
at the bearing points of the cut- 
ter shafts only. ‘the rods and 
vise pivots are lubricated with 
powdered graphite. Graphite is 
used on these exposed parts be- 
cauee it is a dry lubricant. A film 
of oil would hold chips and cause 
damage to the bearing surfaces. 
A good rule to follow is: Use oil 
where there are oil fittings, or 
oil holes. Use graphite on exposed 
surfaces. 

Some automatic key machine 
models are greased at wearing 
points on their automatic mecha- 
nisms. Usually a light graphite 
grease is applied to the machines 
when they leave the factory. The 
operator merely supplements the 
supply in the same places. 


Frequency of Lubrication 


The question of how often to 
lubricate a machine is answered 
by the indefinite reply “How often 
does it need it?” Obviously, a 
machine that is in frequent use 
requires lubrication more often 
than a machine that is used oc- 
casionally. Most successful shops 
make it a practice to lubricate all 
machines at least once a week. The 
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The 
Marcotte 
Key 
Machine 


machines that are used daily, how- 
ever, are lubricated no less than 


twice a week. 

A clean machine is one that is 
free of chips and dirt. Wiping 
down the machine with a dry rag 
is a normal procedure. But many 


operators forget to clean the vises 
of the machine after every dupli- 
cation. The importance of this can- 
not be over-emphasized because a 
chip on the bed of the vise may 
cause a key to be out ten to fifteen 
thousandths of an inch! Naturally, 
such a key will fail to operate a 
modern lock whose tolerances do 
not exceed three thousandths. 

To insure prompt cleaning, a 
small paint brush can be kept near 
the machine. This brush can even 
be chained down to the counter. 
After each duplication, the vises 
can then be carefully brushed free 
of all chips. The cutter is also 
cleaned to prevent other chips from 
later falling on the vises. Nothing 
stiffer than a paint brush should 
be used for cleaning purposes. 
Wire brushes and steel wool are 
definitely injurious to any key 
machine. 





Remodeled Paint Department Brings 
30 Per Cent Increase in Sales 


HEN the Amlie-Strand Hard- 

ware Co., Benson, Minn., a 
town of 3000, remodeled its paint 
department Jess than a year ago and 
gave better display and lighting to 
paints, varnishes, brushes and acces- 
sories, volume increased upwards of 
30 per cent in a short time. 

The new paint department has 
light colored fixtures, with an excel- 
lent center display spot for a wide 
assortment of paint brushes, as well 
as other painting accessories. The 
center section is well lighted and 


stocked and focusses the attention of 
the customer on things which he 
needs to help him do a good painting 
job. 

Reserve stock drawers of acces- 
sories directly below the section, aid 
in keeping plenty of stock on hand 
to serve the customer quickly, even 
during rush periods. Display shelves 
are so arranged that the customer’s 
eye hits lower than counter levels as 
well as higher levels, and this aids 
in bringing much merchandise to his 
attention. 


The customer's eye doesn't miss a thing in this section. 
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It's your customers who have created 
the Du Pont Sponge ‘“‘shortage.’”’ We’re 
producing more than ever before. . . 
but it seems that everybody wants to 
buy a Du Pont Sponge. 


Keep asking for the Du Pont Sponge. 
We’re doing our best to take care of 
your needs. 
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A. F. Hendry, vice-president and assistant general manager, left, and Frank M. Cooper, president and general One of ft 
is the Box 


manager of Knight & Wall Co., discuss various phases of the firm. Each started in the shipping department. 


Knight & Wall's 
Employee Relationship | Pl 


be men and 
USINESSMEN who eral year 
are giving thought these days to part in 
improving employee relationships policies, | 
will be interested in the experi- on a big 
ences of Knight & Wall Co., sponsibili 
Tampa, Fla., wholesale and retail 

hardware firm. Proud—and justi- Co 
fiably so—of the fact that its es- 

tablishment on Jan. 19, 1884, The f 
makes it the oldest business house tween off 
in Tampa and one of the oldest other e 
in the entire state, the company about p 
has pretty well taken its employees lowing 
into the business. Through its 1A 
present day employee relationship organize 


Members of the Kwettes, women's employee organization, prepare lunch. program its 110 employees—both departm 
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One of the kingpins of the company's policy-setting strategy is the Junior Board of Directors. Here 


nt and general 
is the Board in one of its regular meetings at which both company and employee affairs are discussed. 


ig department. 


Tampa, Fla., wholesale and retail firm's plan includes 
employee participation in management and encourages 
stock ownership. Employee pensions, group insurance, 
credit union and hospitalization are also features 


hip 


Plan Brings Profit to All 


men and women—have for sev- 


a week and check up on every 


by the management. Of the 110 


MEN who eral years enjoyed an important phase of the business. The 18 employees, 44 are stockholders in 

ese days to part in shaping the company’s members of this board each re- the corporation, owners as well as 

-elationships policies, at the same time taking _— ceive $5 per meeting. workers, and it is the hope of the 
the experi- on a big share of its business re- 2. The Kwettes, a stimulating, management that in time all em- 
Wall Co. sponsibilities. morale-building, organization of ployees . will become common 

> and retail women employees who put sex _ stockholders. 

—and justi- Contributing Factors appeal into the Knight & Wall 

that its es- hardware business. Insurance for Employees 
19, 1884, The fortunate relationship be- 3. The Knight & Wall em- 

‘iness house tween officers and executives and _ ployees’ pension plan, set up in 5. Life insurance policies, hos- 
the oldest other employees has been brought 1945 and already backed by a _pitalization, and other provisions 
e company about principally through the fol- $135,000 fund, including $50,000 _—for the well-being and security of 
; employees lowing factors: in preferred stock of the company, those who work. 

hrough its 1. A Junior Board of Directors, which is all that is outstanding. 6. A spirit of fellowship within 
relationship organized in 1938 and made up of 4. Common stock ownership by — the organization that is a reflec- 


yyees—both 
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department heads, who meet once 
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employees, which is encouraged 


tion of the heritage of public 
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Here is Knight & Wall's main store in Tampa. The firm's place 
as the oldest business house in the city is a cherished one. 


service for which this Florida mer- 
cantile establishment has been 
known for well over half a cen- 
tury. Knight & Wall Co. has had 
an important part in the develop- 
ment of Florida. 

Our readers would enjoy seeing 
a Tuesday night meeting of the 
Junior Board of Directors. These 
are the ones who are shouldering 
much of the responsibilities of 
merchandising. Their job was not 
easy during the war years, when 
some of their number and 40 
other employees were in the armed 
services. 


Board Committees 


The Junior Board has com- 
mittees on advertising, sales. 
statistics, and house efficiency, 
and, representing as they do the 17 
departments of the business, they 
check over every phase of the 
company’s activities. Subjects dis- 
cussed at a recent meeting in- 
cluded: 

Something about brooms, the 
purchase of wax, 11/-in. pipe, ad- 
vertising to be carried on delivery 
truck panels, a shortage of hand 
tools, sales in general, movements 
of much-needed materials, a prob- 
lem that involved a_ particular 
dealer customer, changing prices. 
wire screening, the improvement 
of displays, and a talk to be made 
shortly by the representative of a 
manufacturer. 

The Junior Board found, for ex- 
ample, that the store was buying 
hack saw blades from four manu- 
facturers and selling them in as 
many departments. The same was 
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true for sandpaper, wood screws, 
and other articles. So buying as 
well as merchandising was sys- 
tematized. 

“Those boys go at it hammer 
and tongs,” says Frank M. Cooper, 
president and general manager. 
who is proud of them. “They are 
in dead earnest and sometimes 
arguments get pretty hot, but we 
couldn’t do without them, and 
good comes out of every dispute.” 

The Junior Board also sponsors 
a meeting of all employees once a 
week, after closing hours for 30 
minutes, when seasonal items are 
explained in detail by a manu- 
facturer’s representative or a de- 
partment head. 

Then there are the Kwettes, the 
organization of women employees 
which meets once a month. If any- 
thing goes wrong the ladies are 
going to know it, and know what 
should be done about it. 





“They know the woman’s 
angles” says Mr. Cooper, and 
“there are plenty of women’s 
angles even in the hardware busi- 
ness.” 

The Kwettes have a way of get- 
ting things out of the management. 
They have a cosy, well equipped, 
air-conditioned inside room in 
which they have lunch in com- 
panionable groups every day be- 
tween 11:30 and 2:00 o'clock. 
Every monthly meeting is a dinner 
meeting, and it is said some of the 
boys are frequently to be seen 
waiting on tables, not to mention 
who may have to pay for the eats. 
The Kwettes have a treasury sup- 
ported by soft drink sales in the 
store and are always careful to 
send flowers and call to see some- 
one who is ill. 


A Morale Builder 


“Best of all,” says one of the 
girls, “is the effect this organiza- 



















tion has on the morale of the girls 
themselves. You know you men 
may have a fuss, shake hands and 
make up. But girls are not like 
that. We need the Kwettes. They 
have been wonderful.” 

The Kwettes’ snack lunch room 
has proven so successful that the 
management now has under way, 
in one of its buildings, a large 
recreation and lunch room for all 
employees, as well as customers. 

The corporation’s pension plan 
is operated for and by the em- 
ployees. Under the plan there is no 
pension assessment against the em- 
ployees; all of the money comes 
from the corporation. As before 

(Continued on page 226) 





Approach to the warehouse showing a typical Florida facade. 
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SINCE 4869 


“ee in every ling 


In 1869 the driving of a golden spike united 
tie Union Pacific and Central Pacific Railroads... 
joined our eastern and western coasts. 










In the same year Thomas Edison patented an 
automatic electrical voting machine. The Indian 
Wars officially ended. Popular songs were “Shoo 
Fly, Don’t Bother Me,” “The Little Brown Jug,” and 
“Up in a Balloon.” 


And—in 1869 David Round founded the chain- 
making organization which today operates factories 
in six U. S. cities . . . whose products are sold by 
hardware dealers throughout the world. 














David Round learned his trade as an apprentice 
at his father’s hand forged chain plant in Stafford- 
shire, England. A master craftsman, he demanded 
the utmost in fine workmanship . . . refused to com- 
promise with quality. His insistence upon perfec- 
tion, continued through three subsequent genera- 
tions of the Round family, forms the basis for today’s 
high quality standards of Cleveland Chain. It is one 
of the reasons why there is greater security and 


certain customer satisfaction in every Cleveland link. 
P & P - 5022 






CLE VELAND (HAIN 












THE CLEVELAND CHAIN &MFG.CO. 
Cleveland 5, Ohio 


Associate Companies: David Round & Sons, Cleve- 
land 5, Ohio * The Bridgeport Chain & Mfg. Co., 
Bridgeport 1, Conn. * Seattle Chain & Mfg. Co., 
Seattle 8, Wash. * Round California Chain Co., 
So. San Francisco and Los Angeles 54, California 
Woodhouse Chain Works, Trenton 7, New Jersey 
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The main floor of the Mineola store as seen from the front entrance 


The second floor is also used for the sale of seasonal merchandise. 


Long Island, N. Y., Business 
Built By Catalogs 


Ml 


HE consumer cat- 
alogs which have been issuing for 
the last 10 years are responsible 
for the success of my business,” 
says Saul Richmond, owner of 
Richmond Hardware Department 
Stores, located on Main St., Min- 
eola, and Williston Park, L. I. 


These two stores together did a 
quarter million dollar business in 
1946 and sales thus far this year 
are running 25 per cent ahead of 
last year according to the owner. 

Mr. Richmond states that he 
first realized the effectiveness of 
store catalogs when his business 
jumped 75 per cent after the is- 
suance of the first one about 10 
years ago. 

Since then this Long Island 


hardware firm has been distribut- 
ing its catalogs throughout its 
trading area each spring and fall, 
with the exception of the war 
years when the activity had to be 
curtailed, though not discontinued, 
because of the paper shortage. 
Mr. Richmond rates this form of 
advertising far higher than any 
other for his business because he 
says there is hardly a day when 
there isn’t a reference to the cata- 
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The Richmond Hardware Department Stores in Mineola and 
Williston Park had a quarter-million dollar volume last 
year, which the owner attributes to consumer catalogs he 
makes up himself; 50,000 distributed each spring and fall 
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Buyers everywhere know that the Red and Green 
markers always mean top quality Manila rope. 


American sean 


PURE MANILA 
ope 


All sizes 3/,” and larger are identified by the Red 
and Green markers. 


AMERICAN MANUFACTURING COMPANY, BROOKLYN 22,N.Y. * ROPE - TWINE - OAKUM - PACKING 
Branch Factories: ST. LOUIS CORDAGE MILLS, ST. LOUIS 4, MO. - DELAWARE RIVER JUTE MILLS, PHILADELPHIA 48, PA. 
CHICAGO © HOUSTON * NEW ORLEANS © PHILADELPHIA 


Sales Offices: BOSTON °* 
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logs made either by a customer in 
the store over the ‘phone or 
through the mail. 

Customers, according to Mr. 
Richmond, often bring to one of 
his stores catalogs that are four 
or five years old, which they had 
saved, proving to him that many 
people who receive them at their 
homes keep them for future refer- 
ence. 

It’s a busy time in the stores im- 
mediately after the distribution of 
each new catalog. According to 
Mr. Richmond they are filled with 
customers, the phones are tied up 
and the mail is heavy with orders 
for at least a week after a new 
catalog has been issued. 

To illustrate the pulling power 
of the ads used in his catalogs, 
Mr. Richmond states that his two 


SERVING NASSAU 20 YEARS 
















RICHMONDS KEEP PRICES DOWN | 


stores, between the issuance of the 
spring catalog at the end of 
March and July 1 have sold three 
carloads of wire fencing; seeds 
worth $6,000 at cost; 100 gross of 
garden stakes; 86 dozen lawn 
rakes and 300 lawn mowers. 

Mr. Richmond watches both 
the calendar and the weather fore- 
casts when he is about ready to 
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release a new catalog for he finds 
the timing of them most import- 
ant. 

In the springtime he holds up 
distribution until he is certain 
that winter has really ended and 
that people are beginning to think 
about spring cleaning, redecorat- 
ing and starting work on their 
lawns and gardens. 


Perfect Timing 


He feels that the timing on his 
spring catalog, this year, was per- 
fect for he had it distributed near 
the end of March when there was 
a short period of fine weather. 
After that the weather became cold 
and rainy again, causing house- 
holders to curtail their outdoor 
activities for several more weeks. 


This cover was 
printed in blue 
on white and was 
used for this 
year's spring cat- 
a log. It was de- 
signed by one of 
the art students 
in a local high 
school. 





SERVING NASSAU 20 YEARS — COMPARE 





Mr. Richmond believes his cat- 
alogs are especially effective be- 
cause he personally plans and ac- 
tually prepares the copy for them. 
In his opinion, catalogs which may 
be bought by dealers all ready for 
distribution may be more attrac- 
tive but they cannot be as effec- 
tive for an individual store as 
those carefully prepared by some- 
one in that store. 

The Richmond catalogs are pro- 
duced by the photo offset method. 
at a cost, for printing and distrib- 
uting, of about $75 per thousand, 
on the basis of a 50,000 order. 
The catalogs usually contain about 
36 pages, which measure 814 by 
5% in. 

The spring catalog, this year, 
contained illustrated advertise- 
ments featuring 362 different 
products. 

When Mr. Richmond first be- 
gan to publish a catalog he had 
them printed, which entailed con- 
siderably more work. The print- 
ing method required the handling 
of hundred of small cuts of the 
goods to be illustrated. It involved 
considerable correspondence with 





10" Wheels 






LAWN MOWERS 


DELUXE RUBBER TIRED 
Self Adjusting Bail Bearing—5 Blades 





FERTILIZER AND SEED 
SPREADERS 
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High Wheel Hose Reel 


All Steel Construction 


Holds 100 Ft. Hose 
Easy Rolling 
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Rubber Tires 


UTILITY CART 
HANDLES EASILY 









POST HOLE DIGGER 


Round handles 





Here's a typical 
page from the 


consumer catalog. Made of Heavy Gauge Steel—Hot Dipped 
in Spelter for Loog Wear 


The illustrations 
and type matter 
were lifted from 
manufacturers’ lit- 
erature and past- 
ed on dummy 
pages. It was re- 





Galvanized Watering Pots 


car, 43) $ Z g7 

8 QT. re A Sturdy 
Reliable 

4° Qt. se? Tool at a 
Low Price 





Blades 5% x 9 in 
with square butts. 


Handle 4 feet long 
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YOUR MONEY BUYS MORE AT RICHMOND'S STORE 
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KEYWAY CUTTER SETS 







When anyone wants a keyway in a gear, a collar, a coupling, a milling 
cutter, a pulley hub, this Threadwell kit does the trick. All they have to 
do is drop the right bushing in the bore, insert the cutter of the desired 
keyway width in the bushing slot, press it through once, and again with 
shim to get the exact depth, and they're done—in Jess time than it takes 
to tell! 

Here’s one of the greatest little time savers in any shop. A few key- 
ways and it’s paid for itself. 

Made to the same standards of quality and precision as Fhreadwell 
Taps and Tools of Distinction. Write for Bulletin and Price List No. 434. 















The Threadwell Arbor Press is ideal 
for use with the Keyway Cutter and 
for many other purposes. Takes work 
up to 14” dia. Hand leverage 48 to 1. 
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“TOOLS OF DISTINCTION” 


THREAD WELL TAP AND DIE COMPANY - GREENFIELD, MASSACHUSETTS, U.S.A. 


CALIFORNIA OFFICE, THREADWELL TAP & DIE CO. OF CALIF., 1322 SANTA FE AVE., LOS ANGELES 21 
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manufacturers in arranging to get 
the desired cuts, which even then, 
weren't always of the proper size 
or screen. It also meant that every 
line of type had to be set by a 
printer. There were many prob- 
lems of make-up involved. . 


Printed By Offset 


Using the photo offset method 
Mr. Richmond merely clips from 
manufacturers’ literature the illus- 
trations and text he wants to use. 
These he pastes down, exactly as 
he wants them to appear, on 
dummy pages. Using pen and ink 
he can insert anything else he 
wants to appear. 

This method of reproduction 
also eliminates the need for filing 
away cuts for future use. 

The cover for the spring cata- 
log, which was blue printed on 
white stock, was designed by a 
student of the Mineola High 
School. 

The catalogs are distributed by 
an organization which makes a 
business of distribution of cata- 
logs and similar literature for 
stores. 

When ready to issue a new cata- 
log Mr. Richmond calls in a repre- 
sentative of this concern. He out- 
lines on a map the trading area 
he wants covered, which has a 
radius of about 15 miles. 


He may elect to have a copy 
left at the front door of every 
house in every concentrated area, 
or, if he prefers, he tells the dis- 
tribution crew manager that he 
wants copies left on every street 
in one town and on every other 
street in another, depending on 
the importance of the towns’ trade 
with the stores. 

Mr. Richmond may also indi- 
cate that he wants 5,000 copies 
left in one town and only 3,000 in 
the next. In this case the dis- 
tributing crews leave the copies in 
the most thickly populated sec- 
tions of the towns. 

It is important, according to 
Mr. Richmond, that the store own- 
er select a reliable firm to make 
the distribution. He claims it is 
not feasible for a store to make 
an effective distribution by hiring 
its own crew of men and boys to 
do the job. 


There are several towns in the 
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Richmond’s trading area which 
have local ordnances which pro- 
hibit the distribution of litera- 
ture from house-to-house. In these 
cases the catalogs are sent out by 
mail. 

Mr. Richmond says that his 
sales people can tell almost the 
next day in which localities the 
catalogs were distributed. If they 
are passed out in one town on 
Monday and Tuesday there usual- 
ly will be two or three truckloads 
of deliveries to that town by the 
end of the week. 

The catalogs were distributed 
for $11 per 1000 last year but 
the same company raised its 
charge to $19 per 1000 this year, 
presumably because of increased 
labor costs. 

Because of the paper shortage 
of recent years, it was possible to 
to put out only one catalog a year 
until this year. 

Shortly after the coming Labor 
Day the Richmond stores will put 
out a fall catalog which will fea- 
ture fireplace equipment, heating 








stoves, snow shovels and similar 
winter needs. Many of the pages, 
however, will be similar to those 
in the spring catalog with only 
minor changes, such as prices. 


The Fall Catalog 


Mr. Richmond expects to have 
his fall catalog ready to issue on 
Labor Day which he considers 
the time when people are back 
from vacations and are beginning 
to think about fall and winter ac- 
tivities. If the weather begins to 
get a little nippy he will let the 
catalogs go out right after Labor 
Day, but if the weather continues 
hot and humid so that people are 
still going to beaches and the 
mountains he will hold up dis- 
tribution until there is a decided 
break in the weather. 

Mr. Richmond believes that the 
householder is not thinking much 
about keeping warm in the winter 
when it is so warm that he wants 
to be out on the golf course. 

“Never advertise an article with- 
out both an illustration of it and 








Plays Up Sports Clothes 
In Fall Window Display 





The Chown Hardware, Portland, Ore., used this display, for last fall's 
hunting season, as a bid for sales of men's and boys’ sports clothes. There 
were leather, hunting and wool jackets, sweaters, cotton shirts, wool socks 
and caps, etc., displayed against a light gray background. Showing these 
items at different levels added to the interest of this display. There were 
sizes for 14-year-old boys as well as those for adults. Walter Hegenback, 
the store's display manager, was responsible for this sales building window. 
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Nobody has me under his thumb 


.--! have a franchise with a future 


...a complete line of major 









and minor home appliances” 












We believe in strong dealers. 
And the only way to build a strong 
dealer organization is to pick 












"em carefully and then 
do everything to help them grow. That is why we urge every 
independent appliance dealer to investigate Monitor. You'll find that Monitor’s attitude 






toward its dealers is refreshingly different. 
You'll find the franchise is long on territorial and other protection for the dealer . . 
reasonable in what it asks of him. You'll find that 83% of Monitor volume is in the 
profitable “‘majors.”’ And you'll find Monitor is the fastest growing appliance line. 
As a Monitor dealer, your direct contact would be with a distributor who is an owner-member 
of the Monitor organization. Let us put you in touch with him now. Let him 
tell you about sales policies. Ask to see the simple, liberal dealer’s contract. We think 
you are going to like the whole Monitor set-up. 
Monitor House, Riverdale-on-Hudson, New York 63, N. Y. 


MONITOR ma 


The most distinguished family of home appliances 
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its price. The ad will be ineffec- 
tive, otherwise,” he says. 


He has experimented in the past 
by running an ad without an 
illustration, on a_ well-known 
branded item, at cost price, but 
the response was negligible. The 
next time he used an illustration 
and the ad “pulled” remarkably 
well. 


Mr. Richmond states that a 
secret of his great sales volume 
is that he “buys right and sells 
right.” 


An Aid in Buying 


The catalogs have increased his 
trade to the point where he can 
buy in large quantities, which in 
turn gives him a good advantage 
in buying. Mr. Richmond states 
that while he adds the customary 
trade mark-ups on most merchan- 
dise, he is still able to compete 
with the chain stores because of 
the lower buying arrangements he 
enjoys. He and a number of other 
Long Island hardware dealers buy 
cooperatively in order to get lower 
prices. 

Mr. Richmond says that even 
with the wartime shortages in 
many categories he was still able 
to buy other goods, that were not 
too scarce, in such quantities that 
he was able to continue the is- 
suance of a yearly catalog. 

He points out that a dealer must 
be certain that he has a sufficient 
stock of a certain item either on 
hand or readily available, before 
advertising it in a catalog. He 
stresses the point that a dealer 
must carefully consider the items 
he wants to advertise and the price 
at which he wants to sell them. 


The changes in prices, so notice- 
able at present, makes it rather 
difficult at this time to make up 
a catalog. Mr. Richmond says he 
generally works intermittently for 
about a month in preparing copy, 
and it takes a lot of careful check- 
ing just before the “deadline” to 
ensure that prices haven’t changed 
between the time the ads were 
first made up and the time of 
going to press. He estimates that 
it would take about one week to 
prepare his catalog if he could 
work uninterruptedly on it. 


This Long Island hardware man 
says he expects his two stores to 


140 





sell 200 chrome dinette sets, at 
$59.97 each, during the course of 
this year. Incidentally, he believes 
that hardware stores should con- 
centrate on raising the average 
item sale. He contends that the 
sale of a dinette set can be made, 
in many cases, just as easily as the 
sale of a $5 item. 

This hardware dealer, who has 
engaged in the trade for more than 
25 years, says that his business 
operates so smoothly and efficient- 
ly because he has the good will of 
his employees, which he strives to 
maintain and foster by every 
practical means. He carries group 
insurance for all his employees, 
on which he pays the premiums. 
Employees also receive sick leaves 
and vacations with pay. 

Mr. Richmond wants his sales- 
people to know just about every- 
thing he knows about the mer- 
chandise so he holds regular sales 
meetings. At the close of business 
he takes his entire staff to a res- 
taurant and after cocktails and a 
pleasant dinner the talk turns to 
“shop.” He usually explains every- 
thing he knows about some new 
product and tells his sales people 
how he thinks the item should be 
sold. He often asks one of his 








men to get up before the group and 
to try to give him a sales talk 
and demonstration on the item. 

Mr. Richmond insists that all 
his salespeople treat all customers 
with the utmost respect and cour- 
tesy. Even when the customer is 
obviously at fault, and it may en- 
tail the loss of profit, time, and 
pride. He wants his employees to 
accede to the customer’s wishes. 

Because of the smooth function- 
ing of his two stores Mr. Richmond 
finds it possible to leave the busi- 
ness frequently on hunting and 
fishing trips and to attend num- 
erous shooting tournaments. He 
is one of the crack rifle and pistol 
shots of the country and has scores 
of medals and trophies. He par- 
ticipates in international cham- 
pionship tournaments and was a 
member of the U. S. Olympic 
pistol team in 1936. During the 
war he was $]-a-year civilian in- 
structor in marksmanship at 
Mitchell Field devoting many 
hours a week to the work. 

The present owner of the busi- 
ness acquired his early training 
in the harlware business under 
his father, the late Harry Rich- 
mond, who operated a store in 
Brooklyn. 





Wholesalers Should Carry Big 
Stocks and Solicit, Say Dealers 


pitor’s Note: Under a heading, 
E “What Have Hardware Dealers 
to Say to This Letter?” this pub- 
lication printed on page 70, of its 
June 5th issue, 2 letter from a sales 
executive of a large mid-western 
wholesale hardware firm. The 
writer said some hardware dealers 
“are slipping back into their old 
temperaments and _ dispositions— 
they are not the good sportsmen 
they were” [during the period of 
wartime scarcities]. He was par- 
ticularly irked by dealers who re- 
fuse shipments or return goods with- 
out trying to sell them. The reac- 
tions of two dealers to his letter 
follow: 


Jobber Should Carry 
Big Stock—Not Dealer 
Editor 
Harpware AcE: 
The first of January this year we 
began doing two things. One of 
them was to watch very closely the 





prices at which we were selling mer- 
chandise and to get our merchan- 
dise back to the pricing system we 
have used for so many years. Sec- 
ond, we began watching our inven- 
tory. We had bought, like all deal- 
ers during the war, all of the mer- 
chandise we could get, and sold, in 
many instances, many years’ normal 
sales in one season. 

We found ourselves with enough 
stove pipe stock for at least two 
years. We had 40 gas ranges and 
dozens of other items that were out 
of proportion to the amount of busi- 
ness we had done. However, we did 
not return any shipments as men- 
tioned in this [the wholesaler’s] let- 
ter. We did cancel all merchandise 
we did not want and cautioned all 
jobbers that we would not accept 
any merchandise without them hav- 
ing a bona fide order signed by us. 

It looks to me like this jobber 
executive may be overlooking the 
fact that merchandise is getting 





HARDWARE AGE 





EVA 


AUGUS 


a sales talk 
the item. 


ll customers 
t and cour- 
customer is 
1 it may en- 
, time, and 
mployees to 
er’s wishes. 
th function- 
. Richmond 
e the busi- 
unting and 
ttend num- 
uments. He 
» and pistol 
1 has scores 
He par- 
nal cham- 
and was a 


y training 
ess under 
arry Rich- 


store in 


elling mer- 
merchan- 
system we 
rears. Sec- 
ur inven- 
e all deal- 
the mer- 
d sold, in 


, 
s’ normal 


h enough 
least two 
inges and 
were out 


ler’s] let- 
rchandise 
ioned all 


king the 
getting 


E AGE 








€ 9 








eee er atten nti Giana. 


EVANS SUPER-DELUXE MODEL 146-0 


46,000 B.T.U. Output 


W 
“A, OIL-BURNING SPACE HEATERS 


Here’s the greatest line of space heaters you've 
ever seen—the finest you'll see anywhere! There’s 
nothing that even approaches them in looks— 
brilliant, outstanding beauty lives in every line 
and glows in their rich, lustrous finish. Beneath 
that beauty there’s great construction—tough 
steels that are formed and welded and braced to 
create a cabinet that’s a real piece of furniture. 
And in that cabinet—what an array of performance 


EVANS ¢> 


EVANS PRODUCTS COMPANY 
Heating and Appliance Division 
PLYMOUTH, MICHIGAN 


AUGUST 14, 1947 


features! Horizontal Heat Chamber heats more air 
—quicker. Double-Length, “U” Shaped Golden 
Flame makes more heat—longer. Down-Flo Action 
and Fan-Forced, Floor-Level Heat give the greatest 
heating comfort—and the greatest economy— 
ever known—automatically. These Super-Deluxe 
features add up to the biggest sales story in the 
trade—and the Deluxe line hits top value in the 
lower-priced market. Write for details. 


wonme SPAGE HEA 


Nationally Distributed by 


WESTINGHOUSE ELECTRIC SUPPLY CO. 


\ and Independent Distributors 
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HARD TO REACH JOBS 
CREATE EASY SALES FOR 


tim wolld 
SOCKETS 


Maintenance and repair jobs today are full 

of hard-to-reach spots. Here’s why NONE- 

BETTER Thin Wall Sockets work faster, 

easier than ordinary tools: 

e THIN WALLS enter narrow openings 
and clear obstructions adjacent to the 


nut. 

¢ EXTRA DEPTH stretches beyond pro- 
jecting parts and clears extending bolt 
shanks, 

e FLEX SOCKET, with 90° free swivel, 
permits angular approaches. 





The name NONE-BETTER insures unrivaled per- 
formance and guaranteed quality. An aggressive 


Promotional program places attractive displays in 
your store to make these modern NONE- 


BETTER 
Tools earn greater profits for you. Bring your 


stock up-to-date today. 


The new Catalog of the im- 
proved, expanded NONE- 
BETTER Line is yours for 
the asking. 


sold only in theffbetter hardware stores 
THE NEW BRITAIN MACHINE CO. 


fluoresc 


more plentiful; that sales resistance 1" 
used Vi 


is developing on high-priced mer- 
chandise; and that all of the hard- 
ware dealers who have been in busi- 
ness for years are just coming back 
to earth after the wild rush for any 
kind of merchandise during the war. 

Nevertheless, our business is 


chandise as they have during the 
past three or four years, the type 
they saw fit to send and also the 
quantity. Much to their dissatisfac- 
tion they find that the tide is slowly 
but surely changing to the point 
where he will be required to solicit 
his business. 


farmers 
divisio! 
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mit dir 













NEW BRITAIN, CONN. 





good. We are buying plenty of mer- 


chandise, but we are buying only 


what we need and letting our stock 
get back to normal, which it is do- 
ing very satisfactorily. During the 
war the jobber got in the habit of 
selling all of a shipment the day it 
arrived. Now he is finding his mer- 
chandise staying a little longer and 
the stock will be carried by the job- 
ber as it should be and not by the 
retailer. 

Our opinion here is that good 
quality merchandise will continue to 
sell for many years to come, and 
that we will not have much of a re- 
cession with the many items of mer- 
chandise that the customer needs 
and must have to continue to live. 
We may not have the volume we had 
in 1946 but we will have a volume 
as good as 1945 for many years to 
come for the dealer who will work 
hard, price his merchandise as it 
should be priced, be‘ anxious to 
serve his customer. who then will 
stay with him. 

(signed) 
Name withheld by request. 
* * # 


Thinks Jobbers 
Must Again Solicit 
Editor 
HarpWARE AGE: 

Referring to the non-acceptance 
of shipped merchandise, presumed 
to be critical to the dealer, I be- 
lieve that the writer of that letter 
has taken the attitude of the dealer 
he is trying to present. 

There was a time when supply 
houses solicited business from their 
customers the same as the retail 
dealer has to do even now. Many 
of these suppliers have assumed that 
they are still at liberty to ship mer- 


I happen to be located in a small j 
town which was passed by by many 
salesmen even in prewar times, but 
by persistence, repeated orders, and 
letters have proven that we as a 
young business could thrive. Now 
that merchandise is plentiful in a 
great many, possibly most, cases all 
of them take it upon themselves to 
call. Many of them are those we 
had written but could not see to 
let an old customer drop to take on 
a new and better account. It was 
not our policy to sit by and wait for 
the man who would have us wait. 
Each one of the jobbers who was 
distributing a nationally advertised 
line gave us a franchise and made 
us wait while others received the 
merchandise. After seeing what was 
taking place we obtained other mer- 
chandise to replace that which we 
should have had in order to keep 
pace with our competitors. Now 
that the old established dealer has 
had his fill; the supplier ships what 
he thinks we have not had any of. 
Much to his dismay, he finds the 
merchandise coming back to him. 
That tells him the story that he is 
not the only one who sells it and 
gets him back into the competitive 
health clinic. 


Any supplier who thinks at this 
time, after two years of peace, that 
people are not returning to normal, 
then he is due for a sad’ awakening 
in the very near future, if he has 
not already been awakened. 

Maybe the writer will be selling 
merchandise instead of letting the 
dealer have it. 

(signed) Watter R. Apsort, 


An independent dealer, 
Oberlin, La. 
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Neatness Pays Big Dividends 
For New Glarus Farm Store 
(Continued from page 125) 


organization can take inventory 
at any time in about three hours 
due to the fact that stock is so 
placed, maintained and regulated 
that it 
quickly. He points out that this 
feature enables salesmen to save 
time 


can be checked very 


and gives the customer 


munity 
annual 

attracts 
distance 


Swiss Cc 
quicker service. Once a system 


like this is set up, he says, it 
doesn’t take much effort to keep 
it functioning 100 per cent. The 
important thing is to arrange for 
such a program and get it oper- 
ating. 

The farm store is equipped with 


number 
beards 
An a 
pated j 
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fluorescent lighting and this is 
used’ very often so as to enable 
farmers to look into the farm store 
division and see what is on dis- 
play. There are large windows at 
the front of the store which per- 
mit direct vision into it. 


Ads Attract Trade 


Eugene Stuessy, son of Fred 
Stuessy, is advertising manager 
for the store and he writes some 
very attractive ads which pull in 
a lot of farm trade. This store 
goes in quite heavily for advertis- 
ing in a weekly newspaper which 
has an excellent rural circulation. 

For example, one large ad last 
fall was entitled “Electric and 
Butchering Supplies” and _ told 
farmers about the many items 
available in these divisions. 

In other ads appealing to the 
rural trade, Mr. Stuessy has 
blocked off the various sections 
of copy referring to certain mer- 
chandise and thus made reading 
of these ads much easier for farm 
customers. These sections of copy 
have attractive. black-type head- 
lines which catch the attention. 


Market Days 


Farmers bring livestock to town 
on several market days during the 
month and ship from local yards. 
This brings numerous farm fam- 
ilies to town to shop in the local 
stores. Many farmers like to 
come to the New Glarus Hardware 
Co. to look over the many items 
displayed. Purchases run high 
on these days. 


An Annual Event 


Once a year all citizens of New 
Glarus and the surrounding com- 
munity unite in putting on an 
annual William Tell play which 
attracts visitors from considerable 
distance. Many citizens are in 
Swiss costume for the day, and a 
number of the men grow special 
beards for the occasion. 

An activity such as this, partici- 
pated in by both townsmen and 
farmers, helps to make the town 
a better trading center for the 
entire area. 
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than any other ROLLER SKATES in the world 


TO INCREASE YOUR ROLLER SKATE SALES, 
SELL UNION’S NO. 5 BECAUSE . . - 


1. Better Made— Double ball race bearings. Each bearing contains 18 
balls. Flexible (cushion) sole plate. Highest quality for speed and wear. 
2. Better Looking — Beautifully finished and plated. Saddle leather straps. 
Colorful, sales building package, clearly marked for quick ‘identification. 
3. Lower Priced—The economies of Union's immense production are 
passed on to the dealer and the consumer. Quality for Quality, UNION 
SKATES are the best buy on the market. 















When ordering from your Jobber specify 








ROLLER AND ICE SKATES, 
FISHING RODS, HAND TOOLS 


Torrington, Conn. 


























Ranges, Fans and Cold Pack 
Supplies for August Windows 
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KITCHEN 
RANGES 


GAS WITH OIL OR COAL 
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KITCHEN 
RANGE 
WINDOW 


MERCHANDISE: Oil 
or coal and gas com- 
bination kitchen 
ranges, bungalow 
model range, family 
scales. 

BACKGROUND: 
Center panel of 
white corrugated 
board or painted 
wallboard. Side pan- 
els of light green 
material. Cut - out 
letters on center 
panel of dark green 
and red. 








FAN AND 
VENTILATOR 
WINDOW 


MERCHANDISE: 
Electric fans of sev- 
eral sizes and styles, 
window _ ventilating 
fan in adjustable 
frame, attic ventila- 
tors, kitchen fans, 
window ventilators, 
insect lamps. 


COLD PACK 
CANNERS 
WINDOW 


MERCHANDISE: 
Cold pack canners, 
wash boilers with 
canning rack, pres- 
sure canners, pres- 
sure cookers, canning 
racks, food choppers, 
cooking spoons, jelly 
glasses, collanders, 
cutlery, food mills, 
pressure cooker 
timers. 

BACKGROUND: 
Center panels of 
white corrugated 
board or painted 
wallboard. Side 
strips of light green 
material, Cut-out let- 
ters on center panels 
of dark green and 
red. 
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ITCHEN 
RANGE 
VINDOW 


CHANDISE: Oil 
il and gas com- 
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es, bungalow 
range, family 
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People hunt insects all year round! They’re Let ‘em have it! Your customers will be anxious 
always chasing after roaches, moths, silver fish, for Bridgeport Aer-a-sol because it kills more 
fleas, bedbugs, spiders, water-bugs. Sell them insects twice as easily as old-fashioned spray 
the insecticide that gets them all — Bridgeport methods! Penetrates cracks and crevices where 
Aer-a-sol. insects scamper to! 
Display Bridgeport right under their noses! 
And then watch those famous bombs go like 
CONTAINS hot cakes! Watch your cash register work over- 
7 time—because these all-purpose bombs ring up 
DDT as many dollars as 8 to 10 ordinary insecticides! 
a Order from your wholesaler now! 
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3 Popular Sizes and Prices 
Big, 16-oz. refillable 2 Large, 15-oz. 3 “Junior Size’’ 
* model, retails at $3.95,%* * non-refillable model, ® (314 oz.) 
with refills at $2.%* retails at $2.95.% retails at 95¢.% 


*Retail prices listed are minimum Fair Trade where applicable. 


BRIDGEPORT BRASS COMPANY 
BRIDGEPORT 2, CONNECTICUT 


80 Years of Quality Products 
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Only 4 


easy steps 


Connect Tubing 
to Fitting. 


Connect Superseal 
Fitting to Range. 


y i int 
to wall outlet. Appliance sate 


Make Connection 4 Push Range or 
desired position. 
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GAS APPLIANCE CONNECTORS 


@ QUICK, EASY, COMPACT .. 
neat, flush-iv-wall installations 
every time—that’s the Super- 
seal Connector Way. These 
complete assemblies of spec- 
ial alloy aluminum tubing and 
Superseal fittings of premium 
grade malleable iron are avail- 
able in any combination of 
elbows, straight fittings or 
shut-off valves, as required. 


The long 10° tapered cone 
of a Superseal fitting assures 
permanent, gas-tight seal... 
no shearing when nut is tight- 
ened. Tubing can be bent as 
desired. Assembly can be used 
repeatedly without damage to 
tubing or heavy hex fittings. 
Underwriters’ Approved for 
all gases. 


AVAILABLE NOW. Write 
for complete description. Over 
400 U. S. Distributors .. . one 
near you. 





SUPERSEAL DIVISION 
COLUMBIA MALLEABLE 


CASTINGS CORPORATION 
COLUMBIA, PA. 








Market for 25,000,000 Gas 
Ranges in Next Five-Year Period 


Ten million units now in use are over 10 years old 
and eight million more will be that old in five years 


‘ARTING 1947 with 22,900,000 
homes in the United States us- 
ing gas for cooking, more than 12,- 


200,000 using gas 
water heating, 
homes using gas for refrigeration, 
and with gas said to have won a 
hard-fought acceptance as the ideal 
heating fuel, gas appliance manu- 
facturers and dealers look forward 


for automatic 


to the greatest sales volume in their 


history in the next 10 years, accord- 
ing to D.P. O’Keefe, president of 
the Gas Appliance Manufacturers 
Association. 

It is estimated that the potential 
demand for gas ranges in the United 
States and Canada may exceed 25,- 
000,000 units in the next five years 
alone. More than 10,000,000 gas 
ranges now in use are more than 
10 years old. During the next five 
years 8,000,000 more gas ranges now 
in use will become more than 10 
years old and ready for replacement 
by new up-to-date models. 
~ Automatic gas water heater manu- 
facturers are expected to exceed 
their 1941 production of 800,000 
units by 1,200,000, and to produce 
2,000,000 units in 1947. House heat- 
ing equipment manufacturers are 
experiencing the greatest demand in 
their history, despite shortages of 
materials which have prevented the 
erection of homes in volume, and 
shortages of pipe line and gas man- 
ufacturing equipment which pre- 
vented utilities from supplying the 
gas required for thousands of re- 
quests on dealers’ sales books. 


More Cooking By Gas 


Despite the war period, which cur- 
tailed home building and main ex- 
tensions, the number of homes using 
gas for cooking increased 46 per 
cent in the past 10 years. Of the 
7,200,000 new gas cooking customers 
added since 1936, approximately 
4,000,000 were added to gas utility 
lines and 3,200,000 through LP-gas 
distribution. 

The industry confidently expects 
a minimum of 1,250,000 new homes 
to use gas for cooking each year. 
When supplies of materials allow 
doubling and extension of existing 
pipe lines, building of new pipe 


nearly 3,000,000 
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lines, the expansion of manufac- ¢ 
tured gas production facilities, de- 

velopment of additional LP-gas dis- The 
tribution outlets, and new home 
building in volume, the gas industry 
expects to add new customers at a forman 
substantially greater rate. cations 

Exploitation and new drilling are ance 
unearthing large reserves of natural aided 
gas every year. Ameri 

Gas appliance manufacturers see tories, 
new hope of catching up with cur- standir 
rent demand in 1947, manuf: 
on his 
accred 
the m 

The gas industry will launch an schedu 
exetnsive $1,000,000 three-month, na- tion li 
tion-wide promotional campaign this Man 
fall to educate present and future 
housewives on the advantages of 
automatic gas ranges built to “CP” 
standards and to help dealers move 
high grade gas ranges off their 
sales floors in volume in 1948. Back- 
bone of the industry’s drive will be 
an expanded American Gas Associa- 
tion fall national advertising and 
promotional campaign which will “CF 
place advertisements every month in 
each of 10 national magazines from 
September to December. 

To tie into this enlarged program, 
range manufacturers plan to in- 
crease national, local, and _ trade 
space schedules and issue special 
dealer helps which will introduce 
the first new gas range lines brought Cont 
out since the start of the war. LP- (be 

Theme of the unified campaign territo! 
will be “Gas Has Got It.” All pro- 1935 te 
motion will emphasize that no cook- one of 
ing appliance equals the new auto- dustrie 
matic gas ranges built to “CP” courag 
standards when it comes to automa- G.A.M 
tic features, modern conveniences, though 
cleanliness, ease of operation, cook- gas a 
ing results, coolness, operating cost, G.A.M 
and first cost. 

Even though automatic gas range 
production may not be adequate to 
meet current demand this fall, the 
industry plans to inform women of 
the convenience and _ performance 
features of new automatic gas ranges 
so that they will not judge gas and 
gas appliances by the 10 and 15- 
year-old outmoded and _ obsolete 
ranges now in millions of homes on 
gas utility lines. 
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Because of the long life, freedom 
from repair, and low operating cost, 
replacement of gas ranges in use for 
15 to 20 years has always been a 
problem to the gas industry. Short- 
ages of replacement units during the 
war has aggravated the situation un- 
til today nearly 50 per cent of all 
gas ranges in use are more than 
10 years old. 


Governing Standards 


The “CP” standards, which the 
industry will highlight in its range 
promotions, are high minimum per- 
formance and convenience specifi- 
cations developed by the Gas Appli- 
ance Manufacturers Association, 
aided by 1200 gas utilities, the 
American Gas Association Labora- 
tories, home economists, and out- 
standing cooking experts. Before a 
manufacturer can put the “CP” seal 
on his range, it must be tested by 
accredited laboratories other than 
the manufacturer’s and pass un- 
scheduled tests on factory produc- 
tion lines. 

Many manufacturers go far be- 
yond the minimum high standards 
and add numerous performance and 
convenience features developed in 
their own test kitchens and engineer- 
ing laboratories. Consumers will be 
urged first, to select the manufac- 
turer’s models which best suit their 
needs, and then, as a buying guide, 
to make sure that the range is built 
to “CP” specifications. 

Introduced in 1938, the “CP” pro- 
gram set new high standards for 
cooking appliances. 

The 20 manufacturers who pro- 
duce “CP” lines will be concen- 
trated on clock-controlled automatic 
models. 

Continuing rapid growth of the 
LP-(bottled) gas industry in rural 
territories from 230,000 customers in 
1935 to 3,500,000 in 1947 makes this 
one of America’s fastest growing in- 
dustries. LP-gas dealers will be en- 
couraged to capitalize on the A.G.A.- 
G.A.M.A. fall range promotion, even 
though “CP” specifications for LP- 
gas have not yet been approved by 


G.A.M.A. 


AUGUST 14, 1947 


MANUFACTURING 


PITTSBURGH 


PENNSYLVANIA 














be young hardware 
dealers, Stan F. Neubert and Clair 
M. Swenson, owners of Mankato 
Hardware & Equipment Company, 
Mankato, Minn., are building an 
excellent volume of business on 
power and light plants for regular 
and stand-by service for small in- 
dustrial plants, farms, hatcheries 
and the like. Mankato has a popu- 
lation of less than 16,000. 


Electrical Headquarters 


Open for service less than a 
year ago, this store is becoming 
headquarters for quality electrical 
units which are serving many 
customers well. For example, as 
the owners point out, when there 
are floods, and other conditions 
which result in power shut-offs in 
numerous areas, the hatchery 
owner with thousands of chicks 
and poults hatching can suffer 
serious losses, as well as the farmer 
who has electrically-operated 
brooders. 

The farmer who depends on 
electricity to pump water, operate 
milking machines and other ap- 


Finds Profits in Power Units 
For Regular or Stand-by Service 




















Mankato Hardware & Equipment Co. sells plenty 
of hardware items but it steps up its volume 
via the power and light plant equipment route 










Stan F. Neubert and Clair M. Swenson inspect a recently received 
unit which will be part of the power and light plant section. 


pliances on the farm is seriously 
handicapped when there are power 
line shut-offs. Especially in this 
true when hard blizzards hit the 
northwestern and middle western 
states. 

The Mankato Hardware & 


Equipment Go. conducts regular 





Service required. 
Operating load 


Type Unit wanted 





WOME. S000........--5-.: Average load................ Minimum........... 








The firm uses this reply card to stimulate inquiries 
from prospects regarding power and light equipment. 








newspaper and direct mail cam- 
paigns to prospects pointing out 
the many uses for stand-by and 
regular power plant units. These 
units run from about $400 to $4.- 
000 or more depending on the 
type and size. On units sold to 
farmers, the farmer who has a 
gasoline - operated tractor can 
quickly hitch up to a stand-by 
plant in an emergency and have 
enough power to operate his elec- 
trical units until regular power is 
again furnished. 


Owners Experienced 


Both Messrs Neubert and Swen- 
son were employed for many years 
by a power plant manufacturing 
concern but always yearned to be 
in business for themselves. So 
less than a year ago they set up a 
hardware store in Mankato, add- 
ing the power plant line as well. 

To hardware dealers in other 
localities who want to get into this 
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Superflome 


Make Extra Superflame Profits 


Convert brand new coal and wood 
ranges before they leave your store. 


THE POT-TYPE RANGE BURNER 


There is a golden profit opportunity in every coal 
and wood or combination range in your com- 
munity. Pocket these waiting profits by selling 
Superflame. 


Superflame operates on the pot-type principle 
like the millions of popular pot-type oil burners 
now in use. Superflame finds eager customers 
when you demonstrate the convenience and 
economy of oil cooking. Superflame ends dirt 


and bother, puts the finish on smoke and soot. 
No more toting coal or wood. No more ashes. 
It lights instantly with a match; gives quick 
heat for cooking, baking heat in 20 minutes. 


Superflame keeps kitchens cool in summer— 
or provides low-cost kitchen heat when left 
burning constantly in winter. That means Super- 
flame sales and profits are a year ’round affair. 
There’s a share for you. Write us today. 


























MEDIUM] _ 









































STAN F NEUBERT CLAIR M. SWENSON 




















MANKATO HARDWARE 














AND EQUIPMENT COMPANY 


725 SOUTH FRONT STREET 
MANKATO, MINNESOTA 


ATTENTION 


Gentlemen: 
ARE YOU AWARE OF WHAT A POWER FAILURE WOULD MEAN TO 
YOU? 
A power failure could mean: 
Loss of valuable merchandise 
Loss of time 
Loss of customers’ good will 
Possible inability to readily replace lost merchandise 
Plus many other reasons which you possibly can enumerate better than we 


We are pleased to attach a partial list of quality electrical units now available 
at greatly reduced prices, new and used factory reconditioned equipment for 
either standby or continuous service to fit even the smallest operator's purse, in- 
cluding power plants, gasoline, natural gas and diesel driven as well as independ 
ent two bearing generators for belt drive to tractor or engine you may have 
available at time of emergency. 


An engineered power plant for your needs is a wise investment from the stand 
g F I 

point of lower insurance rates in many cases. Standby equipment depreciation 

is negligible 


Eliminate the above worries and list your requirements on the ca o-fill-out 


enclosed, stamped card and drop in the mail. We will be glad to survey your re- 





quirements and make quotation with full description of unit offered. 


Due to the increased demand for standby units because of the furtherance of 
R.E.A. and also the special prices now being made on them we recommend re- 
turn of card at your earliest convenience. Avail yourself of our ten years ex- 
perience in the power plant ficld 


Sincerely, 


Mankato Hdwe. & Equip. Co. 














Letters like this, on regular company letterheads, are accompanied by 
the card and build business for the department. A list of electric 
generator sets and independent generators for either belt or direct 
drive, including both new and reconditioned units, is also enclosed. 


field they point out that the help 
of a qualified electrician is need- 
ed in order to install such plants 
and give them service. Sales of 
equipment, however, can easily 
be made by hardware dealers. 
Along with this power plant busi- 
ness, the firm has developed quite 
a volume in electrical motors, 
which sell from $50 up. Some 
run into very large sizes. 


lost merchandise. 


Prospects Circularized 


A recent power plant letter 
which the Mankato Hardware & 
Equipment Co. mailed to prospects, 
and which pulled very well, had 
the following copy: 

“Are you aware of what a power 
failure would mean to you? 

“A power failure could mean: 

“Loss of valuable merchandise. 

“Loss of time. 

“Loss of customers’ good will. 


“Possible inability to replace 


“Plus many other reasons which 





Neatly arranged h 
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you possibly can enumerate better 
than we. 

“We are pleased to attach a 
partial list of quality electrical 
units now available to greatly re- 
duced prices, new and used fac- 
tory reconditioned equipment for 
either stand-by or continuous ser- 
vice to fit even the smallest oper- 
ator’s purse, including power 
plants, gasoline, natural gas and 
diesel-driven as well as indepen- 
dent two-bearing generators for 
belt drive to tractor or engine you 
may have available at time of 
emergency. 


A Wise Investment 


“An engineered power unit for 
your needs is a wise investment 
from the standpoint of lower in- 
surance rates in many cases. Stand- 
by equipment depreciation is 
negligible. 

“Eliminate the above worries 
and list your requirements on the 
easy-to-fill out enclosed, stamped 
card and drop in the mail. We 
will be glad to survey your re- 
quirements and make quotation 
with full description of unit of- 
fered. 

“Due to the increased demand 
for standby units because of the 
furtherance of R.E.A. and also the 


special prices now being made on 
them we recommend return of the 
card at your earliest convenience. 
Avail yourself of our 10 years ex- 
perience in the power plant field.” 


(Continued on page 158) 


appeal to the feminine customers. 
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1946 Profits After Taxes 
Top Peak War Year 
ORPORATE profits before taxes 


in 1946 are estimated at $21.1 | 


| 


billion, an increase of $1 billion | 


over 1945 total but about $3.5 bil- 
lion below the 1943 war peak, ac- 
cording to the Department of Com- 
merce. Corporate profits after taxes 
were at a record high of $12.5 bil- 
lion, $2 billion above the previous 
peak set in 1943. 


The large gain in profits after 


taxes as compared with profits be- | 


fore taxes was due to the elimina- 


tion of the excess profits tax and re- | 


duction in the income tax from ap- | | 


proximately 40 to 38 per cent at the 
end of 1945. 

The rise in profits in 1946 resulted 
from the rapid expansion in the pro- 
duction of civilian goods following 
the cutback in military orders and 
the substantial price rise that oc- 
curred through the year, bringing 
corporate sales in 1946 to $1 billion 
above 1945. 

For 1946 as a whole, the ratio of 
profits before taxes to sales was ap- 


preciably lower than in most of the | 


war years, but it was higher than in 


1929. The ratio of profits after taxes | 
to sales in 1946, however, was higher | 


than in most of the war years, but 
was below the 1929 level. 

An aspect of the recent profit 
trend meriting special attention in 


judging the corporate profit and in- | 
vestment situation is the increase in | 


the value of inventory holdings that 
resulted from the rise in price, the 
Department of Commerce said. It 
is extremely difficult to separate the 
increase in the book value of inven- 
tories arising from the price change 
from the increase resulting from 
physical addition to stocks. 
Availabie price and inventory in- 
formation indicates, however, that 
the price rise counted for from $4 
to $5 billion of the dollar increase in 
the book value inventory holdings in 
tory; this amount, under prevailing 
accounting practices, is reflected in 
reported corporate profits. 
1946. That is, this amount repre- 
sented the increased cost of main- 
taining the same volume of inven- 
Profits before taxes in both whole- 
sale and retail trade showed a 
steady and rapid growth over both 
the war and postwar periods. The 
very large increases from 1945 to 
1946 reflect both the strong sellers’ 
market and the rising supply of 
goods. On an after-tax basis, cor- 
porate profits in trade almost 
doubled from 1945 to 1946, increas- 
ing from $1.4 billion to $2.7 billion. 
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| Gow SELL! 


Now's the time to get set for fall sales of Dobeckmun 
Plastic Glazing to three big markets! Builders know the 
value of DOPLEX* and SUNFED* for weather protec- 
tion during construction (glass is still in short supply and 
breakage during building is expensive); farmers realize 
larger profits from the high ultraviolet transmission that 
provides “Food-from-Sunshine” for poultry; homeowners 
use Plastic Glazing for quick temporary window repairs, 
solariums, cottages, cold. frames. Show prospective buyers 
the countless uses for DOPLEX and SUNFED in the 
handsome four color booklet “Put the Sun to Work”. 

Merchandise this fast moving profit item the depend- 
display it in your store! Attractive two roll 
















able way... 
display rack or handy single roll dispenser gives customers 




















the opportunity to see, feel and test DOPLEX and SUN- 
FED. These displays occupy little space . . . pave the 
way to greater sales. 

Write today for full details of the Dobeckmun Plastic 
Glazing Profit Plan. Show it... 


THE DOBECKMUN CO., Cleveland 1, Ohio 
West Coast Division, Berkeley 2, California 


x ee 
















and you'll sell it! 
























*Trade-marks 





The new low base central window and the two open back end windows encourage passers-by to enter. 


New Store Quadrupled Sales 
Since Last Year's Fire 


te Fickert Hard- 
ware in Carmi, Ill., a community 
of less than 5,000 population, is 
an old concern—60 years old in 
fact, but its store is brand new. 
The people like the new setup, 
with its wide aisles, good lighting 
and generally neat appearance is 
clearly proven by the fact that 
business in May, 1947, was 300 
per cent in excess of business for 
the same month in 1946. 


An Up-to-Date Store 


When the original store build- 
ing, used by the firm since its es- 
tablishment in 1887, was burned 
in 1946, the business was immedi- 
ately set up in temporary quarters. 
The new building was started late 
last year and completed and occu- 
pied in the spring of this year. 
The store is equipped with a mod- 
ern front, a low center window 
which permits unobstructed vision 
right to the rear of the display 
room and has but three structural 
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The Fickert Hardware, 60-year old firm of Carmi, 
Ill, was burned out in 1946 but the new store 
has proved the efficiency of modern arrangement 


columns in the display room itself. 
Although the two end windows 
are of the conventional height they 
are of open back type. further 


Everything is within easy reach and the wide aisles are a decided 
aid to traffic flow. Surplus stock is kept under the display units. 






// 


// 


/; 





adding to visibility from the 
street. The building was planned 
and the fixtures were installed by 
Hibbard, Spencer, Bartlett & Co., 
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This view of the interior further emphasizes the convenience afforded customers and staff by modern 
arrangement. Glass shelving increases visibility and adds much to the attractiveness of the store. 


Chicago, Ill., wholesale hardware 
distributors. 

Fickert Hardware’s store is 48 
ft. by 100 ft. in size and includes 
a basement, part of which is used 
for merchandise displays. The sec- 
ond floor is utilized for surplus 
stock and is equipped with mod- 
ern type stock bins. Considerable 


time is saved with this orderly 
stock arrangement and employees 
of the store are able to tell at a 
glance exactly what is on hand. 
Paul Fickert established the 
firm in 1887 and conducted it for 
25 years, at which time his son, 
the late Emil Fickert, took over 
the business, which he operated 


until 1935. With the passing of 
Emil Fickert his daughter, Miss 
Gladys Fickert, now Mrs. Robert 
Dixon, began operation of the 
business. Mrs. Dixon continues to 
be very active in the management 
of the store, thus being the third 
generation of the Fickert family 
to be in the hardware business. 


Writes Orders for 22 Complete 
Bathrooms in Six Months 


(Continued from page 120) 


Bottle gas service has also 
helped the store build its contacts 
with local and farm trade. Many 
bottle gas stoves and other ap- 
pliances have been sold through 
such contacts. A special discount 
is given to farmers who come to 
the store to get their own drums, 
and many avail themselves of this 
service. The store has close to 
400 bottle gas accounts in this 
area. 

With an appliance store so laid 
out to compete with any in the 
area, this dealer believes that he 
can make still greater progress in 
appliance sales in the future. He 
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believes that kitchens and _bath- 
rooms will offer fine sales oppor- 
tunities in the next few years as 
will many types of appliances. He 
says that it is good sales strategy 
to show some new device to 
every woman who enters the show- 
room. 


A Good Example 


For example, when he hooked 
up a garbage disposal unit and 
demonstrated it, he found many 
women interested, and sales on this 
item began to pick up. Anything 
which demonstrates greater beauty, 


convenience. comfort and _ effi- 
ciency in the kitchen will interest 
women, he says. 

Mr Meierbachtol started selling 
appliances from his home 18 years 
ago as a washing machine sales- 
man. He quickly developed his 
business to the point where a store 
was needed. From that point on 
it was a step to a modern hardware 
store and his present splendid es- 
tablishment, with 12 employees. 
He says that he has sold more than 
2000 washing machines of the same 
make in this area since he started 
in business. It’s a decidedly worth- 
while record. 
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[, my recent article on 
California I referred to my old 
friend and associate, the late J. R. 
Westbrook of Riverside. I am 
pleased to receive a letter from his 
son, Robert H. Westbrook, who has 
succeeded his father in charge of 
the business. 

This article, by request, is on the 
subject of packaging and labeling 
of goods and I was impressed when 
I opened Mr. Westbrook’s letter by 
finding an enclosure—envelope size, 
of a most interesting well printed 
and illustrated pamphlet describing 
the attractions and beauties of Riv- 
erside. This booklet was so well 
done that one just felt like packing 
up and moving there to enjoy all its 
advantages! 

I never have received such a pam- 
phlet in a letter before. If your 
town is attractive, or beautiful or 
has a historical interest why not let 
your correspondent know it. I am 
sure Mr. Westbrook will mail you 
a copy. This pamphlet was pre- 
pared very thoughtfully without any 
offensive advertising or personali- 
ties—just a guide to points of in- 
terest in Riverside. Its title is 
“THIS IS RIVERSIDE—Where to 
Go—What to See—How to Get 
There.” 

Having served my term as a stock 
clerk and a wholesaler and lastly as 
a manufacturer, I should know 
something of packaging and labels. 
Let’s divide our article into two sec- 
tions. First, packaging in appro- 
priate quantities and boxes to help 
the jobber fill orders quickly and 
economically. Second, to help the 
retailer show, advertise and sell the 
goods. 


Old Time Packaging 


My earliest recollections as a 
stock clerk are of Stubbs English 
files—six dozen of a size in a greasy 
oily paper package. Almost every 
order called for these files and they 
had to be re-wrapped and marked. 
It was a time-consuming, dirty job. 

Wooden planes—fore—jack—and 
rabbit came from Akron, Ohio, 
packed loose. They were not even 
wrapped in paper and we repacked 
them same way. Match planes came 
in pairs tied together with string. 
When the string broke the “male” 
and “female” planes became sadly 
mixed and we had to stop, fit them, 
and tie up again. It was a blessing 
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SAUNDERS NORVELL 


when the Stanley metal planes came 
along in their strong paper boxes 
and large sized label numbers. The 
Stanley line was the first 1 remem- 
ber to lead the revolution in re- 
packing their goods. 

Carriage and other bolts came in 
paper packages and were often 
packed in barrels. What a mess 
when they were opened! I spent 
hours hunting and screwing back 
nuts on broken packages of bolts. 
How well I remember the strong, 
well packaged, nuts well screwed 
on, Russell, Burdsell & Ward bolts. 
We carried two lines, charging more 
for R. B. & W.’s. I admit I often 
sent R. B. & W.’s in place of the 
cheaper, poorly packaged line— 
just because I liked them better. 

Hinges came in _ barrels—wired 
and oiled—and we spent a lot of 
time re-wiring the broken pack- 








ages. Afterwards our hands were a 
sight, for gloves were not customary 
in those days. 

Saw screws came six dozen in a 
box. When I suggested to the re- 
vered head of a great saw concern 
that they be packed one dozen in a 
box he gave me a good bawling out! 
Did I realize what it would cost? 

Spear and Jackson English saws 
came wrapped 14 dozen in a papei 
bag. The U. S. cardboard box hold- 
ing 1/3 dozen was a big advance. 

English cheap shotguns came in 
hardwood cases wrapped in what 
looked like old flannel underwear. 
The first wire nails I ever saw were 
used by the English in these gun 
boxes. They were notched and some 
job to pull out. When we had a 
gun or a cross-cut saw with an order 
of small items we didn’t use a box 
but wrapped the saw or gun in 
paper and tied it to a long board. 

It took a real artist in packing to 
do a good job with 1/12 dozen 
Eagle Square No. 3 and 1/12 dozen 
No. 0O tubular lantern’ globes 
Wrapping a single steel square was 
the test of an expert stock clerk. 

Then some hardware man had a 
great idea. Why not pack in wood- 
en dovetailed boxes? Line after 
line tried wooden boxes. Wooden 
boxes were cheap. For most goods. 
especially heavy items such as files. 
these boxes were a flop. If a box fell 
it went to pieces. The wooden box 
has passed into oblivion. 

In the early days all goods were 
packed in wooden cases. Then 
lumber and prices advanced and 
the era of the paper carton came in 
and the work and appearance of the 
hardware jobbers packing room 
completely changed. Now glue pots 
take the place of wire nails. 


Room for More Ingenuity 


There has been a great improve- 
ment in packaging but there is still 
room for more skill and ingenuity 
to be used in properly preparing 
goods for economical handling and 
helpfulness in selling. 

In many retail stores the glass 
show case has passed away. Goods 
are displayed on open tables and 
counters. This change has led to 
the need of better selling packages 
and displays. In the advertisements 
in the HARDWARE AGE one can see 
where many manufacturers ar 


grasping their opportunities in pack- 
age displays while others seem to be 
lagging. 

In the May 22nd issue of Harp- 





HARDWARE AGE 





















Ne 
th 


ACGUST 







hands were a 
ot customary 


x dozen in a 
d to the re- 
saw concern 
e dozen in a 
bawling out! 
would cost? 
“nglish saws 
1 in @ pape: 
rd box hold- 
g advance. 
ims came in 
ed in what 
underwear. 
er saw were 
1 these gun 
ed and some 
1 we had a 
ith an order 
t use a box 
or gun in 
long board. 
| packing to 
1/12 dozen 
1/12 dozen 
rm globes 
square was 
*k clerk. 
man had a 
=k in wood- 
Line after 
s. Wooden 
nost goods, 
ich as files. 
f a box fell 


vooden box 


goods were 
ses. Then 
anced and 
on came in 
ance of the 
‘ing room 
y glue pots 
ils. 


jenuity 


t improve- 
ere is still 
ingenuity 
preparing 
idling and 


the glass 
ry. Goods 
ables and 
as led to 
packages 
rtisements 
e can see 
irers art 
s in pack- 
eem to be 


of Harp- 


RE AGE 


NEW EXCLUSIVE 
SELLING FEATURES 

















































Sold only by 
INDEPENDENT RITE-WAY DEALERS 
No other milker anywhere at any price offers 
these great new better-milking features: 


These improvements mean easier, better, faster 
milking than ever before! Greater profit oppor- 
tunities than ever for Rite-Way dealers. Now’s 
: dies oT ste-Wav deal- 

Oo New Dustproof Pulsator with permanent air filter of the time to get a money making Rite-W By deal 
porous metal. No cloths to change! Pulsator has 
only two moving parts. So simple you can take it 
apart and reassemble without any tools. Precision 
built of brass and bronze. Sells itself on sight! 


ership for yourself. Write today for details! 


RITE-WAY PRODUCTS COMPANY 


1241 Belmont Ave., Dept. HA, Chicago 13, Ill. 
Branches: SYRACUSE * ATLANTA * OKLAHOMA CITY * OAKLAND 
In Canada: MASSEY-HARRIS COMPANY, LTD. 


@ New Self-centering Sanitary Claw. Self adjusting In Sweden: ANGLO-NORDIC TRADING CO., LTD., STOCKHOLM 


to all types of udders. Notice symmetrical ar- 
rangement. Nipples slant upward for free milk 
flow. Just a twist of the wrist and the claw comes 
apart for easy, positive cleaning. All surfaces that 
touch milk are visible — all openings straight 
through. 


3] New Streamlined Roto-Matic Pump with built in 
muffler. Most efficient type of milker pump yet 
devised! Oil seal oscillator creates constant vacu- 
um. No idle stroke. Automatic lubrication. Oil 
recovery chamber saves oil. 


Siluer stunivewary 





RITE-WAY | 


MILKEP 
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Feature For Feature It’s Easier to Sell a RITE-WAY 





AUGUST 14, 1947 157 





Six tumblers in a neat box 
—easy to display— easy 
to sell. Two blue, two tan- 
gerine, two green. 


Of most attractive design 
with flared rim which 
permits easy pouring and 
gives rigidity. Highly 
durable—good for long, 
satisfactory service. Size, 
814 oz. 

They make attractive dis- 
plays and move fast! An 
excellent item to feature 
now. Ask for folder A-] 
and prices. 


PLASTICS DIVISION 


The VLCHEK TOOL Co. 


CLEVELAND 4, OHIO 






3001 EAST 87th STREET 
































































WARE AGE I particularly noted an 
advertisement of The National 
Screw & Mfg. Co. of Cleveland, 
Ohio, which emphasizes the quality 
of its packages and labels and also 
how colors are used to make the 
goods easier to handle. For in- 
stance, on stove bolts these labels== 
Black — Flat head; Red — Round 
head; Green—Truss head, and Blue 


—Oval head. 


Study This Advertisement 


Suggest you study this advertise- 
ment. 

The Peck, Stow & Wilcox Co. 

-(Pexto)—developed a successful 
idea in selling their tools at retail. 
They discovered the “Tool Island,” 
a table on the retail sales floor de- 
voted to their tools. ‘“Pexto” and 
“Tool Island” have become synony- 
mous, 

Printing is cheap. Blank space is 
waste. There’s no reason why con- 
tainers should not carry selling 
ideas or at least a satisfactory de- 
scription of goods—or inform the 
customer how goods are used. 

At a retail convention in Iowa I 
held forth on how the wholesaler 
should help his retail customer. 
Afterwards an old time retailer said 





to me, “Why don’t you?”—He ex- 


plained that we should pack in our 
boxes “Selling ideas for retail 
clerks.” We adopted the idea in our 
special brand lines. When goods 
such as shovels were not boxed we 
attached linen tags with detailed de- 
scriptions. Afterwards while in 
London, Selfridge’s general man- 
ager called on me, took me over to 
the store and showed me where they 
had used the idea on many of their 
lines. He had caught the idea from 
our house organ. Ideas will travel, 
even from lowa to London. 

I remember when door butts were 
mainly of two kinds—steeple tipped, 
and ball tipped. You could take 
them “fast joint” or “loose joint” 
—they were cast iron. 

Then The Stanley Works came 
along with the stamped steel butt. 
In addition, screws were packed 
in box with butts. 

Mr. George Hart, at that time 
president of the company, called 
on us and in leaving asked “What 
can we do to increase our sales of 
butts?” I told him pack three butts 
with screws in a box and push the 
idea of three butts to a door. He 
remarked, “That idea is sound.” 
The rest is butt history. 





Finds Profits in Power Units 
For Regular or Stand-by Service 
(Continued from page 150) 


When inquiries come in either 
Mr. Swenson or Mr. Neubert make 
trips into the field to make the 
sales right on the spot and to 
supervise and handle installation. 


Most sales are made, the owners 
report, by contacts in the field on 
leads dug up through direct mail 
and other sources. It’s a business 
that pays dividends. 



















. Pon "= 


A portion of the modern fixtured men's section of the store. 


There are plenty of masculine items in these varied stocks. 
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Paint and Wallpaper 
‘Account for Half 
Of Their Sales 


(Continued from page 115) 




















PO) Aa AA 


this new, most useful of 
all cooking utensils 
which is a heavily traveled na- : : 4 


tional highway, and has a large Se y 


hard surfaced free parking lot on | CHROME oko} i} :9 & 3 BOILER 


each side, so that ample provision | 
is made for the drive-in trade that | 


in size. On either side is a sim- 
ilar sized room, leased for other 
business purposes. The building 
is built back 40 ft. from the street, 


















predominates at this shopping 
center of 1200. 


Department Attractive 


The paint and wallpaper depart- 
ment occupies large space but is 
strikingly attractive. Paints are 
on the left hand side at the front. 
Shelving for paints extends back 
along the wall approximately 20 
ft. In front of these shelves is a 
long, streamlined, glass showcase 
filled with paint brushes of all 
kinds and sizes, putty knives, glass 
cutters, and other supplies. This 
display case has rounded ends 
which are cut out to provide re- 
cesses in which are displayed 
waxes, varnish removers, and other 
accessories. 

The display case and all shelv- 
ing and fixtures on this side are 
finished in pastel pink enamel with 
Chinese red trim. Walls and ceil- 
ing are white, and plenty of fluor- 
escent lighting makes the room 
bright and cheery. 

Where the paint shelves leave 
off, colorful wallpaper takes over, 
continuing back along the wall to 
within 10 ft. of the rear where, by 
jutting an equal distance into the 
store at a right angle, a back cor- 
ner is effectively partitioned off 
for supplies of stock. 

Wallpaper is housed in com- 
partments, sized to hold one bundle 
of paper with a normal supply of 
matching border. Over the front 
of the compartment is a top-swung 
metal flap which protects the inter- 
ior from dust and light. This flap 
is covered with wall paper from in- 
side the compartment and becomes 
a sampler of the contents. A tri- 
angular label pasted on the cor- 
ner prices the paper in large plain 
figures that any browsing customer 
(Continued on page 198) 
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Here’s the prize kitchen item 











for year ‘round sales—any ter- 
ritory, any season. Housewives just 
can’t run a kitchen without a multi- 
purpose double boiler. Just show ’em this 
new, sparkling, mirror-polish chrome, Speedy-Clean 
utensil that never needs scouring and your 

sale’s practically made. Tell ’em that it’s made of 
high quality, heat conductive 
steel, triple-clad with copper, 
nickel and chrome for lasting use. 
Let ’em feel that big, cool, comfortable, 
non-twisting handle and the easy lifting balance 

it affords. Best of all,—you offer this item at a price 
to-day’s housewives want to pay. 


le 


If your jobber cannot supply you, write to us direct. 


EYE-STOPPING 5-COLOR PEDESTAL DISPLAY... 


Put Speedy-Clean Chrome Cook Ware x OOK 












out in the open where it will be seen and 
IT WILL SELL. Its handsome mirror 
polish catches the housewife’s eye—its 
extra value price closes the sale. Send for 
one of these attractive, colorful displays; 
use it to show off your Speedy-Clean 
Chrome Utensils. It costs you nothing; 
it’s Everedy’s contribution to help your 
present sales and profits. 








© BAST STREET * FREDERICK, MB. 
























M ANY customers re- 


sent suggestions of other goods by 
salesmen when they make a pur- 
chase. This feeling, however, is 
seldom aroused in the retail hard- 
ware store because the suggestion 
of additional goods by the hard- 
ware salesman is motivated by the 
thought of saving the customer’s 
time. The salesmen in the hard- 
ware store want the customer to 
have everything he will need to do 
his job properly. And every job 
requires a number of different 
things. 


Means More Business 


When a customer purchases a 
piece of window glass, salesmeu 
know that he will need putty, glaz- 
ing points, and possibly a small can 
of black paint and a brush. It is 
only natural for them to ask the 
customer if he needs these things 
when the glass is being wrapped. 
In nine out of 10 times the cus- 
tomer will make an additional pur- 
chase. 


Added Essentials 


Every customer who purchases 
screen wire will need other things 
in order to complete his job. Wire 
cloth staples are a sure extra sale. 
When a customer is shown the ad- 
vantages of using wire cloth staples 
over regular tacks, he invariably 
will buy the staples for they do a 
better job. Staples have the ability 
of holding several strands of wire 
while the tack can only hold one. 
Point this out to the customer and 
you have made an extra sale for 
your firm. 

It isn’t the amount of the indi- 
vidual extra sale that is so impot- 
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Remember Those Extra Sales 


tant. An extra 10-cent sale on 
every transaction in the store every 
day would result in an increase of 
approximately 10 per cent in vol- 
ume in a business where more than 
100 customers were served every 
day. The business volume in this 
case would be around $30,000 an- 
nually. You therefore can see that 
every extra sale is important to 
both you and your store. 


For Paint Customers 


An unlimited number of items 
can be suggested to customers who 
buy paint. If the salesman runs 


through the entire list the customer 
might get a little tired of the con- 
versation. A word of explanation 
is sometimes necessary in these sit- 
uations. Simply tell the customer 
that there are many items he will 
need to do the job and that you 
will check over them for him so he 
can see if he has everything he 
needs. This will save him another 
trip back to the store. Most cus- 
tomers will see from this introduc- 
tion that you are trying to serve 
them and save them time. They will 
not resent your mentioning the 
many items needed to do the paint- 


ing job. 








Test Your Hardware Sense! 


Grade yourself in the following manner to see how good you 
are. Each question correctly answered is worth 20 points. A 
grade of 100 is excellent; 80 is good; 60 is fair; 40 is poor, and 
20 is very poor. The correct answers to these questions will be 


found on page 245. 


Work the problem first—then substitute the figures 
of your own business for those in the problem. 


1A dealer sells a customer a sink for $129.95 and a gas stove 
for $169.95 making a total sale of $299.90. Customer pays 
$99.90 down leaving a balance of $200, this to be financed over 
10-month period. Credit charges are based on 6 per cent on 
unpaid balance for period of contract. Figure amount of 


monthly payment. 


2-What forms are necessary in filing a claim for loss or dam- 


age to merchandise received from a transportation company 


? 


3—Figure selling price on the following window glass lisi 
prices: (a) $1.50; (6) $3.87; (c) $0.63; (d) $2.75. Resale is 


55 per cent off list. 


|—-Half inch manila rope runs approximately 154 


ft. to the 


pound. It retails at 65 cents per pound. Figure what 100 ft. 


will cost customer. 





(Answers on page 245) 
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PENNSYLVANIA . .. 
GREAT AMERICAN . .. 
METEOR 


THE BIG 3 INTERNATIONALLY KNOWN LAWNMOWERS 





























t the customer Py 


pry nape To meet the increasing demand for these high qual- 
f explanation ity mowers, we are making every effort to speed pro- 
y in these sit- duction, so that everybody who wants a Pennsylvania 
the customer made mower for 1948 can be supplied. 

items he will To ensure early deliveries, your orders should be 
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Camden, N. J. ¢ Bridgeport, Connecticut 







tee Rsv. PENNSYLVANIA LAWN MOWER DIVISION 
. AMERICAN CHAIN & CABLE 
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VERY Pecora Product is designed 

to do a certain job better than it 
has been done before. This result is 
possible only because of long years of 
experience and painstaking Laboratory 
research. Coupled with this experience 
and scientific development, are manufac- 
turing facilities that have kept pace 
with mechanical improvement. Stock 
and sell Pecora and you will make and 
keep satisfied customers. 


OUTSTANDING BEST SELLERS 
FROM THE 
PECORA QUALITY LINE 


CALKING COMPOUND 
A leader since 1908. Will not dry 
out, crack or chip when properly 
applied. Gun and knife grades. 
ROOF COATINGS 
Plastic and liquid forms. Fire re- 
sisting, weatherproof, sunproof, acid 
and alkali proof. More durable than 
paint. Costs less. 
WATERPROOFINGS 
“Klere-Seal” and ‘“Varseal” types; 
also Black Asphaltic Waterproofing 
in paste or liquid form. 
ASBESTOS FURNACE CEMENT 
A good and trustworthy friend of 
every furnace repair man. 


METAL & WOOD SASH PUTTIES 
STOVE & BOILER PUTTY 


WRITE FOR BOOKLETS 


Cl0ta 


PAINT COMPANY. INC. 


Established 1862 by Smith Bowen 
Lawrence & Venango Streets 
PHILADELPHIA 40, PENNA. 














A Century of Hardware 





At “The Sign of the 
Gilt Anvil and Sledae” 


The history of the Wardwell Hardware Co., 
Inc., wholesale-retail firm, which reached the 
100-year mark in hardware distribution in June 





Wardwell's retail store as it appears today. The trademark “Sign of the 
Gilt Anvil and Sledge" is shown above the projecting sign “Hardware.” 


O the villagers of Rome, N. Y., 

in 1847 the legend, “Sign of the 
Gilt Anvil and Sledge,” suspended 
over the shop of Harmon Emerson 
meant that there they could secure 
“a long list of items including such 
now rare commodities as hair cloth 
and brass kettles.” Thus read the 
first of ‘his advertisements to appear 
in The Rome, Sentinel. 

That legend on the 1847 sign is 





DANIEL W. WARDWELL 
President 





still in use. It’s the trademark of 
the Wardwell Hardware Co., Inc., 
which was founded then and which 
just recently celebrated its cente- 
nary. But now. to the citizens of 
Rome, it is a long familiar means of 
identifying the headquarters for 
hardware, appliances and _house- 
wares. As a trademark the anvil 
and sledge represent a retail and 
wholesale hardware business travel- 





DANIEL W. WARDWELL, JR. 
Vice-President 
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Here’s what it takes to make a Fine Brush: 
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'0., 
the 
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"Sign of the 
“Hardware.” 


trademark of 
are Co., Inc., 
en and which 
ed its cente- 
1e citizens of 
iliar means of 
quarters for 
and _house- 
irk the anvil 
a retail and 
siness travel- 


as It takes fine Bristle too—but Hands are 


| the big reason why every Brush by 





iim §Baker is a fine painting instrument. 


worth using is 
the best brush The know-how of 40*years of skilled 


you can buy! hand-craftsmanship have gone into it] 





All fine brushes are made by hand, only some are 
made better than others. When you ask for Baker, you 


get the brush that dips least, spreads most, lasts longest. 








ELL, JR. 
BAKER BRUSH COMPANY, INC., 83 GRAND STREET, NEW YORK 13 
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The new Great Neck Super 
Keyhole Kut-Up is a work aid needed 


by everyone from master mechanics 


to housewives! Why? Because it 
smoothly, sturdily cuts all metals, 


plastics, woods. Perfect for hard-to-get-at 


jobs! You'll see why we call this 
line “Super.” 













CREA! mice by 7 Oe 
mn MAAN MAMvHACTURERS. 4, / 


COLORFUL IN ORANGE & B 


Y, doz. per card 
No. 95 Super Keyhole Kut-Up —1 doz. per box 


(Refill blades, No. 99, can be bought separately. 


Packed 1 doz. to attractive metal-edge box.) 


Good looking aluminum 

handles, comfortable pistol 
grip. Compass saw pattern blades 
— flexible TUNGSTEN steel. A sturdy 


tool overall, 


SEE YOUR 
JOBBER 













GREAT NECK 


SAW MANUFACTURERS, INC. 
MINEOLA, N. Y. 








ai 


LACK 












SAMUEL WARDWELL 
Treasurer 





ing four men over six up-state New 
York counties. 

And 100 years following the first 
advertisement in The _ Sentinel, 
Wardwell’s announced the comple- 
tion of its first century of hardware 
service with full page ads in the 
newspaper; one, an_ institu- 
tional ad, showing pictures of the 


same 


store, a copy of the first ad ever 
used, and photos of the Wardwell 
executives. The second full page ad 
told of a special anniversary sale. 
Prominent in this ad was the “100th 
Year Pledge” which read: 

“We of the Wardwell Organiza- 
tion proud of the good works of our 
predecessors since 1847, pledge our- 
selves on our one hundredth birth- 
day to maintain the policy of our 
founders of offering the highest 
quality merchandise and dependable 
service at fair prices. and we shall 


continue as we have in the past to 


direct our efforts towards making 
Rome a bigger and more prosperous 
city.” 

Other activities in- 
cluded a special luncheon meeting 
of the Rome Rotary Club in honor 
of the company; an open house held 
by the firm for its dealer customers 
and an open house for the public 


anniversary 


held in the retail store. 


Name Changed 


Though Harmon Emerson origi- 
nally opened the hardware business 
in 1847 at the “Sign of the Gilt 
Anvil and Sledge,” and it 
pered, seven years later he sold it 
to a company which had been form- 
ed for the purpose of taking it over. 
The new owners took the name of 


N. M. Wardwell & Co. In 1863 the 


pros- 


firm of Wardwell & Co. was organ- 





SAMUEL WARDWELL, JR. 
Secretary 










ized and “Wardwell” has been 
synonymous for hardware in Rome 
ever since. 

The new Wardwell company was 
headed by Judge Daniel Wardwell, 
his son, Samuel Wardwell, and L. 
M. Maltby. The following year, 
William W. Wardwell, another son 
of the judge, was admitted to the 
firm and Mr. Maltby retired. Ed- 
ward H. Wardwell, youngest son of 
Judge Wardwell, was then admitted 
to partnership and until 1869 the 
three brothers constituted the firm. 
Then Edward withdrew, later to be- 
come the president of the United 
States Gypsum Co. of N. Y. So in 
1870, Samuel and William W. Ward- 
well conducted the business, sur- 
mounting the difficulties incident to 
such a venture in such a time and 
place. 

John S. Wardwell joined the com- 
pany in 1879 and in 1895 the busi- 
ness was incorporated making Wil- 
liam W. Wardwell president. 
Samuel Wardwell vice-president. 
and John S. Wardwell. secretary- 
treasurer. 

In the years from 1880 to 1900. 
a marked change took place in the 
local demand for hardware and gen- 
eral steel throughout the country. 
Sharper ‘competition between pro- 
ducers and developments in the 
manufacture of 
marked changes in merchandising 
methods. 

Syndicates were formed between 


hardware caused 


dealers and merchants in order to 
obtain more favorable prices. John 
S. Wardwell, before the turn of the 


century. formed one of the first 
hardware syndicates in the state. 
composed of dealers from Rome. 
Watertown. Oswego, Jamestown. 


Fort Plain. Port Jervis, and Ithaca. 
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the United BUSY DEALERS WILL APPRECIATE THESE SIX CONVENIENT 

V. Y. So in AND TIME-SAVING FEATURES OF AMEROCK CARTON LABELS: 

m W. Ward- 

Isiness, sur- IDENTIFIES QUICKLY - - - Item number is in large, clear type — easily visible. Ends searching of shelves. 
incident to PICTURES PRODUCT - - - Makes identification easy and sure. 


a time and : = , 
DESCRIBES IN FULL - - - Item number, quantity, description, material, finish, size, etc. All the information you need. 


ed the com- COLOR-KEYED - - - - - - Blue labels identify steel items; yellow labels indicate die cast and brass items. Adds color to shelves. 
— sn RETAIL PRICE PANEL - - - Blank panel is provided for dealer to insert retail price — always right. where you need it. 
naking Wil- 


AMEROCK TRADEMARK - - Your Guarantee of Quality Cabinet Hardware. 


OTHER ''FIRSTS’’ BY (Amerock 


president. 
e-president. 
secretary- 


ENVELOPE PACKING 


BO to 1900. Carton labels are only part of Amerock’s packaging ® Raised joint hinges. e “Flexi-grip” catch. 
i . ervice. ivi y i d packing in ; Re eae 
lace in the — ene pineicet at Pig garnet ® Modern Matched designs. ®“Roll-point” catch. 
re and gen- printed envelope protects finish and prevents a 
S ye " e cal " uy " ‘ ; 
1e country loss of screws and small parts. Templates or W inged-latch bolt mech- © Beauty-seal platings. 
simile “> anism. ° . 
5 Color selector demon- 


simplified installation instructions included ¢, “8, 
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where necessary. © Tapedand notched screws. strator. 
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MEET THE DEMAND WITH 


. . . a household word! 


ZIMS are sturdy and efficient, 
attractive in both price and ap- 
pearance. Housewives all over the 
country know and ask for time- 
saving Zim household appliances. 


ZIM CAN OPENER 


Opens any shaped can, 
leaves edges neat and 
clean. Well made for 
long service. Folds up 
out of the way when 
not in use. 


ZIM JAR OPENER 


Removes screw caps, bottle caps, 
pry-up caps and friction caps. Folds 
flat against wall when not in use. 





ZIM FLATIRON REST 


_ An important addition to any iron- 
ing board. Leaves entire board free 
for ironing. Folds back neatly when 
not used. 


Write For Literature and Prices 


ZIM MANUFACTURING CO. 


Headquarters for Labor-Saving Home Appliances 
3047 Carroll Ave.—Chicago 12, Illinois 
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Interior view of the retail store at 111-113 W. Liberty St., Rome, 
N. Y., where the firm moved after 98 years in the same location. 


During that period Rome ex- 
perienced rapid industrial growth 
and the Wardwell company added 
to its lines essential mill supplies 
and transmission equipment to care 
for the new demands of the local 
industries. 

Further changes in merchandising 
in the past few years included the 
introduction of nationally advertised 
brands, the shortening of credit 
terms and the lowering of profit 
margins. At the same time the 
turnover was rapidly increased. 
This turnover was so rapid that an 


expansion of the store was neces- 
sary in 1941 and again in 1945. The 
latter expansion put the firm’s mer- 
chandise all on one floor. The 
wholesale warehouse was also con- 
nected to the main building. 

Daniel W. Wardwell, the presi- 
dent today, entered the business in 
December, 1902, and in 1906 was 
secretary-treasurer. Other present 
officers of the firm are: Daniel W. 
Wardwell, Jr., vice-president; Sam- 
uel Wardwell, treasurer; Samuel 
Wardwell, Jr., secretary; Leo Mon- 
tena, sales manager. 


Puts the Stress on Display 
In Selling Gifts 


(Continued from page 111) 


regularly, the store management 
finds. 

Gifts have proved so popular 
and profitable at this store that 


the owners say they will be kept 
well in the front of the store to 
share the spotlight with other 
profit items. 


This secondary gift area features a variety of lamps. 
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Big Profit Makers for your BACK-TO-SCHOOL Promotions 


the original patented 
Ld ~ 
Drafttess” Sereen 
® Dozens of uses for home, or dormitory. 
@ Assures privacy and protection against 
drafts. 
*® Made of 3-ply Gator-Hide* Board and 
heavy wood frame. 
® Pretty Rose Garland design adds gay 
note. 
® Each panel measures 20” x 66”. 


to retail at $2.98 


shoe shining. 


*Trademark Reg. 


Sha Shine Sor 


Sturdy, framed in attractive maple 
finish wood with rabbet fastening 
and screws at all joints. 

Roomy compartment holds brushes, 
polishes and cloths. 

Foot rest at proper angle for easy 


Overall size: 12” x 10” x 5%”. 


to retail at $1.69 


Prices on all items slightly higher in the West ond Far South. 


Pot. U.S. Pat, Off. Other Pats. Pending. 





SAFETY ROLL, JR. 
The famous Vaughan Can 
Opener that opens square or 
round cans with a twist of the 
wrist. All steel construction. 


Double shoulder 
gives positive seal, 
prevents gas leak- 
age. Display card 
(left) free with 2 
dozen stoppers. 


EXPANSION STOPPER 


“GAS-TITE” 


WORLD'S LARGEST MANUFACTURERS OF 
BOTTLE OPENERS AND CAN OPENERS 








NOVELTY MFG. CO. 3211 CARROLL AVE., CHICAGO 24, ILLINOIS 
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Neva- Crease Travel Case 


Holds 6 men’s suits or 12 dresses, yet 
weighs less than 5 Ibs. 

No need to unpack. Just hang case in 
closet and drop hinged side. 

Made of 3-ply Gator-Hide* Board with 
sturdy handle, straps and metal fittings. 
Finished in smart leatherette with metal 
trimmed edges for extra strength. 
Complete with 6 Form-Fit Hangers made 
of metal and wood. Size: 22” x 22” x 6”. 


to retail at $4.98 








E-Z-D0°261 Fifth Ave., New York 


See Your Wholesaler 





with nationally known, patented TRAP- 
ADOR shutter—NO ODOR—NO ASHES! 


Back again, with all its famous patented 
features and newest MODERN design in 
LUXURIOUS CHROMIUM AND 
BRONZE. The slope of the oval top is a 
natural rest . . . forgotten smokes and ashes 
fall on trap door. Large bow! will hold over 
100 stubs. Trap door shut- 
ter stays shut stifling stubs 
for lack of air. WEIGHT- 
ED BASE RESISTS TIP- 
PING — CHROMIUM- 
PLATED TOP, BASE 
AND HANDLE—BAKED 
FINISH—25%” HIGH. 


@Six distinctive exclusive designs to 
choose from. Priced to sell from $2.95 
to $6.95. Write for name of nearest 
distributor. 


H. P. HERZOG CO. 
666 Lake Shore Drive — Chicago 
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COLLINS 


AXES and HATCHETS 


The Collins Company, Collinsville, Conn. 








Handshakes and Advice Ring the Cash Register 


(Continued from page 121) 


remedies and feed. If he finds he 
can be of future help he will keep 
in contact, making new sugges- 
tions, giving much free service and 
solving new problems. 

But that isn’t all. He helps the 
farmer with his dairy feed prob- 
lems, his cow and hog ailments 
and sells him dairy and hog equip- 
ment. That opens an opportunity 
to sell numerous other hardware 
lines. During the two pre-war dec- 
ades of farm depression millions 
of farm homes, barns, garages and 
other houses went unpainted for 
lack of buying power. Now that 
the farmers are making more 
money than they ever saw in one 
pile before, the Bentley’s are mak- 
ing it pay off. By Hardwood Bent- 
ley’s repeated calls he sees the 
buildings that need touching up, 
suggests the touching, and takes 
on-the-spot orders for paint. This 
cumulative need for farm painting 
is a gold mine for the Bentley’s are 
now doing a land-office business in 
paint by hunting out the need and 
making the sale. 

When Harwood Bentley sees 
hens drinking from an _ open 
bucket, it is an opportunity to ex- 
plain how much more sanitary and 
convenient it is to use a good 
poultry fount. If a high-priced sow 
| is about to farrow he can explain 
about the efficiency of pig brood- 
ers to keep alive every potential 
25-cent-a-pound porker during the 
critical period. Good feeding 
methods are discussed and one 
doesn’t have, to do much guessing 
to figure out why Bentley’s hog 
feed volume has increased 10 
times what it was a year or so ago. 








As soon as they can get their 
order filled for a new delivery 
truck they are going to turn their 
automobile route into a_ truck 
route. They will, for a nominal 
freightage, make deliveries of feed 
and farm supplies to their custom- 
ers while they are building good- 
will. 

The labor-saving possibilities of 
electric appliances are so obvious 
to the average farm woman Har- 
wood Bentley is annihilating sales 
resistance like nobody’s business. 


The Store Itself 


The Farmer’s Supply Co. is in a 
building 40 by 150-ft. It is par- 
titioned into two 20 by 150-ft. 
store rooms that open into each 
other. One room holds the farm 
hardware and feed items. The 
other has the electric ranges, heat- 
ers, refrigerators, other home ap- 
pliances and some household fur- 
niture. They are planning to close 
out the straight furniture line. The 
electric appliances are turning 
over a lot faster and they will need 
the store room for them when they 
are available in quantity. Their 
sales are 90 per cent cash. The 
credit sales are largely to heavy 
buyers who buy regularly and pay 
regularly. 

Another goodwill practice that 
the Bentleys find very helpful in 
building trade is _ educational 
movies, featuring good farm prac- 
tices. These are put on at some 
public auditorium and farmers 
from all over their trade territory 
are invited to attend. 


Here's the store that takes its story right to the farmers and 


continues it when rural customers visit the Farmers Supply Co. 
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LYNN POWER TOOLS—/mmediate Delivery 


Ly 





© Modern Design 

¢ Streamlined—Light Weight 

e Aluminum Alloy Construction 
e Stronger Than Grey Cast Iron 















Lynn Quality Power Tools are 
precision made and contain 
features that insure longer life, 
better performance, more con- 
venience and faster output. 












POWER HACK SAW Model No. PH-4 
LIST PRICE $30.00 


Ideal for farmers, garage men, service stations, home ALUMINUM JIG SAW Model No. JS-6120 


workshops, industrial plants, plumbers, electricians, car- LIST PRICE $24.95 


penters and a host of others. Can be weed a8:8 portable This saw features a fully removable upper arm that en- 
saw to take right to the job and is a valuable addition abjes the user to do inside sawing on any size stock. Op- 
to equipment in shops and factories. erating mechanism is a positive drive running in a bath 
‘ . ‘ : : , : of oil insuring balance and constant smooth operation 
Equipped with 4 inch vise with floating rear jaw to hold 2, a3) times. 
uneven pieces. Operates at 130 strokes per minute. Spe- Large work table can be tilted to any degree up to 45 
cial design of frame and saw precludes errors and _ degrees either to the right or left. Specifications include 
makes for accurate sawing. 14%” height, 814” width and 18” overall length. 




















Write for catalog sheets and trade discourts. 


LYNN PRODUCTS COMPANY #21 E. Ontario St., Chicago 11, Ill. 


Export Dept., Valyn Export Co., 321 E. Ontario St., Chicago II, Ill. 


















































et? 
AMERICA'S LINE 


Yes—the Dempster line is a real money- the _ most complete line of equipment 
i i i business. 

maker in your store. Its reputation for the 

high-quality, long-lasting water systems A Dempster Water System will assure 


‘ your customers an unfailing supply of 
make it a name folks know and ask for! fect vending water whenever they 


And your profits don’t stop with the 224 it... in the home and barn, 
initial Dempster sale. You'll make big feed lots and poultry house. That 
additional profits in accessories and means increased farm production—in- 
servicing . . . because Dempster carries creased profits...at extremely low cost! 


.: DEMPSTER MILL MFG. CO. 


BEATRICE, NEBR. 
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Morton Singette 


Henry J. Morton Associates, Inc., 
Boulevard Bldg., Detroit 2, Mich., offers 
the “Singette” designed to singe duck, 


turkeys or chickens, to brown casserole 
dishes, grill cheese sandwiches or re- 
move paint. It is composed of a high 
temperature heating element shielded 
with a streamlined chrome plated hood 
and insulated from the Singette handle 
by a heat-barrier. Is equipped with a 
nickel plated one piece safety stand to 
hold it when not in use and a five ft. 
heavy duty cord. May be used with 
AC or DC. Rated at 650 watts, the 
heating element is of chrome-nickel re- 
sistance wire coiled in a refractory por- 
celain base. Asbestos insulation and air 
cooling vents in the metal shield keep 
the heat concentrated in the wire and 
porcelain and prevent overheating, says 
maker. 


_—_—_— 


Ackley Scope Mount 
Mershon Co., Inc., 511 E. Broadway, 


Glendale, Cal., is national distributor 
for the Ackley “Snap-On” Scope Mount 
which consists of two V_ base blocks, 
scope ring and high tension leaf-type 
spring. Base blocks are mounted on 
rifle barrel in conventional scope _posi- 
tion and can be installed on any make 
or model of gun. Scope is inserted in 


eg 


i 
Us 


iy 


scope ring which in turn is fastened to 
the leaf-type spring. Spring is snapped 
into position between the base blocks, 
the scope resting firmly in the V’s. With 
a set of base blocks on each gun, owner 
can transfer scope from one to another. 


Maduco Doorstop 


Macklanburg-Duncan Co., Oklahoma 
City, Okla., is introducing the Maduco 
door stop. It is fastened to the wall 
three ways to keep it from pulling 
loose, and has a rubber tip inserted in 
its end that cannot break out or crush, 
says maker. The door stop is said to 


be light weight, sturdy in construction 
and attractive in design. Available in 
ivory, bronze or aluminum finish. Oval- 
headed, nickel-plated screws are fur- 
nished with each stop. Six doz. are 
packed to a carton. 


Rotary File Catalog 


Sixteen page pocket catalog has been 
published illustrating and listing the 
Grobet rotary files. These include ball, 
oval, cylindrical, flat end and ball nose, 
tree, cone, inverted cone and other 
shapes, each in a wide range of di- 
ameters and lengths of cut. Also in 
the booklet are Grobet jeweler and die- 
sinker rotary files, both hand cut and 
ground from the solid Burrs, Tube De- 
burring Reamers, Countersinks, etc. 
Hand cut rotary files are used for filing 
hard metals, while ground from the 
solid files are for use on non-ferrous 
metal. Grobet File Co. of America, 421 
Canal St., New York City. 


‘Air-King' Deodorizer 


A refrigerator deodorizer with active 
chemicals, which the maker states, kills 
odors. “Air-King” contains absorbent 


chemicals plus active chemicals which 
are said to destroy refrigerator and ice 
box odors. A white plastic case holds 
the chemicals in a spill-proof cloth bag. 
Case is wrapped in cellophane for pro- 
tection before use. It is 344 by 4% by 
1 in. in size. One Air King will service 
refrigerators up to 9 cu. ft. Device 
requires no baking, airing, or re-acti- 
vating, says the Inter-Coastal Co., Inc., 
Los Angeles, Cal. 


Westinghouse Radio Display 


Westinghouse Electric Corp., 306 
Fourth Ave., Pittsburgh 30, Pa., is offer- 
ing a compact background for depart- 
mentalized display. It is smart looking 
and adaptable to a wide variety of loca- 
tions in the store. It is especially de- 
signed for easy connection of the sets to 
nearby electrical sockets. Display is 
about 14 ft. long and 7 ft. high, show- 
ing three consoles and four table 
models. 
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THE // CX“ BUBBLE LAMP SET IN THE 
SMARTEST, MOST EFFECTIVE DISPLAY BOX 


YOU EVER SAW ... IN FULL COLOR 








FOR FALL DELIVERY 


ROYAL ELECTRIC CO. Inc. PAWTUCKET * RHODE ISLAND 


AUGUST 14, 1947 





Dish Drainers 


Commercial Wire Products Co.; 1827 
Broadway, Rockford, Ill., is offering 
dish drainers with a 12-plate capacity 
in four models. Model 140-D is 12% 
by 16 by 3% in., and 150-D is 12% by 
18% by 3% in. Both have ribs, No. 12- 
wire and frame of 3/16 in. wire. Mode] 
140-C is the same as No. 7 but has a sil- 
ver tray, 10% by 34% by 2% in. No. 150- 
C is the same as No. % with the addition 
of a silver tray, 10° by 344 by 2% in. 
Refrigerator baskets are available in 
two models—R-200, square, 642 by 
6% by 3% in. and R-250, rectangular, 
12% by 6 by 3% in. Both have No. 9- 
wire frame and ribs of No. 13-wire. 
Meat rests are made in three sizes, of 
No. 1l-wire, model 310, 6% in. diam- 
eter; model 320, 8 in. diameter, and 
model 330, 8% in. diameter. Cake cooler 
No. C-400 is 11 in. square, has a 9- 
wire frame and No. 13-wire ribs, with 
7/16 in. openings. 


Longnose Pliers 
Fisherman's Pinchers 


A 


Sportsman’s Longnose Pliers and 
Fisherman’s Pinchers designed for gen- 
eral use by fisherman for clipping 
horns and fins, skinning fiish and ani- 
mals and removing hooks. They have 
also been adopted for pruning vines 
and shrubs and picking flowers and 
fruits. Self opening feature makes them 
adaptable for many mechanical jobs. 
Made of high-grade steel, heavily cad- 
mium plated. Bartelt Engineering Co., 
317 S. Madison, Rockford, Ill. 


‘Sure Grip’ Shell Pack 


Mershon Co., Inc., Glendale, Cal., is 
making the “Sure Grip” shell pack 
which is made of rubber and slotted 
in back for wearing on a belt up to 
2 in. wide. Rifle Pack holds 10 rifle 
cartridges of any size from 25 to 35 
caliber. Two shell packs can be used, 
one on either side of belt if necessary 
to carry more than 10 shells. Rubber 


172 


Whit S NEW 


gripping surface prevents shells from 
rattling or being lost, yet makes them 
available instantly. 


‘Store Salesmanship’ 


The third edition of “Store Salesman- 
ship” has been published by Prentice- 
Hall, Inc., 70 Fifth Ave., New York 
City 11. The book was written by Nor- 
ris A. Brisco, Ph.D., formerly Dean of 
New York University School of Retail- 
ing, Grace Griffith, M.S., in Retailing, 
teacher of merchandising and salesman- 
ship in Central Commercial High 
School, New York City, and O. Preston 
Robinson, D.C.S., professor of retailing, 
New York University, and assistant to 
the president of Times Square Stores 
Corp. Containing 435 pages the bool. 
includes a topic alphabetical index as 
well as a table of contents. Some of 
the chapter headings are: Opportunities 
in Store Salesmanship, Securing a Sell- 
ing Job, Knowledge Needed for Success 
on the Job, Meeting the Customer, 
Presenting the Merchandise, Making 
the Sales Talk Convincing, General and 
Special Customer Buying Problems. 
Store Display, and How the Selling Job 
is Rated. The book is priced at $5.35. 


‘Nupla’ Hammers 


Replaceable hammer tips of three 
grades of hardness, soft, medium and 
hard, is an outstanding feature of the 
Nupla hammers. Two tips of different 
grades may be kept on the hammer at 
the same time. While in use they are 


held in place by a patented locking de- 
vice. Tips are made of a “live” ma- 
terial called Nuplyaflex that is said to 
retain its shape under the most severe 
punishment. Tips are said to be chip- 
proof, non-explosive and won't flash 
burn. Handles are made of seasoned 
hickory. Hammer is available in five 
sizes and 10 weights. New Plastic 
Corp., 1017 N. Sycamore Ave., Los 
Angeles 38, Cal. 


é& 


Washing Machine Casters 


Rice Bros., Inc., 2900 Eulid Ave., 
Cleveland 15, Ohio, is making 14 gage 
steel-plated cadmium or copper ma- 
chined steel pintle, with a hard rubber 
wheel. The casters are suitable for 
washing machines, hospital equipment, 
beds, and portable equipment of all 
types. Shown is the A 412W, the 2 in. 
washing machine caster with a % in. 
stem. Also available is a 2’in. caster in 
the 412 series for furniture with a % in. 
O.D. socket, which is suggested to re- 
tail at $1.50 for a set of four. Casters 
are shipped in 36, 100 and 500 piece 
lots, furniture caster, 36 sets, 72 sets 
and 144 sets. Shipping weight of the 
casters is: A 412W, 6 oz. not crated; 
412W, 5% oz. not crated, and 412 fur- 
niture, 5 oz. each with socket. 


Midjit Clothes Dryer 


“Midjit” all weather clothes dryer is 
made of all steel, is portable and rust- 
proof. Can be hung on shower curtain 
bar, will fit over a bathtub and is easy 
to hang out of the way when not in use. 
Provides 16 ft. of drying space. Rubber 
covered legs will not scar or scratch 
bathtub surface. Suggested to retail 
for $1.49. Nileway Home Prodiicts: 
Culver City, Cal. 
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When your customers ask: 


“WHAT MAKES A COFFEE MAKER AUTOMATIC?” 


This new G-E Automatic Coffee Maker Display 





quickly tells the “set it and forget it” story 


Casters 
Eulid Ave., 


king 14 gage 


copper ma- i a) : 

| hard rubber , me | . i , ~ 

oi ag i * tie Ag 5 THIS IS NO ORDINARY DISPLAY! 
il equipment, 3 ss ' — e, MINIATURE COFFEE MAKERS 
ment of all it , - hig 

2W, the 2 in. en k NOT PAINTED ...NOT PRINTED 
ili a he i kite 

hte Fee ee \ ea ... BUT IN “3 DIMENSIONS”! 


“in. caster in 
with a 36 in. 
gested to re- 
our. Casters 
id 500 piece 
sets, 72 sets 
eight of the 
not crated; 





and 412 fur- 

a. G-E coffee maker package (12 coffee makers... 8 replacement bowls) 

1 

ee This colorful display is what you have been asking for . . . a 
le or gl G-E COFFEE MAKER PACKAGE—CAT. NO. CM100 merchandiser that illustrates the simple operation of the new 





ywer curtain Sendiuns dhe Retell Price General Electric Automatic glass Coffee Maker. 

we & — Cat. or Fed. Exc. Original design enthusiastically approved by many retailers. 

a Quantity Pub. No. Description Unit Tax Total Display sturdily constructed—wood frame and base. Minia- 
oe ‘einetchs ture Coffee Makers of clear plastic. Display spot for actual 

d to retail 109P14 Range, 8-cup sone s $4.95 $4.95 coffee maker. Dimensions: 24” x 16” x 6”. 


Prodiicts: 119P16 Electric, 8-cup . so a @ 7.31 
119P15 Electric, 8-cup .. eme~ 10.47 How You Get This Display at no extra cost (with the deal at 


129P17 Two-Heat, Electric, 8-cup. 12.95. 13.62 left). You buy 1 display at $4.95. We give you one 8-cup range 
129P18 Automatic, 8-cup , a a 18.88 model coffee maker, retailing at $4.95. 








DW8U Upper Bowls—Non-Auto.. 2.40 2.40 
AW8U_ Upper Bowl—Auto. <0 een 2.15 GENERAL ELECTRIC COMPANY 

AW8L Lower Bowl—Auto. . . 2.55 2.55 Appliance and Merchandise Department, Bridgeport 2, Connecticut 
8-117 Promotional Package . n/e +i Apes 
Please send me, through my distributor, G-E Coffee Maker Package 
No. CM100. 


Distributor’s Name 





TOTAL Retail Price $135.15* 
TOTAL Dealer Price 
YOUR PROFIT J Your Name 








*Plus Federal Excise Tax 
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QT ITEMS: 
OF ume : 


ON- ON-RUS 
SANIT-KIT 


NON-RUST ALUMINUM 


CUNCH KITS 


% HEAVY GAUGE SOLID ALUMINUM 
Ww SEAMLESS CONSTRUCTION 
% SANITARY— ROUNDED CORNERS 
% PIE TRAY Available for Extra Capacity 


BAT WING 


CARPET BEATER 


Patent coil spring 
throat for unusual 


beating action! 


Perfect balance... 
lasts longer. 

For the millions who 

still prefer the old 


fashion way. 


WASTE 
BASKETS 


“The Full Line” 


Plain colors. 

Decal decorated. 
Original hand paint- 
ings in oils by Vargol. 
A Wide assortment 
of background colors. 


Mfg. of Wheel Goods and Metal Specialties, 


sold through leading hardware 


jobbers from coast to coast. 


METAL FABRICATING CO. 


WILKES-BARRE, PA. 





Room Temperature Control 


“Riteheat” Automatic Room Temper- 
ature Control is said to maintain health- 
ful uniform temperature automatically 
day and night. It is easily installed on 


new or old radiant or circulating heat- 
ers. Features of this control are— 
keeps fire box from burning out, elim- 
inates fire hazard from overheating, 
holds fire longer makes fewer ashes and 
prolongs life of heater. Through a 
powerful duplex thermostat it oper- 
ates on changes of less than two de- 
grees in temperature. Six in. model is 
shipped six to a carton, ready to in- 
stall on vertical or horizontal pipes, 
shipping weight 29% Ibs. Seven in. 
model shipped three to the carton ship- 
ping weight 19 lbs. Both models are 
shipped singly, shipping weight: 6 in., 
5% Ibs., 7 in. 6 lbs. Former suggested 
to retail for $4.95 and latter, $5.95. 
Riteheat Regulator Division, Caloric 
Stove Corp., Widener Bldg., Philadel- 
phia 7, Pa. 


Pocket Knife Deals 


Two pocket knife deals are being of- 
fered by Camillus Cutlery Co., 60 FE. 
42nd St., New York City 17, each of 


which consists of 1 doz. each of 12 dif- 
ferent knives. The “C” deal designed 
to appeal to the city trade, consists of 
smaller type knives. The other deal is 
designed for the rural trade. “R” deal 
has some small type knives, but is 
largely composed of heavier two and 
three blade knives which are required 





for farm and ranch. The 12 doz. knives 
in each deal are packed % doz. to the 
new Camillus boxes, 24 boxes, 12 doz, 
knives are then packed in a corrugated 
container which is packed within a 
second such container. A set of the 
point-of-sales promotion material is en- 
closed, together with a consumer retail 
price list. 


Aluminum Ice Box 


All-aluminum portable ice box of 
welded construction is being intro. 
duced by Kreitz Engineering Co., Min. 
neapolis, Minn. Kold Kitty is insu- 
lated with fiberglass. Cover is sealed 
with a rot-resistant rubber gasket, por- 
ous enough to permit carbon dioxide 
gas to escape when dry ice is used in 
box. Maker states in test it was found 
25 lbs. of ice could be kept in the box 
for six days in a room in which the 
temperature ranged from 60 to 80 
deg. Seams are sealed with a water- 
proof adhesive. Removable food and 
ice tray is flanged on the underside 


creating a false bottom into which 
water from melting ice may drain. Two 
sizes are available: 22 by 12 by 13 in, 
weighing 15 lbs. packed for shipping 
and 29 by 15 by 16 in. weighing 22 
Ibs. packed for shipping. 


'Salabord' 


This chopping board solves the prob- 
lem of sliding food into the bow] after 
it has been chopped. The wide end of 
the board is for cutting, mincing, shred- 
ding and chopping. Opposite end has a 
large round hole which you set over a 
salad bowl like a funnel, to pour in 
chopped food. Made of western hard- 
wood, the board is light, but maker says 
it will not warp or crack. It is 16 in. 
long, 9% in. wide and % in. thick. Hole 
serves also as a convenient hanger. 
Suggested to retail for $1.49. Sullivan- 
Waldron Products Co., Seattle, Wash 
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ae Buckeye Aluminum ALL-IN-ONE Cooker 


you set over a 
el, to pour in 


f western hard- Py M* of 10 gauge virgin pans and arack, is individually 
eer , ent’ aluminum with cool, packed for easy handling. Cat- 
in. thick. Hole Mt & 
co aa ny and knobs. Bevel seal cover 
enttle, Wash. N og has Buckeye’s exclusive pat- 
har ented vent. 
N ALL-IN-ONE Each unit, complete with 3 We Buckryy 


WOOsreg 


heat resistant plastic handles alog No. 1279. 


CHio 


CHICAGO SALES OFFICE—11-110 MERCHANDISE MART 
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DEALERS! ‘ous’ JOBBERS! ‘’t0u7 


TIME SAVER PRODUCTS 
‘Sell Setter because they Sewe Setter 


1. BRUSH CLEANER ... cleans and reconditions hardened 


brushes in less than 1 hour! ... proved “3 to 12 times faster— 
with better results” in lab tests! 


2. PAINT REMOVER ...@ little removes a lot of old paint... 


will not damage wood, fiber, composition, veneer or metal. 


(Liquid or semi-paste.) 


3. PAINT THINNER “Best Grade”. ..@ good mixer for 


thinning or reducing ... removes wax from linoleum or wood. 


ra ded for ci ing N 


4. RUST SOLVENT-PENETRATING OIL . . . with ceico #109 


Added ... frees rust-frozen fittings ... A squirt stops a squeak!... 


ta brushes. 





Indispensable Liquid Tool of over 101 uses. 


MEMO 


DEALERS— 
Ask your Jobber! 


JOBBERS— 
Ask us for samples, 
particulars, prices, oF 
business letterhead. 


TIME SAVER Division of CELCO CORPORATION 


110 EAST 42nd STREET, NEW YORK 17,N.Y 





Master “ 


1803 WILDWOOD AVENUE @ 


176 


Meet the Demand for Quality 
at a Price with... 











aC 


CHOPPER Light and easy to clean. 
Will not leak at handle. Chops raw meat. 
RICER For lump-free mashed potatoes. 
Leaves both hands free to work. 

KNIFE SHARPENER Sharpens dull 
kitchen knives quickly. Easy for a woman 
to use. 

BRACKET Holds appliances rigidly, no 
clamping. Fits all table and counter tops 
over %”’ thick. 


ZA 
Vs : 


ALL FIT 


Get full information on this cash 
register bell ringer today. Call your 
hardware jobber or write the manu- 
facturer. 


Master Appliance Division 








JACKSON, MICHIGAN 


Glass Filter Rod Display 


General Electic Co., 1285 Boston Ave. 
Bridgeport, 2, Conn., has made avail. 
able a full-color metal counter display 





ENJOY FULL-FLAVORED DELICIOUS COFFEE Or 


g1AS5 
FILTER 
ROD 


for merchandising it’s glass filter rods, 
It is the dispenser type and holds three 
glass rods for customer self-service. Dis. 
play accommodates a stock of 36 rods 
in rear compartment. As part of a deal 
which includes 36 rods, the display is 
$1.00. Each rod is suggested to retail 
for 50 cents. 


Spur-Geared Hoist Leaflet 


David Round & Son, Cleveland, Ohio, 
has issued a leaflet descriptive of its 
complete line of Superior Spur-Geared 
Hoists. Detailed specifications are pre- 
sented on 18 standard models ranging 
from 4 to 20 ton capacity. Each model 
is individually illustrated and _ section- 
alized drawings are employed to show 


construction features. 
me Mail 
Healthaire Suction Chamber 


This suction chamber is constructed 
of reinforced aluminum alloy, therefore 
it is fireproof and rustproof. Curved 
back provides a gentle curve for the air 
to follow, reducing noise to a minimum, 
according to the maker. This Health- 
aire suction chamber eliminates a sharp 
transition in air flow. Thus, says the 
maker, the reducement of fan efficiency 
is eliminated also. A!I necessary hard- 
ware and parts are supplied so that one 








ITS Al 





Coleman N 
The many 
easy to sel 
tures aren’! 
been a hou: 
cooking and 
a century. 

as a standa 


can assemble the chamber for an attic 
fan, with a screwdriver and a pair of 
pliers. Johnson Fan & Blower Corp. 
1319-25 W. Lake St., Chicago 7, Ill. 


Ww 
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Toke-It-Fasy Heating 


Only Coleman Gives Your Oil Heater Salesmen 


All Eight Of These Star “Sales-Clinchers” 


Clean, automatic heat with 
less work—less dirt. 


Furnace-type heating unit 
gets more heat from 
fuel used. 


Heat reflector doors for 
“quick-warm-up” 
radiant heat. 


High efficiency low-draft 
burner uses less oil. 


IT MUST 
BE GOOD 


Coleman Name Makes Thousands of Sales! 
The many extra Coleman features make it 
easy to sell Coleman Oil Heaters—but fea- 
tures aren’t all. The name “Coleman” has 
been a household word for heating, lighting, 
cooking and ironing appliances for nearly half 
acentury. The name “Coleman” is accepted 
as a standard of quality the world over. 


Sell Women a Cleaner House, Less Work! 
Show how a Coleman oil-heater banishes fuel 
dust and dirt —saves on dusting, mopping, 
curtain-washing! Show how Coleman fea- 
tures end fuel-carrying and ash-removal! 
You won't have any “sales resistance” when 
you sell a woman less work and the cleaner 
home she can have with Coleman. 


“The Coleman name gives you 
powerful sales advantage. 


Hidden “oil-meter” tends 
fire without watching. 


Hot tube radiator provides 
extra comfort with 
more heat. 


Power blower delivers a 
flood of warm air 
at floor level. 


Sell “A Better Heated Home”. Coleman's 
national advertising has already pre-sold cus- 
tomers by the millions the idea: “you can 
really keep warm with a Coleman — clear 
down to the soles of your feet!” Coleman 
moves the heat —circulates freshly warmed 
air 3 to 5 times ever hour. That means warm 
floors, more comfort: a better heated home, 


Why not find out about the Coleman Oil Heater Franchise for your trading area? Mail the coupon for name of your Coleman distributor 
now—The Coleman Company, Inc., Dept. HA-909, Wichita 1, Kansas; Philadelphia 8, Pa. (Terminal Commerce Bldg.); Los Angeles 54, Calif. 


Automatic Oil Heater 


AUGUST 14, 1947 


MOET, 


To: The Coleman Co., Inc., Dept. HA-909, 


Wichita 1, Kansas. 
Please have your distributor give me facts about 
Coleman Oil Heater franchise. 


———E 
Address___ 
OF 


a 

















































“Nothing unusual about it! 
| keep my boys supplied 
with BOSS Work Gloves!” 











BOSS Old Faithful—for the 
building trades. 












Things happen tast 
with Boss Work Gloves on the job. Here’s why: 





Boss makes dozens of different work glove types, 





with every glove job-designed and carefully-made to meet 





a 58-year-old quality standard. Although material 





shortages still limit production, your Boss 





distributor receives a regular quota. He’ll do 





his best to fill your order. 











| WORK GLOVES 


38 YEARS OF HAND PROTECTION 
THE BOSS MANUFACTURING COMPANY e KEWANEE, ILL. 
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Martin Weed Gun 


This gun kills only what you want 
killed due to the controlled selective 
application of 2,4-D. Gun is made of 
non-corrosive metal with one moving 
part. Accurately metered amount of 





2,4-D is applied to each weed by plac- 
ing point of gun on crown of weed and 
pressing down on the handle. As the 
handle is raised the gun reloads au- 
tomatically. Enough Martin Hi Potency 
2, 4-D weed killer is furnished with each 
gun to kill 10,600 dandelions or other 
broad leaf lawn weeds, according to the 
maker. Gun can be left loaded with- 
out weakening solution or corroding 
gun, it is claimed. Fully loaded it 
weighs less than five lbs. Each gun is 
packed in a carton suitable for mailing 
or for delivery, and the package in- 
cludes a 2 oz. bottle of 20 per cent 
2,4-D solution, which is claimed to be 
sufficient for 15 to 20 gunfuls. Sug- 
gested to retail for $6.25. Charles A. 
Martin Co., Des Moines 9, Iowa. 


Household Brushes 


Ox Fibre Brush Co., Frederick, Md., 
is offering a line of brushes in all popu- 
lar household styles. Vegetable and 
dishwashing brushes for the kitchen; 
hand, hair and clothes brushes for per- 
sonal use, dusters are general cleaning 
brushes for all types of service. Bristles 
are made of Wyene plastic in a variety 
of colors and color combinations. 
Maker states as colors are built-in they 
won’t fade and are water resistant. 
Brush handles and backs are lacquered 
natural-wood, and the tips are trimmed 
in color to harmonize with the bristles. 





Kurtzon Catalog 


Morris Kurtzon, Inc., 4218-48 N. Lin- 
coln Ave., Chicago 18, IIl., has issued 
catalog 74 of fluorescent lighting fix- 
tures, institution and hospital equip- 
ment, and builders hardware, in alumi- 
num, stainless steel and brass. Contains 
11 pages. 
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TREMENDOUS WATER POWER 
LOW ELECTRIC RATES 
LEADER IN LUMBER 

BASIC METALS AND ORES 
LARGE AGRICULTURAL YIELD 
SOURCE OF SEA FOOD 
GATEWAY TO THE ORIENT 
EXCELLENT TRANSPORTATION 
FAST GROWING POPULATION 


SCENIC WONDERLAND 


Yhrrs POWER is one of Washington’s 
most important industrial advantages. 
Two of the world’s greatest dams, Grand Cou- 


lee and Bonneville, make it possible to offer 
industry unusually low electric power rates. 


Lumber, coal, iron, nickel, chrome, aluminum 
—and other basic metals—are available “on the 
ground floor” for industrial purposes. 


The state’s tremendous yield of fruits and veg- 
etables, together with seafood, offers an imme- 


*k One of a series of ad- 
vertisements based on 
industrial opportuni- 
ties in the states 
served by the Union 
Pacific Railroad. 


diate supply to concerns engaged in processing 
and packing. 
Washington’s population has shown a great 


growth; providing a large local consumer mar- 
ket and source of industrial workers. 


The state also is a gateway to the Orient for 
export business. 
From a viewpoint of good living, the Evergreen 


State offers a year ‘round scenic playground ... 
excellent educational and cultural advantages. 


Excellent rail transportation, for shippers and 
travelers, is provided by Union Pacific. 


* Address Industrial Department, Union 
Pacific Railroad, Omaha 2, Nebraska, for 


—— information regarding industrial sites. 
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LIGHT DUTY “C" CLAMPS _WHAT's NEw 


Jet Blow Torch 





“Super Jet Blow Torch” uses a com- 
pletely dry chemical fuel in tablet form 
| therefore eliminating the possibility of 





- Opening | Depth Weight 
Inches | Inches Thread Per Dozen 


2 1% /ex14 4/2 Ibs. 
y/ 7 1 
- Mw sa ca ” 09 tablets, called Super Fuel burn about 10 
5 2" Sx 11 9% Ibs. minutes, give intense heat, and are said 
6 2% Sax 11 11 Ihe. to leave work clean und without resi- 
due. They can be extinguished and re- 
These Champion Clamps have wedge-shaped bodies of special alu- igs pied here — 
minum alloy for rugged strength at all points of greatest stress. pr peel dee. 2, “li weighing a few 
Popular sizes. Sliding cross handles and heavy button tips. Screws oz., is equipped with a brass cup to 
precision cut. Used on assembly operations, in pattern, wood- receive tablets, brass tube which sup- 
working, welding, and machine shops. Write for prices. ports the cup and an adjustable clip 
member. Handle is formed of nickel 
plated steel, and mouth tube is of clear, 
THE WESTERN TOOL and MANUFACTURING 4 Inc. flexible plastic. Said to be ideal for 
SPRINGFIELD, OHIO soft or silver soldering, light brazing, 
annealing or hardening of small work. 
| Torch packaged with three tablets is 
| suggested to retail for $1.00. Tablets in 
boxes of 12 are suggested to retail for 
25 cents. Birk Mfg. Co., 552 Hills St.. 
E. Hartford 8, Conn. 





spilling, evaporation or explosion. Fuel 
oc? 























| Chrome Finish Paint 


“Broma” is a ready-mixed chrome 
| finish aluminum paint offered by Mas- 
| ter Bronze Powder Co., Hammond, Ind 
| Three types are specifically designed 
for various domestic, commercial and 






The “Con 
availabl 
: : . e rul 
| industrial uses. It can be sprayed, dip- tap 
ped or brushed. Broma is recommended 
'for protecting metal, wood, plaster, con- 
crete, canvas, etc. Said to have high 
heat resistance; will uot crack or peel; 







306W—! 


and is suitable as a prime coat. At- 
tractively packaged in sizes from 5 gal. 
cans to %4 pts. Average coverage ca- 


308W- 


| pacity on prepared surfaces is said to 
|! be 800 to 900 sq. ft. per gal. 


THE UNIVERSAL CLAY PRODUCTS CO. & ‘Num 
1535 EAST FIRST STREET SANDUSKY, OHIO | === 205 Mini 
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MASTER 


NOW PACKAGED WITH 
EXTRA BLADE... 



























406 
Streamline $2.00 
Blade .80 
in combination package 
406-C 





















For EXTRA sales..EXTRA profits! 


Master Streamline’s new combination package with extra blade is your 
answer to more customer satisfaction and higher profits from every sale. 
Every practical feature of the famous Master Streamline plus an extra blade 
for added convenience and economy now is available in one attractive 








plade | .00 


de $1.75i cot 
$2.65" 
Combination package 306w-C $ 















package. 

Under this plan, economies achieved in manufacture are - carried right 
down the line with added profits to wholesale and retail outlets and lower 
prices to consumers. 

Ask your jobber for full information about the new Master combination 


package. 










Wi - 
Combination package 308 


2.50; blade - 85 
408- L $3. 25 list 





’ streamline $2 


- 8 
408 package 


Combination 










ACCURATE ALWAYS — ALL WAYS ACCURATE 









MASTER RULE MFG. CO., INC. 


201 Main Street, White Plains, N. Y. 





BRANCH: P. O. Box 1587, Oakland, Calif. 





TRADE MARK 
ND TAPE RUL 











- 





rs Soa, Pee | 





5 - 2 
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Beware of imitations 
and substitutes that 
shred or splinter. 


Red Devil 


100% PURE COPPER 


It’s big—it’s tough, yet gentle 





on the hands. It’s a real soap 
miser. 

Made of genuine pure copper 
—not scrap — it won't shred, 
splinter or mat. Trade mark in 





every Pot Cleaner identifies it 
as genuine RED DEVIL. 


One of the fast- 
est selling items 
today — and how 
the customers re- | 





area + from | 
——@ae~ your jobber. 
rene 

et 


Colorful display 
box bol. 


ox holds 
24 RED DEVIL 
Pot Cleaners 








eo 7 
a product of 


Red Devil’ Tools. 








IRVINGTON, New Jersey, U.S.A. 








HEAVY USAGE 
STRAIGHT 
SPRING 





BALANCE 


For use in factories, cotton 
fields, farms, warehouses 
or wherever a rugged, 
heavy duty balance of re- 
liable accuracy is required. 
Dial is recessed for protec- 
tion, graduations deep 
etched for durability and 
readability. Adjustment 
allows indicator to be set 
at zero to balance scoop or 
pan attached to hook. 


CAPACITIES 
25 Ibs. by 1/2 Ib. 
50 Ibs. by 1 Ib. 

100 Ibs. by 1 Ib. 
160 Ibs. by 1 Ib. 
200 Ibs. by 2 Ibs. 


SEE YOUR JOBBER 


.. HANSON SCALE CO. 
Mi‘ 525 N. Ada Street, 
Chicago 22, ill. 


Fire Extinguisher 


“Amity” fire extinguisher, model A, is 
3 lbs. in weight and simple to operate. 
It is equipped with a combination wall 
bracket and holder, is 10 in. long and 


3 
j 





2% in. in diameter. The capacity is 16 
fluid oz. It is finished in chromium 
plate and packaged in individual display 
packages. Carbon Tetrachlorid is the 
extinguishing agent and it is non-freez- 
ing and non-conductive under 300 lb. of 
air pressure, according to the maker. 
Standard shipping carton contains 12 
units, weighs 47 lbs. Fair-traded sug- 
gested retail selling price is $9.95. 
Amity Mfg. Corp., 224 Washington St., 
Perth Amboy, N. J. 


Aluminum Ladder 


Amplex engineered aircraft aluminum 
alloy ladders are said to become more 
rigid as the load is increased. The 
ladders weigh less than two lbs. per ft. 
of height. Maker says each step has 
been built to withstand 500 lbs. work- 
ing load while the entire ladder has 
been tested up to 1200 lbs. Work shelf 
is claimed to he sturdy enough to hold 
capacity filled tool boxes and other 
heavy objects. There are rubber mats 
on both the top step and the work 


shelf, rubber guards of the feet, and 
each step has a safety tread made of 
extruded aluminum to prevent slipping, 
Ladders are available in 2, 3, 4, 5, and 
6 ft. sizes. Jarvis Mfg. Co., Glendale 1, 
Cal. 


Curved Tooth File 
Heller Bros. Co., Newark, N. J., has 


added an improved curved-tooth file to 
its line of Heller Vixen Files, to be 
known as the Wizcut file. Wizcut fea- 
tures serpentine-like —chip-breaking 
grooves superimposed on the curved 
contour of the milled teeth. This pro 
vides a self-clearing or non-clogging 
feature. Maker states this tooth de- 
sign clears the file of chips readily and 
avoids loading even when working with 
soft metals. Heller Vixen Wizcut is 
said to cut with a shearing action, re- 
gardless of whether the file is pushed 
straight ahead or at an angle. Wizcut 
assures marked improvement in cutting 
and finishing such materials as fibre 
and soft, sticky metals, according to 


Heller. 


Heavy Duty Battery 


“Dual Size” No. 126 model engine 
battery is a three-volt heavy duty bat- 
tery. Companion to Bright Star’s model 
engine batteries No. 450 and 459 has 
been designed primarily for use as a 





booster battery. Measuring 5 1/16 by 
2 9/16 by 7% in. it is equipped with 
Fahnstock clips and has a one year 
shell life. Dual Six is suggested to re- 
tail for $1.35 in the East and for $1.51 
west of the Rocky Mountains. Bright 
Star Battery Co., 200 Crooks Ave., Clif- 
ton, N. J. 


Philco Television Unit 


A table model set with a 10 in. pic- 
ture tube in a modern mahogany cabi- 
net is the first commercial television 
receiver produced by the Philco Corp., 
Philadelphia, Pa. Maker states that the 
television pictures are clear enough so 
they can be seen without pulling the 
shades, or dimming the light. Each sta- 
tion as selected is claimed to be pre- 
cisely tuned with the pictures, auto- 
matically synchronized and _ focused. 
Automatic level control is said to keep 
the picture sharp, and the sound clear 
and strong. 
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Perfection advertising is carefully planned so that its 72 million sales 
messages on oil burning heaters are distributed where they will help 
dealers sell heaters. It reaches the potential buyers in every dealer’s 


a territory. It reaches them in eagerly-read pages that carry prestige. 


ig 5 1/16 by ons : ‘ 
quipped with As customers return to critical buying attitudes you can be more than ‘ial 
° — ° ° ee The world’s most popular 
ihn po ever thankful for this sales-sustaining backing of Perfection advertising dante as dae 
and for $1.51 PLUS the colorful, informative bulletins, folders, displays and other cheartecs, fa the “Frise 
ains. Bright : ; light” type, lights up @ 
ks Ave., Clif- dealer-helps PLUS the consumer-accepted quality of Perfection-made whole room to emphasize 
its generous warmth. 


Other models to meet 
every customer demand. 


oil-burning heaters. IT ALL ADDS UP to the right answer in the coming 


“buyers’ market”. It adds up to easier selling, with continued profit. This is Model 750. 


nit 


a 10 in. pic- 
hogany cabi- 
al television 


?hilco Corp., 


ates that the ae 
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oo 7926-A Platt Avenue Cleveland 4, Ohio 
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HERE ARE 
LAWN SIGNS 





of Some DiGMs 


WHY REFLECTO LETTERS 
OUTSELL ALL OTHERS: 


1. Reflect light from any 
angle 
2. Gleam brightly at 
night 
3. Stand out clearly by 
day 
4. Beauty and utility 
for every home 
5. Attractive counter dis- 
play promotes sales 
6. Nationally advertised 


Koflecto- THE ARISTOCRAT 











411 EAST 101st ST. 


This Display Cabinet with 119 2%” Let- 
fers, 18 Assorted Panels, 12 metal 
stakes and 14 Periods...............Net $67.50 


‘Cabinet with 50 234” Numerals, 10 As- 
sorted Panels and 10 metal stakes........... 
Net $30.00 


Reflecto Letters show you an 
excellent margin of profit. Well 
proportioned assortments in 
these display cabinets enable 
you to sell out of stock — no 
bothering with special orders. 
Inquiries welcomed. Write for 
detailed information. 


Reflecto L 


° . 


[| am oute 








etters, Inc. 


NEW YORK 29, N. Y. 


Wheat S NEW 


FM Philco Radio 


Table model radio 482 features the 
advanced FM system for noise-free high 
fidelity reception of FM programs as 
well as standard broadcast and short- 


eennemeee 


wave reception. It has separate tone 
controls for treble and base, 10 push-to- 
get electrical pushbuttons, and a beam 
power pentode audio system with three 
watts of undistorted volume. Receiver 
utilizes eight postwar radio tubes plus 
a rectifier and is housed in a high lustre 
duotone cabinet of walnut and birdseye 
maple grained hardwood with a gold 
and tan open weave grille for full sound 
flow. Cabinet is 12 by 20 by 125% in. 
in size. Suggested retail selling price of 
the radio is $149.95 complete with built- 
in triple aerial system. Philco Corp., 


Philadelphia, Pa. 


Gill Electric Stove 


This stove has a stainless steel, rust- 
proof top and a round burner for a 
coffee maker or any ordinary size uten- 
sil. High flame is 65-watts, low is 200 
watts. Portable, the stove weighs about 
11 lbs. Insulated switches control each 
heating element to various temperatures 
for different types of cooking. Fitted 
with a cast aluminum griddle which is 
said to distribute heat for frying evenly 
in each corner. Detachable handle per- 
mits use in broiler. On top it has an 
extra large heating element big enough 
to heat every corner of the griddle or 
two pans, high, 1000 watts, low 250 
watts. Stove has an aluminum body 


yd di a a! : 


{ 


and rubber inserts in plastic feet to 
eliminate marks. Broiler door closes 
tightly and conserves heat for broiling 
or baking, says maker. Stove is 2214 
in. wide, 14% in. deep, and front 
height 8% in. Oven is 12% in. wide, 
11% in. deep and 4% in. high. Model 
G175, AC, and model GS180, DC both 
have 200 to 1650 watts, 110-120 volts. 
Suggested to retail for $39.95, includ- 
ing grill, griddle and drip pan. Gill 
Electric Mfg. Corp., Redlands, Cal. 


Newman Space Heaters 


Newman Mig. & Sales Co., 205-207 
Westport Rd., Kansas City 2, Mo., is 
offering a space heater made of 20 gage 
metal with a baked on brown crinkle 
finish paint job. Available in three 
sizes, the small” sizes have , approved 
black iron pipe burners and the large 
one a cast iron burner. Top and wall 
sidé and the bottom of each heater is 
insulated with an approved asbestos in- 
sulating material. Models No. 70 and 


71 are 12 in. high, 11 in. wide and 6 in. 
deep. The former is 8,000 B.T.U. and 
the latter 12,000 B.T.U. No. 72 is 25, 
000 B.T.U. and is 21 in. high, 16 in. 
wide and 7 in. deep. The weight and 
suggested retail price of each heater is 
respectively: 7 lbs., $8.50; 8 Ibs., $11.95, 
and 26 lbs., $29.50. Shown is model 71. 


‘Dumac' Wallpaper Finish 


Dumac Chemical Co., 99 Central 
Ave, Newark, N. J., is offering a trans- 
parent wax finish for wallpaper that is 
said to waterproof the wallpaper with 
out changing its color. Maker states 
that a homogenization process assures 
the retention of the paste-like con- 
sistency in the wax an: prevents it from 
hardening or becoming lump. The con 
sistency permits easy application on 
wallpaper surface with a piece of cloth. 
It is said that streaks or lines will not 
show regardless of the number of di 
rections in which it ‘s applied. It can 
be used on most non-washable wall- 
papers also. It is botiled in qts., sug 
gested to retail at $1.50 and in gallon 
to retail at $5. 
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LEAK- PROOF, doubie-lip sealing gas 
ket of the Nesco pressure pan !8 defi- 
nitely superior. No stretching or re- 
versing is necessary, and it’s imperv!- 
ous to grease! Odor less! Tasteless! 












“EASY-GRIP HANDLES of the Nesco 
pressure pan are contoured to fit the 
hand, whether they're held singly or 
together. Handguard protects users 
fingers from burning on the hot pan. 
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The new NESCO Pressure Pan 





‘> 


or a long time women have 
been waiting for a pressure 
pan free of confusing, unneces- 
sary gadgets—and this is it! It’s a 
recent and very successful addi- 
tion to the profitable, high qual- 
ity line of Nesco housewares. 
The Nesco Pressure Pan re- 
duces pressure cooking to its 
simplest, safest, easiest form. 
The user has no bothersome 
locking devices to learn how to 
master—she just turns the Nesco 
handles in opposite directions. 





It’s so easy to sell 
because it’s so simple to use! 
























She needn’t worry about which 
pressure to choose because the 
Nesco cooks all foods with de- 
licious results at ove pressure— 
15 lbs. And because of the Nesco’s 
flared rounded top edge she en- 
joys better pouring, complete 
emptying and easier cleaning. 

With these and other outstand- 
ing features, plus the famous 
Nesco name, the Nesco Pressure 
Pan is becoming widely sought 
after by housewives. Write today 
for full information! 





NATIONAL ENAMELING AND STAMPING COMPANY 


270 N. TWELFTH STREET 
Sales Offices: 1430 Candler Bldg., Atlanta « 1166 Merchandise 
Mart, Chicago * 200 Fifth Ave., New York * Western Mer- 
chandise Mart, San Francisco ¢ 901 Ambassador Bidg., St. Louis 





MILWAUKEE 1, WISCONSIN 
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BERKSHIR 


READY MIXED 


ALUMINUM PAINT 


INTERIOR au» EXTERIOR 


SURFACES 


CONTROLLED 
INVENTORY 
WITH BERKSHIRE 
ALUMINUM PAINT 


It is no longer necessary to stock 
ONE GALLON many different kinds of aluminum 
TMKSmiee paint comPel! paint, for BERKSHIRE—in the ONE 
container—is the all-surface, all-pur- 


SPRINGFIELD massacuustttS 4 : 7 
Sa pose aluminum paint. 


BECAUSE IT'S ALL IN ONE CONTAINER— 


@ BERKSHIRE requires less storage space 

@ Less shelf and counter space 

@ Less handling 

@ Less shipping time and expense 
BERKSHIRE MAY BE APPLIED: directly over wet or damp 
surfaces; on wood, concrete, metal, cement, etc.; on interior and 
exterior surfaces; with brush or spray gun. 
BERKSHIRE WILL: prevent rust and deterioration of metal; re- 
sist heat; reflect light; seal the surface painted. 


QUALITY.......PROTECTION 


Ask Your Distributor For Berkshire 


BERKSHIRE PAINT COMPANY 


MAKERS OF FAMOUS DARI-GLO 
BOX 251, HIGHLAND STATION SPRINGFIELD, MASS. 





























The Universal 
Liquid Cement 


Waterproof—Dries Quickly 
Ready fo Use 


Stable Prices — Uniform Quality 


Ambroid prices will stay the same—despite rising costs! Yet no change 
in quality . . . same time-proved ingredients . . . same effective propor- 
tions. Constant laboratory tests assure uniform quality. That’s why 
Ambroid dealers get all repeats and no returns. 





Be sure you get your full share of profits from the growing demand 
stimulated by our consumer advertis- 2 oz. tubesAlso Pints, Quarts and Gatlons 
ing. Keep your Ambroid stock com- er oe 
plete. Show that new, improved Dis- 

play Box. It really sells! 


DEALERS : Le ae your regular jobber for 


broid today. If he cannot 
supply you, write us on your letterhead, 


mentioning his name, and get sample Free. 





AMBROID CO. 


305 FRANKLIN ST 
BOSTON 10, MASS. 

















AerVoid Water Heater 


Vacuum Can Co., 25 S. Hoyne Ave, 
Chicago 12, Ill., is making the AerVoid 
automatic electric water heater whose 
outer shell and inner tank is made of 





stainless steel. Water heater is insu- 
lated with Vermiculite heat-retaining in- 
sulation that is said not to deteriorate. 
Heater has the twin-band heating ele- 
ment designed for quick heating and 
quick re-heating. Aer-Void is fitted with 
the automatic Cam-Stat thermostat, set 
at 180 deg. F. plus or minus 10 deg. F. 
All bodies and seams are electric steam 
welded except the caps which are at- 
tached with stainless steel or rust 
proofed screws. The water connections 
are electronically silver soldered. Heat- 
ing elements are No. 24 AWG nichrome 
or equal wire, embedded between mica 
strips and protected by an outer shell of 
either No. 26 or 38 Armco, aluminized 
steel of galvannealed steel sheets. Avail- 
able in three models, 3, 5, and 7 gal., 
shipping weight being respectively, 23, 
31, and 38 Ibs. All have 2 in. insula- 
tion, 5 and 7 gal. 1200 wattage, 3 gal. 
1000. Models are made for use with 
110-125 volts, AC or 220-240 volts AC as 
ordered. Three sizes are 16, 18 and 24 
in. high, respectively. 


Fibre Glass Ironing Cover 


Gibralter Household Products Co., 
Inc., 654-660 First Ave., New York City, 
16, is offering an ironing board cover 
made of heavy fibre glass. This cover 
is easily cleaned with a damp rag when 
soiled. Maker states it will not burn. 
To put it on, it slips in place and then 
ties. It will fit all standard size boards. 
Suggested to retail for $2.00. 


Automatic Window Lock 


“Protecto” the automatic window lock 
pulls. upper and lower sash together 
automatically when you close the win- 
dow. It will fit any double hung win- 
dow and is easily installed with screw- 
driver. The lock has a zinc plated 
finish which is said to be rust-proof. 
Lock is 1% in. high and % in. wide. 
New Products Co., 19 W. 44th St., New 
York City 18. 
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Electric Fence Post 


“Dare Set-Eze” adjustable steel elec-” 
tric fence post is complete with two in- 
sulator arms, two insulators, which can 
be set at desired height by wing nuts, 
and two quick clips for attaching elec- 
tric fence wire. It can be driven into 


‘a 
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the soil with a blunt instrument or 
pushed into the ground by stepping on 
anchor plate with foot. Complete post 
weighs 2 lbs. Post is made of cold 
drawn 34 in. carbon steel and the insu- 
lator arms and wing nuts are cadmium 
plated. Painted red the post is 54 in. 
high, Packed 20 posts complete to a 
shipping carton weighing 43 lbs. Dare 
Products Inc., 66 E. Jackson St., Battle 


A SURE FIRE ITEM FOR EVERY — CAMPER, 
FISHERMAN, HIKER, PICNICKER, OUTDOORSMAN 









































Creek, Mich. The profitable answer to every outdoor activity where food- * 
carrying is a problem! A roomy yet compact picnic kit of NATIONALLY ADVERTISED | 

Neva-Crease attractive, high tensile strength aluminum, FULLY EQUIPPED | TO 2,254,093 OF YOUR 

E-Z-Do. 261 Fifth Ave., New York with 2 knives, forks, spoons, plastic plates, and 2 ALADDIN | cusTenens - 
City 16, is introducing again Neva- PINT SIZE HY-LO VACUUM BOTTLES. Center compartment l ee | 
Crease, its lightweight travel case that holds plenty of food ... famous Aladdin Vacuum Bottles keep ESQUIRE 
was sold before the war. The case has liquids cold for 72 hours, piping hot for 24 hours. Utensils” | HOLIDAY 
a brown water repellent covering, three- and plates held securely and safely in lid by elastic band. | OUTDOOR LIFE | 
ply, with metal handle. As it is 22 by Give your summer sales a real boost with the Aladdin FIELD & STREAM | 
22 by 6 in. it is roomy enough for 12 Picnic Kit! on 43 anon. 
dresses or four to six men’s suits. Case : P i Let aie a 






is wood framed throughout and finished 
in metal. Unit permits dresses and suits 
to be hung from six form-fit hangers 
which eliminates the creasing that 
comes from ordinary packing. Garments 
are held in place by a clothes guard. 
It can be opened up and hung by its 
handle so there is no need to unpack. 
Weighs less than five Ib. Suggested to | 
retail for $4.98. 
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Fun Washer Soap 


Washer soap designed for automatic 
washing machines as it is engineered to 
produce a minimum balance of suds 
which enables the housewife to increase 


the amount of soap added and yet not 
produce a “suds block,” says the maker. 
It is said to deposit no scum, soap curd 
or dirty specks on the wash. Soap is 
claimed to need no water softener even 
in the hardest water. About one quar- 
ter cupful is used in automatic wash- 
ers and a cupful for the agitator type. 
Special fabric softener is said to make 
ironing easy. Essential Chemicals Co.. 


744 N. Fourth St., Milwaukee 3, Wis.. 


WHATS NEW 


says the soap is equally efficient for 
dishes, walls, floors, and general house- 
hold use. 





Fire Engine 

Dillon-Beck Mfg. Co., 1227 Central 
Ave., Hillside, N. J., is offering a 
modern streamlined fire engine called 
F-3 Wannatoy Hooke& Ladder. _Indi- 
vidually boxed it is 6 in. long by 19/16 
in. wide by 1 5/16 in. high. Fire engine 


has a long adjustable extension ladder 
which is ideal for small children. Engine 
is packed six doz. to a shipping carton, 
individually boxed. Shipping weight is 
nine lbs. and the suggested retail price, 
29 cents. 


Quaker Servettes 


Portable Servettes, model 23, are 
finished in red, blue and green, with 
white undercarriage. Top trays are de- 
tachable with spill-proof section for 


beverages. Both life trays may be used 
for indoor serving. Smooth-glide wheels 
assure easy rolling over rough spots. 
Completely collapsible, Servettes are 
easily folded and stored in minimum 
space. Each unit is packed individu- 
ally in a corrugated carton. Suggested 
to retail for $9.95. Ideal for serving 
use, recreational rooms, on porches and 
outdoors. Quaker Stretcher Co., Ke- 
nosha, Wis. 








NOTHING LIKE IT 


at anywhere near the price 


A MIDGET IN SIZE, 
a GIANT in performance 


AMAZING, exclusive 
“DEMON-HEET™ element 
COPPER TIP, rubber 
cord and plug 

@ 35 watt (110-120 v.) Out- 
performs many 60 watt irons 


@ FULLY GUARANTEED 


This Is News! AND IT's HOT news: 


HARMIC ... the newest name in the Soldering Products Field offers you 
THE LOWEST-PRICED ELECTRIC SOLDERING IRON. 





IMMEDIATE 





Individually Packaged! Soldering Heat in 60 Seconds! Only . . 


DELIVERY 





HARMIC is a new name and a name to be remembered. In addition to the 49 "“Mighty-Mite,"” HARMIC 


offers a 9-model line of Electric Soldering Irons (list from $1.90 up) ... 
and high quality Gasoline Blow-Torches. Catalog and prices on request. 


HARMIC MFG. CO. « Box 64-E, Somerville, Mass. 


all types of Solders (packaged)... Cc 


RETAIL PRICE 
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3 More and more dealers in more and more American cities are 
d individu- showing and selling America’s best automatic electric water 
Suggested heaters... the famous SEIDELHUBER line from out of the West! 
for serving With seven profitable models now in production and more 
1 coming, the SEIDELHUBER line of automatic electric water 


vorcl § d 
fo. Ke. heaters is backed by national advertising and dealer helps! 


~nt test in 
eptember outdoor magaz i 


OTOR rv (ed | C / nn ey §=6eee 
More than 7,500,000 
00,000 readers w; 
NEWS! - r see this sensational a eo will 


| : nese 
offers yo | : 
a 66 9 Write for free Photographs and 
: s Sworn statement and show them 

9 to your customers. . 
MOTOR STARTS ON FIRST TRY! 





@ At 3:30 P.M., Monday, April 14, 1947, a Champion Outboard Motor was taken 
directly from the factory assembly line and placed under a drenching downpour 
of man-made “‘rain.”” Three days and three nights later, at 3:30 P.M. on Thursday, 
April 17, with the motor still under the deluge, the starter rope was pulled and 
the Champion roared its immediate response. 

If you want a motor that will 
start instantly ...a motor to 
take you quickly and safely 
home through all of summer’s 
storms, you want a Champion. 
If you want a motor that will 
start in the rain and run in the 
rain, then buy the great new ale : 

v son! ara 

weather-proofed Champion! ? hie: ; DELUXE 


AMERICA’S GREAT — a Sn : SINGLE 
OUTBOARD MOTOR 


O.B.C. Certified 


\ 
Copyright 1947 CHAMPION MOTORS CO. MINNEAPOLIS, MINN. - at 4300 r.p.m. 
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! Daster- Setter 












SURFACING 


OF IMPERFECTIONS 


( wiek DURATIT 


Only ONE application 
for the average fill ! 


G.E. Strike Clocks 














| Conn., is offering model 6B20, “Ridge- 
field” electric clock which strikes both 








# For fine finishing on wood, metal, plastic or an 
"commonly used material, Duratite Wood Dou 

@ (for large cavities) Duratite Surfacing Putty (for 
smaller cavities). In seven wood colors everyone 
wants, in tubes and cans in a variety of sizes. Ask 
your jobber or write 


, WEBB PRODUCTS COMPANY 
_ 238 South G Street e San Bernardino, California 
Dept. H, Norcross, Georgia 





Used by millions 
since 1923. Flexible... 
waterproof... heatproof 
ARROWHEAD 

CEMENT 
Write for catalog of 
fillers and adhesives. 












| the hour and the half-hour on a deep- 
toned gong. The colonial reproduction 
clock is 7%4 in. long, 3%4 in. wide and 
9% in. high. One unit is shipped in a 

| container which weighs 8 lbs. Suggested 
| to retail for $32.00. Nantucket model 
| 6B18, with a ship’s bell strike is nautical 
| in design. It is trimmed with gold 
| colored spokes and is suggested to retail 
for $37.00. Both models have mahogany 
finished cases with frosted etched dials. 

| They both have black numerals, hour 
4, | and minute hands, and gold colored 
# | bezel and sweep second hand. 




























W axoff Display 


Display is 14% in. high by 9% in. 
wide, done in colors, with a dummy 
package mounted near the base. An 
easel back permits display on counter, 
window or shelving. Schalk Chemical 


SAVE 
PRODUCTION TIME! Co., 3333 W. 48th Place, Chicago, 32, 
@ Ill. 


Hours of machining, milling, 
grinding, welding, and other 
operations can often be con- 
densed into a few minutes of 
assembly time by using Brooks 
Wire and Wire Forms. 



























for the 
fast selling 


” ex 
BATHROOM ACCESSORIES 


© Post-war design for the post- 
war home! 















® Attractive, solid chrome bar... 
the finest quality, best-made 
and smartest designed line in 
the bathroom accessory field! 






Submit your product design for 
| our “production-time” analysis. 
| No obligation. 


| M. S. Brooks & Sons, Chester, Conn. 
| Since 1848 
| 


“‘BROGKS & HOGKS® 


® Ideal for home, office, institu- 
tions, etc. 
Meet us at Nat’! H'ware Show, Booth 322 
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WHATS NEW 


General Electric Co., Appliance and 
Merchandise Department, Bridgeport, 
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'‘Slide-Lock' Hose Coupling 


Hose Coupling features the ball and 
groove design. The hose, or male end, 
is flanged to slide into the grooved fau- 


cet, female end, and is locked in place 


=r 


Ball-Lock 
provides full-swivel rotation, thus pre- 
venting hose kinks. Special contoured 
gasket in the female end, automatically 
seats itself under pressure to make a 


by a spring-tensioned ball. 


watertight connection. Slide lock is 
made of non-corrosive virgin metals and 
the stainless steel ball is actuated by a 
cadmium plated steel spring dssembled 
in special grease. Three-color counter 
display with fold-back die-cut cover, 
packaging 12 couplings measures 6% by 
55g by 15% in. Complete unit is sug- 
gested to retail for 60 cents. Cleveland 
Supply Co., 8709 Santa Monica Blvd., 
Hollywood 46, Cal. 





‘Kitchen Lighting 


Sylvania Electric Products, Inc., 500 
Fifth Ave., New York City, has achieved 
a high level of 60 foot-candles of 
kitchen illumination through the use of 
a combination of overhead lighting 
which follows the work surfaces, provid- 
ing both direct and indirect lighting, 
and local lighting beneath the cabinets. 
Lighting consists of a continuous row 
of one 20-watt and three 40-watt fluo- 
rescent lamps set in a wooden shelf 
which forms a cover over the cabinets, 
a 30-watt fluorescent lamp in the win- 
dow valance and 20-watt fluorescent 
lighting strips shielded with ribbed glass 
beneath the cabinets on each side of the 
sink. Shelf above the cabinets contains 
strips of glass set into a groove to pro- 
vide a luminous shield for direct light- 





a te 7" 
7 ae 4 Ace = 


ing. By diffusing the light, the ribbed 
glass on the two wall fixtures reduces 
shadows to a minimum and lowers th 
brightness effect, which a bare lamp 
would create. Overhead fixtures supply 
35 footcandles of general illumination. 
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DIXON’S 
GRAPH-AIR GUNS 


filled with the world-famous 


-MICROFYNE POWDERED FLAKE » 
LUBRICATING GRAPHITE 


These guns get to hundreds of trouble 


spots, including the hidden squeaks 
and sticking in 









__ 


Firearms 


Auto locks 


on ~ 


Fishing reels 


Hand tools 


aie" 


Window slides and hinges 





Bicycles 


Auto bodies 








HOME ond SHOP 
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EXTRA LARGE 
MECHANICS’ SIZE 


TYPE 4 retais 40¢ 
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CAR and HOME 
OWNERS’ SIZE 


“CUB” retois 13¢ 
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BIG MARKET! 
BIG GUNS! 
SMALL PRICE! 


pl S A NATIONALLY ADVERTISED 


W— BRAND NAME 


Alert jobbers and dealers will cash in on 
Dixon’s nation-wide consumer advertising 
campaign running now. Immediate shipments. 
Write today for prices and printed matter. 


JosePH DEX OW crucible COMPANY 




















Jersey City 3, N. SN ; D. 


Div. 40-CG-8 












Are you overlooking the wide market for JOHNSON XLO 
MUSIC SPRING WIRE? The wire of a thousand uses comes to 
you attractively packaged for display and handling . . . units of 
Ys Ib., Yo Ib., and | Ib., in full range of sizes. JOHNSON sales 
analysis will point out to you the sizes which are in the heaviest 
demand. Customers looking for small amounts of spring wire 
for any of the countless uses can be readily supplied by means 


of this handy package. 


Order through your wholesaler or nearest Johnson branch. 


JOHNSON 


AND WIRE COMPANY, 
WORCESTER 1, 
(Gal @atCl@) 


STEGL 


NEW YORK DETROIT AKRON 


INC. 
MASS. 


LOS ANGELES TORONTO 

















WON'T SHRINK 


This modern plastic in 
powder form makes 
lasting repairs in tile, 
wood or plaster. Pays 
dealers a bigger profit. 
SELLS BETTER because 





WILL NOT SHRINK 





( Here's the one that \ | 








SIL ALUURILVAE Ty it WORKS BETTER. 
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Most dealers report: 
“Our sales of Dur- 
ham’s Rock - Hard 
Water Putty keep 
doubling, year after 
year.” What’s more, 
Durham’s Rock- 
Hard Water Putty 
gives you by far the 
best profit-margin on 
any product of this 
nature. Use it yourself, and you'll quickly 
see why it sells so fast, and repeats so regu- 
larly. Many patching materials may shrink, 
fall out or chip off. Durham’s Rock-Hard 
Water Putty does not shrink. Absolutely 
not. It sticks and stays put. You can saw or 
chisel a. or polish it to a velvet smooth 
finish. Easy to use. Keeps indefinitely. So 
economical. Just mix with water as 
needed. ¢ Packed twelve 1-lb. cans or four 
4-lb. cans to case. Keep some of each on dis- 
play. Available in 25, 50, 100-lb. drums for 
industrial users. 


The PLASTIC Repair Material 
in POWDER Form 











DURHAM 
COMPANY 
Des Moines 4 
lowa 
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The Best are 
BETTER BRAND 


mouse and rat 
TRAPS 





@ METAL OR WOOD TRIGGER 
@ FOUR-WAY ACTION 
@ O1L TEMPERED SPRINGS 


MeGILi Metat Propucts Co 


Marengo, Iinois 





| Knapsack Duster 


proved “Stauffer 





rest and wide shoulder straps which are 

adjustable. Operating handle is conve- 

niently located and is sensitive to the 

slightest pressure, says maker. Blast of 
| puff control provided by the discharge 
| feed lever can be instantly set to pro- 
| vide a large uniform blast for entire 
plant or for a small puff discharge di- 
rected to the heart of a plant. Bellows 
are made of a special Dupont material, 
which is flexible, yet tough and mildew- 
resistant. Tank has a capacity of 20 lb. 
of dust. 






| 
| 
| 
| 








Steak Knife Set 


Chas. D. Briddell, Inc., Crisfield, Md.. 
is offering the Carvel Hall steak knife 
set with handles of ivory or ebony. 
Steak knives are sold in sets of six or 

| eight knives in a modern case of lustrous 
| transparent plastic. Of early American 
| simplicity of design, they are said to 
| harmonize with any tableware pattern 
a home may possess. Slim blade is 
| made of chrome-plated Vanadium steel, 
| full hollow ground. Blade-point is sharp 
| and tapering to get around bone and the 
| blade-edge is broad at the top for finger 





comfort, Nickel-chrome pkated Bolster 
protects the finger from slipping under 
the sharp blade. Plastic handle is pro 
tected from chipping by a nickel-chrome 
plated ferrule. Dealer display piece 


| that will hold a case of knives is pro 
| vided with every half doz. sets, and 
| dealers will receive a supply of “How 


to Carve” booklets for use on counters. 





HARDWARE AGE 


H. D. Hudson Mfg. Co., 589 E. Iili- 
nois St., Chicago 11, Ill, offers an im- 
Knapsack Duster” 
for orchards, vineyards, fields, nurseries 
and farms. Unit has a well padded back 
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HELP YOU SELL THIS 
THRIFTY FLOOR PROTECTION 


Cash in on Bird’s sales-stimulating Rubberlike Runner 
advertising in the Saturday Evening Post Stock up now 
on fast-moving Rubberlike Runner, the low-cost, long- 
life floor protection. In rolls 27” x 100’, 36” x 75’. Free 
sales aids to help you tie in on the year ‘round national 
advertising. For the name of your distributor, write 
Bird & Son, inc., 22 East St., East Walpole, Mass. 


BIRD RUBBERLIKE’ 
PATENTED NON-RUBBER 
CONSTRUCTION 


















THE CHORE GIRL 


“Pot Cleaner of the Nation" 
Safe for Hands and Pans 







It’s easy as A-B-C to persuade a 
woman that “The Chore Girl” 
makes cleaning pots and pans 
less work. “The Chore Girl” 
saves time—saves work—saves soap. 





A housewife wants a pot cleaner that— 

does not rust 

does not shred 

does not splinter 

does not get soggy 
She appreciates the lock- stitch, knit-wire construction from a 
continuous ribbon of pure smooth copper—because it is safe 
and easy on the hands—in other words, the one and only 


“CHORE GIRL" 


The Chore Girl is sold only through the regular trade 
channels of jobber, wholesaler, retailer. 
Advertised the year ‘round to 60,000,000 
women. 

For continuous high profits, steady repeat 
sales, and complete customer satisfaction, 
display and promote 


“THE CHORE GIRL" 


METAL TEXTILE CORPORATION, ORANGE, NEW JERSEY 
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the ALL-AMERICAN 


Pressure Canner-Cooker Number 7! 


Yes, the ALL-AMERICAN Number 7 is ringing up new 
cash register records. And no 
wonder! For only the big, 
good-looking, rugged ALL- 
AMERICAN is precision ma- 
chined for a metal-to-metal 
Don't miss out on this 












- » 


with seal. 
ALL-AMERICAN’S sales leader; if you are un- 
| exclusive * . 
| omen able to obtain ALL-AMERICAN 


Pressure Cookers through your 
jobber, write to— 


seal! 








Wisconsin Aluminum Foundry Co. 
MANITOWOC, WISCONSIN 


















Az Last! THE HANDY HOUSEHOLD TOOL 


Stelray SELF CENTERING PUNCH 


Starts holes for NAILS 
or SCREWS ... at 











angles ... tight spots 









Get a supply 
on display . . 


TODAY ! 
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are 7, 
“Ati! | | | 


aie ways to use — hinges, | 
tures, shelves, brackets, racks. 
Expertly designed and construct- 
ed. Appeals to hobbyists and 
craftsmen. 


Ask your Jobber — or write. 


















One desen to Easel board 
The “PUNCH BOARD” that really pays off. 


STELRAY METAL PRODUCTS INC. 







































PROFITABLE 


Hardware Store Items 





Contains Mutton Tallow 
Made in tick and Liquid 





From the foot bones of beef | Feegae 


Packing Houses comes the 
Pure Neatsfoot il used in 
Sheps Neatfoot Oils. 


onimals processed in Omaha (gees 












Three grades: Pure — Prime — No. |. Sheps 
Neatsfoot Olls and Sheps Neatsiene Harness 
Olls. Best for Leather in all Kinds of Weather. 
Softens—Preserves All Leather. 


4 











Liquid Saddle Soop 
A Leather Cleaner 





Highly concentrated. For saddles, 
capes shoes, boots, leather jackets, golt 

bags, riding and harness equip- 
unm aa ment—all fine leather. Cleans— 

Softens—Preserves. 


A Superior Soap for the Shine Trade 
Sold by jobbers everywhere 


Neatslene Co., Omaha 8, Nebr. 
ROY W. SHEPARD, "SHEP" 














The Light 
in Hand 
Most Farmers 
demand 


EMBURY 





Steelcraft Steel Windows 


Frames and ventilators of the win- 
dows are made of billet steel and the 
corners arc welded with all exposed 
welds dressed down smoothly. Hinges 








are the extension type with bronze pins 
and washers, designed to allow easy 
cleaning of the glass from the inside. 
Steel jamb fins are provided where win- 
dows are set into masonry walls. All 
windows are furnished with under- 
screened gear type operators with cam 
handle locking devices, Windows have 
a factory coat of special protective 
paint, baked on. Screens have metal 
frames with 16 mesh bronze or copper 
wire. Clips with screws are furnished 
for the attachment of screens to the 
sash. All ventilators have a two-point 
continuous contact all around the 
frame. The Steelcraft Mfg. Co., 9017 
Blue Ash Rd., Rossmoyne, Cincinnati, 
Ohio. 


Marsh Duo-Temp 


Thermometer which registers both in- 
door and outdoor temperatures. Face of 
the Duo-Temp is divided into two sepa- 
rate temperature ranges. Top range in- 
dicates the outdoor temperatures while 
the bottom range shows the indoor 
temperatures. Outdoor is shown in black 
and indoor in red. It is a precision in- 
strument enclosed in a smooth finished 
baked enameled case. Each unit is indi- 


5g 
Ol Thang 












vidually packed in a display box and is 
suggested to retail for $6.75. It utilizes 
the Bourdon tube principle and oper- 
ates on pressure rather than expansion. 
To use you merely run the tube between 
the sash of a window. Jas. P. Marsh 
Corp., 2073 Southport Ave., Chicago, 
Tl. 


Speed Queen Washer 


Barlow & Seelig Mfg. Co., Ripon, 
Wis., has added a model to its washer 
line. Called model 547A, it will super- 
sede the present model 547. It incor- 
porates several added features such as 
an improved drain and a larger tub 
providing greater load capacity. Drain 
consists of a gravity flow rubber hose 
equipped with a hook for easy hanging. 








Washer has a bowl-shaped tub, and 
double wall construction arc-cuate trans- 
mission. Same washer, powered by a 
Briggs & Stratton gasoline motor is iden- 
tified as model 547AX. Suggested retail 
price is $89.95. 


Nu-Hue Paint Package 


Martin-Senour Co., 2540 Quarry St., 
Chicago, Ill., has designed a package 
for its “prescription-mixed” paints. 





Label features a combination of light 
and dark buckskin colors on which is 
superimposed a four-color reproduction 
of the color circle from a quick-match- 
ing chart. System provides 1000 differ- 
erent rigidly standardized tints, tones 
and shades of paint which can be pre- 
scription-mixed on the spot. Nu-Hue 
embodies an organized color directory 
and series of transparent plastic charts 
which enable the homemaker to match 
any article of color. 


HARDWARE AGE 






























you 


“Pil 


in the 


Save tir 
profit ¢ 
ing w 
“PIPE | 
comple 
machin 
the lov 
standar 
pipe; 
range ¥ 
6" pipe 
Nipple: 
2" size 
lar chu 
ends. [ 
a 
nipples 
and ttl 
Pipe ot 
can be 
one en 


THE O 
2028 E. 








AUGUST 


lay box and is 
6.75. It utilizes 
iple and oper- 
han expansion. 
e tube between 
Jas. P. Marsh 
Ave., Chicago, 


sher 


 Co., Ripon, 
to its washer 
it will super- 
547. It incor- 
tures such as 
a larger tub 
pacity. Drain 
‘ rubber hose 
easy hanging. 


d tub, and 
-Cuate trans- 
wered by a 
1otor is iden- 
gested retail 


ge 

Quarry St., 
a package 
-d” paints. 


stom col 


m of light 
n which is 
-production 
1ick-match- 
1000 differ- 
ints, tones 
an be pre- 
t. Nu-Hue 
r directory 
stic charts 
+ to match 


RE AGE 


Boost yout 
PROFITS! 


Thread pipe 
BY POWER! 


YOU NEED THIS 


“PIPE MASTER” 
in the shop and on the job! 


Save time and effort! Make more 
profit on pipe and bolt thread- 
ing work! Own a portable 
“PIPE MASTER" . . . the most 
complete, portable power pipe 
machine on the market and at 
the lowest price! Threads the 
standard range of !/4," to 2" 
pipe; extra range |/g" pipe; 
range with drive shaft is 2!/." to 
6" pipe; Bolt range up to I!/.". 


Nipples as short as 3!/." in the 
2" size can be held in the regu- 
lar chuck and threaded on both 
ends. (No special nipple chuck 
required.) Proportionately short 
nipples in other sizes also held 
and threaded on both ends. 
Pipe or studs as short as 2//," 
can be held and threaded on 
one end. 


If you're in business for profit 
. « « own a "PIPE MASTER"! 
Write for complete information 
and FREE literature. 


THE OSTER MFG. COMPANY 
2028 E. 61st St. © Cleveland 3, Ohio 
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Dish Drainer 


B. F. Goodrich Co., Akron, Ohio, has 
designed a dish drainer coated with red 
Koroseal. As the material used is 


waterproof, the drainer will not rust or 
corrode, it is unaffected by strong soaps 
and detergents, says maker and the coat- 
ing will maintain its lustrous finish. It 
is claimed that the coating will not be- 
come brittle or crack with age, and will 
not get soft in hot water or stiff in 
cold. Feet ure also made of Koroseal. 


Hand Power Grinders 


Wissota Mfg. Co., Minneapolis, Minn., 
has added two streamlined hand power 
grinders to its line, Models WH5 and 
WH6. The former is equipped with 
5 by 1 in., and the latter with 6 by 1 
in. high grade Vitrified Abrasive 
Wheels, specially made and bonded for 
hand grinders. Grinders are said to be 
smooth and quiet-running and have gear 
ratios 11 to 1. Features include: one- 
piece gear case; all gears housed and 
supported in one casting; gear pinion 
and crankshaft are ground to two- 
tenths of a thousand. Grinder may be 
clamped to a 2 in. bench top with long 
clamp screw. Both models have long, 
heavy wood handle grips and are finished 
in durable baked-on wrinkle finish. 


Gillette Barrel Display 


Gillette Safety Razor Co., 15 West 
First St., Boston 6, Mass., has again 
made available its “barrel” display. 
Window displays and miniature counter 
cards with the same design are also 
available. 





Sl Too. oF 
800! USES 





| Smooth, steady power for work on any metal, 
| alloy, plastic, wood, horn, bone, glass, etc. It’s 
| the ideal tool for the home workshop, for 


hobbyists, repairmen, mechanics. AC or DC. 
25,000 r.p.m. Wt. 12 oz. 


A GOOD SELLER — THE HANDEE KIT 


Every man and boy wants this set. Handee and 
40 most popular accessories in steel carrying 
case. Nationally advertised at $27.50. Handee, 
with 7 accessories, $20.50. 


NEW PRECISION ATTACHMENTS 


They fit Handee only; 
enable novice or crafts- 
man to do precision 
operations not possible 
with any other tool. 
Set of 6 attachments 
with instructions, na- 
tionally advertised at 
$7.95. 


MONEY-MAKER FOR DEALERS 





ACCESSORY 

DISPLAY CASE 
Invite sales! Customer makes selections from 
complete, glass-covered display. Storage space 
inside for additional stock. 


Write today for special deal on Accessory Case and contents 





CHICAGO WHEEL & MFG. CO. 
Makers of quality products for 50 Years 
1101 W. Monroe St., Dept. HA, Chicago 7, tl. 





195 








THE OLD 








seller TODAY — Write to.... 


1401 WEST 9th STREET 


HERE IS THE 


WINDO-LOC 
Ss 


THE NEW, IMPROVED SASH LOCK 


The first radical change in sash locks in years! The new WINDO-LOC, in locked 
position allows for the locking strain to be parallel to the window sash instead of 
the old method of perpendicular strain. This means tighter fitting moving parts 
and less air seepage, by pulling the window frame together. Brass plated finish, 
and reinforced beveled edges for extra strength. Moving finger fits in locked 
position on notched edges of the tapered platform. Investigate this new fast 





ROP-LOC PRODUCTS COMPANY 





NOW AVAILABLE! 





CARLOAD QUANTITIES OF 
GALVANIZED 
BEFORE WEAVING 





POULTRY 


NETTING 


1° MESH—20 Ga. 


2". MESH—20 Ga. 
12" to 72" Widths 


POULTRY and RABBIT FENCING 


48", 60" & 72" Widths 
Write and New Price List! 

























THE NEW 

























CLEVELAND 13, OHIO 





FOR BEST SERVICE ON 
THESE STEADY SELLERS 





















e Our policy is to give prompt 
service on superior products and 
a fair price through recognized 
jobbers. Below are some of the 
items in our line, all available 
now through your jobber. 















Wrought Nut 
EYE BOLTS 
Bright Zinc Plated 






TURNBUCKLES— 
“Alumaloy” Bodies 
— Steel Hooks and 
Eyes 


S “ALUMALOY” 


SCREEN DOOR 
BRACES 


















eit DEPEND ON 


Turnbuchles 


Turnbuckles, Inc. 











729 West Lake Street ¢ Chicago 6, Illinois 















Portable Electric Heater 


Portable electric heater is made of 
aluminum, operates on a two-way radia. 
tion-convection principle and _ reaches 
effective heating capacity in less than 
90 seconds, says maker. Special safety 
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features include a grill that protects 
children from touching the heating ele- 
ment, a low center of gravity which is 
said to prevent the heater from tipping 
easily, and a plastic carrying case. A 5 
in. long, permanently attached cord, has 
a rubber outlet plug. Heater uses 1250 
watts, operates on 110-120 A.C. or D.C. 
National Enameling & Stamping Co., 
Milwaukee, Wis. 


Toy Yearbook 


Toy Guidance Council, Inc., 221 W. 
57th St., New York City, 19 has pre- 
pared a book called the “Toy Yearbook” 
which selects the right toys to entertain 
and contribute toward the mental, 
physical, social and vocational develop- 
ment of the child denending on its age 
and sex. Toys are illustrated in color 


| and brief descriptions which include the 


Charts are provided 
to different age 


prices are given. 
to show according 


| groups, which toys, that are shown, con- 


| the child, by ratings. 


tribute to the above developments of 
The playthings 
shown were voted the outstanding ex- 
ample of its type by an impartial com- 
mittee of toy experts representing the 
council. 


No-Shok Outlet 


This twin convenience outlet is de- 


| signed to prevent insertion in slots of 


wires, hairpins, scissors or other foreign 
objects. Appliances are connected by 
placing plug into slots of rotary cap on 


face of receptacle, plug is given a 
p I 

quarter turn to the right and then 
| pushed in. Positive spring action, ro- 


Electric Co.. 
| 8, Til. 


tary dial cap is said to snap shut when 
plug is withdrawn. Receptacle has 
thick double walls of Bakelite separat- 
ing and insulating heavy duty terminals. 
Strong pressure created by the spring 
prevents plug from falling out. De- 
signed to prevent fingers from coming in 
contact with current carrying parts the 
receptacle is offered in brown or ivory 
and fits standard outlet covers. Bell 
1844 W. 21st St., Chicago 
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@ Hardware dealers all over the country are cash- 
ing in on the sale of Stewart products. A few are 
shown below. There are many others in iron, wire 
and bronze. You make no investment, and you are 
not required to carry any stock. Plan NOW to get 
your share of a tremendous backlog of this business. 
Write for complete details. There is no obligation 


whatever. 





Stewart Chain Link Wire Fence will be available in various 
heights and weights with or without barbed wire overhang. 
Style 0TH shown. 





Stewart Wire Window 
Guards fit any size 
or shape opening. 
Available now for 
protective purposes. 

















Stoop Railings are ad 
used extensivelyby / — 7 Set cet 
builders of small Rito 
homes. Made in L“’ ee a] 
Ses 


various designs. ; 








Stewart Plain and Ornamental iron Railings for stairs, porches 
and balconies will be available in a wide variety of 
designs, or built to meet specifications. c 





STEWART IRON WORKS CC., INC. 
1437 Stewart Block Cincinnati 1, Oh'o 
Experts in Metal Fabrications Since 1886 
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By Many Thousands - 


More Dealers Sell More 


TOPS for Profit Sales 


More dealers are re-ordering more 
Tel-O-Posts than any other because 
more homeowners are buying this 
best seller. Sales of nearly half a 
million Tel-O-Posts show the fast 
growing demand. 


TOPS for Proved Service 


Only Tel-O-Posts provide outstand- 
ing installation and safety features, 
Quick, easy adjustment — non-col- 
lapsible construction — complete 
security for every home need. On 
display, Tel-O-Post’s safety is evi- 
dent, its functions plain. It’s the 
ready answer to every “sagging- 
floor” problem, 


TOPS for Dealer Help 


Consistently and continuously, 
Tel-O-Posts are advertised to mil- 
lions of potential customers. Ad- 
vertisements in magazines like 
The Saturday Evening Post and 
Better Homes and Gardens are 
telling YOUR customers about 
Tel-O-Post’s advantages — leading 
good business and profits to you! 


TEL-0-POSTS than any other 


Gack Fa HOW. ...0 00m 


order for a supply of fast-selling 
Tel-O-Posts, today. Or write 


than any other adjustable post 
TEL-O-POST COMPANY 


140 Ash Street . 





e information 


RETAIL 
$995 


Slightly 
higher West 
of Missis- 
sippi River.” 





Akron 8, Ohio 


Canadian Representative 


William B. Stewart & Co, 159 Bay Street, Toronto. Ontario 

















HERE AT LAST 


For Immediate Delivery 


ALUMINUM CAKE PAN 
AND MOULD 





Made of 24 Gauge Aluminen in decorative 
Scalloped Design. 
Size 10" x 32"' with tube 41/2"" long. 
Capacity, 2 qt. 8.00 doz. 


Aluminum Cake Pan and Mould 
Scalloped Design—Less Tube 
Size 10"' x 3'/2"'—Capacity 2/2 qts.—6.00 dz. 
Size 9'' x 2¥%e''—Capacity 11/2 qts.—4.00 dz. 


ORDER TODAY 


LURIE HARDWARE CO. INC. 
552 W. Lake Street 
Chicago 46, Illinois 


WHOLESALE ONLY 








CO AL MLL 


MAKES 
-) HARDWARE 





HOME CAN SEALERS 
Burpee 


PRESSURE CANNERS 


—safety-insured by the patent- 
ed Safety Seal Clamping Band! 





BURPEE CAN SEALER CO., Barrington, Illinois 
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Paint and Wallpaper Account 
For Half of Their Sales 


(Continued from page 159) 


can read, and carries the stock 
number for reorder purposes. 

These compartments are five 
high from the floor and number 
more than 200 in all. The row 
upon row of sample squares of 
paper of all hues and shades makes 
the department a veritable kaleido- 
scope of color. 

Along the top row of compart- 
ments is a narrow, slanted shelf 
where an opened roll can be laid 
to let the paper hang down and 
give a customer a more complete 
view of the pattern. There are 


| also comfortable chairs for cus- 


tomers who want to sit down 
while stock is being shown. For 
those not satisfied with any of the 
200 patterns in: stock, there is a 
wide variety of sample books 
from which they can order. 

Colorful patterns and good dis- 
play are not enough in themselves 
to have built the large paint and 
wallpaper volume of this store. It 
is the helpful service given home 
owners by the store personnel 
which has really sparked the busi- 
ness. 

“You'd be surprised how many 


| people, even in the higher income 
| brackets, are now painting and 





papering their own homes,” says 
manager Paul C. Paulson. “This 
trend is due partly to the difficulty 


| in finding competent workmen and 


partly to the high cost of labor. 
“We give such people every pos- 


| sible assistance in the way of help- 


ing select materials and in instruc- 
tions for proper use. We feature 
wallpapering kits prominently on 
our counter at all times. We take 
time to explain to the uninitiated 
how to start their papering in a 
corner and how to get the paper 
lined up and matched. We take 
plenty of time to tell them on what 


| to do and what to avoid. After 
| they finish papering their first 


room these customers come back 
puffed up with pride and ready to 
tell their friends how easy it is. 

“In selling paint, too,” Mr. 
Paulson continues, “we try to do 
more than just ring up a sale. 
We make an effort to find out what 
kind of a job the customer has 


ahead of him, what kind of sur- 
face he has to cover and what type 
of finish he desires. We have free 
booklets which cover most paint- 
ing problems, but we also give 
much personal advice on products 
and proper methods of treatment. 
This effort on our part to be help- 
ful has made many steady cus- 
tomers.” 

The firm seldom sells cheap 
wallpaper. Occasionally a cus- 
tomer comes in who has seen paper 
advertised at a few cents a roll 
and wants to know if they have 
any at that price. “Sure,” Mr. 
Paulson or the other sales clerks 
tell him, and proceed to show some 
paper of that type. However, they 
at the same time show several bet- 
ter grades and when the customer 
has the differences pointed out to 
him he seldom purchases the 
cheapest grade. 

The most popular priced papers 
are those selling at 50 and 75 cents 
per roll, with considerable sale for 
the dollar grade. A good range of 
stock is kept on both sides of the 
most popular priced. 


Accessories Stressed 


Selling paint and _ wallpaper 
means selling all the accessories 
that go with them—brushes, thin- 
ners, oils, paint and wallpaper re- 
movers, putty, waxes, polishes, and 
a host of other things. The store 
is not only fully stocked with all 
such items but it puts them out on 
open display where people will see 
and buy them. 

By no means are all of Mack 
Hardware’s sales of paint and wall- 
paper made to people who are do- 
ing their own work. To the cus- 
tomer~-who is hiring painters or 
decorators the store stands ready 
to lend valuable assistance in 
securing or recommending work- 
men who can be counted on to do 
a good job. 
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STAR HEEL PLATES 


ARE BACK AGAIN 


aT 








Made in Sizes 000 to 6 


Write for Prices 


STAR HEEL PLATE CO. 


357 WILSON AVE. 
NEWARK, N. J. 

















INGE CO. Inc. 








Colorful tags, attached at 
the factory to each Sterling 
Rotary Shackle Lock, tell 
a quick selling story at a 
glance. They not only help 
customers to sell them- 
selves, but they also pro- 
vide factual information for 
your sales people. Two 
padlock sizes: 214”—retail 
15c; 134”—retail 50c. 1000 
key combinations — ade- 
quately rust-proofed. 
Write for circular. 


* Strongly made without 
springs or rivets 

* Won't jam or stick 

* Thoroughly rust-proofed 

* Guaranteed replacement 
if it fails to work 

Not One Key In 1000 

Will Fit This Lock! 


Quarter Century of Dependable Service 


opIynet ROTARY SHACK 
Vi3181) (Cm hele @ | lcm aor 


1301 S. THIRD ST., MINNEAPOLIS 4, MINN. 
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CO-OP INVESTIGATION TO START 
IN WASHINGTON AUGUST 22 


Bureau 
AGB) 


(Washington 
f HARDWARE 


The long-awaited investigation | 


the House Small Business 
Committee into the special privi- 
legs afforded Co-operatives will 
in Washington 


by 


get under 
Aug. 22. 
The Congressional probe, sched- 
uled for at least a 
month, will open with an inquiry 
into the operation of Greenbelt 


way 


to continue 


Consumer Services, a co-operative 
venture operated by the Federal 
Public Housing Authority at 
Greenbelt, Md. 


Among the complaints to be | dered by the Co-ops. Also private 


investigated by at 
the Greenbelt project are: the in- 
ability of private business to ob- 
tain a foothold in a community 
serving 8,000 people, absence of 
federal, state or local taxation on 
the Co-ops, alleged fraudulent 
election of Co-op officers and re- 
ports of communistic tinges 
some of the Co-op activities. 


The 


congressmen 


Greenbelt venture, an 


| early New Deal housing project. 


refuses to permit private busi- 
nesses to operate within half a 
mile of the development unless 


the proposed service is not ren- 





business still cannot get in, if the 
Co-op says it plans to render the 
proposed service within the nex! 
| six months. 

The investigation will 


he ¢ 


Government Competition 
| Business. Subcommittee members 
| will travel to Seattle after the 
Greenbelt probe for inquiry inte 
West Coast Co-operative ventures 
|on Sept. 10 and 11. They plan 


to hold hearings in San Fran 
cisco on Sept. 18 and 19 and 
in Los Angeles on Sept. 23. 21. 
and 25. 











Change Registration Setup 
For Oct. Joint Convention 


Delegate lists for joint meeting of National Wholesale 


Hardware and American 


Hardware Manufacturers | 


Associations to be issued Monday morning, Oct. | 3, 
based on actual advance registrations—a day earlier 


than heretofore. 


Registration lists for the joint 
annual convention of the Ameri- 
can Hardware Manufacturers’ As- 
sociation and the National Whole- 
sale Hardware Association, to be 
held Oct. 13-16, 1947, at Atlantic 
City, N. J., will be distributed 
Monday morning, Oct. 13, a day 
earlier than in previous years. 
This list will be predicated on 
actual advance registrations, thus 
saving 24 hours in the making of 
appointments. Another advantage, 
the two associations point out, is 
that delegates having registered 
in advance will be able to pick 
up their individual identification 
badges immediately at a separate 
desk. 


Registration 
mailed on Sent. 


will be 
member 


forms 


2 to 


200 








companies. These will provide for 
company name and hotel address 
of each representative, as well as 
the names of the ladies who will 
accompany the delegations. As in 
previous years there will be no 


registration fee for ladies, but | 


hereafter the names of ladies will 
be listed in company delegations 
rather than in 2 separate list. 
Headquarters of both associa- 
tions will be at the Marlborough- 
Blenheim. Thomas A. Fernley, 
Jr., 505 Arch St., Philadelphia, 
Pa., is executive secretary of the 
National Wholesale Hardware As- 
sociation. Charles F. Rockwell, 
342 Madison Ave., New York 17, 
is secretary of the American 
Hardware Manufacturers Associa- 





tion. 





COAKLEY 


J. G. 


COAKLEY, SALES MGR. 
WASHINGTON FORGE INC. 

James G. Coakley has been ap- 
pointed sales manager of Wash- 
ington Forge, Inc., Englishtown, 


N. J. Mr. Coakley has been con- | 


nected with the Associated Mer- 
chandising Corp., for the past 10 
years during which time he 
served as captain in the Army 
engineers. Most recently he has 
been manager of the A. M. C.’s 
radio and television departments. 
and also assistant manager of the 
major appliance division. 


ried out by the Subcommittee on | 
with | 





COOKE 


RALPH W. 


R. W. COOKE SCHICK 
CENTRAL DIST. MGR. 


Ralph W. Cooke, sales super- 
visor of the Chicago sales terri- 
| tory for Schick Electric Shavers, 
| has been advanced to the position 
lof central district manager f 


| the company. 


Mr. Cooke has been connected 

with the electrical appliance field 
| in this area for the past 15 years. 
having served as Detroit territory 
| sales supervisor for the company 
| also. Prior to that he was with 
the Westinghouse Electric Supply 
Co, Milwaukee. 

He will now supervise Chicago. 
Detroit, Cleveland, Cincinnati, “t. 
| Louis and Minneapolis. 





| 


ALCOA INTRODUCES 
ALUMINUM INDUSTRIAL 
ROOFING MATERIAL 


| Aluminum Co. of America. 80t 
| Guld Bldg., Pittsburgh 19, Ps.. 
| has announced the production of 
a new aluminum roofing material 
for industrial use to be called 
Alcoa Industrial Roofing. This 
product is a lightweight, heavy 
duty specially-formed material, 
developed by Alcoa research to 
meet the demand of industria! 
builders for an aluminum roofn¢g 
and siding specifically adapted ' 
factories, warehouses, storage de- 
pots, hangars, etc. The new ma- 
terial is said to carry heavy ]oaa+ 
and meet the exacting require- 





ments of building codes. 
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CONGRESS RECOGNIZES RIGHT OF 
SMALL BUSINESS REPRESENTATION 
ON UNITED STATES BOARDS 


Resolution sponsored 


originally by Confer- 


ence of American Small Business Organiza- 
tions passes both Senate and House. 


With the passage of 
the House of Representatives on 
July*21, the Congress has recog- 
nized small business in the 
United States as an entity, and 
entitled to equal representation in 
government appointments with 
labor, agriculture and big busi- 
ness. “This has been the goal of 
national, state and local business 
organizations for many years,” 
said Fred A. Virkus, Chairman 
of the Conference of American 
Small Business Organizations. 
Chicago, in commenting on the 
action of Congress. 

The resolution was sponsored 
by the Conference, according to 
Mr. Virkus, and was introduced 
in the Senate on May 8 by Sen- 
ator C. Wayland Brooks (R., 
Ill.). It was unanimously passed 
by the Senate on July 3. The 
resolution states that the Con- 
gress recognizes “the valid claim 
of the small businessmen of 
America to equal representation 
as an entity, with labor, agricul- 
ture, and other groups, on those 
government commissions, boards, 
committees, or other agencies in 
which the interests of the Ameri- 
can economy may be affected; 
and that the President of the 
United States, the members of 
the Cabinet, and other officers 
of the government be, and here- 
by are. respectfully urged to ac- 
cord the small businessmen of 
America representation on such 


Senate | 
Concurrent Resolution No. 14 by | 


3.655,000 
owned and operated on the aver- 
age by 2! 
| approximately 


its enterprises are 
% persons, or a total of 
9,137,000 Ameri- 
can taxpayers and voters (aver- 
aging 21,100 per Congressional 
district). “The importance of 
this group can hardly be over- 
estimated,” said Mr. Virkus. “It 
| represents the backbone of the 
economic, social, patriotic and 
political life of the nation. With 
the” voting of 
families, this gioup could exer- 
cise the balance of power on any 


members 





their | 


question, locaily, statewide and 
nationally.” 

“In anticipation of 
called on to recommend 
for appointment,” Mr. 
said, “we have requested trade 
associations, 
merce and other small business 
groups each to nominate a rep- 
| resentative member to the ap- 
| pointment panel. This list will 
include highly qualified person- 
nel of ability, character and un- 
| questioned patriotism—men who 
| will serve with credit to them- 
| selves and lend prestige to any 
| office to which they may be 
| called.” 


being 
names 








| The conference will serve 
a clearing house for nominations 
from small business groups. 


as 








| G. R. HERBERGER ELECTED 
| PRESIDENT BUTLER BROS. 
G. R. Herberger, president of 
G. R. Herberger’s, Inc., St. Cloud, 
Minn., has recently been elected 
president of Butler Bros., Chi- 
cago, wholesale distributors of 
hardware, dry goods, furniture, 
floor coverings, and variety mer- 
chandise. He succeeds T. B. 
Freeman who is now chairman 
of the board. Mr. Herberger 
said that he plans a five year ex- 
pansion program for the firm. 


MEINERS HEADS FIELD 
SALES FOR MASTER RULE 

William H. Meiners has been 
appointed general manager of 
field sales for Master Rule Mfg. 
Co., Inc., White Plains, N. Y. He 
has been actively engaged in sales 
development for the company for 





government agencies including 
particularly policy-making bodies | 
created by Executive appoint- | 
ment.” 

Mr. Virkus stated that 92 per 
cent of the country’s entire econ- 
omy is small business. and that 
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eight years. He icined the Pacific 
coast sales force in 1939 and 
since then has been manager of 


| the midwest territory and district 


Robert R. Meeker has been 
named purchasing agent for the 
company. He entered the 
sonal finance and credit field con- 
ducting his own business until 
the war. He enlisted in the army, 
became a captain and served as 


and American forces. Until his 
present position, Mr. Meeker was 
with a retail concern in Middle 
town, N. Y. 


Virkus | 


chambers of com- | 


| with 


} 





MAX SANDERS 


SANDERS NEW YORK MGR. 
INDEPENDENT LOCK CO. 


Max Sanders has heen ap- 
pointed manager of the New 
York branch of the Independent 
Lock Co., Fitchburg, Mass. He 
was formerly located at the plant 
and office where he held various 
supervisory positions. 

Mr. Sanders started as a boy 
the former Metropolitan 
Hardware Co. and except for ser- 
vice in World War 1, devoted his 
various phases of the 


time to 





per- | 


hardware business. 


CRAFTSMASTER PRODUCTS 
MOVES HEADQUARTERS 


Craftsmaster Products Corp., 


a liaison officer between British formerly located at 145 W. 42nd 


St., New York City, has recently 
moved to 26 W. 26th St. The 
company manufactures alumi- 


num housew ares. 











sales manager. Mr. Meiners will 
head the office at 105 West | 
Adams St., Chicago. | 





Only Manufacturers Exhibits At 1947 
Nat. Hardware Show-Space 90% Sold 


The National Hardware Show | description and the multitude of 
tightened its restrictions for the | items that make up the hardware 


1947 Show to be held October 15 
to 18 at the Grand Central 
Palace, New York City. This year 
the Show is limited to manufac- 
turers only; and the emphasis is 


on quality. 


The exhibition space is 90 per 


cent sold out to more than 400 | 


exhibitors. Visitors at the Show | 
will see hardware tools of every 











trade. 


The buyers registration reached 


| 20,000 last year and over 41,000 


individuals were clocked into the 
Grand Central Palace during its 
five day run. Greater buyer at- 
tendance is expected for the "47 
show, according to the registra- 
tions, from not only all of 
America but foreign nations also. 
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Tt Pays to Sell Perfection 


DUBL-CHEM-FACED 


(Trade-Mark) 


E, COTTON MILK 
bi = FILTER 
‘we oiscs 


PROFITABLE 
FAST TURNOVER 
LOW PRICE 
HIGH QUALITY 


ee) 
a A 


NATIONWIDE PUBLICITY REACHES 
MILLIONS OF DAILY USERS 


Advertising appearing in 25 magazines is 
telling millions of farmers and others how | 
they can save money at every milking, and 
be sure of protecting milk QUALITY with 
the new, economical Perfection DUBL- 
CHEM-FACED Milk Filter Discs. Out- 
standing success in milk filtering, from 
coast to coast, makes them the “talk of 
the dairy industry”, 


ORDER STOCK FROM YOUR JOBBER 


Favorably known! Easier to sell! Faster 
turnover! Bigger profits for you! Stock 
up now ... and display them. Call your 
jobber today, 
NOTE: Perfection and Elgrade lines also available, 


as usual, in double faced, single faced, and nat- 
ural finish. 





| and during the war he served as | 
| a lieutenant in the Ordnance De- 


| developing 


VOGELSBERG IS PROCTOR | ranges, the highest priced unit 
EQUIPMENT DIV. MGR. | having a suggested retail selling 


including 


price of $350, and 
record player as well. 

Max W. Weintraub introduced 
the new models, which included 
a television set, including FM, 
shortwave reception and auto- 
matic record player retailing at 
less than $700. Lou Silver, na- 
tional sales manager, and Joseph 
G. DeVico, advertising manager, 


Walter H. Vogelsberg has re- 
cently been appointed manager of 
the newly formed equipment divi- 


| outlined features of the various 
sets and the company’s merchan- 
dising program. 
ORGANIZE SAMACO 
HDWE. & SUPPLY 


Samaco Hardware & Supply 
Co., Inc., 2200 Franklin Ave., St. 
Louis 6, Mo., has taken over the 
business of the Samuel A. Cohen 
Hardware Co., operated by Sam- 
uel A. and Maurice Cohen since 
1922. They have also taken into 
the organization another brother, 
Louis, who is sales manager. The 
| sion which has been established | company has added an additional 

within Procter Electric Co.. 999 | 6,000 sq. ft. of floor space, and 

E. 42nd St., New Yorks City. | sre adding the lines of lect- 

Mr. Vogelsberg was formerly | *™iths supplies, | door closers, 
associated with General Electric | P@%'S and builders’ hardware. The 
| officers of the company are: Sam- 





WALTER H. VOGELSBERG 





bee A. Cohen, president; Louis 
. . ._ | Cohen, vice-president, and Mau- 
partment. He will be assisted in | eaeig P 
ee anne | rice Cohen, secretary and trea- 


evi equipment | ins 
division by Edward F. Urganski | * ; 
and Lee McIlvaine. The purpose | 
of this new division is to further 
develop improvements for electric 
ranges and to study and perfect 
plans for marketing them. | 


TOASTMASTER TOASTER 
MODEL, DISTRIBUTION 
POLICY INTRODUCED 


The announcement of a new 
| Toastmaster automatic pop-up 
| toaster and the introductory dis- 
ieee Fg ge " 
PENENS SALES MGR. | tribution plan offering it to th 

“ ; | retail trade was made by W. E. 

David A. Coulter has recently | O’Brien, general sales manager, 
been appointed sales manager of Toastmaster Products Division, 
the Penens Corp., a subsidiary of | McGraw Electric Co., Elgin, IIL. 
the Plomb Tool Co., Los Angeles.| at the annual sales meeting of 


Mr. Coulter was formerly vice-| representatives and company ex- 


DAVID COULTER IS 


, president of Basic Manufacturers’ | ecytives held at the Moraine 


Sales Corp., New York, and sales| Hotel, Highland Park, Ill, re- 
manager of the New Britain Ma-| cently. 

chine Co.’s Tool Division, New | In explaining the Introductory 
Britain, Conn. His headquarters | Distribution Plan it was pointed 
will be at 549 W. Washington | out that it was designed to assist 
St., Chicago 6, Ill. Toastmaster distributors in equit- 
| ably allocating the new model 
| Toastmaster toaster to retailers 
{throughout the country. Plan 


| features two window and counter 
| 


GAROD SHOWS NEW 
RADIO SET LINE 





Open house for business paper 
| editors, newspapermen and mag- 
azine editors, featured a recent 
showing at Park Central Hotel, 
New York City, of a new line of 
radio and television receivers by 
Garod Radio Corp., 70 Washing- 
ton St., Brooklyn, N. Y. The line 
showa, included a new television 
set, chair-side sets, consoles, and 
a “Starlet” personal radio weigh- 
ing 3% lbs. and listing at $29.95, 
less batteries. FM developments 
included sets in three price 














NSIN 


ADVANTAGES IN BOTH QUALITY s PRICE Zo0er Satea 











| displays available to dealers at 
cost. 


L. C. WARNER RE-ELECTED 
PRESIDENT MINNEAPOLIS 
BETTER BUSINESS BUREAU 


Leon C. Warner, Jr., president 
of the Warner Hardware Co., dis- 
tributors of industrial supplies, 
Minneapolis, has been re-elected 
president of the Minneapolis Bet- 
ter Business Bureau at its annual 
meeting. 
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21st Annual Hardware Golf Tourney | 
Sept. 4 to 6, at French Lick Springs | ; 


Entries to the 21st Golf Tour- | cate on the registration card that 
nament of the Hardware Golf| you are a member of one of these 


Association ta be held Sept. 4, 
5 and 6, at French Lick Springs 


associations. 
The green fees are $2.50 per 


Hotel, French Lick, Ind., will be | day and there may be two 18- 
restricted to representatives of | hole courses available. Registra- 


firms who are members of hard- 
ware jobber, mill supply jobber 
and hardware manufacturer asso- 





tion is to be made with Dietz 
Lusk, 621 E. 70th Terrace, Kan- 
sas City 5, Mo., and hotel reser- 


ciations. It is necessary to indi- | vations directly with the hotel. 








WM. STEVENS, LAWSON 
GENERAL SALES MANAGER 


William W. Stevens, formerly 
eastern regional manager of ap- 
pliance sales for Rheem Mfg. Co., 
has been appointed general sales 
manager of the Lawson Mfg. Co., 
Pittsburgh, Pa., manufacturers of 


water heating and home heating | 


appliances. 

Having joined Rheem in 1940, 
Mr. Stevens served as chief expe- 
diter during the war. Prior to 
that he was with John Trageser 
Steam Copper Works, Maspeth, 
L. I, for 13 years. 


NORTON DIV. SALES 
MGR. BENDIX HOME 
APPLIANCES 


Henry O. Norton has been ap- 
pointed a divisional sales mana- 
ger for Bendix Home Appliances, 
Inc., South Bend, Ind. Head- 
quartering in Philadelphia, Mr. 
Norton contacts distributors there 
and in Baltimore, Norfolk, Rich- 
mond and Washington. 

Mr. Norton was successively a 
sales representative of the Semet 








Solvay Co., salesman and sales 
manager of the Philadelphia di- 


vision, Universal C. I. T. Credit | 


Corp., and naval sales representa- 
tive for E. G. Budd Manufactur- 
ing Co., Philadelphia. 











LOUDEN MACHINERY 
RECEIVES BRAND 
NAMES AWARD 


The Louden Machinery Co., | 
Fairfield, Iowa, manufacturers of | 
farm hardware and equipment, | 
has recently been added to the | 
honor roll of business firms | 
throughout the country selected | 
by the Brand Names Foundation | 
to receive the “Diamond Anni- | 
versary Certificate of Public Ser- | 
vice.” The award is for the 80 | 
years its brand name “Louden” 
has “held public confidence | 
through unfailing integrity, reli- | 
able quality and fair pricing.” | 

R. W. Louden, farm line man- | 
ager of the company, accepted | 
the award at a meeting of the 
Des Moines Advertising Club, 
when the Foundation sponsored 
a special “Brand Names’ Day” 
program. 































OLIVER E. NELSON IS SHOWN AT LEFT receiving pin | 


denoting 30 years’ service with Winchester Repeating Arms 


| 


Co., an Olin Division, from works manager Thomas I. S. Boak. 
Mr. Nelson spent four years as a foreign newspaper cor- 
respondent before joining Winchester in 1917. He became 


manager of the export division of Olin Industries in 1945. | 
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FOR COLD WEATHER BUSINESS 





They’re back again ... the famous Thermador Port- 
ables! The same high quality, low priced heaters that 
move fast ... that have been making new friends and 
extra profits for dealers for many years. Beat the 
weather-man and your competitors to the punch by 
ordering now . . . before the first cold snap. 

















The Thermador that revolutionized radiant portable elec- 
tric heater design to combine head-to-heels warmth with 
conservation of room space. Ideal for cold corners every- 
where; light, portable, easy-to-store; operates economi- 


cally on 115 volts, 1320 watts; provides clean, fumeless 


LIST PRICE $12.95 


(incl. Tax) 





heat . . . instantly! 





tocecseedesrd ee deed dn de 


Provides quick, forced-air warmth in winter, cooling 
circulation in summer. Economical to operate on 


115 volts AC, 1320 and 1650 watts; portable, safe, 





attractively designed. The answer to space heating 






problems in homes... has untold uses in commer- 


F ildings. LIST PRICE 
ce building tus $14.95 
Seve sgues Ahead 
ana = = ow om @ @ Paste on Post Cardm=e wm =e ee ae eee | 
Gentlemen: 


I am interested in knowing more about Thermador Portables. 
(0 Please have my local distributor contact me. 

(‘My preferred distributor is__— 
ee —_ oni 
OE — 


Manufactured by 





THERMADOR ELECTRICAL MFG. CO., LOS ANGELES 22, CALIF. 
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Rural hardware merchants and 
farmers who have been suffering 
from a shortage of pipe and re- 
lated products would benefit 
should pressure, which Capitol 


sources say is developing, be 
brought by Congress to have 
more steel allotted for these 
commodities. Legislators in both 


houses have been receiving an 
increasing number of complaints, 
particularly from the midwest, 
that farmers are unable to get 
sufficient well casings, pumping 
equipment and water pipe to 
even meet immediate needs. 


Unless they get an increased 
supply immediately, they declare, 
production at present levels can- 
not be maintained since it will be 
necessary to reduce livestock 
herds and curtail crop acreage in 
those regions where underground 
water is an important factor. It 
is pointed out that this would 
mean higher prices as increased 
shortages develop. 

Concern of Congress over these 
scarcities is evidenced in the fact 
that the legislators from rural 
areas have been keeping close 
watch on the progress of the 
hearings held by the Martin steel 
subcommittee of the Senate Small 


| which 






Pipe Shortage Threatens 
Farm Production 


Business Committee which is 
looking into the steel shortages. 
Some, including Sen. Zales N. 


kcton, R., Mont., and Sen. Ed- 
ward J. Thye, R., Minn., have ap- 
peared personally before the sub- 
committee to state the situation 
of their constituents. 

Among the reasons advanced 
advanced for the current scarcity 
is that wells and pumping ma- 
chinery were over-worked to the 
point of breakdown, both during 
and since the war, while repairs 
and replacement material pro- 
duction remains far below the 
amount needed. 

It is estimated by suppliers 
that at least 50 per cent of exist- 
ing wells in a seven-state critical 
area in the midwest need replace- 
ment now or over the next few 
years, indicating a continued de- 
mand for such materials for some 
time to come. 

Another major reason for the 
present high demand is that many 
farmers were slack in carrying 
out maintenance and replacement 
work during the low-demand 
period of the 30’s Thus, with a 
strong market and good prices, 
the farmers are trying to replace 
as quickly as possible the needs 
have been accumulating 
over the past 15 years. Suppliers 





estimate that farm demand for 

such products is currently 600 
per cent or more above prewar 
| requirements; they are réceiving 
| from the factories only from 15 
| per cent to 30 per cent more than 
their prewar shipments. 

It has been charged by some 
manufacturers that 
needs, especially in tubular prod- 
have not been receiving 
their proper ratio of steel. This, 


however, has been denied by the 


ucts, 


industry which says that if any- | 


thing, the reverse is true. 
To prove the point, one large 
manufacturer of pipe gave the 


steel subcommittee records to 
show that during 1946 it had 


shipped 27,000 tons of farm type 
piping into the seven-state area as 
compared with the average of 


21,500 tons for the 1937-41 
period. At the firm’s present 
rate of shipments (first five 


months of 1947), the total for 
this year should reach 29,000 


tons—a third more than the pre- | 


war average. 

The steel companies and pipe 
fabricators told the Senate group 
that the steel for such purposes 
is allotted on the most equitable 
basis possible which is largely 


along the lines established by the | 
distribution | tographic lamps, and during the 
Allocation | war 


government when 
was still controlled. 
of any greater amounts to spe- 
cific purposes or industries would 


agricultural | 


mean less for the oil and gas in. 
dustries which, in turn, would 
dversely affect steel production 
itself. 


4 lurther has 


argument been 
| advanced by some against tamper- 
ing with the established steel 


| quotas for fabricating industries. 
This is the estimate by farm sup- 
pliers that an increase of 20 per 
cent in casing and pipe output 
would overload the present facili- 
ties for well-drilling and laying 
of farm pipe. 

None of these explanations, 
| however, are likely to have much 
| effect on farmers who must cur- 

tail activities either because they 
cannot get new wells or repair 
| old ones. 


| a - 
| ARCHER MERCHANDISING 


SUPERVISOR SYLVANIA 
FLUORESCENT FIXTURES 


F. R. Archer has recently been 
| appointed merchandising super- 
visor of the Fluorescent Lighting 
| Fixture Division of Sylvania Elec- 

tric Products Inc., New York 
City. 

Mr. Archer who has been with 
Sylvania since 1940, formerly 
supervised the sales and promo- 
tion of Cold Cathode and Pho- 
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working with 
section of the 


was product 
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submarine 


marine 
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have to be done largely at the | U. S. Navy. He was also con 


expense of others. 
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For instance, | nected with Barkon Frink Tube 


Lighting Corp., and the West- 
chester Lightinz Co. for 10 years. 











MARKING 100 YEARS’ SERVICE TO THE SOUTH, officers and employes of Orgill Brothers & Co., recently enjoyed 
a birthday banquet in Memphis’ Peabody Hotel. , 
Walter Chandler, former mayor of Memphis, paying tribute to Orgill Brothers & Co.'s progress over the past century, 
said: “Orgill Brothers and Company has its products in all three bridges across the Mississippi River at Memphis. It is 


the only firm in Memphis |00 years old that has the same blood stream 
To the enthusiastic applause of all employes, W. 
have to be an Orgill to obtain a high position with the company. 


John M. Morris as examples. 


I. Moody, chairman of the board, pointed out that, 
Mr. Moody pointed to himself and vice president 


of the same family flowing through its veins. 


“You don't 


A highlight of the evening came when hundreds of brightly colored balloons, many containing crisp bank notes, were 


released into the room. 


Another event was the awarding to every Orgill employe of one cent for each day he had worked for the company. 


These presentations ranged from 15 cents up to $164.25 
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PROVIDES SAFE, AUTOMATIC CONTROL 
for Coal- or Wood-Burning SPACE HEATERS 


HOTSTREAM 


~ 


AUTOMATIC 
DRAFT CONTROL 





FOR STOVES-RANGES - FURNACES 


Thermodratt is a new device designed to bring 
automatic control to coal or wood-fired stoves, 
ranges, and furnaces by thermostatically regu- 
lating the flue damper. It is fitted with a selective 
adjustment which automatically controls damper 
movement to maintain desired 
temperature. 





Elimination of periods of over- 
heating and cooling means 
greater health and comfort 
from room heating stoves and 
furnaces. Control may be set for low over-night 
temperature with assurance that fire will not go 
out for want of draft. Thermodraft makes it un- 
necessary to fuss constantly with draft or fire to 
keep comfortable in any weather. 
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cutomatica]] 
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Overheated flues are responsi 





for a large percentage of fires 
homes. Often manually operg#@d 





drafts are opened and forgott@ — 
but Thermodraft never forgets — it openg™fund 
checks draft automatically. 

With fuel costs rising, ig more 
onserve 





important than ever tg 








ermodratt 





wherever possible. 






economical 





provides constan 






comfort by using#fel to best ad- 






> stove or other 
It will pay for its 





vantage. Also prevents damagg 





property caused by overheat 





low cost in a single heatingg#ason. 


Thg@modraft is easily installed 
ipfPhimney pipe. It fits tightly 
Stween two sections of the 
pipe, and requires no electrical 
or other connections. May be 
installed in either horizontal or 
vertical position. Can be used 
effectively on ‘circulating or 
radiant type stoves. Sizes for 
6", 7" and 8” flue pipes. 
D 
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Cheney Nail 


Holding Hammers \ 
meet the same high @\ 


quality standards of ’ 





materials, workman- \ 


ship and performance 
that have distinguished 
all Cheney Hammers 
since 1836. 


HENRY CHENEY HAMMER CORP. 
Little Falls, N. Y. 
217 Broadway, New York, N. Y. 


SALES REPRESENTATIVES 
JOHN H. GRAHAM & CO., INC. 
New York, N. Y. 


SANFORD BROS. 
Chattanooga, Tenn. 
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LUCIAN A. CHILDS 


LUCIEN A. CHILDS 
HEADS SOUTHWEST 
CHAPTER OF AHC 


reported the following new offi 


cers for 1947-48, at a meeting 


held June 18: 





Cc. O. WINTERSTEIN 


Lucien A. Childs, West & Co. 
of Los Angeles, chairman; Clar- 
ence Winterstein, Harper C. 
Reynolds Corp., Los Angeles, 
vice chairman, and Henry Bal- 
singer, W. W. Brasier Co., Los 


A nominating committee of the 
Southwest Chapter, District 18, 
American Hardware Consultants, 






PRITCHARD HEADS G. E. 
MARKETING DEPARTMENT; 
REORGANIZE SET-UP 


The marketing organization o/ 
the General Electric Co.’s appl 
ance and merchandise depan 
ment has been streamlined to 
better serve an expanding mar. 
keting and keep pace with in 
creasing production. 

All the department’s market 
ing activities are coordinated 
under a manager of marketing. 
C. R. Pritchard, whose forme: 
position as general sales mana- 
| ger of the department has been 
discontinued. He will be respon 
sible for all direct sales activities 
and for consumer market and dis 
tribution research, production 
schedules, product planning and 
appearance design and _ product 
service. 

Mr. Pritchard announced that 
the former three broad sales di 
visions of the department cove: 
ing major and traffic appliances 
and construction materials have 
been consolidated into two diy 
sions covering appliances and 
construction materials. A. VI 
Sweeney, former manager 0 
major appliance sales, is manager 
of all appliance sales, and C. W. 
Theleen, formerly manager o! 
trafic appliance sales, is assistant 
manager of appliance sales. J. Hl 
Crawford continues as manager 
of construction materials sales 








Mr. Pritchard will be advise: 
| and assisted by a sales committe 
| consisting of Messrs. Sweeney. 

Crawford and Theleen, G. | 
| Chapman, assistant manager ol 
| appliance and merchandise de 
partment, and C. A. Brewer, man- 
ager of distribution services divi 
sion. 

Mr. Pritchard joined G.F 
1918 in Birmingham, Ala. In 
1944 when he was appointed to 
his former position as general 


m 





Angeles, secretary-treasurer. 
Ralph J. Compton. manager of | 

the builders’ kardware depart- 

ment of the American Wholesale | 


| Hardware Co., Long Beach. Cal., | 


was the retiring president. 





H. W. SALSIGER 


sales manager, appliance ani 
merchandise department, he wa- 
vice-president of the Gener 
Electric Supply Corp. 


VILLESVIK TRAVELS TO 
SCANDINAVIAN 
COUNTRIES 

J. K. Villesvik, general mana- 
ger, Sandvik Saw & Tool Corp. 
New York City, is now on a 60 
day business trip to the Scandi 
navian countries in an effort to 
persuade the company’s Swedish 
factories to again expand thei! 
productive facilities and increase 
production to help meet the con 


tinued demand for Sandvik Swe 
dish Box Saws, Berg “Shark- 
Brand” Swedish Chisels, Oberg 
Swedish Steel saw files and othe 
| Swedish hardware specialties. 
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BURGER RETIRES FROM 
KRUSE AFTER 57 YEARS 


O. L. Burger has recently re- 
tired from the Kruse Hardware 
Co., wholesalers, Cincinnati 3, 
Ohio, after 57 years in the hard- 
ware trade. He entered inio 
partnership with Henry Bode and 
formed the Bode Hardware Co. 
in 1890. 

The Bode Hardware Co. was 
taken over by Messrs. Charles, 


Louis and William Kruse with | 


George Kleinschmit from the 
Kruse & Bahlman Hardware Co., 
together with Mr. Burger and the 
Kruse Hardware Co., was formed 
in 1902. 

In 1929 the Kruse & Bahlman 
Hardware business was absorbed 
by the Kruse Hardware Co., hav- 
ing been in business since 1852. 
Mr. Burger was secretary of the 
Kruse Hardware Co. until 1919 
when he was elected president 
which office he held until he re- 








|is Friday, Oct. 3. Reservation 
cards will be mailed to all mem- 
bers. The entertainment com- 
mittee in charge of arrangements 
for this party are: Rollin B. 
Plumb, chairman, Eagle Indus- 
tries, Inc.; Geo. H. Beaudin, J. 
Wiss & Sons, Co.; Frank J. Koch, 
McKinney Mfg. Co.; Ben Leve, 
secretary of the association, The 
Carborundum Co., and William 
B. Olsen, Lamson & Sessions Co. 


BICYCLE INSTITUTE TO 
MEET JAN. 19-23, MIAMI 


The annual convention of the 
| Bicycle Institute of America, Inc., 
| 10 Rockefeller Plaza, New York 
City, 20, will be held from Jan. 
19-23, 1948, at the Flamingo 
Hotel, Miami Beach, Fla. In ad- 
dition to the business sessions of 
the Institute’s component groups, 
several social functions for the 
entertainment of the members 
and families will be held. 





signed in Feb., 1944, to take the 
ofice of board chairman, which | 
position he held until his retire- | 
ment. Arthur H. Lammers and | 
his associates have taken over the 
controlling interest in the com- 
pany. However there will be no 
changes in the personnel. 


CENTRAL STATES DINNER 
IN ATLANTIC CITY 


The Central States Hardware 
Club will hold its Seventh An- 
nual Dinner and entertainment 
party, Sunday, Oct. 12, 1947, in 
the Cambridge Hall of the Cla- 
ridge Hotel, Atlantic City, N. J.. 


J. W. NOCKELS JOINS 
W. H. SCHATZ INDUSTRIES 


J. W. Nockels formerly asso- 
ciated with Roy F. Trauger & | 
Associates, Merchandise Mart, | 
Chicago, has been appointed cen- | 
tral and export sales manager of | 
Walter H. Schatz Industries, Inc., 
308 W. Washington St., Chicago 
6, Tl. 


TAVART CO. LTD. 
*“MOVES LOCATION 


Tavart Co., Lid., garage doo: 





prior to the opening of the Na- 
tional Wholesale Hardware and | 
American Hardware Manufac- | 
turers Associations Convention. | 
The closing date for reservations | 


hardware manufacturers, has con- 
solidated its office and factory lo- 
cations, and is now at 416 N. 
Orizaba, Post Office Box 42, 
Clearwater, Cal. 

















Ready to Make 


Money for You! 


NEW ADJUSTABLE 


CAP-TURN 


Loosen 


_,. Also Lifts Pr 
Bottles to 


from CLL 


Here’s the double-action 
tool that will be welcome in 
every kitchen. The new, ad- 
justable CAP-TURN opens 


| jars and bottles like magic. 


It’s quick ... sturdy ... 
easy-to-use. Eliminates 
struggling with stubborn 
screw-type covers and pro- 
vides the perfect tool for 
lifting pry-up covers. 

To help you merchandise 
this timely Eagle “‘first”’, 


/CAP-TURN comes mount- 


ed on colorful, individual 
display card complete with 
instructions. To display 


| CAP-TURN is to sell it. 


Better order your supply 


| now to take care of the de- 
'mand created by national 


promotion. 
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CENTRAL STATES HARDWARE PERMANENT CLUB 
ROOM located at the LaSalle Hotel, Chicago, Ill. The club 
will hold its first fall dinner party on Sept. 2nd in the Cen- 
tury Room of the LaSalle. The new club rooms will open for .. 
inspection—two large rooms have been newly decorated 









EAGLE IND 


Giary 





s or Tighte 
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ns Screw Caps 


Large Jars 











A simple adjustment of the CAP-TURN 
grip and screw caps are no problem 
to handle. 





























USTRIES, 


f Bowser 





CAP-TURN's prying edge and lever- 
age solve the problem of removing 
Pry-up covers. 















INC. 


Nutional Sales P-presentative of The Eagle Locx Company 


110 inorth Franklin St., Chicago 6, Ill. 

























Customer Service Centers 


To Sell All U. S. Surplus 


Excepting Real Property 


Policy change intended to speed up distribution of 
surplus goods and provide better service to all buy- 


ers. 
erans only. 


bureau 
AGE ) 


( Washingtor 
of HARDWARE 


Having tried other sales 
methods, the War Assets Admin- 
istration has decided to place all 
its eggs in one basket. With the 
disposal job about 55% complete 
and facing a growing buyer’s 
market, the WAA is now concen- 
trating upon quickly centralizing 
all sales (except real property) 
within its Customer Service Cen- 
ters. 

This is part of a broad change 
in policy which involves 
pletely separating the administra- 
tive and selling operations and 
directing most of the agency’s 
energies toward actual disposal. 
By so doing, the agency hopes to 
inventories within a 
point where regular 


reduce its 
year to the 
government agencies will be able 
to take over. 

“T have set one more year as 
our goal,” declared Adminictrator 
Robert M. Littlejohn. “Compe- 
tition has been growing each day 


and will get much tougher in the | ation — is 


com- | 


Each center to include set-aside items for vet- 


future. Selling will have to get 
the greatest amount of our atten 
tion.” 

Decision to eventually bring all 
selling within the scope of the 
customer centers has been 


brought about by the realization 


that if WAA is to hold its own, | 
| it must make it easier for whole- 


salers, retailers and other poten- 
tial customers to get what they 
want with the minimum of effort 


| or trouble. 


The Centers were instituted 


last September as a possible solu- | 


tion to complaints of would-be 


| buyers that it was too difficult to 


deal with WAA—not only in 
making actual transactions but to 
even find out where specific items 


were located. Buyers often sat 


| for hours in offices waiting to do 


business with officials only to find 


that the man they wanted to see | : 
| that the only goods to be sold in | 


set-asides | 


was located in another office or 
building or that the goods they 
wanted were in another city. 
Under the Customer Service 
system, 3 one-stop 


Center oper- 


provided. Customers 


| be expended 
| centers- 
| efficiency of personnel, adding a 
| greater variety of floor samples, 


meet WAA 
samples of surplus, 
credit, pay their bills, 
range for delivery. 

Not that the Centers have been 
a perfect solution. As a matter 
of fact, some officials privately 
admit that few more than half of 
the nearly 100 centers could be 
rated as “satisfactory” or better. 
Some of them were not operating 
on a 100% basis, for instance, 
and others perhaps have not 
understood their full purpose or 
objective. Nevertheless, the Cen- 
ters are now doing a $100 million 


Inspect 
establish 


Suicsilich, 


| a month business. 


However, they did form the 
basis of what appears to be the 
most satisfactory sales system 
which the WAA has come up 
with to date. In the future, accord- 
to Mr. Littlejohn, in line with 
the revised policy every effort will 
in improving the 


such as increasing the 


and making more information 
available to Center con- 
cerning what is for sale outside 
its own region or locality. 

Each center will have special 
set-aside personal and household 
items for veterans directiy over 
the counter at retail—cash 
This will hold true even 


each 


carry. 


and ar- | 


| floor 





and | 


| (Tex.) 


though only one item is sold. It | 
is emphasized by WAA, however, | 


this manner the 
which are available only to vet- 
erans and could not be obtained 
for the shelves of commercial 
establishments ‘n any event. 


are 








GRISWOLD MFG. CO. HONORED ETTA MOSES AND OTHER EMPLOYEES WITH 
LONG SERVICE RECORDS at a dinner party held at the Grotto Club, Erie, Pa., recently. 


Known to employees of the company as Aunt Emma, Miss Etta Moses, in recognition of 


her 53 years of continuous service with Griswold, was the guest of honor. 
has been retired on a pension by the management. 


Miss 


oses 


Twenty-nine other employees who 


served the company for 25 years or more years also paid tribute to Miss Moses. The total 
of their employment is 893 years. Above are shown the long term employees. Left to 
right, front: Daniel Monahan, 50 years, John Scherrer, 41 years, Miss Moses, William 
Coppersmith, 44 years, Charles Portenier, 34 years; second row, C. O. Stanger, 38 years, 
John Schuldt, 37 years, Roy Austin, 39 years, I. Tackna, president of the company, C. A. 


Massing, 49 years, and 


208 


B. M. Fromknecht, 41 years. 


| universal 





ln other words, a buyer will be 
able to walk into a Center, state 
what he wants to buy in the way 
of surplus, inspect samples on 
the floor and find out where it is 
located. In the event there are no 
samples, there will be 
brochures, listings, catalogues, 
and other information facilities 
which will enable him to trans. 
act his the least 
amount of time. 


business in 


There will also. be an auction 
room at each of the centers where 
auction sales and spot bid sales 
of goods or materials from mili- 
tary sites and warehouses will be 
conducted. Arrangements will be 
made for credit and collection 
during the one-stop trip. 

Splitting up and making inde 
pendent of each other the selling 
and administrative functions fore. 
tells the gradual elimination of 
the present 33 regional offices. 
This does not mean the closing 
of WAA offices in these cities 


| since either District offices or Ser 


vice Centers will operate in these 
locations. It does mean that in- 
stead of 33 offices performing 
supervisory duties there will be 
only six. 

These offices will he located in 
New York, Atlanta, Chicago, 
Kansas City, Grand Prairie 
and San Francisco. 

The estimated value of 
surpluses to be sold amounted 
originally to about $34 billion, of 
which about $5 billion is hanging 
fire and will not be declared by 
the military services until the 
training question is 
settled. Of the total, approxi 
mately $19 billion has been dis 
posed of, bringing a return of 
about 29 cents on the dollar and 
actually netting the government 
after deducting 


war 


about 22 cents 
operating costs. 
About 15,000 small 
such as_ hardware, 
shops. garages, and many other 
types have been established by 
veterans, stocked largely with sur- 
plus goods. During the past 12 
months. more than $1. billion 
worth of surpluses have been sold 
for such distribution: improving 
facilities of the Centers will aid 
this new segment of industry. 


businesses 
electrical 


HENNIGH’S DISTRIBUTES 
APEX ELECTRICAL LINE 

Hennigh’s, Inc., 119 N. Waco 
St., Wichita, Kan., founded by 
its president, O. W. Hennigh in 
1946, has been appointed distrib 


| utor for the Apex Electrical Mfg. 
| Co.’s line of washing machines. 
| vacuum cleaners and ironers for 


the Wichita area. Apex service in 
that territory will be supervised 


| by Henry Hay, service depart: 
| ment manager of Hennigh’s. 


HARDWARE AGE 
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there'll be cobwebs in your cash register 
if you don’t watch out! 
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cUPRINOE | ROT 


A Packaged Wood Preservative 
Nationally Advertised 


. . . for the Home, Farm, Boat and general use. A Dan- 
ish formula of 39 successful years use, tested and ap- 
proved by leading Agricultural Colleges here. Intro- 
duced in the United States shortly before the War, and 
with almost all production taken during the War for the 
Armed Forces, our promotion was limited. 


Now we are ready for wide distribution, and Cuprinol 
is already well known by Greenhousemen, Florists and 
in the Marine field. 





To reach the householder we will begin advertising 
in the September issue of BETTER HOMES & GAR- 
DENS with half page space and follow with 2 
column space in October and November. 
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Applied like Paint 


Cuprinol is applied by brush, spray or dip, and gives 
protection to the wood against rot and insect borers. 
Use by itself, or as a priming coat under paint. 


Packed in quarts to retail at 90 cts; gallons at $2.90; 
5 gallon pails at $2.80 per gal.; and 50 gallon 
drums at $2.70 per gal. 


Promotional Material Available 


Folders, Display Cards and promotional assistance of- 
fered to help establish Cuprinol as a profitable line for 
you. Write for full information and trade discounts. 


CUPRINOL Division, Darworth, Inc. 
52 Maple St. Simsbury, Conn. 




















| later and served in that capacity 





| of Jesus Christ of Latter Day 
| Saints. 


























OBITUARIES 








LOREL A. STAPLEY 


Lorel A. Stapley, 48, secretary- 
treasurer and sales manager of 
| the O. S. Stapley Co., hardware, 


| farm implement and _ industrial 





LOREL A. STAPLEY 


equipment, Phoenix, Ariz., died 
recently in Phoenix after suffer- 
ing a heart attack. 

When he was 16 he became 
associated with the family busi- 
ness, serving as a clerk in the 
Mesa store. He became manager 
of the Phoenix store two years 


until he was advanced to the 
position which he held at the 
time of his death. 

Mr. Stapley was a past presi- 
dent of the Phoenix Kiwanis 
Club, past vice-president and di- 
rector of the Phoenix Chamber 
of Commerce and a director of 
the Central Arizona Light & 
Power Co. Mr. Stapley was also 
an active member of the Church 


WINFRED M. BALDWIN 


when his brother died in 1939, 
became president, retaining his 
purchasing duties. 
Mr. Baldwin was an elder in 

the First and Calvary Presby. 
terian church and treasurer of 
|the Sunday School of tha 
; church. He was also active ip 
{the Community Chest, the Ro- 
|tary club and served as secre- 
| tary of the YMCA for some time. 
|He was a director and past. 
| president of the National Hard. 
ware Manufacturers & Jobber: 
| Golf Association and his hobbies 
| included gardening and wood- 
carving. 
| He is survived by his widow. 
|a sister and three daughters, 








H. C. VANSTRUM 


H. C. Vanstrum, 58, buyer for 
Blish, Mize & Silliman Hardware 
Co., wholesalers, Atchison, Kan.. 
since 1922, died recently in 
Kansas City, Mo. 

He formerly was a buyer for 
the Janney, Semple & Hill Hard- 
ware Co., wholesalers, Minne- 
apolis, before transferring to At- 
chison. He was elected president 
of the Atchison YMCA each year 
since 1932. 


HUGO HAMILTON 


Hugo Hamilton, retired as 
sistant manager of the merchant 
products department, American 
Steel & Wire Co., 208 S. LaSalle 
St., Chicago 4, Ill., died July 2. 
at his home in Kerrville, Tex. 
after several months’ illness. He 
had been associated with the 
company 45 years, commencing 
as secretary to D. A. Merriman. 
who at that time was assistant 
general manager of sales. He 
then was advanced to corre- 
spondent in charge of horseshoe 
sales and then assistant manager 
of the merchant trade department 








Winfred Montgomery Baldwin, 
66, president of the Rogers & 
Baldwin Hardware Co., whole- 
salers, Springfield, Mo., died re- 
cently while sitting in his chair 
reading at home. He was well 
liked and respected by all who 
knew him. 

Born in Canada on Prince Ed- 
ward Island, he moved to Spring- 
field when a child. His father 
was one of the organizers of 
Rogers & Baldwin Hardware Co., 
in 1886. Mr. Baldwin was first 
associated with American Steel 
& Wire Co. In 1907, he joined 
Rogers & Baldwin and from 1920 
to 1925 he was sales manager. 
In 1926 he became vice-presi- 


under W. H. Foege. In 1934 when 
the merchant trade department 
and fence and post department 
merged into the present Mer- 
chant Products Department. he 
became assistant manager, which 
position he held until his retire- 
ment on pension, January, 1946. 
Mr. Hamilton was well known 
throughout the hardware fra- 
ternity and will be missed by al! 
who knew him. 


W. H. BAUER 
William H. Bauer, retired hard- 
ware dealer, died recently. hav- 
ing been in ill health for severe! 





dent in charge of purchasing and 


years. 
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FREDERICK M. CLARK 


Brooke sanitarium. 

Mr. Clark was a son of the late 
Everett B. Clark, president of the 
Everett B. Clark Seed Co., and 
founder of the Associated Seed 
Growers of America. Mr. Clark 
joined the company in 1892 and 
was its secretary until it was ab- 
sorbed by the association. He 
was a Rotarian and a 32nd de- 
gree Mason. 


————e 


JOHN W. ACKERMAN 


John W. Ackerman district 
sales manager for the New York 
and New England districts of 
{merican Chain Division of 
American Chain & Cable Co., 
Inc. Bridgeport 2, Conn., died 
recently after a short illness. 
He had been with the com- 
pany for 25 years. 





HARRY A. MAURER 


Harry A. Maurer, 70, former 
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VARE AGE 


general superintendent, director 
and secretary of The Oster Mfg. 
Co., Cleveland, died recently after 
an illness of several months. As- 
sociated with the company since 
1905, he was considered an out- 
standing authority on advanced 
shop practices. He had retired 
from the company a year ago, 
mt had been acting in a consult- 
ing capacity until he entered the 
hospital. 
Ld 


LOUIS H. KUSEL 


Louis H. Kusel, 81, president 
of D. & F. Kusel Co., Watertown, 
Wis., died recently at his home 
after suffering a heart attack. 
Mfter attending Northwestern 
College and a business college 
he became associated with the 
business bearing the family name. 
He was a member of St. Paul’s 
Episcopal Church and the Water- 
town Association of Commerce. 





JOHN WILLIAM 
HYBSKMANN 


John William Hybskmann, 72, 
who had been associated with 
hardware stores for 54 years, 40 
of which were spent at Corning, 
Kan., died recently. 

He began clerking in a hard- 
ware store in Mermillion, Kan., 
when 18. Three years later he 
moved to Goff, spending five 
years in a hardware store. He 
then moved to Axtell and was in 
business there for several years. 
In 1909 he went to Corning where 


Frederick M. Clark, 72, who 
retired in 1937 as vice-president 
and director of the Associated 
Seed Growers, Inc., New Haven, 


Conn., died July 16th at the Hall- 


sold it to Willis Leming. 





GRAHAM GUNBY 


operations for L. W. Gunby Co., 
Salisbury, Md., industrial supply 
distributor, died recently after a 
short illness. He joined the com- 
pany shortly after the turn of 
the century and at his death he 
was vice-president, treasurer and 
general manager. He was a mem- 
ber of the Wicomico Presbyterian 
Church and the Sons of 
was also president of the Wi- 
member of the Salisbury 
tional Bank. 


J. PAUL ARENS 


ager for Ceco Steel Products Cor- 
poration, 5701 W. 26th St., Chi- 
cago 50, died at his home, Oak 


to a heart condition. 

Mr. Arens was well known in 
the steel products field, having 
been associated with the Truscon 
Steel Company for many years 
before joining Ceco as works 
manager in 1937. 


JAMES C. MONGET 


James C. Monget, 68, associ- 
ated with the Doherty Hardware 


40 years, died recently at Our 
Lady of the Lake sanitarium 
after 2 brief illness. 


Club. 


WILLIAM HENRY HALL 


recently after a long illness. 

He had been in the hardware 
business for 38 years, having 
purchased a store in 1899 with 
William Mason as partner. He 
was an alderman in 1910 and 
1911, past commander of Pales- 
tine Commands:y No. 14, Knights 
Templar, 32nd Degree Mason 
and a member of the Elks Club. 





CHARLES E. SHURIG 
Charles E. Shurig, 84, retired 
hardware merchant in Oakland 
City, Ind., died recently at his 


store in Oakland City 54 years 
ago. He was well known to the 
hardware trade in southern In- 





he purchased the hardware busi- 


Methodist church. 


ness, operating it until his re- 
tirement six months ago when he 


He was a member of the Ma- 
sonic order and the Odd Fellows. 


Graham Gunby, 69, director of , 


the | 
American Revolution. Mr. Gunby | 


comico Hotel Corp., and a board | 


Na- 


J. Paul Arens, 57, works man- | 


Park, on July 29. Death was due | 








difty Cube: TRAYS 


SERVE ICE CUBES 
| A LA CARTE 


@ New Improved Jiffy 
| Cubes are now made 
from Polyethylene plas- 
tic, fully flexible and un- 
breakable. 


EFFECTIVE — ice 
cubes “pop-out”’ at slight 
| finger pressure—no 

























































water muss or strug- 
gling fuss. ECONOMI- 
CAL—no ice is wasted 
—use only as many 
cubes as you need—one 
cube or a trayful. SANI- 
TARY—no hands need 
ever. touch the ice cube 
—drop into glass from 
| cups. MODERN — the 
very latest and greatest 
| improvement in ice cube 
making. 





JIFFY CUBE TRAYS ARE 





Co., Ltd., Baton Rouge, La., for | 


He was a member of St. James | 
Episcopal Church and the Elks | 


William Henry Hall, 69, Hall | 
Hardware Co., Belfast, Me., died | 





home there after a short illness. | 
He founded the Shurig hardware | 


| NW) rite Jo 


diana and was a member of the | 





























NOW IN TWO SIZES TO 
FIT ALL REFRIGERATORS 





* SPECIFICATIONS - 
"Jiffy Cube,"" Model A : Bright Blue Anodized 
Aluminum Tray containing 12 large white Polyethylene Plastic Ice 
Cube Cups—Unbreakable. 
BE GOOD cine 409 .n5-t56 0950055 00520008 srgn esse eeens — | 
Weight... . . WA" x 4%" x I" 
Freight . . . Full All. on !'/ gross or more — otherwise F.O.B. Detroit. 
"Jiffy Cube,"" Model B is 93%4"" x 35%". x 14" and contains 8 cups. 
Priced at $1.49 List. 


Additional Cups $1.00 per dozen 


USUAL TRADE DISCOUNTS 











* PATENTRD AND PATENTS PENDING 
TRADE MARK REGISTERED 
COPYRIGHT 1947 BY PLASTRAY 
CORPORATION 


Plaostra 


ok S 2ek 2 BGnen, | 


FOR FURTHER 
INFORMATION 


J 





ROOM 822 — DEPT. HA-2 e FISHER BUILDING — DETROIT 
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No. 33 Stag or Hunting Knife — 4" 
saber ground blade. Genuine bone stag 
handle. Camping favorite of sportsmen and 
hunters. Complete with fine leather sheath. 
Price, $21.00 per dozen. FOB Factory. 


Immediate delivery. Write for Catalogue 
No. 80. 


47 EAST 34th STREET 
NEW YORK 16, NEW YORK 







_ | a salesman in Lynchburg for the 


| $9,000,000, the Institute says 


QUEEN CUTLERY COMPANY 


| Hawaii, Puerto Rico. and the | Market St., Wheeling, W, Va. 
| Virgin Islands will participate in | has marked its 117th anniversary. 
|the apportionment of the fund.| This store has also been reno 
| Under the terms of the Act. the | 


|! ROBERT FULTON MILLER 


| Robert Fulton Miller, 67, a 
| hardware salesman for Orgill 
| Bros. & Co. for 39 years, died 
| after suffering 1 heart attack re- 
| cently. At 14 he started his 
career in the hardware field. At 
| 18 he covered « regular territory 
"and after working with two other 

hardware firms, joined Orgill in 
| 1908. He covered the Mississippi 


Delta region. 


HOMER C. ALLEN 


Homer C. Allen, 
with the hardware and furniture 
business for 39 years, died July 


ll at his home in Blue Ridge. 


associated 


his home. He was a member oj 
the Methodist Church and als 
was a member of the Rotary 
Club. 


D. W. GILBERT 


D. W. Gilbert, 89, founder of 
the Gilbert Hardware Co., noy 
the ‘hardware business owned 
and operated by Lovett & Tharpe, 
Dublin, Ga., dicd recently at his 
home. He was a charter member 
of the old First National Bank 
of Dublin and was a member of 
the Knights of Pythias for many 
years. Mr. Gilbert was a member 
of the First Baptist Church. 








| Ga., following a heart attack. 


HARRY W. MAGEE 
Harry W. for many 
years a sales representative in the 
Philadelphia territory for Ameri- 
can Equipment Division, Pitts- 
burgh, Screw & Bolt Corp., Nor- 


| ristown, Pa.., 


| 
Magee, 


died on July 7. 


TRAVIS W. MARTIN 
Travis W. Martin. 67, repre 
sentative for Watkins-Cottrell Co., 
hardware, Richmond, 
Va., died at his home recently in 
Lynchburg, Va. Mr. Martin was 





Ww holesale 


| company for 40 years. He was a 
member of the Court 
Methodist church. 


Street | 


M. D. ABERNATHY 
Marvin Dunlap Abernathy, 64. | 
who was engaged in the hard- | 
ware and grocery business, died | 


recently in Commerce, Tex., at | 


operator 
ware Co., Meridian, Mass., fo: 
many years, died recently at his 
home there. 


THOMAS L. WHALEY 
Thomas L. Whaley, 79. asso. 
ciated with the Logan & Whaley 
Hardware Co., Marshall. 
since 1890, died at his 
there July 11th. 


Tex 
home 


CHARLES H. SMITH 


Charles H. Smith, retired hard. 
dealer, died recently in 
Syracuse, N. Y., after a long ill- 
ness. Mr. Smith was a descendant 
of Commodore Oliver Perry. 


ware 





JOHN BRUCE BERNARD 


John Bruce Bernard, 70, forn- 
erly with the Roanoke Hardware 


| Co., before moving to Bedford, 
| Va., 


mercantile business, died recently 


where he engaged in the 





C. P. RENFROE 


C. P. Renfroe, 72, owner and 
of the Renfroe Hard- 








FEDERAL WILDLIFE I 
AID INCREASED 
Wildlife restoration was given 
the greatest stimulus in the na- 
tion’s history under the Federal 
Aid in Wildlife Restoration 
(Pittman-Robertson) amendment 
| approved in the Interior Appro- 
priation bill, the Wildlife Man- 
agement Institute believes. Now 
the states will receive the total 
revenue collected yearly from the 
11 per cent excise tax on arms 
and ammunition sales and this 
year’s receipts may reach the | F 
| almost unbelievable amount of 


€ 





The largest sum appropriated | 
by Congress heretofore in any one 
year since the P-R Act was 
passed in 1939, was $2.750.000. | 

All of the 48 states, Alaska. 





wildlife restoration 
the basis of land area 
number of hunting license hold- 
ers in each state. The state game 
departments are required to pay 
25 per cent in state funds in 
addition to the 75 per cent fed- 


acquisition, 
| development for wildlife 


vated and modernized. 


noney is allotted to the states for 
projects on 
and the 


ral allocation <o wildlife should 


benefit to the extent of approxi 
mately $11,000,000 in 
aid. 


financial 


A high percentage of the total 


funds, it is expected, will go to 


yermanent improvements. land 


and environmental 





H. KALBITZER & SON 


| CELEBRATES 117th YEAR 


H. Kalbitzer & Son, 1050-1052 
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Al. CLOSE 


ATLAS & POWER KING 
TOOLS SALESMEN 


Atlas Press 
King Tool Corp., have appointed 
two sales representatives in the 
west coast territory. Al Close has 
been made representative for Ore- 
gon and Washington with head- 
quarters in Seattle. Mr. Close 
has been workiag in the Oakland 
office for the past year, prior to 


Co., and Power 


TOM McKINNIE 


which he served in the army foi 
) six years the latter part including 
the Leyte and Okinawa cam 
aigns. 

Tom McKinnie_ will cover 
Southern California with his 
residence in San Fernando. Be 
fore the war he was with the 
Stanley Works and then in 194] 
went into the army as a reserve 
officer. He was discharged as a 





lieutenant colonel in 1946. 





HARDWARE TRADE ASSN. 
JULY GOLF OUTING 
HELD JULY 23rd 


The Hardware Trade Associa- 
tion of New York, Woolworth 
Bldg., New York City 7, held its 
July golf outing on July 23, at 
the Tamarack Country Club, Port 
Chester, N. Y., attended by 39 


members and guests. A _ roast 





tribution with emphasis on econo- 
mies in operations as these can 
be related to lowering still fur- 
| ther the costs of distribution. 


KRUEGER SALESMAN FOR 
CUTLERY COMPANIES 
W. G. Krueger has recently 

joined the sales forces of the Im- 





beef dinner, for which the club is 
noted, was served. 


In the golf tournament, Bob | 


Mueller, Minnesota Mining & | 
Mfg. Co., won the president’s cup | 
with Bob Doei as runner up; low 
gross member, B. F. McCreary, 
Cal McCreary Co.; runner up, 
Fay Edgerly, National Twist 
Drill & Machine Co.; Jow gross, | 
guest, Ray J. Kagy: 
guest, Bob Wetson: high gross 
member, Art Van Delft, Holo- 
chrome Mfg. Co.; and high gross | 
guest, Jim Meehan, H. W. Mills 
Co. 


low net. 


NAT. WHOLESALERS 
EXHIBITION, CONGRESS 
IN N.Y.C. OCT. 6-7 


Sponsored by the National As- 
sociation of Wholesalers, New 
York City, the first comprehen- 
sive wholesaler’s congress and ex- | 
position will be held on Oct. 6 
and 7 at the Hotel Pennsyvania 
on the Penn Top Floor The two- 
day program will include a series 
of addresses and round-table dis- 
cussions relating to wholesale dis- | 
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perial Knife Co., Ulster Knife 
Co., Kingston Cutlery  Co., 
Schrade-Walden Cutlery Corp. 


group. He was formerly associ- 
ated with the Robeson Cutlery 
Co., and later was vice-president 
of the Union Cutlery Co. He will 
cover all of Ohio and the western 
parts of New York and Pennsy!- 
vania. 





W. G. KRUEGER 















The new Mill-Rese BRITE-BORE line is the result of over 25 years’ 
experience in cleaniag-brush science. Mill-Rose BRITE-BORE Rods 
and Brushes are consistently advertised to millions of gun owners— 
your customers and prospects—each month in FIELD & STREAM, 
SPORTS AFIELD, OUTDOOR LIFE and AMERICAN RIFLEMAN. Each 
Mill-Rose advertisement the BRITE-BQRE name, together 
of BRITE-BORE Cleaning Rods ond 
to you. 


with the specie! advantag 
Brushes, and directs the soles 


2f/ 





The Most 
Highly 
Developed Line 
of Gun-Cleaning 
Brushes on the 
Market! 


= 


~\ 


There's a specific BRITP 
BORE Brush for every type 
and size of firearm bore 
There's a type of BRITE 
BORE Brush to fit every gup 
owner’s particular likes and 
requirements; phosphor bronze 
wire; nylon; bristle; and felt 
polishers. 


Quality merchandise. . . rec- 
ognized Mill-Rose reputation . 

and effective merchandising aids... make 
BRITE-BORE your most profitable gun brushes 
to sell. Packaged in new, distinctive, eye-catching boxes 
that get prospect's attention, develop interest and make sales 







The Big-Value Line 
of Gun Rods with 
3 Exclusive 
Selling Features! — 


_—_——— cma *~ 
se 
a a —— 
TE Feature 1. BRITE-BORY 


- Kode are combination rods with the 
,japter tip furnished One rod cleans both 
exclusive BRITE-BORE sales-making 















- a 


aid of 
rifle and pistol. An 
feature. 
Feature 2. Bronze-bearing swivel provides strong. 
and rod. Extremely durable. No weak crimp to wear loose 
pwn ag =e nage to b leaning depth required. Proe- 

ms mits exact adjustment to bore-cie q 
fests hands yt Rubber washer proteets gun muzzle. An exclusive BRITE-BORE 
feature. 


easy-rolling joint between handle 
“a break. An exclusive BRITE- 


ds in the pistol, rifle and shot- 


fill all deman: 
Only four Brite-Bore Rod sizes are needed to Strong. ettractive Duralumin. 


gun range. Mill-Rose BRITE-BRORE Rods are made of 
am Eee “ i b sround which is 
Each BRITE-BORE Rod is enclosed in a protective tape-tie bag, 

-eleaning instructions, and then inserted in a distinctive new bor 
This cor Sai < Prontatee S essures better display, easier stocking, provides user with 


jd of wesping red parts together, and gives him greater carrying protection for rod 


and 

Self-Selling Display 
Furnished free to all Mill-Rose BRITE-BORE dealers. Makes a strong bid for orders 
from every gun owner that comes into your store. A constant year-round reminder that 
sells a good profit item for you. 
Get the new proposition on the new Mill-Rose BRITE-BORE Gun Cleaning Brush and 
Rod line from your jobber now, In time for the big season ahead, or write us for full 


letails of our profitable offer. 





LL-ROSE 


COMPANY 





Dept. HA, 1985 East 59th Street, Cleveland 3, Ohio 
Brush Specialists Since 1919 


213 











J. HENRY TOPKIS 


Secretary, Delaware Hardware 
Co., Wilmington, Del., whole- 
salers, holder of the cup 
awarded as winner of _ the 
Kicker’s handicap at the recent 
birthday party and outing of 
The Keystoners, Mr. Topkis was 
also given a handsome golf bag, 
a permanent gift, the trophy to 
be played for again next year. 








TRU-TEST DISTRIBUTORS 
MEET JULY 11-13TH 


Tru-Test division, Oakes & Co., 
Chicago 5, Ill., held its semi-an- 
nual distributors meeting on July 
11, 12, and 13th, attended by 
listributors and personnel from 
ill over the country. 

With a short address on gen- 
eral business trends and condi- 
tions by L. L. Oakes, the meeting 
was opened. Then new additions 
to Tru-Test merchandise and Tru- 
Test planned consumer promo- 
tions for the use of the indepen- 
fent dealer were presented. The 
Thrift Time circular and the Con- 
sumer Toy Catalog will be avail- 
able to independent dealers for 
the fall selling campaign. 

CENTRAL RUBBER CO. 

HOLDS OPEN HOUSE 

IN NEW BUILDING 


Central Rubber & Supply Co., 
30 E. Georgia St., Indianapolis 9, 
Ind., recently held open house 
for the opening of its new seven- 
story building, which was _at- 
tended by 3.000 customers. About 
80 manufacturers exhibited at 
the open house. The company 
was organized in 1894 and since 
that time has moved to larger 
quarters four times in its history. 
Invitations were issued through- 
out the Indiana, Illinois and 
Ohio territory covered by the 
company’s 25 salesmen to all 
manufacturers and _ hardware, 
automotive and implement deal- 
ers. Serving the public in the 
new building are nine major 
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sales departments including gen- | 


Joseph Schrade Succeeds J. L. Schrade | 
| As President of Schrade Walden Cutlery 


J. Louis Schrade, president of 
Schrade Walden Cutlery Corp., 
Walden, N. Y., has resigned as 
president and chairman of the 
executive committee of the com- 
pany to be succeeded by his 
brother, Joseph Schrade. By a 
unanimous vote of the directors 
the retiring president was elected 
chairman of the board of di- 
rectors. The new president has 
been vice-president of the com- 
pany for many years and for- 
merly operated and managed the 


factory located at Middletown. 

A. B. Hourin was elected vice- 
president and all other officers 
remain the same, namely: L. J. 
Schrade, secretary and treasurer, 
and John N. Embler, assistant 
treasurer. 

J. Louis Schrade founded the 
company over 43 years ago. His 
son, Gilbert L. Schrade, was 
elected to the board of directors. 


The board presented Mr. Schrade | 
with a gold wristwatch as a ges- | 





ture of their esteem. 








eral industrial, belting hose and 
rubber, cutting tools, transmis- 
sion, heating and pumping, elec- 
trical equipment, automotive sup- 
plies and auto parts. 
NRHA 1948 CONGRESS 
TO BE IN SEATTLE 


The 1948 Congress of the Na- 
tional Retail Hardware Associa- 
tion, will be held in Seattle, 
Wash., with headquarters at the 
Olympic Hotel. Dates of the 
Congress will be July 12 to 15, in- 
clusive, 1948. 

WHITLOCK SUPPLY HOLDS 

INDIAN POINT OUTING 


Whitlock Corp., 17 Warren St., 
New York City 7, exclusive lock- 
smith supply house, recently held 
its annual outing at Indian 
Point. A chartered boat trans- 
ported the 250 employees and 


their families. The baseball game 
between the shipping department 
and the sales force was again 
won by the shipping department. 
Herbert J. Lasky and Henry 





Stein, president and _ vice-presi- 
dent respectively attended the 


| party. 


PAYSEE DIV. SALES MGR. 
FOR EKCO PRODUCTS CO. 


Robert B. Paysee, with the 
housewares industry for 40 years, 
has rejoined Ekco Products Co., 
1949 N. Cicero Ave., Chicago 39, 
Ill., as divisional sales manager 
in charge of popular priced lines. 

For 11 years prior to 1942, he 
was head of premium sales for 
Ekco. Until he rejoined Ekco in 
July, he was president of the 
Paysee Co., Inc., Morris, IIl., 
which manufactured a line of 

















EDWIN A. PERKINS 


Has been appointed to the sales 
force of the National Silver Co., 
in the New York Citv branch, 
to cover Long Island and Staten 
Island. He was previously with 
M. H. Lamston, Inc. 








MOLDEX RUBBER HAS 
NEW FACTORY BLDG. 


The Moldex Rubber & Plastics 
Corp., 1 East 57th St., New York 
City, has recently acquired a fac- 
tory at 430 E. Allegheny Ave., 
Philadelphia 34, Pa. The plant 
will begin operations on Sept. 1 
and will produce rubber, molded 
and extruded parts for industry, 
industrial sponge rubber and 
hard rubber sheets, tubing, 
squares, rounds, pure gum and 
neoprene tubing, channels, U 
shapes, intricate rubber molded 
parts and compression molded 


heavy aluminum cooking utensils. | phenolic plastics. 
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Beeptreeze 
CONVENIENCES 
ss 


Tih Th 





AT EACH DEEPFREEZE DISTRIBUTOR-DEALER MEETING, 


the manufacturer's home office participate. Here are shown R. 


manager, Miss 
techniques, and F. F. 





HOME FREETER HAG AS MANY | 
\ DeeplreeZe vas hen Al 


avestroaze 4 


FEATURES | Lowems 
COsT 


Weeplreeze, 






representatives from 
V. Newbell, advertising 


. Corman, home economics director, demonstrating proper packaging 
Duggan, general sales manager. 
Deepfreeze Division, Motor Products Corp., North Chicago, IIl., 


In region-by-region showings, 


has actively begun its 


sales campaign on behalf of the new and restyled Deepfreeze home freezers. Simultane- 
ously, across the country, Deepfreeze representatives and their distributors have presented 
—during the past three months—the new features of this appliance. 
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THE SATURDAY EVENING 


even us. It had to happen, but we had no idea that 
so many people would find out so quickly what 
we’ve known all along—that only the unique Dear- 
born line offered the revolutionary features the pub- 
lic really wanted and hoped for in a gas heater. But 
find it out they did . . . and they put cash on the line 
to prove it! 


Now we're plowing a lot of that cash back into the 
Dearborn line, to put the Dearborn before new mil- 
lions of people. For a big start, this full-color, full- 
page ad in the Saturday Evening Post—the biggest 
gun in advertising today—will reach eleven million 
people. On the heels of this (which to our knowl- 
edge is the first full-color, full-page gas space heater 
ad ever run in the Post) will follow a bang-up six 
months’ campaign of consumer advertising—which 
will send a lot more heater hunters to Dearborn 
dealers. 


We're laying it on the line—don’t miss getting your 
share of the results. 
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Frankly, our own success story sometimes amazes 















































STOVE COMPANY 


1700 West Commerce e Dallas, Texas 


BRANCH OFFICES: Suite 1490 Merchandise Mart, Chicago 
3625 South Grand Avenue, Los Angeles 



















| PIPE WRENCH 
( ECONOMY 

















If this Housing ever 
Breaks or Distorts we 
will replace it Free 





















the no-wrench- 
housing-repair- 
expense.... 


@ So strong, efficient and trouble-free it’s no 
wonder millions of users prefer it. And economical 
— that guarantee saves your customers all wrench 
housing expense and bother. Easy-spinning adjust- 
ment, nut in all sizes, 6” to 60”. 
Positive-action jaws, handy mr 
pipe scale on hookjaw, comfort- P 
grip handle. Sell the Ritarm 
Pipe Wrench for steady profits. ?'?° 


End pattern for 
in coils, against 
flat surfaces. 








monopoly trends in the tire in- 



































| termine 
| sales warrants 


| ment springs from Congressional 








| action by the two agencies on an 
| industry-wide 


Easy sales of 


RikEIb 


Tire Industry Under Investigation; 
FTC to Check Large Purchasers 


Bureau 
AGE) 


( Washington 
of Hanpwaas Ploeser states. 
The long-dormant problem of FTC is using information ob 
tire manufacturers and distrib. 
utors as a basis for possible 
formal action at a later date to 
large purchasers, and suspected halt certain sales scream Al. 
ae : : {though FTC is aiming at “the 
violations of antitrust laws On | Te; ae ape ‘ 

aegis : east possible duplication of in- 
the a" of big tire arms MAY! formation” in its questionnaires, 
bring the industry under tighter | jhe Justice Department's Anii. 
federal regulation. | trust Division also is gathering in 
assault is| formation which partly parallels 


dustry is coming to life under 
heat from Washington investiga- 
tions. Price concessions afforded | 


The government's 


| two-pronged: (1) Federal Trade | FTC’s line of endeavor. Budget 


Bureau officials whose task it is 
if quantity-fixing in| to weed out duplicating requests 
formal FTC ac-| for information from executiv 
tion, (2) Justice Department in-| agencies of the Federal Gover- 
vestigation of other industry prac-| ment deny that the industry wil 
tices suspected of being in viola- | be forced to prepare and submit 
tion of the Sherman or Clayton identical information to mor 
Antitrust Acts. than one government agency. 

FTC on July 7 adopted a 
resolution authorizing an investi- 
gation of the tire industry with a 
view to determining the necessity 
for formal FTC action under Sec- 
‘tion 2 of the Clayton and Robin- 
son-Patman Acts. “Formal ac- 
tion” may mean issuance of an 
FTC cease-and-desist order, after 
which respondents are usuall 
given 20 days to answer the com- 
mission’s complaint. Hearings 
may then be held at the request 
of the respondent. 


Commission investigation to de- 


Action by the two executive 
agencies of the Federal Govern- 


inquiry launched last spring by 
the House Small Business Com- 
mittee under Representative Wal- 
ter C. Ploeser, R., Mo.. 
terms the executive agencies’ ac- 
tion “the first instance of joint 





who 


Simila: 
joint action may be taken later in 
connection with other suspected 


1 ° 99 
wasis, 








STILLMAN, CALORIC CO. 
N.E. REPRESENTATIVE 


Roger G. Stillman has recently 
been appointed New England di 
visional representative for the 
Caloric Stove Corp., Philadelphia. 
Pe. 

He has been a member of the 
sales force since 1945, having 
served as representative for the 
Philadelphia area. Mr. Stillman Chicago divisional sales manee 
was active in sales work in New | for Gerity-Michigan Die Castin: 
England for three years prior | , | Co. of Adrian and Detroit, Mich 

| Mr. Day, who served in the wat 
as a navy pilot, formerly repr 
sented a merchandising organiz2- 
tion in that territory. The con- 
| pany announced the installation 
of a display room and sales offic 
for the bathroom accessories an‘ 
giftware divisions at 444 N. La 
Salle St., Chicago. 


| joining Caloric. He also has hai 

14 years’ experience in the (as 
|Industry, particularly the LPG 
sector of the industry. 





PAUL DAY, CHICAGO 
DIV. SALES MGR. FOR 
GERITY-MICHIGAN CO. 


Paul L. Day has been named 





CONTROLLERS INSTITUTE 
ELECTS TWO MEMBERS 


Gustav A. Stegmann, treasurer. 
Brown-Camp Hardware Co., Des 
Moines, Iowa, and Charles ©- 
Tallman, controller, Olin Indu‘ 

| tries, Inc., East Alton, IIl., were 
| both elected to membership }" 
the Controllers Institute © 
America. 








ROGER G. STILLMAN 
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INWOOD SMITH 


Mr. T. 


jth issue. 


Dallas 1, Tex. 














| GEORGE A. TRENHOLM 


the latter whose picture was used in error with the announce- 
ment of Inwood Smith as manager of the refrigeration sec- 
tion, Crosley Division, Avco Mfg. Co., 


Cincinnati, in the June 


renholm was recently made vice-president 
and general manager of the Sani-Wax Co., 1911 Pacific Ave., 








SCHLAGE LOCK CO. 
TO EXPAND FACTORY 


The Schlage Lock Co., San 
Francisco 14, Cal., has recently 
anounced the addition of two 
new units to provide 17,000 sq. ft. 
of floor space to existing facil- 
ities. Lower floor of one building 
will enlarge the punch press divi- 
son and the upper floor will 
house the methods engineering 
department. The personnel de- 
partment will occupy the other 
mit. Open space between the 
main ofice building and the plant 
will be roofed over to provide 
more space for shipping and re- 


ceiving. The buildings will be 
modern in design with many 


vindows. 


ROSENFIELD SALESMAN 










FOR METALOID CO. 


S. D. Rosenfield, has recently 
en appointed sales representa- 
tive of the Metaloid Co., Cleve- 
ind, manufacturers of stove pads, 
hose hangers, and other house- 
ware items. 
tm Pennsylvania, 
ind West Virginia. 


eastern 


F. B. CONNELLY CO. 
IRONRITE MEETING 


The F. B. Connelly Co., north- | 
west distributors for Ironrite 
loners, recently held its first 
postwar meeting on this product, 
which was attended by 350 deal- 
ts, salesmen and service men. 

The afternoon meeting, held in 
he company’s auditorium, Seat- 
le, was devoted entirely to ser- 


| manager. In the evening a dinner 
| meeting was held at the New 
Washington Hotel at which sales, 
production and promotion plans 
were fully discussed. The eve- 
ning meeting was under the di- 
rection of Kenneth A. Connelly, 
president, and Frank C. Porter. 
vice-president and general man- 
ager. 


McINTYRE JOINS VIKING 
AIR CONDITIONING 
SALES FORCE 








He will cover west- | 
Ohio 





rice under the direction of Frank | 
Yenny national Ironite service | 
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T. J. McIntyre has recently 
joined the sales staff of the Vik- 
ing Air Conditioning Corp. of 
Cleveland, Ohio, and will handle 
the territory comprised of In- 
diana, southern Illinois and Mis- 
souri. Mr. McIntyre was a first 
sergeant in Bomb Disposal dur- 
ing the war. At present his head- 
quarters are at the plant in Cleve- 


land, but later he will locate in | 


this area. 





tT. J. 


McINTYRE 


SMALL HAND TOOLS FOR 


BIG PROFITS 



















Higher profits and quality go hand in 
hand, with Parker Small Hand Tools a 









































proof of the pudding. Dealers who stock 
Parker Tools, valued for their high quality, 
make higher profits from their sales, 

and build for themselves a long list of 
satisfied customers. Keep a place open on 
your shelves for the Parker line of Small 


Hand Tools. 





PARKER agave agai 


WORCESTER 1, MASS. a. 
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CALLARD MGR. RURAL 
ELECTRIFICATION 
WESTINGHOUSE ELEC. 


N. H. Callard has been ap- 


pointed manager of rural electri- 
industry 


fication, sales depart- 





N. H. CALLARD 


Westinghouse Electric | 
Corp., Pittsburgh, Pa. 

He recently returned from ser- 
vice in the Navy and with the 
OWI in India. Prior to his war | 
he was manager of Cen- 
tral Station Sales of the Pacific 
Coast District and later distribu- 
tion apparatus manager of the | 
agency sales department. 


ment, 


service, 


ELLIS ASSISTS V.P. 
BETHLEHEM STEEL CO. 
J. M. Ellis, formerly general 
manager of sales, has been ap- | 


pointed assistant to the vice-pres- |. 
| company represents and will call 
| on the jobbers after Sept. 1. 
Charles J. Connors Co. represents | 


ident of Bethlehem Steel Co., 
Bethlehem, Pa. K. L. Griffith, 
former assistant general manager | 
of sales, is now general manager | 
of sales. D. C. Roscoe, manager | 








sheets and strip, suc- 
Griffith. A. T. Hunt, 


of _ sales, 


of sales, 
ceeds Mr. 
manager 





galvanized | 


sheets and formed products, was | 


appointed manager of - sales, 


| sheets and strip. M. C. Schrader, 
| assistant to the general manager, 
| was appointed assistant to the 
| vice-president. 


| he 


Mr. Ellis has been general 
manager of sales since 1936 when 
was transferred to the home 


| office from New York where he 


had headed the district sales 
since 1913. Mr. Griffith, president 
and general manager of Seneca 
Iron & Steel Co., Lackawanna, 
N. Y., until its merger with Beth- 


| lehem in 1932, has been assistant 
general manager of sales since 


1938. He previously was manager | 


of sales, sheet and strip. Mr. 
Roscoe entered Bethlehem’s em- 
ploy in the metallurgical depart- 
ment. He became manager of 
sales, tool steel division, then 
manager of sales, pipe and tubes 
division, and finally manager of 
sheets and strip sales. Mr. Hunt 
entered the sales organization in 
1936 in sheets and strip sales 


| and was made manager of sales, 


galvanized sheets and formed 
products in 1938. Mr. Schrader 


| 





has been assistant to the general | 


manager of sales since 1943. 


McHUGH SALESMAN FOR 
CHARLES J. CONNORS 


Bryan McHugh has _ joined 
Charles J. Connors, manufac- 
turers representatives, 407 Palace 
Bldg., Minneapolis 1, Minn., as 
sales representative in the Grain 
Belt states. Mr. McHugh is now 
visiting the factories which the 


the following manufacturers in 
that area: Smith & Wesson, Inc., 





| City 





Springfield, Mo.; W: D. Allen 
Mfg. Co., Chicago; Electro Line 
Products Corp., Milwaukee; Dut- 
ton Lainson Co., Hastings, Neb.; 
Franklin Equipment Co., Monti- 
cello, Iowa; and Davidson Mfg. 
Co., Los Angeles. 





MOORE ENAMELING NAME 
OFFICERS-DIRECTORS 


At the annual meeting of the 
Moore Enameling & Mfg. Co., 


West Lafayette, Ohio, the follow- | 
ing officers were elected: Walter | 


B. Moore, president and general 


manager and chairman of the 


board; E. F. Stahl, executive 
vice-president and general sales 
manager; J. P. Wilhelm, vice- 
president and treasurer; William 
B. Rodgers, vice-president; H. E. 
Morgan, assistant treasurer and 
controller; E. B. Huff, assistant 
secretary; and Warner M. Pom- 
legal counsel. The follow- 
ing directors were elected: 
Messrs. Pomerene, Rodgers and 
Moore, who have been directors 
since the company’s foundation 
22 years ago, J. P. Wilhelm, di- 
rector since 1935, and E. F. 
Stahl, new director. 


erene, 





LOGAN, ACTING MGR. 
G.E. APPLIANCE 
SERVICE CENTER 


E. A. Logan has recently been 
appointed acting manager of the 
General Electric Co.’s appliance 
service center in Long Island 
City, N.Y. 

Mr. Logan joined the company 
in Schenectady, N. Y., in 1937 
and was connected with the ac- 
counting department until he en- 
tered the Army quartermaster 
corps in 1942. Following his dis- 
charge he was appointed operat- 
ing manager of the Long Island 
appliance service center. 














17th and |/8th. Part of the afternoon program was a presentation of 
by Alston M. Rodgers, G.E. Lighting Institute staff, in which lamp making 


Progress” 


SF 


ih 


NRHA CONVENTION DELEGATES VISIT G.E. LIGHTING INSTITUTE, at Nela Park, 
Cleveland. A tour through the institute was conducted from 1:45 to 4:00 P.M. on June 


ee: 


“Highlights of 


methods and lamp magic were combined to illustrate the latest advances in the uses 


of lamps and lighting. A lecture about the use of light for selling by C. M. Cutler was 
given in the store lighting section. 


218 














JULES W. LEDERER 
ADVANCED BY NATIONAL 
PRESSURE COOKER CO, 
Jules W. Lederer has recently 
been appointed assistant general 
sales manager in charge of de. 


sees | 








JULES W. LEDERER 


partment store sales for the Ne 
tional Pressure Cooker Co., Eau 
Claire, Wis. He was formerly 
divisional sales manager for the 
Century Metalcraft Corp. of 
Chicago. 

ALUMINUM GOODS NAMES 
TWO REPRESENTATIVES 


Don C. Engelbrecht has been 
appointed sales representative for 
the Aluminum Goods Mfg. Co, 
Manitowoc, Wis., in _ eastem 
Michigan, and Fred Clemens his 
been assigned a territory includ. 
ing areas in Virginia, West Vir 
ginia, Maryland, Ohio, Tennessee 
and Kentucky. Both men have 
completed an_ extensive sales 
training course at the company’ 
home office. 

Mr. Engelbrecht served for 
three and a half years in the 











|in navy hospitals. 


| tled gas equipment. 


navy during the war and Mr. 
Clemens is also a World War Il 
veteran. He was formerly ass- 
ciated with a Wisconsin firm sell 
ing office supplies and machines 


PINNEY JOINS CROSLEY 


|HOME ECONOMICS STAFF 


Vivian Wright Pinney has rt 
cently joined the home economis 
staff of Crosley Division, Ava 
Mfg. Corp., Cincinnati. She wil 
cooperate on the developmen 
and testing of Crosley gas ranges 
and domestic appliances. 
and assist in sales _ training 
demonstrations and factory cook 
ing schools. 

She served in the Navy for two 
| years as dietician on special casts 
Since then 
Mrs. Pinney has been associated 
with Varkamp Corp., Cincinnati, 
as home service advisor for bot 


other 
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WwW. R. BULLOCK N. E. 
REPRESENTATIVE FOR 
SOLAR ELECTRIC 
Walter R. Bullock, has recent- 
ly been appointed district repre- 
gntative for the New England 
sates by Solar Electric Corp. 





Warren, Pa. Mr. Bullock served | 
in the Navy during the war. He 
will be responsible for all sales | 
activities throughout New Eng- | 


land on all Solar products. | 





CONFIDENCE MAN POSES 
AS WHOLESALER TO 
DEFRAUD DEALERS 


The following letter to Harp- 
warE AGE from the Bureau of the 
Post Office Department is pub- 
lished in full in an effort to 
apprehend the instigator of the 
swindle described herein: 

GENTLEMEN: 

It is my understanding that 
your publication reaches dealers 












in hardware in all of the states. 
The following matter may be of 
interest to you. 

In December of 1946 a person 
wing the name of Jimmie Day 
and the title of Mills Hardware 
Co, mailed from points in West- 
em Tennessee circulars listing 
various hardware items at attrac- 
tive prices. He stated that the 
items could be furnished imme- 
diately, that orders would be 
given attention in the order of 
their receipt, that 25% must be 
received with the orders, and that 
t discount would be given for 
those who paid in full. The 
scheme was a fraud and Day dis- 
‘peared after cashing many of 
the checks in a Nashville, Tenn., 
bank, 

During April, 1947, a person 
talling himself Joe W. Gilbert, 
id using the business name of 
Gilbert Wholesale Hardware Co., 
tonducted a similar scheme at 
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reason to believe that Jimmie 
Day and Joe W. Gilbert are one 
and the same person and that 
both names are aliases. In the 
recent scheme, merchants were 
circularized throughout the states 
of Virginia, West Virginia, South 
Carolina, Georgia, Alabama and 
Mississippi. Profits will exceed 
$4,000, some of which still remain 


| in banks at Asheville, N.C. The 
operator was forced to flee when | 
| local police began investigation | 
|of his activities, before comple- 


tion of the scheme. 


| Day, or Gilbert, is described as 


| 35 to 40 years uf age, weight 165 


| pounds, height 5 ft. 9 or 10 


| He is usually well dressed and 
was driving a light blue two-door 
Ford sédan of approximately 1941 
model, with a Texas license. A 
| woman traveling with him is be- 


| about 5 ft. 4 in height with sandy 


| hair and blue eyes. 
WALTER R. BULLOCK | 


inches, dark brown hair, a round | 
| flat face and a good personality. | 


| tween 20 and 30 years of age, | 


It is expected that this person | 


may attempt to conduct a similar 
scheme within the next two or 
three months. If you feel that 
some warning to various dealers 
is appropriate, we would be 
pleased to have such a warning 
issued. It may also be that some 


a 


hardware dealer will recognize | 
this person from the description, } 
as he seems to be familiar with | 


the hardware business. 


The United States Marshal at | 
Nashville, Tenn., holds a warrant | 


for the offender and the 
Office Inspectors at Nashville, 


Post | 


Tenn., and Asheville, N. C., will | 
give prompt cooperation on any | 
information as to the whereabouts | 


of this person. 


Your cooperation and any sug- | 


gestions will be appreciated. 
Very truly yours, 
(signed) KENNETH Brown, 
Post Office Inspector. 





EDWARDS & CO. MAKES 
SALES FORCE CHANGES 


C. H. Holden has recently re- 
tired on pension having been 


with Edwards & Co., Inc., Nor- 
walk, Conn., for 30 years. R. H. 
Andrews has 
from the district managership of 
the Philadelphia district to man- 
aging director of Edwards of 
Canada Ltd., Montreal. 
Shannon _ has 
from the Brooklyn-Long Island, 
Staten 
Jersey district to become man- 
ager of the Philadelphia district. 
S. A. Kennedy 
Shannon in the Brooklyn-Long 
Island district. 
been appointed supervisor of the 
Asheville, N. C. There is every | sales office in Norwalk. 


been transferred 


R. B. 


been transferred 


northern New 


Island, 


Mr. 


succeeds 


E. A. Harris has 





Try this Calker 


Sut Once/ 


and you'll sell it to 
EVERY HOME OWNER 





Easy to Use...No Mess...It’s Fast 


JUST 
SNAP LOADED CARTRIDGE 


IN GUN AND CALK 







This Calker is priced so low, it opens the door to 
more calking sales than you ever dreamed of. The 
Handicalk gun weighs less than 14 oz. All steel 
construction with a slip-proof ratchet rod. No gun 
caps, nozzles, washers, bolts, or tools to fuss with. 
Nothing to clean. No other Calker like Handicalk! 
Distributed through Jobbers. Write, wire or 
phone today for immediate shipment. 


THE GIBSON-HOMANS COMPANY 


2366 WOODHILL ROAD e CLEVELAND 6, OHIO 





West of the Mississippi: 


BATTENFELD GREASE AND OIL CORP. 
3148 ROANOKE ROAD « KANSAS CITY, MISSOURI 
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A. A. NELSON 


NELSON RETIRES FROM 
KEYSTONE, GETZ IS 
MERCHANT SALES MGR. 


A. A. Nelson, assistant general 
sales manager, Keystone Steel & 
Wire Co., Peoria, IIl., has retired 
after 41 years of service. 
joined the company at 21, and in 
1910 after serving in various of- 
fice capacities, hecame sales rep- 
resentative in Missouri, Kansas 
and Oklahoma. In 1915 he be- 
came sales director and for 20 
years he managed divisions of 
the sales department. In 1935 he 


He | 





WILLIAM H. GETZ 


became 

| manager. 
William H. Getz has been ap- 

pointed manager of merchant 

| sales, under the reorganization of 

| the sales department, following 


assistant general 


supervise the distribution of 


through jobber and dealer chan- 
nels. He has been with the com- 
pany 12 years, starting as a mail 
boy. In 1936 Mr. Getz became 
district director of industrial 
sales. 








CARBORUNDUM CO. 
STARTS WORK ON 
MAINTENANCE BLDG. 


Construction has been started 
at Niagara Falls for the first ma- 
jor building, called the Mainte- 
nance building, in the extensive 
building program of the Car- 
borundum Co., Niagara Falls, N. 


Y., which will eventually involve | 
over a million and a quarter | 


dollars. 


SCHENK IS FRIGIDAIRE’S 


COMMERCIAL SALES DEPT. 


BUSINESS SALES MGR. 


M. C. Schenk, formerly com- 
mercial sales manager in the cen- 
tral region of the Frigidaire Di- 
vision, General Motors Corp., 
Dayton, has been promoted man- 
ager of national business sales of 
the company’s commercial sales 
department. 

H. H. Ward, formerly air con- 
ditioning sales representative in 
the commercial sales department, 
succeeds Mr. Schenk. Also an- 
nounced was the transfer of 
Donald R. Macklem, sales pro- 
motion department in Dayton to 
the Birmingham branch as com- 
mercial sales representative. 


Mr. Schenk succeeds R. W. 





Sales Corp. Mr. Schenk joined 
| the company in 1925 and was 
| successively service manager, 
commercial sales manager, and 
commercial zone manager in Bos- 
ton and Cleveland districts and 
the eastern region. During the 
war he was field service engineer 
| in the machine gun section of the 
| War Products Training Depart- 
| ment, Dayton. 


sales | 


Mr. Nelson’s retirement. He will | 
| of the various Rockwell Divisions | 


as district engineer in Miami. He 
then served as air conditioning 
| sales manager and commercial 
sales manager in the Miami and 
Baltimore, Washington districts 
respectively. He was in the navy 
over three years, during the war. 

Mr. Macklin joined the com- 
pany 16 years ago, subsequently 
serving in the service technical, 
sales engineering and war prod- 
uct service training departments. 





| COL. HIGGINS VICE-PRES. 
ROCKWELL 
INTERNATIONAL 


been appointed vice-president of 
| the Rockwell International Corp., 


| New York City. Col. Higgins has | 
retired from the Army after a | 


distinguished career. Prior to the 
war he had been associated with 
the Rockwell organization from 
1937 to 1942. 

He will have responsibilities in 
the export marketing of products 


Keystone agricultural products and will be assigned special du- 


ties in domestic marketing activi- 
ties. 


CLEVELAND CAP SCREW 


TO COMMUNITY CHEST 


The employees of the Cleveland 
Cap Screw Co., Cleveland Ohio, 
worked for a day without com- 
pensation so the company could 
remit their wages to the Cleveland 
Community Chest. Normally work- 





Mr. Ward became | 


associated with Frigidaire in 1934 | 


ing a five-day week, 95 per cent 


of the employee turned out on | 


Saturday to earn the extra day’s 
pay. The result netted the Chest 
$3,182.75. The company’s sales 
men and special representatives 
contributed their commissions on 
shipments made that day. 


Col. A. E. Higgins has recently 











THOMAS PENFIELD 


T. PENFIELD, CROSLEY 
MARKET ANALYST 


Thomas Penfield has been ap 
| pointed market analyst of the 
Crosley Division, Avco Mfg. 
Corp., Cincinnati 25, Ohio. Prior 
to joining Crosley, he was re 
search director of the Grit Pub. 
lishing Co., Williamsport, Pa, 
for three years. For seven years 
| he was connected with John Hix 
| Associates, Hollywood, Cal., in 
| industrial research work, and he 
did research work for Warner 
Bros., Burbank, Cal., for four 
vears. 





PEOPLE GIVE DAY’S PAY | 


| SILEX ORGANIZES CHAIN 
OF SERVICE STATIONS 
FOR THE STEAM IRON 


The Silex Co., Hartford 2, 
Conn., to assure expert repair se: 
vice when needed for the Silex 
steam irons, has established 4 
chain of authorized service sta 
tions in strategically located cities 
throughout the country. All Silex 
dealers and distributors are in- 
structed to forward repair work 
| to the skilled technical men at 
| these stations. 














Pocock who is manager of the St. 
Louis Branch of the Frigidaire | 
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consigned over any U. S. airline. 





— 








W. C. COLEMAN IS SHOWN SUPERVISING THE LOADING OF a record-breaking 
lantern shipment from Wichita, Kan. to Mexico City recently. A full planeload of Coleman 
Ce., Inc., gasoline lanterns made up the largest air cargo shipment ever handled by Braniff 
International Airways and the third largest commercial international air shipment ever 
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C. H. NEWMAN DIRECTOR 
OF SILEX COMPANY 


C. H. Newman, vice-president 
was recently elected a director of 
the Silex Co., Hartford 2, Conn. 


Cc. H. NEWMAN 


He has been with the company 
since 1937 and also serves as an 
officer and director of the Silex 
Co. Ltd., of Canada and the Hart- 
ford Products Corp., Chicago, a 
subsidiary of the Silex Co. Dur- 
ing the war Mr. Newman served 
in the Navy. 


BUCHANAN HEADS 
PACIFIC REGION FOR 
FRIGIDAIRE 


W. I. Buchanan, manager of 
the Chicago Branch of the Frigid- 
aire Sales Corp., has been ap- 
pointed manager of the Pacific 
Region succeeding the late R. G. 
Hutchinson. H. J. Walker, Jr., 
manager of the St. Louis Branch 
is now Chicago Branch manager, 
and R. W. Pocock, former mana- 
ger of national business sales, 
commercial sales department of 
Frigidaire, succeeds Mr. Walker. 

Mr. Buchanan, associated with 
the company for 20 years, started 
as household supervisor at the 
Detroit branch. He later served 
as apartment house sales manager 
and general sales manager there. 
He was also department store 
representative and eastern sales 
manager in the home office. 

Mr. Walker has been with 
Frigidaire since 1925, starting as 
sales manager of the Detroit 
branch. He also served as mana- 
ger of the Dayton, New Haven, 
Springfield and Detroit branches. 
Later he became manager of the 
public utilities division in the 
home office. 

Mr. Pocock, with company 22 
years, has served as zone mana- 
ger, field representative for the 
public utilities division, manager 





| of national user sales for the 


Delco-Frigidaire Air Conditioning 
Division and during the war he 
handled the contracts between 
the company and the army ord. 
nance department. 


CERUTI MANAGES APEX 
SAN FRANCISCO OFFICE 


Stephen A. Ceruti has beep 
appointed manager of the Apex 
Electrical Mfg. Co., Cleveland, 
Ohio, San Francisco office. He 
has been with Apex since 1937, 
when he was employed to man. 
age warehouse stock and sales 
invoices and supervise warehouse 
inventories. He then became of 
fice manager and from 194] t 
1945 was in the 7lst Armored 
Field Artillery Battalion. Since 
his discharge he has established 
and managed the stock inventor 
record system. 


DIRECTORY TO AID PAPER 
PRODUCT BUYERS 


The Market Guide for Purchas. 
ing Agents Publishing Corp., 385 
Fifth Ave., New York City, will 
issue this winter, a market guide 
for the use of buyers of boxes. 
paper and paper products of 
every type and description. It 
will list every reliable jobber dis. 
tributor and manufacturer of the 
Metropolitan New York area. 
handling every conceivable paper 
product. 

SCRANTON E. SALESMAN 

FOR MOTOROLA, INC, 


Virden E. Scranton has been 
appointed eastern district repre: 
sentative for Motorola, Inc., 4545 
Augusta Blvd., Chicago, with 
headquarters at the Motorola 
Philadelphia Co., 50 N. Fifth St.. 
Philadelphia 6. 


Mr. Scranton has been with 
Motorola in Chicago for the past 
eight years. During the war he 
headed quartz crystal procure: 
ment and recently he was directly 
connected with the sales division. 








VIRDEN E. SCRANTON 
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H. D. FOSTER 


H. D. FOSTER MANAGER | 
GOODYEAR MECHANICAL | 
GOODS DIVISION 


H. D. Foster has recently been 
appointed manager of the Good- 
year Tire & Rubber Co.’s, Me-| 
chanical Goods Division, suc- | 
ceeding the late W. C. Winings. | 
Sam DuPree, formerly sales 
manager of Goodyear’s molded | 
goods plant in St. Marys, Ohio, 
has been advanced to assistant | 
manager of the mechanical goods | 
division. 

Mr. Foster will head the com- 


SAM DUPREE 


pany’s sales organization in the 
field in industrial rubber prod- 


| ucts. He has been with Good- 


year 33 years, and eastern sales 
manager of the Mechanical 
Goods Division since 1941. He 


| started as a salesman, became | 

district manager at Birmingham, | 
g g 

Ala., and then manager of the 


Cleveland district. 


Mr. DuPree became connected | 
with Goodyear in 1934 as de- | 
velopment engineer. When the | 


molded goods plant was built he 


| was made development manager, 


and then sales manager. 








THOS. B. MOULE HEADS 
PLOMB’S E. SALES DIST. 


Thomas B. Moule, formerly as- 
sistant director of sales in the Los 
Angeles office ot the Plomb Tool 
Co., has been appointed head of 
the company’s expanded sales or- 
ganization in the eastern half of 
the United States, with head- 
quarters at 549 W. Washington 
St., Chicago. He was previously 
sales manager of the Republic 
Aircraft Products Division of the 
Aviation Corp. 

Jack G. Allen has succeeded 
Mr. Moule, and will supervise the 
export department. Mr. Allen, 
formerly with F. H. Noble & Co., 
started in the sales department 
and became ultimately general 
manager. Decorated seven times, 
he was discharged with the rank 
of a colonel. 


ORGANIZE GETREU CO., 
WHOLESALE DISTRIBUTOR 


John J. Getreu Co., Inc., Co- 
lumbus, Ohio, wholesale distrib- 
utors of hardware, sporting goods 
and toys, was recently organized. 
The company occupies a three- 
story building at 188-190 E. Gay 
St., and new lines are constantly 


being added. 





John J. Getreu, president, who 
has had many years of experi- 
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ence in selling these lines, is 
well qualified to anticipate the 
needs of retail dealers in the 
territory. Richard C. Getreu, vice- 
president and son of the presi- 


dent, has been engaged in selling | 
the three lines over a period of | 


years, and is qualified to render 
assistance to the retail dealers. 

DETECTO SALES RESUMES 
FULL SCALE PRODUCTION 


Detecto Scales, Inc., Brooklyn, 
N. Y., has resumed capacity pro- 
duction of the general line scales 
for the first time in the past six 
years. The scarcity of metals was 
largely responsible for the past 
situation. 

TOLEDO SCREW CO. OPENS 
N.Y. OFFICE, WAREHOUSE 


The Toledo Screw Co., Toledo, 


Ohio has recently opened a New | 


York office and warehouse at 


270 E. Houston St., to better | 


serve the Atlantic seaboard. The 
entire 10,000 sq. ft. will be de- 


voted to the warehousing of | 
standard sizes of round, flat | 


and oval head slotted steel screws 
in bulk packing and quantities. 


The company is accepting orders | 
now through the New York of- | 
fice for brass wood screws with | 
slotted round oval or flat heads | 


for future delivery. 








WITH THE 


TOP LINE...'300 


The TOP LINE Model 1300 electric room 
heater gives your customers more heat 
faster—and at lower cost! Gives you a fast 
turn-over and quick, sure profit. Be ready 
for the first cold snap. Write for catalog 
sheets, prices, and discounts; and stock up 
on this safe, good-looking TOP LINE profit- 
maker. 


Address: Dept. H 


P{S)LINE 


HOME APPLIANCES 


TENNESSEE VALLEY 
MARKETERS, INC. 


117 NINTH AVE., NO., NASHVILLE 3, TENNESSEE 





Pioneers in Electrical Appliance Manufacture 
in the Tennessee Valley 








3,500,000 Home Washers 
To Be Made This Year 





American Washer and Ironer Manufacturers told they will 
have to contend with steel shortage for long time; Association 
wants laundering equipment exempted from Regulation "W" 


ITH the production of house- 

hold washers, dryers and iron- 
ers running more than twice as high: 
as in 1946, American manufacturers 
are expected to turn out more than 
3,500,000 household washers this 
year. However, the members of the 
American Washer and Ironer Manu- 
facturers’ Association, meeting in the 
recent annual convention, at Mack- 
inac Island, Mich., were told that 
they will have to contend with severe 
shortages of sheet and strip steel for 
a long while to come because of the 
great demand. 

The manufacturers were told by 
R. C. Todd, vice-president of the 
American Rolling Mill Co., that cur- 
rent production of sheet and strip 
steel is at the rate of 17,800,000 tons 
per year, which is an increase of 
25.9 per cent over 1946 production. 
but further stated that it is ques- 
tionable whether estimated sheet and 
strip steel output totalling 19.500.- 
000 tons in 1948 and 20,600.000 tons 
in 1949 will meet demand. 

The government activities commit. 
tee of the association will continue to 
work for the exemption of household 
laundering equipment sales from the 
provisions of Regulation “W,” it was 
announced at the convention. 

The Senate banking committee on 
July 11 approved legislation extend- 
ing controls on consumer instalment 
buying through Dec. 31, but proe- 
vided for less restricted credit terms. 

The association’s engineering and 
research committee announced that 
it is working in cooperation with the 
American Institute of Architects to- 
ward eventual “modular coordina- 
tion in kitchen and utility room plan- 
ning.” If this is brought about ap- 
pliance dimensions will be multiples 
of a standard measurement unit, so 
that architects will be-able to fit all 
major kitchen and home laundering 
equipment snugly into rooms built 
from materials of standard dimen- 
sions. 

Use of counterfeit parts in the re 
pairing or rebuilding of household 
washers by irresponsible dealers is 
one of the problems which will bh» 
considered by the new parts and 
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service committee of the association. 

Because of the fast diversification 
in the home laundering equipment 
industry, with attendant multiplice- 
tion of new engineering, production 
and marketing interests, the memhber- 
ship approved a plan for a sweeping 
reorganization of the 3l-year-old 
manufacturers’ association. 

Industry activities hereafter will 
be under the direction of four new. 
closely integrated product divisions. 
directly serving the automatic 
washer, conventional washer, dryer 
and ironer manufacturing groups. 

Of the 46 manufacturers consti- 
tuting the industry, 34 make large 
and small washers and six, small 
washers only; 10 make dryers and 
18, ironers. Washer concerns mat- 
keting an automatic or on record as 
planning to introduce one, total 14: 
those reported to be working on auto- 
matic designs aggregate six and 
firms making a conventional washer 
and believed to have no plans for an 
automatic number, 15. 

Virtually all this diversification in 
the washer field has come within 
the past six years, and most of it 
since the end of the war. Ironers 
have a long industry history but 
household dryers almost without ex- 
ception are a postwar product. based 
on larger sizes used for many years 
in hotels, hospitals and other insti- 
tutions. 


Competition 


“The competition which we have 
to fear is not nearly so much that 
between ourselves as it is that given 
us by every kind of business com- 
peting and fighting for the cus- 
tomer’s dollar,” said President Roy 
A. Bradt, vice-president of the May- 
tag Co., Newton, Ia. “Our real com- 
petition thus is the automobiles, re- 
frigerators, radios, new furniture, fur 
coats, vacation trips, interior decw- 
rating and all the other items that 
take the dollars of families who want 
and need, above all things, washers, 
dryers and ironers. 

Potentialities of the industry were 
declared by Mr. Bradt to be greater 





_in the home. 





ROY A. BRADT 


than ever. “Nothing has successfully 
taken the place of mechanical wash- 
ing of clothes in the home,” he said. 
“The difficulty of obtaining adequate 
and satisfactory domestic help has 
given our appliances a deeper value 
A huge replacement 
market accumulated through the 
war. The export market promises 
to become larger than ever. High 
income families are more interested 
in washers than any of us had a 
right to expect a few years ago. 
Servants are making washers, dryers 
and ironers a condition of employ- 
ment. The ironer market shows re- 
markable growth. Dryers jumped in- 
to acceptance in the past 24 month. 
and are sure of a definite, sizable. 
responsive market. 

“Another great influence promises 
much for the growth of the home 
laundry equipment industry. Other 
industries are perhaps unwittingly 
playing an important part in help- 
ing create new business for us and 
for our dealers. The drives of soap 
companies, makers of deodorants 
and anti-perspiration preparations. 
and the tooth-paste and shampoo 
manufacturers are all building up a 
great cleanliness complex, which. 
from the practice.of personal hygiene 
to wearing unsoiled linens, is creat 
ing a nationwide new consciousness 
of the need for an abundance of 
fresh, clean clothes.” 
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THE AMERICAN FARMER 


today depends upon mechanization 
to be successful. He is demanding 
more and more equipment and 


more and more tools to service it. 








get yOUR SHARE/ 
atte ark 














1940.1 1945 1047.89 
TRACTORS fo, | fo ¥ on 
1,567,430 2,425,000 ? 
TRUCKS ako 7 
4,059,244 5,423,000 ? 
CORN PICKERS > yA 
130,000 168,000 ? 
cuivators Om Do 
889,000 1,171,250 ? 








Almost 90% of all farmers do some 
of their own repair work, and almost 
50% have their own tool shop. They 
buy more wrenches than any other 
single tool . . . And they demand 


BILLINGS QUALITY WRENCHES 


HELPING YOU SELL 


farmers in every county, Billings 
is running monthly ads in Country 
Gentleman and Popular Mechanics 





reaching 84 million readers, who 


are being told to buy Billings 


wrenches at their Hardware Store. 








THE BILLINGS & SPENCER CO. HARTFORD 1, CONNECTICUT, U. S. A. 


BILLINGS DISPLAYS 


the wrenches farmers want - right 
size and style - on attractive wood 
panels 1 x 2 feet, designed for 


counter, window and wall display. 





rn 
A 





i 
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Sales are easy because farmers can 
handle, examine and BUY these 


quality wrenches. 


ORDER FROM WHOLESALERS 

















Employee Relationship Plan 
Brings Profit to All 


(Continued from page 132) 


stated, this pension fund has grown 
to about $135,000 and the corpora- 


tion will contribute from $20,000 — 


to $25,000 this year, but should 
there be a lean year the corpora- 
tion is obligated only to see that 
the income from this fund amounts 
to at least 3 per cent compounded 
quarterly. This money is invested 
in government bonds, first mort- 
gages, and the preferred stock of 
the corporation. Here is another 
way that the employees get a slice 
of the cake. Employees retire at 
the age of 65, on 40 per cent of 
their average pay during the last 
five years on the job. Many today 
have been with the company 40 
years or more. 

A short time ago the Junior 
Board approved a hospitalization 
plan under which each employee 
puts up 75 cents a month and the 
corporation matches it, another 
little piece of cake. The employees 
operate a credit union, which has 
more than 100 members and 
$11,000 in assets. 

Employees who have served six 
months with the company receive 
a group insurance policy with all 
premiums paid by the company. 

Knight & Wall is the oldest busi- 
ness house in Tampa, and one of 
the oldest in Florida. It was es- 
tablished Jan. 19, 1884, by H. L. 
Knight, a Charlotte Harbor cattle- 
man, who sold all his cows and 
rode into Tampa with $3,000 
jangling in his saddlebags, and 
Perry G. Wall, then 17 years old, 
who matched Knight’s investment. 

This hardy pair set up their 
little store and brought goods in 
by schooner from Cedar Key, now 
little more than a fishing village 
on the upper west coast. Later they 
formed a connection with N. A. 
Benner & Co., of New York, and 
established a line of schooners to 
carry freight from New York to 
Tampa, landing at the present 
Knight & Wall dock. 

After the Spanish American War 
the pioneers went to Havana and 
opened a branch of their business. 
It later was consolidated with 
another concern as Machin & 


Wall, and although the Tampa in- 
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terest pulled out in 1930, the 
Havana concern is still an im- 
portant merchandising establish- 
ment dealing in hardware and in- 
dustrial supplies. 

Through its establishment 
Knight & Wall serves all of the 
West Coast and Central Florida 
with 12 outside salesmen for a dis- 
tance of 150 miles around; and 
through its subsidiary, Tampa 
Paint & Varnish Co., which manu- 
factures Seminole Paints, a still 
wider territory. During the last 
fiscal year the corporation did a 
business of over three million dol- 
lars. 

Another subsidiary, the Knight 
& Wall Holding Co. owns store 
and warehouse properties, yards 
and dock covering two and a half 
acres on the Tampa waterfront. 


Employees Encouraged 


The company always has en- 
couraged its employees to make 
something out of themselves. For 
example: 

J. Edgar Wall, chairman of the 
board, started out as a collector 
for the store and could be seen 
most any day riding his plug pony 
through the sandy streets of the 
village. He followed a beautiful 
girl to Texas one summer and mar- 
ried her, and in time brought her 
back to Tampa. Today he and Mrs. 
Wall are honored pioneers of the 


‘ 





city. He has been Tampa post 
master for the last 14 years, and 
his son, Jim E. Wall, Jr., has taken 
over as a member of the Board of 
Directors and of the junior or- 
ganization. 

One day 44 years ago a country 
boy, 16 years old, came into 
Tampa from Punta Gorda looking 
for a job. His name was Frank M. 
Cooper, and he got his job in the 
shipping department of the Knight 
& Wall store. Today that youngster 
who started pushing a truck at 
$7.50 a week is president and gen- 
eral manager of the corporation. 

After the First World War a 
Georgia farm boy A. F. Hendry. 
got a job at $10 a week in the same 
shipping department. He is now 
vice-president and assistant man- 
ager. 

C. A. Bashford, another vice- 
president, came to this country 
from Edinburgh, Scotland, before 
the turn of the century to teach 
school at $40.00 a month. In 1900 
he got a better job with Knight 
& Wall—in the same old shipping 
department. Mr. Bashford will re- 
tire shortly, with enough income 
from his Knight & Wall stock and 
his pension from the company to 
live comfortably and well for the 
rest of his days. 

Fred V. Flisch, vice-president 
and sales manager, is a home town 
Tampa boy who worked up from 
the bottom of the ladder; B. 
Rhodes, treasurer; C. E. Pattillo. 
secretary, and Miss Annie Mallard. 
cashier. have had long records of 
service with the company. 


Need Is Shown for Better Training 
In Appliance Selling 


T is becoming increasingly impor- 

tant that the dealer or salesman 
of home equipment know how to use 
the appliances he sells. This is 
indicated by a survey recently con- 
ducted by the Home Economics in 
Business Division of the American 
Home Economics Association, which 
showed that at least one-fourth of 
all home economists in business are 
engaged in the “home service or 
equipment” fields. 

Of the 129 in the specialized “home 
equipment” home economics group 
who answered the questionnaire, 119 
are currently employed by a gas or 
electric utility company, or an appli- 
ance or utensil manufacturer. The 


other 10 are at present engaged in 
the appliance business on the retail 
level. 

More than 50 per cent of the home 
equipment home economists quizzed 
had come to their present posts from 
the teaching profession. 

Hotpoint, Inc., which is a pionee: 
in “use value” training for sales per- 
sonnel, has a “portable school” avail- 
able to all dealers in addition to “on 
the spot” training in the company = 
home economics institute which has 
a model home laundry as well as 
test kitchens in which sales staff men 
attend regular “bride’s school” ses- 
sions to learn actual use of appli- 
ances. 
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® Here’s the Nail Hammer carpenters, 
home-owners and handymen-buy. 

The head is drop forged from special 
analysis steel, correctly heat treated. The 
handle of young, straight-grained hickory is 
securely wedged in the head. Claws have a 
uniform split that grips a headless nail. 

Sell Stanley No. 51’ Nail Hammer and 
other Stanley Hammers for customer satis- 
faction and profit. Stanley Tools, New 
Britain, Connecticut. 








August 14, 1947 








ADVANCES 


Some sizes, types wood screws. Some steel products. One line of kitchen 


cabinets, etc. 


One steam iron. 


DECLINES 


Some sizes, types wood screws. One clothes reel line. Some paint products. 
Some synthetic resins. 


PRICES REAFFIRMED 
One line of wood-boring tools. 











The first steel advances--The 
American Rolling Mill Co. (Armco), on 
July 24 increased basic prices of its two 
finished steel products by $6.00 and 
$7.00 a ton. Armco’s hot-rolled steel 
now is priced at $56.09 a ton compared 
with the former $50.00 a ton figure, and 
its cold-rolled steel prices henceforth 
will be $71 a ton against the former 
price of $64.00. The price increases 
were the first actually established in the 
steel industry since the recent coal 
strikes. They were soon followed by in- 
creases of $5.00 to $8.00 per ton on 
several products of Republic Steel Cor- 
poration, and by National Steel Corpo- 
ration markups said to average $5.25 per 
ton. Alan Wood Steel Co. also raised 
light plastics (under % inch) by $6.00 
per ton. 

a *~ . 

Steel products 
ducers of steel products announced ad- 
vances late in July and early this month. 
Prior to announcement of its actual ad- 
vances United States Steel Corp.’s 
chairman of the board of director~ 
stated that “these changes, which will 
vary for different products, will result 


Leading pro- 


in an average price increase of approxi- 
mately one quarter of 2 cent per pound. 
or about $5.00 per ton. This repre- 
sents a price increase of approximately 
seven per cent on the average.” 


* * * 
Wood screws — Last month 


leading manufacturers of steel and brass 
wood screws announced price changes. 
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Decreases were made on some of the 
smaller sizes and increases were put in 
effect on the larger sizes. Percentages 
of increase and decrease varied as to 


sizes and styles. 



















Woodboring tools—The Irwin 
Auger Bit Co., Wilmington, Ohio, has 


announced that firm prices will apply 
en all woodboring tools shipped from 
its plant from Aug. 11, 1947, to Jan. 1, 
1948. 
* * & 
Kitchen cabinets Mullins 
Mfg. Corp.. Warren, Ohio, manufac- 


turers of Youngstown kitchen cabinets, 


etc., has announced price advances on 
all of its kitchen equipment, the in- 
crease to the dealer being about 6.3 per 
cent. 

* * * 

Clothesline reel—M. A. Cor- 
bett Co.. Jackson Heights, Long Island, 
N. Y.. has announced «a price reduction 
on its Easy-Wind Clothesline Reel, in 
the price to distributors, which it sug- 
gests he passed on to the dealer and in 








Wholesale Hardware Sales° 


By Geographic Divisions, for June, 1947 





SALES REPORTED 














| SALES YEAR-TO-DATE b 


























Percent Change 
GEOGRAPHIC June 1947 Amount (Add 000) 
DIVISION vs. Percent 
Number |_ aes ______| Change Six Six 
of | from {| Months | Months 
| » Firms June May June | June | May 6 mos. 1947 1946 
| c 1946 | 1947 7 | 1946 1947 1946 |(Add 000)|(Add 000) 
j = | 2 amen mee oe eee. 
| } 
U. S. TOTAL | 271 +21 6 | $58,779 | $48,702 | $62,547 | +34 | $386,019 | $288,794 
| 
New England... 16 +21 1 1,282, 1,058 1,264 | +27 8,844 6,974 
Middle Atlantic ... | 74 +19 -7 10,415 8,721 | 11,242; +31 61,620 47,080 
East North Central. . 38 +30 1 10,682 8,239 | 10,836) +36 67,063 49,187 
West North Central... . 36 +19 -—9 9,360 7, 10,332 | +39 y 50,898 
South Atlantic........ 28 +27 - 8 3,574 2,816 Ny +36 31,751 23,305 
East South Central. . . 18 +11 —13 048 | 3, 4,675 | +36 25,517 18,767 
West South Central... . 22 +33 — 3 034; 6,049 8,264; +34 47,34 ly 
Mountain. . 11 +30 —8 71; 1,516 2,133 | +40 12,309 8,812 
eee 28 + 7 — 5 413 | 8,788 9,913) +26 60,959 48,498 











Bureau of the Census 


Current Wholesale Trade 


a Includes 30 reports received too late to be incorporated in Census Bureau published releases. 
b Includes reports received too late for inclusion in previous monthly totals. 
c Number does not apply in all cases to the year-to-date figures. 








States comprising regions: 


New England—(Conn., Maine, Mass., N. H., R. |., Vt.) 


Middle Atiantic—I(N. J., N. Y., Pa.) 


East North Central—(lll., Ind., Mich., Ohio, Wis.) 

West North Central—(lowa, Kan., Minn., Mo., Neb., N. D., S. D.) 
South Atlantic—(Del., D. C., Fia., Ga., Md., N. C., S. C., Va., W. Va.) 
East South Central—(Ala., Ky., Miss., Tenn.) 

West South Central—(Ark., La., Okla., Texas) 

Mountain—(Ariz., Colo., Idaho, Mont., Nev., N. M., Utah, Wyo.) 


Pacific—(Calif., Ore., Wash.) 
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turn to the consumer. 


49 cents. 
” ok + 


increased to $21.95, Federal Excise Tax 
included. 
* * * 
Paint- A 


announced by the United Gilsonite Lab- 


price reduction was 


oratories in Seranton, Pa., manufactur- 
ers of painis and aluminum coatings. 
Gerald B. Payne, company president, 
declared that the reduction will allow 
retailers and wholesalers a saving of 13 
per cent on oil and varnish base prod- 
ucts. Retroactive to June 1 of this year, 
the newly inaugurated prices will re- 
duce the cost of certain paints as much 
as a dollar on a retail gallon and per- 
mit dealers and distributors to receive 
the full benefit of a recent drop in the 
cost of basic materials. “Our price cul 
will be maintained throughout the year 
1947 and constitutes an effort on om 
part to make consumer costs propor- 
tionate to production costs,” asserted 
Payne. “A careful study of the ear- 
load prices of basic oils and varnishes 
used in paint manufacturing discloses a 
drop of 10 cents a pound for linseed oil 
and 1644 cents per pound for tung oil.” 
The 13 per cent reduction will apply to 
all of the United Gilsonite Laboratories’ 
varnish and vegetable oil base paints. 
a % a 

Zinc trading resumed — On 
July 22, the New York Commodity Ex- 
change opened trading in zine futures 
lor the first time in six years, during 
which period futures trading was sus- 
pended. 


sales. Closing bids ranged from 10.25 


The day ended without any 


cents a pound for September delivery to 


The do 


9.50 cents for June delivery. 





10.50 
Still absent from futures trading 


mestic cash market price was 
cents. 
will be tin, lead and silver in the metals 
held, also silk. 


and a gradual accumulation of supplies 


Continued light demand 


resulted in a further weakening in the 
New York foreign silver market. On 
July 22, silver was quoted at 6134 cents 
an ounce, representing a reduction of 
three cents in two days. 

oe % * 

Synthetic resin — Hercules 
Powder Co. kas announced price reduc- 
tions ranging up to 25 per cent in syn- 
thetic resins, used as a base for varnish. 
paints, lacquers and printing inks. 

+ te * 

More bathtubs—The American 
Radiator & Standard Sanitary Corp. an- 
nounce a 37 per cent jump in the pro- 
duction of bathtubs in the first , six 
months of 1947, over the last six months 
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The new sug- 
gested retail selling price is 39 cents, 
instead of the former suggested price of 


Steam iron—Effective Aug. 1, 
the price of the Silex Steam Iron was 
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CHOOSE 


SUNSET LINES 


-“Precision-Buily” 








For Pertecs Casti 
In Lake, Stream or Salt Water fy: 













Water Fishing. 
ARROWHEAD — Tapered and Level Fly Lines. 


The CASTMASTER — Waterproof Nylon Bait Casting 
Line for Fresh or Salt Water. 







MARINA and PRIMO—Cuttyhunk Lines for Salt ? 
% 
¢ 
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“‘Every Inch Dependable’ 


When D. C. Hentschel caught this giant 38 pound 

53 inch Muskie he said, ‘How much pulling this 
line took may be explained by the fact that 1 bent the 
handle of my reel as well as a new steel rod."’. . . “It's a 
fine feeling to know that you have a line that can take it 
Yes, Mr. Hentschel was a smart fisherman for he used a 
30 pound test SUNSET CASTMASTER Nylon Line. It's the 
best bait casting line money can buy. Built by master 
craftsmen in America’s most modern fish line plant ... of 
the finest DuPont Nylon. 
Time after time fishermen prove there are no equals to 
SUNSET LINES. 

More of these fine lines are becoming 
available every day. 
REPRESENTATIVES 
ED. W. SIMON CO. JOHN W. BENTLEY M.D. CHALKLEY 
320 Broadway 222 W. Adams Street 706 Gettings St. 

New York7 Chicago 6, Illinois Suffolk, Virginie 


SUNSET LINE & TWINE CO. 
564 Sixth Street + San Francisco 3 
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SUNSET LINES 
“America’s Finest Fish Lines . 
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PATENT APPLIED FOR 





MADE OF TRANSPARENT PLASTIC 
' USE FOR TROLLING OR CASTING 















Bass, Pike, Pickerel and other 
fish. 


game 
AGNIFIES 
magn tive BAIT 


Keeps minnows alive for days. 


















The counter display shown here 
is printed in 4 colors and is a 
sure-fire way to move Live-Lure. 
The display carries 12 Live-Lures 
that can be removed easily by 
dealers but are so secured that 
they cannot be pilfered. Avail- 
able now. 









Dealers and Jobbers, Write Dept. HA 







RICE ENGINEERING CO. 


912 STEPHENSON BUILDING 
DETROIT 2, MICHIGAN 




















We're Servicing the Nation 


| WITHOUT DELAY! | 
At Pre-War Prices 


The MALCO Line 
OE 










































consisting of: 
TIN CUP 
(full drawn—seamless) 
TUBE CAKE PAN 
4 CUP FLOUR SIFTER 
6 and 9 Cavity MUFFIN TINS 
PIE AND CAKE PANS 
We're awfully greatful to our new 
friends for keeping us so busy that 
we’re only able to ship pie, cake and 
muffin pans at this time. 


Your order shipped Seeetntety 
WRITE OR 


THE MALCO COMPANY 


na oe ang ag oem 
pecializing in Tinware 
962 Vine Street, Hollywood 38, California 







































AMERICA’S FINEST OIL 


. IN NEW PATENTED, SHATTER- g 
PROOF, SPILL-PROOF, VISIBLE 


“SKWEEZOILER’ 


For Sports Equipment, Fine 
Machines, Motors, Home and 
Shop...Non-Gumming. Sperm, 
Lanolin Base. 



























Tri-Pak Gun Kit, Inc., San Francisco 3 


Tri-Pak Oil is 
Now Advertised Every 
Month in the 


SATURDAY EVENING 
POST... 
TIE-UP and CASH IN! 

Post 


se all 


Tri-Pak Gun Kit, Inc., San Francisco 3 




















































Wholesale Hardware Inventories® 


By Geographic Divisions, for June, 1947 








END-OF-MONTH INVENTORIES (Cost) 


STOCK-SALES RATIOS b 





| Percent Change 
GEOGRAPHIC June 1947 
DIVISION vs. 





Amount (Add 000) 











June 














Firms June May 

1946 1947 

U. $. TOTAL..... 178 +61 0 
New England......... 9 +45 +4 
Middle Atlantic....... 44 +47 0 
East North Central... . 30 +659 —1 
West North Central... . 27 +652 +2 
South Atlantic......... 21 +91 +4 
East South Central... . 8 + 56 -1 
West South Central... . 14 +72 —-1 
Mountain........... 8 +124 -—3 
Pacific =r 17 +69 0 























June May June June May 

1947 1946 1947 1947 1946 1947 
$52,925 | $85,048} 205 155 190 
1,386 1,923; 253 185 245 
7,309 | 10,693; 171 149 156 
11,782 | 18,877; 192 158 191 
10,570 | 15,780; 192 150 171 
2,181 4,000; 170 121 145 
1,853; 2,910; 145 138 137 
7,068 | 12,280/ 241 172 223 
767 1,770} 175 95 169 

10,009 | 16,815; 285 168 








Bureau of the Census 


Current Wholesale Trade 


a Includes 24 reports received too late to be incorporated in Census Bureau published releases. 
b Stock-sales ratios are obtained by dividing the stocks by the sales for an identical group of firms. 











of 1946. This new record level of bath- 
tub production represented a 112.5 per- 
centage gain from the first six months 
of 1946, American-Standard said. Nine- 
ty-eight per cent of its domestic produc- 
tion was being distributed within this 
country. However, the company plans 
soon to develop its market in Latin- 
American countries. 
* * oa 

Better than expected — Mid- 
west retail trade in July is reported “do- 
ing much better than expected.” While 
early in June, one leading Chicago de- 
partment store was expecting a decline 
in dollar sales to begin with July, in- 
stead, totals have been jogging com- 
fortably ahead by a margin close to 10 
per cent above July, 1946. In the coun- 
says Joseph T. Meek, execu- 
tive secretary of the Illinois Federation 


try areas, 


of Retail Associations, pretty much the 
same situation exists. Most retailers are 
showing now, and are feeling confident 
for the rest of 1947, 


tial dollar increase. 


of a fairly substan- 

The backbone of 
is the 
which 


the sales increase demand for 


major appliances, shows few 
signs of slackening in the smaller towns. 
In other lines, however, unit sales are 
*down by comparison with last year, 
notably in luggage, jewelry, silverware. 
and similar items. The Federation of- 
ficial attributes the falling off in sales 
here to a combination of prices and the 
20 per cent excise tax which has held 
over from the war. In fact, the 20 per 
“take,” in Mr. Meek’s 


opinion, is a prime cause of slow busi- 


cent government 


ness. 
ae * * 
Commodity prices—-The U. S 
Labor Department says that “a sharp 
increase” of 1.3 per cent for the week, 


ended July 19. had sent its index of 


900 wholesale commodity prices to a 
new record high of 150.3 per cent of 
the 1926 average. The department said 
that the index was slightly above the 
preceding peak, reached last March, and 
21 per cent above a year ago. The in- 
crease resulted from higher prices for 
agricultural commodities and a number 
of industrial The department 
said that market prices for farm prod- 
ucts rose during the week 2.4 per cent, 
and for foods 1.3 per cent. 


items. 


% * a 

Plastic water paints—Sales of 
plastic water paint more than doubled 
in May, against sales for the same month 
a year ago, and increased slightly over 
April, the Bureau of the 
Cold-water sales of the 
protein-bound type declined from April, 


Census re- 
ports. paint 
with exterior paints off 26 per cent and 
interior paints about 7 per cent. May 
sales of lime and cement-bound water 
paint just egualed April, but sales of 
glue-bound materials increased 18 pet 
cent. Calcimine gained slightly in May, 
but sales remained at a low level. Total 
plastic water paint sales amounted to 
2,838,292 pounds against 2,785,340 
pounds in April and 1,343,945 in May 
a year ago. 


Rubber use increases Rub 
ber consumption in the United States 
for the first five months of 1947 in- 


creased 17.43 per cent over the corre- 
sponding period last year, the Rubber 
Manufacturers’ Association says. Natu- 
ral and American synthetic rubber used 
in this period approximately equaled the 
average annual consumption for the ten- 
year pre-war period (1929 to 1939). 
During the latest four months 216,331 
long tons of natural and 270,595 of 
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American made rubber were used. In 
addition to crude rubber, manufacturers 
consumed 126,119 long tons of reclaim- 
ed rubber, an increase of 15.32 per cent 
above the same period in 1946. 

_— 


Construction—At the close of 
the first half of this year, construction 
yolume as measured by contracts 
awarded was 11 per cent below that re- 
ported for the corresponding six months 
of last year in the 37 states east of the 
Rocky Mountains, it is reported by 
F. W. Dodge Corp., New York City, a 
fact-finding organization for the build- 
ing industry. Gains in the first two 
months of this year were offset by a 
decline beginning in March. The 
sharpest drop was in_ nonresidential 
contracts, which were down 23 per cent 
at the close of June 30. Residential 
building volume fell off 10 per cent 
while public works and utilities construc- 
tion showed a 9 per cent gain over the 
first six months of last year. During 
the first half of this year, contract valu- 
ations totaled $3,492,645,000 against 
$3,937,736,000 reported by the Dodge 
corporation in the 37 states in the first 
six months of 1946. Residential volume 
totaled $1,468,902,000 against $1,633,- 
473,000 in the first six months of last 
year. This year’s residential contracts 
called for the building of 187,019 dwell- 
ing units against 234,315 in the corre- 
sponding period of last year. Nonresi- 
dential building contracts declined 
from $1,517,262,000 in the first six 
months of last year to $1,165,631,000 in 
the first half of the current year. 


* * * 


Can’t avoid increases — The 
soft coal industry promptly rejected 
President Truman’s appeal to hold off 
price increases, to cover costs of the 
new wage contract with the United 
Mine Workers. The decision makes cer- 
tain higher prices for home heating 
fuels next Winter, and for many con- 
sumer goods in which fuel costs are an 
important factor. Speaking for the in- 
dustry, the National Coal Association 
told Mr. Truman in a letter that he had 
made his appeal on incomplete informa- 
tion about soft coal earnings, and that 
“the commercial mines of the bitumin- 
ous coal industry are in no position to 
absorb the costs that will accrue from 
the recently adopted contract.” Mr. 
Truman appealed publicly for coal and 
steel companies to “wait and see” how 
costs increased under the new agree- 
ment with Lewis before they raised 
prices to cover the increased costs. The 
President’s council of economic ad- 
visers is understood to have told him 
that there was no justification for large 
Price increases for coal and steel as a 
tesult of the contract, and that the 
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NY AN ot) ee 


0 T BETTER 


y TOOL GRINDERS 


MODEL 06-G 







STREAMLINED 
GRINDER & 
POLISH 
HEADS 
Sizes to Carry 
4", 5" & 6" 
Abrasive 
Wheels 


RING CO. 
MANUFACTURING! 


Minneapolis, 


WISSOTA PERSONNEL REPRESENTS THE MOST 
YEARS' EXPERIENCE IN TOOL GRINDERS 


Model 06-G, made for exacting mechanics, is ideal 

for shop, garages, farm, school or home. Well-designed, 
rugged and smart looking, it is soundly engineered and 
accurately machined. Its two speed-fested high-grade Vitrified 
wheels are safer, better . .. guaranteed for top performance! 


A COMPLETE, EXPERTLY DESIGNED LINE 


is what WISSOTA offers. WISSOTA equipment includes farm 
power sickle and tool grinders, shop and garage tool sharp- 
eners, buffing and polish heads, hand power tool and sickle 


grinders. 


SPEED-TESTED VITRIFIED WHEELS. . 


. .. regular equipment on 

WISSOTA power grinders, are 

safe, fast, cool-cutting and 

specially bonded for all- 

around jobs on farm or in 

shop and garage. 

WRITE FOR COMPLETE 

CATALOG 













Ask Your Jobber's Salesman 
WISSOTA GRINDERS 
SOLD COAST-TO-COAST 
BY HARDWARE & 
IMPLEMENT JOBBERS 


MINNEAPOLIS J, 
MINNESOTA 


WISSOTA 







Now...go into the 
VENETIAN 


BLIND 






Just buy one Artcraft sample blind 
for only $3.30... Display it. 
and you’re in business! 

No need to send salesmen out to 
measure for blinds... Artcraft sup- 
plies simple, concise directions for 
measuring accurately and install- 
ing, that any customer can follow! 


Artcreft gives you top quality, 
guaranteed, custom-built blinds. . . 
all-metal or facia type... with slats 
of galvanized bonderized steel, 
flexalum aluminum or kiln-dried 
seasoned wood. Choice of attrac- 
tive tape colors. Prompt, depend- 
able delivery. 


WRITE FOR DETAILED INFORMATION TO THE FACTORY NEAREST YOU 
ARTCRAFT VENETIAN BLIND MANUFACTURING COMPANY 


MAIN Office * St. Lovis, 


Missouri * 


3958-72 Olive Street 


Pittsburgh, Pa., 72 First Avenue © Chicago, III., 1528-38 Armitage 





BEST BUY OF THE YEAR 





Clrmstrong 


ELECTRIC HEATER No. 514 


This profitable and exceptionally popular 
seller is made of finest quality 24-gauge iron, 
finished in rich porcelain enamel, walnut or 
white. Attractive design. Easy to keep clean. 
Excellent heating capacity. 
Patented nichrome element guaranteed against 
burnout for five years. Approved by Under- 
writers Laboratories. AC or DC. 1320 watts. 
15” high, 14” wide, 6” deep. Weighs 64, 
Ibs. $6.95 retail. $7.50 west of Denver. 
All Armstrong heaters are pre-war quality 
and priced right. PROMPT SHIPMENT. 
Order this and other fast selling Armstrongs 
from your jobber. 


ARMSTRONG PRODUCTS CORP. 


Quality Electrical Appliances since 1899 
Dept. HA, Huntington 12, W. Va. 
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EAGLE 
’ RULES 


HAVE THIS 
FEATURE 


RIVETED 
SL 


INlustrated is the 


No. 672W 
ROYAL EAGLE 
Regular Marking 


Peg s[=3) oF 9 Te) 
EAGLE RULE MFG. CORP. 





514 Hunts Point Ave. 
New York 59, N. Y. 















agreement was not wildly inflationary, 
Since then, many soft and hard coal 
companies have advanced prices 75 
cents to $1.25 a ton. 

a * ” 

Material supplies bettering 
—Raw materials used in the manufac. 
ture of automotive replacement parts are 
becoming available in greater supply 
and increased production is in prospect, 
according to R. G. Martin, president, 
Electric Auto-Lite Co. In a recent in. 
terview, Mr. Martin said that basic raw 
materials, with the exception of pig iron 
and coke, are now available in quantity 
necessary to meet most requirements, 
“As a matter of fact,” he added, “some 
of the suppliers of these materials—cop- 
per, zinc, steel and lead—are calling 
upon us to determine our needs, and 
are offering a full supply delivered prac- 
tically on time. That is a radical change 
from a year ago, when at times we were 
forced to have raw materials brought to 
us in express cars in order to keep from 
closing.” Reporting that prices of raw 
materials continue high, Mr. Martin 
said: “We expect these prices to lower 
somewhat, once the law of supply and 
demand becomes effective, but we do 
not expect a lowering of the costs of 
these basic materials until well into next 


year.” 
* * - 


General motors handicapped 
—General Motors Corp. had to shut 
down all passenger car production for 
one July week, idling 180,000 workers, 
because of a shortage of steel. It wae 
believed the shutdowns would cost the 
auto-buying public approximately 25, 
000 passenger cars. C. E. Wilson, G. M. 
president, attributed the shutdowns to 
the “disturbed conditions in the steel 
industry caused by the coal-mining situ- 
ation during the first two weeks of 
July. Steel has been extremely short 
ever since the close of the war, largely 
due to a series of strikes in the coal, 
stecl and electrical industries, retarding 
production and slowing down the build- 
ing of additional sheet steel making 
facilities,” he said. “The week’s shut- 
down will permit General Motors Divi- 
sions to accumulate steel inventories, 
the smallness of which makes it impos- 
sible to continue manufacturing oper- 
ations at this time on a full time basis.” 
G. M. said its parts and accessory plants 
also will be closed for one week as an- 
nounced by local managements. House- 
hold appliance and general engine divi- 
sions will not be affected. 

o . * 

Cast pipe deliveries slow—A 
leading producer of cast iron pipe said 
recently, that heavy demands continue, 
and delivery dates are very extended. It 
was hoped that prices would not be in- 


| creased in the immediate future, but if 


HARDWARE AGE 




















AUGUST 











ildly inflationary, 
ft and hard coal 
anced prices 75 


plies bettering 
in the manufac. 
jacement parts are 
n greater supply 
ion is in prospect, 
Martin, president, 

In a recent in- 
id that basic raw 
eption of pig iron 
ilable in quantity 
ost requirements, 
he added, “some 
 materials—cop- 
lead—are calling 
/ our needs, and 
ly delivered prac- 
a radical change 
at times we were 
terials brought to 
der to keep from 
at prices of raw 
gh, Mr. Martin 
= prices to lower 
w of supply and 
tive, but we do 
of the costs of 
til well into next 


‘s handicapped 
p. had to shut 
r production for 
180,000 workers, 
of steel. It war 
_ would cost the 
proximately 25, 
E. Wilson, G. M. 
1e shutdowns to 
yns in the steel 
coal-mining situ- 

two weeks of 
extremely short 
the war, largely 
ces in the coal, 
stries, retarding 
down the build- 
t steel making 
he week’s shut- 
-al Motors Divi- 
eel inventories, 
makes it impos 
facturing oper- 
full time basis.” 
accessory plants 
ne week as an- 
rements. House- 
ral engine divi- 


1. 


eries slow—A 

iron pipe said 
1ands continue, 
ry extended. It 
ould not be in- 
> future, but if 


WARE AGE 








BALL BEARING 





5 roors inONE 
lier Wrench Cutten 


BERNARD Parallel Action 
PLIERS (#102). Jaws close 


coos SAW MANDRELS 


| These “QUALITY” saw mandrels are designed and con- 
structed of the finest materials available and can be used 
in the factory, in the garage on the farm, as well! as in the 
home work shop. f 


AY. av 


Zs 






























parallel like a vise. Cutterson | These “BALL 

outside of head for easy, quick BEARING” saw 

use. Compound leverage ace 

tion doubles gripping power. | mandrels are 
good for high 














| speed, heavy loads, 

| shock loads and power ° 

| transmission. Made of one piece grey iron cast housiny double 
sealed BALL BEARINGS designed to exclude dirt and retain the 
lubricant. Comes in sizes ¥2”, 4%", %" saw bore. 


GENERAL PURPOSE VISES 


These Vises are gen- 






e/g 


BERNARDS work like a wrench. 
Parallel jaws fit snug on nut. 





Cutters on outside of head. Easily 
cuts baling wire. 















LA eral utility tools, in- 

—_§ ON — dispensable for all- 
around shop, gar- 

SAN Q ° age and home use. 






Having all the fea- 
tures and qualities 
that a first class vise 
should. 

Deeply Milled cor- 
rugated replaceable 
jaw faces and pipe 
jaws. 342", 4", 442", 
5” jaw widths. 
Write for descriptive literature of our entire line 


Majestic Tool Mfg. Co. 


CHICAGO 6, ILL., U.S.A. 

















Compound gps doubles Breaks glass perfectly. Jaws 
gripping power. 6% size cuts | close flat against glass. 
8-penny nail. 


carrarun GG auauiry QUALITY SINCE 1870 
BE R NAR D 
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120 N. JEFFERSON STREET 





WM. SCHOLLHORN by 1008 Chapel ell Haven9, Conn. 








IN OUR 
4TH HALF-CENTURY 





Before many of. the others 






had even begun, this really old 





Triple Atomization .. . 


by Mistmaster gives fine diffusion and complete penetration 
of insecticides. 





reliable factory was supplying 


imokeok B. 


which enabled your kind of 
business to enjoy a PROFIT! 


AND WE’RE STILL GOING STRONG 
“Theres »¢ Keasou™ 


| €2 CORPORATION 
ASK OUR WHOLESALE DISTRIBUTORS aa 
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Mistmaster Triple Atomization means breaking the liquid insec- 
ticide into molecules by a powerful rotary compressor, warm- 
ing it above room temperature for better diffusion, and 
complete atomization by tremendous nozzle pressure. This 
is an exclusive, patented Mistmaster principle and it gets 
insecticides exactly where they do the greatest good in full 
force and power. 











Write Today for Free Literature giving complete information. 
Ask also for details on ovr profitable dealer franchise. 











of AMERICA 







ILL. 





2132 DEWEY STREET, EVANSTON, 







233 














696 No. 9696 
No. 7 

With “Baco 
floor protection - - 


wheel bearings - - : 
aring swivel. 


” soft rubber tread for 
‘ self-lubricating 
full- 


two-level, 


floating ball be 





Top quality casters perform perfectly 
... give you your most valuable 
asset—-SATISFIED CUSTOMERS... 
and at the same time, more profita- 
ble sales. 


Check your stock of Bassick 
“‘Diamond-Arrow”’ Casters... order 


from your jobber. 


THE BASSICK COMPANY, Bridge- 
port 2, Conn. Division of Stewart- 
Warner Corporation. Canadian Div., 
Stewart-Warner-Alemite Corpora- 
tion, Ltd., Belleville, Ont. 





Sell “Diamond-Arrow” Casters — 
No other quite so fine 

As these steady profit-makers 
Of the famous Bassick line. 





































| 
MAKING MORE KINDS OF CASTERS 
. .. MAKING CASTERS DO MORE | 
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pig iron prices again advance some re- 
visions may be necessary. Delivery 
dates, this observer said, range from 
nine to twenty-four months, depending 
on size and other factors, and result 
from lack of pig iron and coke. 
* + oe 

Rubber controls eased—aAs of 
July 14, simplification of government 
controls over rubber was ordered by the 
Department of Commerce. No substan: 
tial changes in the ratio of natural and 
synthetic rubber consumption are made. 
New provisions eliminate all allocation 
and inventory controls ever general pur- 


from the end of subsidy payments and 





the cement difficulties were attributed 






to labor-management difficulties. Eleven 
of the items covered in the index for 
May showed declines, while seven had 
gains and one was unchanged. Output 
of gypsum board and lath increased, 
contrary to earlier reports. Clay sewer 
pipe production reversed a trend of 
several months and showed an increase. 
Lumber, hardwood flooring, brick, rigid 
steel conduit and fittings, and mechani- 
cal stokers also showed gains. A later 
report, from the National Lumber Man- 
ufacturers’ Association, shows that lum- 




























‘ : R P Hardwar 
pose synthetic rubber, and special pur- ber shipments of member mills were cwaees ps 
pose synthetic rubber used primarily in 13.1 per cent below production for the tion jobs & 
inner tubes. They establish a simplified week ended July 12, while new orders Speed-O-Lit 
method of acquiring natural rubber were up 27.4 per cent. Unfilled orders cg 
from government stocks during the amounted to 66 per cent of stock. finishing or 
present calendar quarter. The order . * * 
also all ion i 5 . 
also allows an expansion in the use of June permits turn upward — This famous 
natural rubber for latex foam products. a , : 

ge guest Building permit values turned sharply lars for he 
en upward in June, after an eight-month Income tha’ 
Home building at 20-year ‘ 
: ‘a7 : lag, to reach the highet total for any SPEE! 
high — Washington disclosed recently : . . Figures con 
sate é month with one exception since April, 

that home building in the first six $ that you car 
4 1929, Dun & Bradstreet reported. The ocaadiiin. « 

months of 1947 reached the highest rate 3 remy ‘ ing 
aa ies total of permits issued in June was top- rental custe 
in 20 years. Bureau of Labor Statistics Speed-O-Lit 


figures showed that 362,800 new perma- 
nent homes were completed in the half- 
year. 
” * as 

Building materials off — May 
production of 19 principal building ma- 
terials showed an over-all decline, forc- 
ing the government’s index down 0.3 
per cent from the April level, the Com- 
merce Department reported. Some indi- 
vidual declines were substantial, particu- 
larly in cement, wire nails and staples. 
The poor showing for nails resulted 





ped in the last 18 years only by March, 
1946, and represented an increase of 
30.3 per cent from May and 45.5 per 
cent from June, 1946. It was.the first 
time in eight months that volume ex- 
ceeded the corresponding month in the 





World’s manu 










preceding year. 





* * * 






Vacuum cleaners — Sales of 
household vacuum cleaners in the first 
six months of 1947 amounted to 1,831,- 
840 units, or 80 per cent of the indus- 
try total for the entire year of 1946, 













Wholesale Hardware Collections 
On Accounts Receivable* 


By Geographic Divisions, for June, 1947 

















ACCOUNTS RECEIVABLE | 





Collection Percentages b 





Percent Change | 
June 1947 
vs. 


GEOGRAPHIC 
DIVISION 





Amount (Add 000) 
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June May June June May June June May 
1946 1947 1947 1946 1947 1947 1946 1947 

U. S. TOTAL.... 242 +40 — 2 | $57,106 | $40,686 | $58,399 94 104 95 
New Englano......... 14 +29 +2 1,508 1,169 1,478 82 91 91 
Middle Atlantic. ..... 65 +38 -—2 10,877 7,902 | 11,141 91 101 93 
East North Central... 36 +43 -1 10,901 7,610 | 10,956 95 106 97 
West North Central.... 35 +47 -11 9,984 780 | 11,204 98 116 94 
South Atlantic......... 26 +47 0 3,652 | 2,481 3,648 96 101 96 
East South Central... . 14 +58 +8 3,122 1,970 2,897 95 95 97 
West South Central... . 19 +40 +8 5,728 | 4,104 5,310; 100 110 105 
Mountain............ 7 +23 -—8 655 532 2 94 100 92 
Pacific 26 +31 -3 10,679 8,138 | 11,053 91 96 91 















































Bureau of the Census 






Current Wholesale Trade 


a Includes 28 reports received too late to be incorporated in Census Bureau published releases. 


b Collection percentages are obtained by dividing the collections by the accounts receivable for an identical 


group of firms. 
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& Hardware dealers can create new EXTRA 
PROFITS from ready and waiting home modernizo- 
tion Jobs by owning and renting out this Lincoln 
Speed-O-Lite sander. People giadly pay up to 
$5 per day In rentals alone. Besides you sell large 
amounts of supplies that are needed in any floor 
finishing or bullding modernization program. 


THE LINCOLN SPEED-O-LITE 
This famous rental sander has earned th ds upon th ds of doi- 
lars for hardwore and paint dealers from coast to coast. The renta! 
Income that ranges up to $5 per day Is only a starter. 


SPEED-O-LITE RENTAL SANDERS HELP YOU SELL SUPPLIES 
Figures complied by a number of your fellow dealers clearly indicote 
that you can ADD SALES of sandpaper, paints, varnishes, seal, tools, etc . 
averaging up to $10 per day to ea h and every Lincoln Speed-O-Lite 
rental customer. We urge you—write today for full detalis about the 


Speed-O-Lite Sander Renta! business 
World’s manufacturer of the mast complete line of floor maintenance equipment. 





FLOOR MACHINERY COMPANY, Inc 
1252 WEST VAN BUREN ST., CHICAGO 7, ILLINOIS 





Wright Galvanized Wire Strand (Clothes- 
lines) . . . in connected lengths . . . 
marked every 50’ . . . simplifies your 
having constantly in stock any desired 
length; four and six strand No. 20 
gauge. 

Cushioned center . . . reinforced cable 
... by far the best clothesline construc- 
tion (50’ and 100’ lengths) . . . solid 
(50’ and 100’ lengths). 


GE WRIGHT inieco 


WORCESTER MASS. 


AUGUST 14, 1947 








CUTS STAINLESS 
STEELS WITH EASE 


Made of a new high-speed 
steel with only the teeth hard- 
ened .. . the back is tough 
and flexible. 

Cannot break or shatter in 
the frame ... safe for every- 
one, on every job . . . both 
skilled and unskilled. 

The only blade with “Easy- 


Order Your Starting Teeth” . . . exclu- 


Stock sively Milford. 


Safe Customers mean 
Satisfied Customers 


Assortment 





THE HENRY G. THOMPSON & SON CO. 


Saw Makers Exclusively for over 66 Years 





NEW HAVEN 5, CONNECTICUT 




















pS ae 


Da 


“ge PAINT THINNER 


for thinning ALL PAINTS 


Use LONE PINE whenever the highest grade 
thinner is indicated. It has practically the 
same solvency, evaporation and wet edge, 
/ and contains as large a percentage of “gum” 
Daintorr' as Pure Gum Turpentine. Pleqsant odor, fumes 
non-toxic to eyes, skin, lungs or kidneys. 

For your Non-flatting. 

‘ Seven years of National Distribution through 
heolth’s seho— eoasentaniele 19,227 satisfied dealers and 
use Lone Pine uncounted users prove our claim that LONE 
PINE is the equal of Pure Gum Turpentine or 

> 4 any thinner when properly used. Reasonable 
in cost. 
NEW! For prices and literature clip this ad — mail 
it with your name and address to 


ELROY NAVAL STORES CO., INC. 
Dept. 50, Vidalia, Ga. 
Tell We About 


Lone Pine Dipit Spotit Pennitrato 
Pine Oil Disinfectant EiRoy Pure Gum Turpentine 


For superior results 
in extreme cimates 
= hot or cold, wet or 
dry — specify 
LONE PINE 
SPECIAL EXTERIOR 








Dependable steel products and 
unequalled steel service facil- 
ities . .. available for your steel- 
buying convenience at twelve 
conveniently located Ryerson 
plants. Because of great de- 
mand, all sizes are not always 
in stock; but we usually can 
suggest a reasonable alternate. 


PRINCIPAL PRODUCTS 


Bars e Structurals e Plates « Sheets 

e Tubing * Allegheny Stainless eo 

Alloy Steel « Safety Floor Plate e 

Bolts « Rivets e Metal Working Tools 
& Machinery, etc. 


Josepu T. Ryerson & SON, tne. 


Plants: New York, Boston, Philadelphia, 

Detroit, Cincinnati, Cleveland, Pitts- 

burgh, Buffalo, Chicago, Milwaukee, 
St. Louis, Los Angeles 








TRIO OF ATTENTION 


GETTERS few U L L 
pa Compasses 





@ Experience of Hull Com- 

pass Dealers has shown— 

when all three are displayed 

together, ATTENTION, IN- 

TEREST, SALES on each IN- 
CREASE. 


A—BEACONLITE 
Illuminated 
Automobile Compass 
B—STREAMLINE 
Standard 
Automobile Compass 


C—STREAMLINE 
Marine Compass 


HULL MFG. Co. 
P. O. Box 246-HA-6 
WARREN, OHIO 


HULL MFG. CO. 
P. O. Box 246-HA-6, Warren, Ohio. 


' 
+ 
7 
Send me information and prices on the . 
Hull Automobile Compasses. : 

4 

' 











| C. G. Frantz, secretary-treasurer of the 


Vacuum Cleaner Manufacturers’ Asso- 


| ciation, has announced. The 1947 half- 
| year total exceeds by 9.68 per cent the 
| total sales in all 1941, the industry’s 
| biggest prewar year. 


For the fourth 
month in succession, sales went well 
over the 300,000 mark in June, amount- 
ing to 329,986 vacuum cleaners com- 
pared to 318,094 in May and falling 
only 440 units short of 330,426 reported 
for April, greatest month in the indus- 
try’s history. 
* * at 

Electric appliances — Sales of 
household laundering appliances broke 
the industry’s all-time records in the 
first half of 1947 and continued at an 
unprecedented rate in June, according 
to figures announced by the American 
Washer & Ironer Manufacturers’ Asso- 
ciation. January-June sales of standard- 
size washers totalled 1,754,639, com- 
pared to 2,023,981 in all 1946 and 1,- 
959,887 in all 1941, greatest prewar 
year. They were 112 per cent greater 
than the sales of 826,268 units reported 
for the first half of 1946. June sales 
totalled 314,705, compared to 313,724 in 
May and the industry’s all-time high of 
320,969 units in April. Sales of small 
washers with a capacity of three pounds 
or less, dry weight, reported this year 
for the first time, were 251,270 for the 
half-year and 34,316 in June. Ironer 
sales were in proportionate record 
volume. The half-year total was 268,- 
309, compared to 124;616 in all 1946 
and 215,994 in all 1941. Ironers sold in 
June aggregated 52,025, breaking the 
all-time record of 51,685 set in May. 

* * oa 


Mengel sales—The Mengel Co., 
Louisville, Ky., reported sales for the 
first half of 1947 were $17,292,492 and 
for the second quarter, $8,182,188, as 
compared with $10,949,971 and $5,870,- 
395 in the corresponding periods of 1946. 


* * * 


Noma sales—For the first six 
months of this year sales of the Noma 
Electric Corp., totaled $17,200,000, 
against $9,400,000 for the same period 
of 1946. 

“ ca oz 

FHA Mortgages—The Federal 
Housing Administration in the first half 
of 1947 received a record volume of 
applications for mortgage insurance, 
with all dwelling units involved totaling 


| about 276,000, Commissioner Raymond 
| M. Foley has announced. Approximately 
} 200,000 new units were covered by the 


total, Mr. Foley said, with more than a 


| third in multiple family rental housing 
| projects. There were 1,671 rental hous- 


applications, comprising 
In addition to applica- 


ing project 
68,702 units. 


8 | tions on mortgages covering new con- 


236 


struction, FHA received applications in- 
volving approximately 76,000 units in 
existing one to four-family dwellings. At 
the same time, loans reported for insur- 
ance for property improvement purposes 
reached a record high of 562,910 in the 
amount of $266,578,920. These loans 
included those for remodeling homes 
and other preperties to provide addi- 
tional living units for rent to veterans. 
* oe * 

Silverware supply better — 
The supply of silverware will be better 
this fall. than at any time since the 
start of the war, but the variety of pat- 
terns probably will be only about half 
the pre-war number, industry spokesmen 
say. When the war began about 60 per 
cent of the patterns then available were 
placed on an inactive list and only a 
few have been reinstated. Dealers now 
say they can obtain sufficient amounts of 
flatware in available patterns for de- 
livery in not more than three to six 
weeks. As an example of why more 
prewar patterns have not been rein- 
stated, it is reported that one large man- 
ufacturer, before the war, made 20 pat- 
terns with 75 pieces to each, or a total 
of 1,500 units. Today, this manufac- 
turer’s volume is three times his 1942 
output, yet he is turning out only nine 
patterns with six pieces in each, or a 
total of 54 units. Pieces eliminated in- 
clude such items as butter knives, sugar 
spoons, and cocktail fcrks in flatware, 
and odd shaped pieces in hollow ware. 
Dealers estimate that retail prices for 
sterling flatware are up 55 per cent, and 
for hollow ware up 75 per cent over 
1941 prices, including the 20 per cent 
federal tax which was not in effect in 
1941. A representative of Oneida, Ltd., 
said that his company now makes less 
than 100 patterns, compared with 185 
before the war. However, production 
on some of the company’s nationally ad- 
vertised lines is at present “many times” 
what it was before the war. This 
spokesman said the company’s prices 
have not increased more than 30 per 
cent over prewar levels on any lines, but 
he estimated costs of labor, raw ma- 
terials, and supplies such as tissue 
paper, boxes, and buffing compounds 
have increased 85 to 125 per cent. A 
spokesman for the International Silver 
Co., said the company now makes less 
than half the number of patterns pro- 
duced before the war. He could not 
estimate when production on all lines 
would be resumed. 

* * * 

Corn estimate bettered—The 
1947 corn crop “caught up” to the ex- 
tent of 158,000,000 bushels in the first 
15 days of July, by the mid-month esti- 
mate of the Bureau of Agricultural Eco- 
nomics, which placed the probable Au- 
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Majestic | 
No. 550* F 

ALL-PURPOSE | 

SERVICE DOOR 


NOW Available for Homes and Buildings 


better Priced in the low-cost bracket for the mass mar- 
f ket, yet built for lifetime service in any class of 
structure, the Majestic No. 550 Door is a neces- 
sity in all homes and buildings. It simplifies 
basement deliveries; protects siding and ma- 
sonry. The heavy-gauge, die-formed steel door 
acts freely on heavy-duty hinges permanently 
welded to the one-piece steel frame. Angle-rein- 
een forced body anchors solidly in the wall. Rust- 
LUMBER resisting asphaltum finish. Automatic burglar- 
proof lock. Full range of sizes. Write for details. 


TOOLS SUPPLIES 


Tae 


COT me iie THE Majessic co 


Extra strength and durability of 836 ERIE STREET 
formed steel construction are HUNTINGTON, INDIANA 


featured in many Majestic items. 


Nationally Known and Advertised for 40 Years 


handling o 





uncle NTITY 


QUA 
TIN or ALUMINUM 
Window Fla Shingles 


= 


100 5 X7 Pieces 
Painted Both Sides 


Per Bundle 
F-O.B. Los Angeles 


We Manufacture 
Everything in Sheet Metal 


AUGUST 14, 1947 














No. 9150 Wrought Steel 
No. 9155 Wrought Brass 


CHAMPION 
Letter Box Plates 


Size of opening 11/2 x 7/2" Outside Plate 3 x 
10". Packed complete with back plates and suitable 
screws to match. Good looking letter box plates 
priced to meet all needs. For average homes, large 
residences and public buildings. All CHAMPION 
quality. 


Nearly all hardware jobbers handle some 
products in the big CHAMPION line. 





No. 9170 Wrought Steel 
No. 9175 Wrought Brass 

















5 5 
If ifs a CHAMPION ifs a winner 


STAINLESS STEEL 
spree nw SPARKL: BRITE 
PULLS 


look like chrome, make cabi- 
Welly wade 





net doors and drawers sparkle 
with beauty! 

* “Sparkl-Brite” high-quality 
pulls bear the “Hollymade” 
trademark, your assurance of 
quality performance and de- 
sign in builders’ hardware. 

* “Sparkl-Brite” pulls are priced 
low for quick turnover, 
increased sales volume and 
good dealer profit margin. 


ORDER “SPARKL - BRITE” 
PULLS FROM YOUR 
JOBBER TODAY! 


PACIFIC PLASTIC & MFG. CO., Inc. 


MANUFACTURERS OF BUILDERS HARDWARE 
4865 EXPOSITION BLVD. LOS ANGELES 16, CALIF. 








PREFERRED BY THE 
MAN ON THE JOB 


TIGER 
GRIP 


The Work Glove that Ouvtwears Several 
Pairs of Ordinary Woven Fabric Gloves 


The man on the job has found 
that “TIGER GRIP” gives him 
more of everything he expects 
from a work glove! “TIGER 
GRIP” giveshim more protection 
—because its specially knitted 
material contains hundreds of 
“loops” in every square inch, to 
cushion and protect the hand. He 
gets more wear — because these 
entirely different gloves outlast 
several pairs of ordinary woven’ 
fabric gloves! And he gets wash- 
ability without excessive shrink- 
age! Treated with Johnson’s 
“DRAX” to make it water repel- 
lent! ADVANCE Work Gloves are 
laboratory tested, and re-tested 
under actual working conditions! 


Send For New 
CATALOG 


Big, new catalog 
lists full line of 
ADVANCE work 
paves including 
eather palm 
gloves, flannel 
gloves, wire 
stitched gloves, 
welder’s gloves, 
etc., as well as a 
complete line of 
safety and protec- 
tive clothing for 
every industry. 


“A Better Work Glove For Every Purpose” 


YAN TO 


GLOVE MANUFACTURING CO. 


DEPT. HA-16, 901 W. LAFAYETTE BLVD. 
DETROIT 26, MICH. 


Detroit. Toledo» Chicago» Rome, Ga. 








































































tumn yield at 2,770,930,000 bushels. The 
additional yield predicted brings the in- 
dicated 1947 crop to “5 per cent larger 
than average, compared with just a 
little under average in the July 1 re- 
port,” according to the Bureau. The 
startling increase was attributed to “uni- 
formly good corn weather” in*the twelve 
Corn Belt states where the mid-month 
survey was conducted. The improved 
outlook for the corn crop raised hopes 
of farm leaders and department officials 
that meat and dairy production next 
year might be maintained at year-pres- 
ent high levels. Federal grain and feed 
officials warn against over-optimism, 
however, and are still firm in their 
opinion that the lateness of the Septem- 
ber frost in most of the corn belt will 
determine finally the extent and quality 
of the crop. The feeding outlook is ad- 
mittedly brighter not only from the in- 
creased prospect for corn, but from un- 
official surveys showing that soybeans 
have fared extremely well in the last 
two weeks. 
* x * 
New chances for radio - 

Three great new markets open to radio 
manufacturers provide the opportunity 
for the industry to weather any general 
business decline, David Sarnoff, presi- 
dent, Radio Corp. of America, said 
recently. Television, frequency modu- 
lation and industrial electronics offer 
opportunities for unlimited expansion, 
Mr. Sarnoff pointed out. The possi- 
bilities of television are so unlimited 
the day may come when _ newsreel 
theatres will be converted to television 
theaters, he declared. The industry 
must continue to foster research and 
create new products and services in 
order to face the future with confi- 














dence. R. C. Cosgrove, vice-president 
of Crosley Corp., recently forecast that 
1947 production would reach 15,000,000 
sets, about equal to last year’s total and 
far above any prewar year. The indus- 
try is equipped to produce some 18,000,- 
000 sets but in the present buyers’ mar- 
ket the emphasis will soon shift to out- 
put of FM and the more desired table 
models from volume production of 
small sets, he predicted. 

- . * 

Bumper wheat, reduced corn, 
prospects—A 1947 corn crop smaller 
than recent record yields seems as- 
sured as farmers trudge through the 
wettest fields in a decade, trying to 
finish their planting. Across the 
country, 20 to 25 per cent of land in- 
tended for corn remains unplanted, a 
Department of Agriculture survey 
shows. Millions of acres are under 
water or too soggy to work. Large 
areas still await the plow. The out- 
look for corn, however, is offset partly 
by still excellent prospects for an all- 








time record wheat crop. The estimate 
of 1,409,893,000 bushels is almost twice 
the prewar average and 254,000,000 
bushels more than last year’s excellent 
yield. A crop of the size indicated 
would enable the United States to con- 
tinue heavy wheat shipments to short- 
are areas abroad for anothgr 12 
months. The forecast included 1,093,- 
071,000 bushels of winter wheat and 
316,822,000 bushels of spring wheat. 
Meat, poultry and egg production in 
1948 will be affected by the outcome of 
the 1947 corn crop but it is still too 
early to make any definite predictions, 
say agricultural authorities. From 
Michigan come reports that a big peach 
crop is in the making—second only to 
the bumper yields of 1945 and 1946. 
Strawberry patches are white with 
blossoms. Some green fruit has set 
and picking will begin in another 10 
days, with prospects of an all-time 
record harvest. The cherry crop, was 
cut to 25 per cent of normal by the 
May freeze, cold and rains during the 
pollinization period. The ending of 
government sugar controls will put 
home canners in the best position they 
have enjoyed since before the war. 
* * & 

Farmer income gains — The 
agriculture department reports that 
farm income, including government pay- 
ments, was about 25 per cent higher in 
the first half of this year than in the 
first six months of 1946. Total cash 
receipts were estimated at nearly 12 bil- 
lion dollars compared with 9 billion 600 
million a year ago. The larger part of 
the increase reflected higher prices. 
However, the department said that the 
farmer’s share of the consumer’s dollar 
spent for food dipped to 52 cents in 
May. It had set a record high of 56 
cents in March, and was 54 cents in 
April. The department added that 
while the farmer’s share was declining, 
marketing charges increased from 44 
per cent in March to 48 per cent in 
May. 

« ok * 

Furnishings Luyers “grading 
up”—Firm prices on quality lines of 
most house goods, a variety of new de- 
signs, and demand for better styling ma- 
terials, and construction were reported 
by buyers after the first week of the 
mid-summer furniture and international 
home furnishings market at Chicago. 
Manufacturers said the supply of bed- 
room and dining room furniture con- 
tinued short of demand in the first week 
of the show. Supplies of upholstered 
furniture were plentiful and buyers were 
selective in placing orders. The supply 
of floor coverings was said also to be 
short of the demand. Orders for floor 
lamps and shades exceeded manufac- 
turers’ expectations, but those for cur- 
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Can Openers * Egg Beaters * 





n in the 


America’s fastest seller 







in the 


popular-price can opener field . . . 
Edlund’s Junior . . . 


- Precision made, five-year re- 
fund guarantee. 


PROFITABLE 
PERFORMERS 


For increased profits in kitchenware department it will 
pay you to stock Edlund’s fast-moving, nationally adver- 
tised line and always. . . 


Think of 





BETTER KITCHEN TOOLS 


Jar Openers * Bottle Openers 


EDLUND COMPANY, BURLINGTON, VERMONT 
















lroning Board Cover Holders 
Make Ironing Easier 
No Tacks— 
No Pins— 
No 
Draw Strings 


These much-needed 
holders hold the cover 

tightly and prevent (= 
wrinkles. Insure a 
smooth surface for 
ironing. Fit all stand- 


. 








ard ironing boards. 
Easily attached and 
removed. Cadmium 
plated. 


With your initial 
order of | carton (24 
boxes) | set of 5 holders to a box, we will furnish you 
with a sales making display card at no extra cost. You 
pay only the dealer price, 45 cts. per set f.o.b. Cleve- 
land. Minimum order | carton. 


Order now for prompt delivery. 


Wenson Machine & Tool Co. 


Manufacturing Specialties 
3949 East 154th St. Cleveland 5, Ohio 
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Farmers, storekeepers, housewives... 
dles fruits, vegetables, eggs and all types of root crops are 
prime prospects for Androck Farm Baskets. Quality con- 
struction throughout with heavy coating of black rubber. 





TPYTele@ BLACK RUBBER COATED 


FARM BASKETS 


anyone who han- 
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of crops. 











13” top; 
11” bottom 
11” high. 












CAPACITY 









¥% bushel. 














BALE HANDLE 


® comfortable grip. 


RUBBER COATING 
prevents bruising 


BASKET SIZE 


RUBBER COATED FARM 
BASKET Cat. No. 2934 





THE WASHBURN COMPANY 


FACTORIES: WORCESTER, MASS., 





ROCKFORD, ILL., NILES 


MICH 











FAST, caay Pruett 


FOR You! 












Yes! Here's a standard stock item 
that sells like hot-cakes! Sturdy, 
rustless aluminum; folds compactly 
for storage in six foot space ... or 
opens to give your customer 160 
feet of drying space. Complete 





LIFETIME 
USE! 





a os with strong, sash-weight cord and 
$15.45 steel ground box. Weight... 
MEDIUM SIZE, mere 12 pounds! Stock on hand 
110-FOOT SPACE permits immediate delivery for 

$12.95 immediate orders. Write for de- 


tails today. 


Boteo MANUFACTURING DIVISION 


THE BALTIMORE OCEAN TRANSPORT CO. 
618 GARRETT BUILDING © BALTIMORE 2, MARYLAND 


239 



















Quick Profits _ 


FAST 
CUMMINS "4 
POPULAR 


SELLING 
INCH 
DRILL 





SINCE 1887 





and home 
M eddiemean is a prospect for this lightweight 
portable drill. 


® Power, lightness and superb balance mean less fatigue. 

@ Portable, compact — permits finger point accuracy in ALL 
working positions. 

@ Fast contro! switch at thumb tip. 

® Precision construction — long life — trouble-free per- 
formance. 





Order from your jobber TODAY! 


CUMMINS PORTABLE TOOLS 


Division of Cummins Business Machines Corporation 
4764 Ravenswood Avenue e 


Chicago 40, illinois 





DURBIN-DURCO 


MANUFACTURERS ¢ CERTIFIED PRODUCTS 


LOAD BINDERS 


Drop Forged « Malleable-iron + Steel 





Drop-Forged ¢ Heat Treafed * 2 Sizes 
Durbin-Boomer 7-3 swivels, %, 1% or 14” chai: 
Durbvin-Boomer F-2— 2 swivels, 4%, 4 or 5%" chain 


Malleable fron © Heat Treated « 5 Sizes 
MIDGET No. 1—1 swivel, 4” chain 
DELTA No. 1—1 swivel, % or %’ chain 
DIXIE No 1-2 swivels, % or 4” chain 
LONE STAR 1—2 swivels, i%, 4% or &% “chain 
LONE STAR 2—2 swivels, %, 4 or 5%” chain 





: WIRE STRETCHERS 
LP STEEL CONSTRUCTION 


No. 3—3 Pulleys, plain bearings, 34’ rope 
No. 33—3 Pulleys, roller bearings, %4" rope 
No. 4—4 Pulleys, plain bearings, %%’ rope 
No. 44—4 Pulleys, roller bearings, 34" rope 
No. 88—4 Pulleys, roller bearings, 14’ rope 


ALL-STEEL ROLLER BEARING HOISTS 





























Size | Cap. | Ship. Wt. 
No. Rope | Lbs. Lbs. Construction 
12 \’ 2000 6 lbs. | Drop Forged Hook 
13 3%” | 1000 | 2% lbs. | Malleable Hook 





Shipped with or without rope. 
Write for Catalog 


6611 Olive Street Road * St. Lovis 5, Mo. 
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Natien 
Alas 


No finer tribute could be our reward for an 
earnest endeavor to build a worthy product. 











The wide endorsement National Builders’ 
Hardware has received from architects, 
contractors and builders everywhere is a 
safe buying guide for those who appreci- 
ate the importance of selecting hardware 
that delivers long, dependable service. 
Designed right and built right to withstand 
hard use in every climate, this hardware 
is well worthy of recog- 
nition. Specify National! 
The complete line em- 
braces practically every 
requirement for builders’ 
hardware. 


NATIONAL MANUFACTURING 
e COMPANY ® 


SIERO + 


ILLINOIS 

























tain, drapery, and fabric lines were not 
up to pre-market estimates. Household 
appliances, with few exceptions, were 
displayed in larger quantities than in 
several years, but buyers said manufac. 
turers have introduced almost no new 
designs recently. A district manager of 
the Mohawk Carpet Mills reported that 
the carpet industry is confronted with a 
demand for wider carpeting. To meet 
this demand mills wiil have to install 
new looms and enlarge present equip- 
ment. In furniture lines, many exhibi- 
tors were reported sold out after the 
first three or four days. Prices were 
firm and there were reports of prospec- 
tive increases on some items as a result 
of higher steel prices. 


* * * 


Floor- and wall-coverings — 
At the recent annual meeting of stock- 
holders of Congoleum-Nairn, Inc., B. G. 
Steinetz, president, estimated that 1947 
sales will exceed the $24,551,000 volume 
of 1946, and that the profit for the first 
half year will top the latter half of 
1946. Although linseed oil, one of the 
raw materials of linoleum, is scarce, the 
company’s supply is expected to be suf- 
ficient until oil from the new seed crop 
is available. Besides linoleum, Congo- 
leum-Nairn manufactures enameled felt 
base floor coverings, asphalt tile, and 
other products. Its flexible enamel sur- 
face wall covering, introduced in 194 
has had rapid growth in sales, it says, 
particularly for kitchen and bathrooms. 

* * * 

Coloring for safety—On June 
25, a bill became law requiring color in 
some poisons, to lessen the chance of 
housewives, for example, putting bug 
powder, instead of baking powder, in 
the biscuits. President Truman signed 
the measure, which tightens up the old 
1910 insecticide control law. 


* * * 


Inventory rise halts—The U. 
S. Commerce Department reports that, 
for the first time in more than a year, 
inventories of independent wholesalers 
in May failed to show a rise. Total in- 
ventories were estimated by the depart- 
ment at $4,781,000,000, an increase of 
50 per cent from a year ago, but prac- 
tically unchanged from April, 1947. 
May sales of independent wholesalers 
were reported off slightly from April, 
considering seasonal factors. The de- 
partment estimated May sales at $4, 
948,000,000, an increase of 14 per cent 
from May, 1946. 

: + * 

Electric goods sales rise — 
Wholesalers sales of electric goods to- 
taled $1,267,000,000 in the first five 
months of 1947, a 123 per cent increase 
from the corresponding period last year, 
says the U. S. Commerce Department. 
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NU-TOP STOVE PADS 


Here’s a complete line of utility pads to fit every price 
range and to meet the demands of all your customers. 
The FIESTA (top), a new lithographed design is colorful 

. a fast seller. NU-TOP chromium plated pads are 
tarnish-proof . . . easy to clean. Send for price lists and 
catalog sheets for NU-TOP heat resisting pads. 


The METALOID Co. 


5815 KINSMAN RD. * CLEVELAND 4, OHIO 


It’s back again! 


FAVORITE OF HOME OWNERS, HOBBYISTS 
AND CRAFTSMEN FOR 20 YEARS! 


Here’s the all-purpose sprayer 
your customers have been waiting 
for! Famous for its clean, oil-free 
air, Speedy Sprayer is an entirely 
portable outfit—built to endure. 
One of the most reasonably priced 
sprayers on the market, it’s popu- 
lar in homes and workshops—a 
source of sure profits! 
Write for SPEEDY SPRAYER 


Catalog and Price Lists 
Cable Address “BROWNSPRAY” 











STEVENS 


NO. 500 
SERIES 


ALUMINUM 
LEVELS 


These much sought after levels are made 
in three popular sizes: 

No. 518—I8 inches... 6 vials 

No. 524—24 inches... 6 vials 

No. 528—28 inches... .6 vials 


E. A. STEVENS LEVEL CO. 


NEWTON FALLS, OHIO 
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|W. R. BROWN CORP. chicago 39, wm. , 


ree 


Speedy Sprayer 
Special No. 890 


4 to 7 times faster than brush- 
ing! Sprays inside and outside 
paint, enamel, varnish, insec- 
ticides, etc. Diaphragm type 
compressor does away with oily 
rings and cylinders. Delivers 2 
cu. ft, free air per minute at 20 
to 40 Ibs. pressure. Operated 
by any % H.P. Motor with 4%” 
shaft. Equipped with pressure 
feed, internal mix gun plus 
round and flat spray nozzles 
and quart cup. Retails without 


motor $26.95 


5722 Armitage Ave. 
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REDUCING INVENTORIES? 


Ww — that’s where we come in! 
» Seucell and BEST of ALL you 


DON'T 












«sida iat 








yasnens™ 
m= SACRIFICE VARIETY! 
ieee, GROUP A'ASSORTMENT 









has been created for just this situation. 


Total. Space 1 ft. 
Investment 920.00 






ar Rows 


Tee 





Total Profit 


$39.68 






“\ 
For $28.00 you get: 


1—5 shelf rack 
]—Socket set screw assortment — 330 








pieces 
8 sizes set screws 
4 sizes wrenches 
*_Wrench assortment — 187 pieces 
8 sizes wrenches 
i—Lockwasher assortment—1318 pieces 
12 sizes lockwashers 
i—Cotter pin assortment — 1743 pieces 
16 sizes cotter pins 
ssortment — 240 pieces 
wing nuts 


}1—Wing nut 
9 sizes 


) NEW PROFITS 


with these new 











COX Sanding Disc Holders 
aw, 








“47 " ELECTRIC 
% 















DRILL 

Drill Stand $2995 | 

(less dril!) 
. . $1295 } 
Because they make power sanding 12 For those 
simpler and easier, these new who sell | 
holders sell fast to home owners, the home 
hobbyists, craftsmen, mechanics, | 
y market... | 


farmers, auto body men, and 
others. Combined with long range 
discounts, they make attractive 
new headliners for your tool de- 
partment. 


Notice how the holding head 
screws into the recessed body to 
clamp a paper sanding disc firmly. 
Head tightens with any blunt tool 
and finally sets below the sanding 
disc face, never to scratch or mar 
the surface worked on. 


Shanks fit to 


. . « here is good news. Speedway 
Blue Line Tools are back. Thou- | 
sands of them are being delivered | 
to dealers each month. | 
Each is a practical useable tool, 
built for work. Each is of im- 
proved design, is correct in speed 
and has a specially wound, long 
life Speedway tool motor. Com- | 
prising a clean line of nationally 
known tools of types that are 
bought by home owners, hobbyists, 
garages, schools, farmers and | 





workmen everyday—they sell in volume in every 
community. Write for Dealer Proposition. 





a a 
ii ii aii ai 
tl tt a ii tip, i i a a _ 


fixed or flexible 


shafts, or to hole shooters with Write for Catalog sheets and discount schedule 
Jacobs chucks. 
Get facts. Write f —? 
et more facts. Write for " DRILL 
j COX Holder Bulletin A81. “1 18° 





COX metat prooucts co. 
3014 West Hopkins St. - Milwaukee 10, Wis. 


eg™ 


| SPEEDWAY MFG. CO. 
1836 S. 52nd Ave., Cicero, Ill. 





a iii, sii 
— 


w 
_ 


Such sales in the first five months of 
1939 totaled only $293,000,000. 
x * * 

Tin and antimony controls— 
On July 11, Congress passed the con- 
ference-agreed bill, which continues con- 
trols on tin and antimony until Feb. 29, 
1948. The bill also extends export con- 
trols until the same date. Congress, by 
concurrent resolution, or the President 
alone, may designate an earlier time for 
the termination of this or any power, 
under the Second War Powers Act. 


* * * 


Mid-summer furniture mar- 
ket—Despite reports of slackening de- 
mad for certain types of furniture, an 
estimated 38,000 attendants were arrivy- 
ing for the two weeks mid-summer fur. 
niture and international home furnish- 
ings shows at Chicago. Spokesmen for 
the manufacturing and retail furniture 
interests said supplies of bedroom and 
dining room furniture remain short of 
the demand, although much improved 
over last year. Upholstered suites and 
occasional pieces like coffee and end 
tables and novelties are in plentiful 
supply, and many stores have experi- 
enced a falling off of demand for these 
items since the turn of the year, espe- 
cially in the lower price ranges. Many 
types of low-priced furniture known to 
the trade as “low end” items, “are not 
selling,” some observers said, and stores 
handling this type of merchandise have 
found it necessary in 2 few instances to 
offer them as loss leaders. In general; 
buyers find prices 15 to 20 per cent 
higher at the mid-summer house fur- 
nishings market than at the January 
display, and prices are expected to hold 
firm at the higher level because of 
wage increases in the last two months. 
It was said that buyers will be getting 
far more in quality than the price in- 
crease would indicate, however, and far 
more in choice. Buyers are notably cau- 
tious, despite their eagerness to replen- 
ish inventories, and most are ordering 
for 60 to 90 days’ delivery, not beyond. 
Their principal interest lies in medium 
to better grade furniture, fabrics and 
appliances. 

* * - 

Styles and fabrics—Furniture 
and furnishings manufacturers are de- 
voting much attention to color co-ordi- 
nation, simplicity of line and to that 
type described as “functional.” For the 
first time furniture, fabric, wall paper, 
upholstering and carpet makers have co- 
ordinated their efforts to help home- 
makers achieve color harmony in the 
home. The “Home Furnishings Style 
Council,” an association of makers and 
sellers of home furnishings, has devel- 
oped a basic color card of 15 colors 
that can be readily combined by people 
without specialized training. The Janu- 
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Here’s a brand new 
item loaded with 
sales appeal and 
available for your fall trade. Logan Nite- Gard fits on top 
of virtually all makes of folding firescreens, prevents 
sparks from shooting over top. It’s low priced—depend- 
able. Featured in Logan’s national consumer advertising. 








Write for literature. 


Check your stock of Piano Hinge Firescreens today. Order 
your fall requirements early to assure on-time delivery. 


LOGAN CO. INC., 740 CABEL ST., LOUISVILLE 6, KY. 


LOGAN FIRESCREENS 


WITH SPARK-PROOF PIANO HINGES 




















































rong'’s Giazing Compound No. 33 
is just the kind of glazing compound both 
you and your customers will say is best 
for every job. It will not crack, chip nor 
lose its bond; will not “sag”; can't disin- 
tegrate nor fall out; never goes rock hard 
(remains usable in container indefinitely); 
can be painted immediately . . . and it 
works smoothly, easily! 

Order Armstrong's Glazing Compound 
No. 33 from your jobber now or write for 
complete details. THE ARMSTRONG 
COMPANY, DETROIT 17; CHICAGO 9; 
DALLAS 1. 


Ask about ARMSTRONG'S CAULK- 
ING COMPOUND, too. 


THARCO ASBESTOS FURNACE CE- 
MENT is best for furnace repair jobs. 


Wt as - 
ARMstrons cOM 





_ ARMSTRONG’ Ss 


Calle Ulayig 
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SKILLMAN 





A complete line 
of Mortise Tubu- 
lar and Rim 
Locksets. Cylin- 
der locksets a 
specialty. 








LOCKSETS 





A dependable 
Manufacturer 
for more than 


66 years. 


PROMPT SHIPMENTS 
SKILLMAN HARDWARE MFG. CO. 


TRENTON 4, N. J. 





IN IVORY, BROWN OR 


GLOW-IN-THE-DARK STYLE 
STYLED TO SELL—DURABLE POLYSTYRENE 


PACKAGED 


IN CELLOPHANE 
FOR COUNTER-APPEAL! 


Your customers are demanding quality at a price! Here's one 
answer. Genuine Agate Plastic single and double toggle switch 
plates — and dual receptacle covers — all offer better styling, more 
lasting durability, yet sell profitably at established retail levels. 
In harmony with today’s interior stylingand to your customer's 
choice in brown, ivory, or Glow-in-the-Darkl 


Order from your 
jobber or 
write to 


PLASTICS 


CORPORATION 
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FOLDING CHAIRS 





Many styles. Upholstered & plain. 
Tablet Armchairs — Folding Tables 


PROMPT 
SHIPMENT 
ADIRONDACK 
CHAIR Co. 


1142-A BROADWAY 
NEW YORK I, N.Y. 











os 








“Iheilabl 
SKOTCH 
WOOD JOINERS 


Order from your Jobber or write for details 





SUPERIOR FASTENER CORP., 
2949 ELSTON AVE., CHICAGO 18, ILL. 

















WE HAVE IN STOCK 
FOR IMMEDIATE DELIVERY 


COPPER TUBING—all sizes from '/g-3%4,0D 
WATER HEATERS, ASBESTOS WICKS 
BRASS FITTINGS—Flare Type 

BRASS FITTINGS—Compression Type 
COPPER COILS FOR OIL BURNERS 
RANGE OIL BURNERS 


AMERICAN MANUFACTURING CO. 


P. O. Box 2172 Hartford, Conn. 








"BIG 8" 


POKER TABLES 
Stationary and Folding 
—with Chairs to Match 


Matched Metal Bridge Sets—Wood and Metal Folding 
Seating Chairs, Upholstered Chairs. 
Prompt Shipments—Write for Literature and Prices. 


HARRY M. WOLFE, 666 Lake Shore Drive 
Chicago 11, IiIlinois 























78 types to cover all price ranges—all parts 
available. Complete fine of "AMERICAN" 
Incandescent lamps—our own product at best 
factory discounts. 

JOBBERS—send for catalog and prices. 


THE SAVE LAMP CO., Baltimore 11, MD._ 
CENTRODRAIN and FILLER 


y, ea DRAINS Cellars, 
f W Pools, Washing 


a Wu ee 


Mix Hot and 

; | Cold Water 

2) | _=—=1_ When Filling 

amet RETAILS at $1.60 
Write for Circular! Mention Your Jobber! 


CENTRAL RUBGER PRODUCTS CO., Inc. 
621 Broadway @ New York 3, N.Y. 





REPAIR PARTS 


Assoriments of 
PINIONS, PAWLS, ROLLER 
HANGERS, SCREWS, PINION 
COVERS, BEARINGS, ETC. 


Parts in stock to repair all makes 


Order Catalog No. 3 


A. Mm. COLLOT SUPPLIES 


221 1. W. Sth AVE. - MIAMI 36, FLA. 





» TROY 
BEST 


FILE HANDLE. Aseures better workmanship «nd 
safety to user. It can't split. 


| Oe ee 


FILE CARD—cleans files, taps and dies quickly and 
thoroughly. 

HOG SCRAPERS—tingle or double end. 
TROY FILE wees 
Troy, Est. 1831 























CHURN DASHERS 


Odorless non-tainting hard- 
wood, 5” lap-joint dasher. 
%,” x 33” handle, rounded 
one end and tenoned to 
fit dasher socket. $2.40 
per doz. complete, F.O.B. 
Greenville, S. C. Prompt 
shipment — Satisfaction 
guaranteed. 


G. F. League Lumber Co. 
Greenville, S. C. 














For 
Outboard Motors 
Power Lawn 
Mowers 
and 
Small Gas Engines 
Made by 


HAFCO 


































HARDWOOD | 





LEPHANT 


i ie > E i. WOOL 
Keener bite and feneer ite my ‘lon 
uniform, resilient strands ef finer qual- 


ity steel. Big (6 unit pkg. or ! tb. 
tube. Order from your jobber er direct. 






















International Steel Wool Corp.; Springfield, Ohio | 















Gripper Clips 


Registered U. S. Pat. Office 
Small and large - soe meet ~ 
sizes for holding 
tools, garden im- 
plements, 
kitchen utensils, 
etc. Nickel plated. 
Packed on cards 
6 doz. to a box. 
Units (2 doz. 
large and 1 doz. 
small). Retails at 
10¢ each. Circu- 
lars on request. 


ae GIBSON GOOD TOOLS, INC. @ 
Box 26B Orange, Mass., U.S.A, 


‘SUNSE 


Fre 


cHAM 


ee eee 


ASK YOUR JOBBER 


FOR OUR DOUBLE DUTY CHAMOIS 
DOUBLE VALUE TO THE CONSUMER 


HOYT & WORTHEN TANNING CORP 
MAVERHILL. MASS 














HINE™ 


Ppracess 


SUPER VALUE 
NAIL CLIPPER 
reset 2OG 


THE H. C. COOK CO. 
27 Beaver St., Ansonia, Coss. 


SPAR-TEA 


.ANOTHER NAME FOR 








BETTER PAINTS 


THE SPAR-TEX COMPANY 
4309 THIRD AVE., NEW YORK 57, N.Y. 








SCREW - HYDRAULIC 


Jacks 
Templeton, Kenly & Co. 
Chicago (44) Ill. 
Better, Safer Jacks Since 1899 























BUY 
UNITED STATES 
SAVINGS BONDS 
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ary trend toward lighter colored woods, 
flexibility in furniture groupings, cleaner 
lines and more heterogeneous combina- 
tions of modern and traditional pieces 
certainly “will not be reversed,” officials 
said. About 40 per cent of the new fur- 
niture exhibited will be in modern 
style, such as tables with plywood tops 
electrically fused onto aluminum under- 
pinnings. Some manufacturers claim 
that, given the trend toward smaller 
scaling of furniture to fit in the era of 
crowded living and changing house- 
holds, it is easier to turn out graceful 
pieces in modern style than in heavy 
traditional styles. Fabrics, too, will be 
available in a great variety of new 
textures and patterns in the popular 
price range. The accent will be on wear- 
ability. Many houses have introduced 
burnproof, liquor-proof, and “every- 
proof” kinds of fabric. 
* * & 

Department store sales—De- 
partment store sales throughout the 
country increased 8 per cent, in the 
week ended July 5, compared with a 
year ago, the Federal Reserve Board re- 
ported. For the latest four-week period, 
the gain was 5 per cent. 

. . a 

Eureka Williams  sales— 
Products of both the Eureka and the 
Williams divisions of the Eureka Wil- 
liams Corp., Bloomington, IIl., continue 
to sell at better than four times their 
1941 rate, H. W. Burzitt, president, an- 
nounced recently. Even though oil 
burner production is the highest in the 
company’s history, said Mr. Burritt, it 
is still falling short of the demands of 
dealers. 

* * * 

U. S. Plywood sales—The 
United States Plywood Corp., New 
York City, recently announced that con- 
solidated sales for the vear ended April 
30, 1947, exclusive vf affiliated com- 
panies not consolidated, amounted to 
$43,616,000 as compared with $27,083.- 
000 for the preceding year. 





Correct Answers to 
Test Your Hardware Sense 
(Questions on page 160) 


1—Answer. Monthly payment on the 
contract is $21. 

2—Answer. Forms necessary are 1— 
original bill of lading; 2—paid freight 
bill; 3—copy of invoice showing cost of 
merchandise or certified copy of in- 
voice; 4—inspection report issued by 
railroad claim inspector who examines 
damaged goods in case of concealed 
damage. 

3—Answer. Resale prices on glass; 
(a) 83 cents; (b) $2.13; (c) 35 cents; 
(d) $1.51. 

4—Answer. 100 ft. of rope will cost 
$4.19. 
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THE 
BAR oy. GRIP” 


ELECTRIC SOLDERING IRON 


A tough, compact, versatile soldering iron that does the work of four for the 
price of one! Equipped with four detachable tips, the “Gun-Grip” simplifies 
soldering in hard-to-reach places, It’s accurate . . . fast we dependable! 


A perfectly balanced tool, the “Gun-Grip” appeals to the skilled mechanic 

. the novice . . . the hobbyist. Built-in stand prevents scorching table-top 
or workbench. The Lenk “tGun-Grip” Electric Soldering Iron can be used 
all day on only a few cents’ worth of current. 








Dept. B 


orth) + « « — 
MFG. COMPANY 


30-38 CUMMINGTON STREET 
BOSTON 15, MASS. 
Manufacturers of Soldering Equipment Since 1919 





Why Not? 





Have Your PERSONAL ACCIDENT 
and HEALTH INSURANCE with... 


EASTERN 
COMMERCIAL TRAVELERS 


Mutual Association ¢ Direct Purchase 
No Branch Offices 
Massachusetts Company, Incorporated 1894 
Insure Your Earnings . . . Protect All! 





ACCIDENT POLICY PAYS SICKNESS POLICY PAYS 


$5,000.00-$10,000.00 $25.00 PER WEEK 

FOR ACCIDENTAL FOR CONFINING 
DEATH SICKNESS 

25.00-$50.00 $10.00 PER WEEK 


$ 

FOR WEEKLY FOR NON-CONFINING 
DISABILITY SICKNESS 

Estimated Annual Cost $15 Estimated Annual Cost $24 











MORE THAN 50 YEARS OF UNFAILING SERVICE 
Provides protection 24 hours a day when traveling, while at work, 
around the home or on vacation 
NO POLICY CANCELLED OR RATES INCREASED OR ANY 
BENEFITS REDUCED ON ACCOUNT OF ADVANCED AGE! 


SEND THE PPS eee eB ee ee SSS SeS SS eee Sees ees esses 
John S. Whittemore, Sec.-Treas. 
COUPON Eastern Comment Travelers 


80 Federal St. Boston 
Without obligation, S anes send complete information and 
application for membership to 


TODAY 
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You Can Profit from BRISTOL'S 
Advertising in LIFE Magazine 


When you look at LIFE, notice in it the frequent and 
impressive advertisements for BRISTOL Golf Clubs, 
remember your best customers are seeing and being 
influenced by these advertisements, too. LIFE, you 
know, is seen each issue by some 22,500,000 persons and 
the chances are that most of your customers are among 
this vast number. So what ought you to do in order to 
make this BRISTOL advertising in LIFE work for your 
store? The answer is obvious. Stock BRISTOL Golf Clubs 
and display them prominently where your customers 
can see them, be reminded to purchase. Let your cus- 
tomers know you are headquarters for BRISTOL golf 
equipment sal you’ll be surprised how your sales and 
profits will respond to this wise procedure. 


TESTING FOR 
ACCURACY 
OF WEIGHT 





Precision manufacture, based on long experience and 
war-born skills, is carried in BRISTOL Golf Club manu- 
facture to unusually high degree. Throughout the many 
production processes undergone by heads, shafts, the 
putting on of grips, so precise is the work that the 
finished clubs, for example, vary only minutely from 
their scientifically predetermined weight. Illustrated 
here is a BRISTOL Club being weighed before assembly 
into a sety assuring that each club will weigh what it 
should for correct over-all set weight and balance. 








NEW 
‘Bristol 


GOLF CLUBS 


\ 








\ 
\ 
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ROBERT W. MAR. 
SHALL, manager for the last 
36 years of the order depart- 
ment of the Nicholson File Co., 
Providence, R. I., has attained 
at the age of 63 the unique 
record of having worked for 
the same company for half a 
century. Mr. Marshall recalls 
that on March 19, 1897, when 
he started work as an office 
boy there were only 15 persons 
employed in the office. He re- 
members with pride that one 
of his duties was to drive the 
horse and buggy of Col. Sam- 
uel Nicholson, then president, 
between his home and office. popert w. MARSHALL 
Mr. Marshall credits his walk- 
ing habit for the good health which he enjoys. He esti- 
mates that he has covered 75,000 miles afoot in walking 
to and from work. During his long connection with 
Nicholson File he lost only three days because of illness. 
Mr. Marshall’s responsibilities were greatly increased 
during the two World Wars by scarcities, Government or- 
ders and increased demand. The anniversary does not 
bring any change in Mr. Marshall’s affiliation. Strangely 
enough he is not eligible for retirement and is so active 
and well that he is very glad of it. 
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CYRUS LEWIS, president 
of the Logan-Gregg Hardware 
Co., wholesale hardware firm 
at 121-129 9th, Pittsburgh, 
Pa., has had just one connec- 
tion in his 57-year business 
career, having started as an 
office boy with the 116-year- 
old firm. He advanced with 
the company through the po- 
sitions of cashier, credit man- 
ager, assistant treasurer, trea- 
surer, vice president, and 
finally, president. Mr. Lewis 
has been treasurer of the 
Pittsburgh Association of 
Credit Men for 40 years. 

CYRUS LEWIS Reading, gardening and golf- 
ing are the pastimes Mr. 
Lewis enjoys most. He was born Sept. 27, 1874. 













J. W. YATES, vice presi- 
dent and general manager o! 
the McGregor Hardware Co.. 
wholesale firm of Springfield, 
Mo., began work with the firm 
51 years ago, driving the de- 
livery truck, which at that time 
was a horse and wagon. Later 
Mr. Yates worked successively 
in the warehouse, as a price 
clerk, salesman, then as a buy- 
er and finally became vice 
president in 1920. “Joe,” as 
Mr. Yates is popularly known 
in the hardware fraternity, is a 
director of the Hardware Golf 
Association, and has been a 
regular attendant at the meet- 
ings at Excelsior Springs and 





J. W. YATES 


ventions of the National Wholesale Hardware Association 
and the Southern Wholesale Hardware Association. Fish- 
ing and hunting are Mr. Yates’ principal interests aside 
from hardware. 












FRANK C. OWEN, who 
is a salesman with the Cali- 
fornia Hardware Co., 500 E. 
Ist St., Los Angeles, Cal., 
wholesale firm, has been sell- 
ing hardware for 56 years. Mr. 
Owen’s first job was as a clerk 
with W. & M. Everson, Oak- 
land, Cal., from 1889 to 1894. 
For the next three years he 
was a clerk with F. Wright in 
San Francisco, and in 1897 he 
joined the California Hard- 
ware Co. Mr. Owens’ favorite 
FRANK C. OWEN pastime is gardening. 
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CTION 


. . - Pictures like these in 
H-I’s national advertising, 
appearing in leading out- 


door publications, MEAN 











. . . In sending more buyers 
into your store for the com- 
plete H-I line of rods, reels, 
lines, lures, and fishing acces- 


sories, this means— 


later at French Lick, Ind. He has also attended many con- « | 


| 





ACTION 


... For you in the form of 


top demand, fast turnover, 
and greater profits when 
you sell H-I fishing tackle. 


<P> 
~HORROCKS-IBBOTSON CO. 


UTICA, N. Y. 


Manufacturers of the largest line of fishing tackle 
in the World. 




















HARDWARE 


BUILDER'S ( 


SINCE 1849 


MADE RIGHT 
PRICED RIGHT 











5 A F Padlock and Hardware Co. 
LANCASTER, PA. 











SHELBY—DEPENDABLE HARDWARE 


OS DOS H4O4HHOOHOOOS 


x 


"Shell 


Door by Door... 


Door by door, screen hinges, 
when exposed to rainy summer 
weather, will wear out. They've 
seen hard usage this year and 
many homes need several re- 
placement sets NOW. 


Display Shelby Screey Door 
Sets for quick sales. 


©999OO 994H0HHdHH9OHOH8 


HHHHHOD HS 


Don't overlook the steady sales 
possible with the Complete 
Shelby Line. See your Jobber. 


$9OOOOOOOO HH 9H 


SPRING HINGE CO 
SHELBY, OHIO 





Coming Conventions 
And Events 


Corrected Each Issue 
According to Latest Data 


American Hardware Manufac- 
turers Association, 93rd semi-annual 
convention, Oct. 13-16, 1947, at Atlantic 
City, N. J., meeting jointly with the 
53rd annual convention of The National 
Wholesale Hardware Association. Marl- 
‘borough-Blenheim Hotel is convention 
headquarters. Charles F. Rockwell is 
secretary of the manufacturers’ associa- 
tion with headquarters at 342 Madison 
Ave., New York City, and Thomas A. 
Fernley, Jr., is executive secretary of 
the wholesalers’ association with head- 
quarters at 505 Arch St., Philadelphia. 

Bicycle Institute of America, an- 
nual convention, Jan. 19-23, 1948, at 
the Flamingo Hotel, Miami Beach, Fla. 
Association headquarters, Room 1215, 
10 Rockefeller Plaza, New York 10, 
N, ¥, 

Hardware Golf Association 21st 
annual tournament, Sept. 4-6, 1947, at 
French Lick Springs Hotel, French Lick, 
Ind. Registration through the secretary, 
Dietz Lusk, 621 E. 70th Terrace, Kan- 
sas City 5, Mo. Room reservations di- 
rectly with hotel. 

National Contract Hardware 
Assn., annual convention, and Nation- 
al Builders’ Hardware Exposition, 


Sept. 8-11, 1947, at the Palmer House, 
Chicago, Ill. John R. Schoemer, 420 
Madison Ave., New York 17, N. Y., is 
managing director. 

National Hardware Show, Oct. 
15-18, 1947, at the Grand Central Pal- 
ace, New York City. Frank Yeager, 331 
Madison Ave., New York City, manag- 
ing director. 

National Housewares Show, Jan. 
15-22, 1948, at the International Amphi- 
Theatre, Chicago Stockyards, sponsored 
by the National Housewares Manufac- 
turers’ Association, 1402 Merchandise 
Mart, Chicago, Ill. A. W. Buddenberg 


is executive secretary of the association. 


National Wholesale Hardware 
Association, 53rd annual convention, 
Oct. 13-16, 1947, at Atlantic City, N. J., 
meeting jointly with the 93rd semi- 
annual convention of the American 
Hardware Manufacturers’ Association. 
Convention headquarters will be the 
Marlborough-Blenheim Hotel, Thomas 
A. Fernley, Jr., is executive secretary 
of the wholesalers’ association with 
headquarters at 505 Arch St., Phila- 
delphia, Pa., and Charles F. Rockwell 
is secretary of the manufacturers’ asso- 
ciation with headquarters at 342 Madi- 
son Ave., New York City. 

Upper Midwest Housefurnishings 
Show, Sept. 23-26, 1947, at the Min- 
neapolis Auditorium, Minneapolis, Minn. 
Norman F. Ludford is director. 












Goods that become shopworn or damaged, and those which move too 
slowly, are regularly displayed on the “bargain counter," at the store of 
Kilgore Hardware-Auto Parts, Inc., at E. Broadway and 50th St., Tampa, Fic. 
Here's a recent display of bargains at Kilgore's, showing old and new or 
bargain prices. Located in the rear of the store, this section helps pull 
traffic throughout the firm's display room. 
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Beading 


STOVE PIPE 


FURNACE PIPE 


FOR EASIER, FASTER WORK 


HIGH 


QUALITY PRODUCTS 
HEAVY DUTY BUILT FOR YEARS OF SERVICE 





EXTREME 
LOW PRICES 


nN He Ngee neem | 

Machines {or Cutting 

Crimping 
and 






DEALERS! 
Write 


‘IT’S PORTABLE 


| Hot water by the pailful anywhere 
| 


| Advertised in 45 major consumer pub- 
lications . . 
| nished . . . complete sales promotion 
| kit supplied with each order. 





Manufactured and Sold By 


CHARLES E. KRAUS MFG. co. 


122 S. 8th ST. 





LOUISVILLE 2. KY. yA 





TO SEL 


THE FIRST 
LINE OF 
ALL=METAL 


HAMMERS 
GIVES YOU 
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1, ERS —Wrrit 
sories Co., 707 E. Lew 


in types 





within reach of an electrical outlet! 





IT’S PRACTICAL 


Operates on 120 volts, AC-DC, 1500 
watts — heats water faster . . . more 
economical than with open flame 


IT SELLS 





. dealer display stand fur- 





It’s the PREMIER P-20 
Portable Electric Water Heater 


Ideal for farm, home, dairy, janitor, store, trailer, camp or 
cottage. Retails for only $16.50 including Federal Excise 
Tax. FULL DEALER DISCOUNT ALLOWED! 

For information ask your jobber or WRITE Dept HA81. 






THE NATIONAL IDEAL COMPANY 


TOLEDO 4, OHIO 








HERE’S PROOF cof 
of Vaco’s Extra s 
BUY APPEAL * 

























The Underwriters’ Laboratories, Inc., Re- 
examination Service Marker embossed on 
the end of each Vaco driver opens up new 
markets for Vaco dealers. The shock proof, 
break proof Amberyl handles are Silo- 
Burning . . . end the old nitro-cellulose 
handle fire hazard! 





















Sales soar, too, when the new Vaco 

Reversible goes on display. Just pull out 

the blade, turn it around, and you have 

a Phillips instead of a regular screw 

driver! No change in quality . . . only 

Write for information about finest chrome vanadium steel used in 
the Vaco Reversible. Vaco screw driver bits. 


































KEEP COMING...BOOST PROFITS 


173 TYPES AND SIZES 


VACO COUNTER CARDS 


























317 E. ONTARIO ST. 
CHICAGO, ILLINOIS 
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SOUTHINGTON 
SCREWS 


For Wood or Metal 


Southington Wood Screws, Drive 
Screws and Sheet Metal Screws 
have upheld their quality since 
1867. All standard sizes with vari- 
eus styles of heads in the most 
called for types. Send for serew 
catalog, also our catalog covering 
steel squares, tri-squares, bevels, 


etc. 


PHILLIPS RECESSED HEAD SCREWS 
FOR WOOD AND SHEET METAL 


Driver fits se- 
curely into ta- 
pered recess — 
will not slip 
out, or work to 
one side. 


A \ 


Supply the in- 
creasing de- 
mand for these 
modern, time- 
saving screws. 
All standard 
sizes. 


THE SOUTHINGTON 


HDWE. 


MFG. 


co. 


=. SOUTHINGTON, CONN. js7 





Includes FREE 


1 doz. 10¢ crack filler 
1 doz. 25¢ crack filler 
| doz. 10¢ brush cleaner 


Freight allowed up to 500 
miles or $1 hundredweight 
over 500 miles. 


ne 


SPECIAL . 


DEAL 


© 4doz. 10 oz. White 

© 2 doz. 10 oz. Black 

© 2 doz. 10 oz. Chinese Red 
© 2 doz. 10 oz. Dark Green 

® 2 doz. 10 oz. Royal Blue 

© 4doz. 402. White 

© 2doz. 407. Black 

© 2doz. 4072. Chinese Red 
© 2doz. 402. Dark Green 
© 2doz. 407. Royal Blue 


Your Cost $44.40 


Write TODAY for Hardware Age Special Deal (Exp. Aug. 1) 


“DONLEY PAINT CO. 


CLEVELAND 5, OHIO 


35°&15¢ 
ENAMELS | 











— 


Make Patching and Repair Work Easy 


with 


TEHR-GREEZE 


FABRIC CEMENT 


White — Repairs 


all types of 


cloth, canvas and leather goods. 
A tough, versatile adhesive with 
thousands of uses in home, repair 


shop and farm. 


ALL PURPOSE — Cements 
wood to wood, glass to glass, 
metal to metal, glass to metal 
and many other combinations. A 
clear transparent cement used 
for repairing china, glassware, 
furniture, billiard cues, vases, 
books, leather, belting, canvas, 
canvas materials, cloth, plastics, 
and metals. WILL NOT FREEZE. 


VAL-A COMPANY 
700 W. Root St. Chicago 9, Ill. 
Write for Trade Prices 





Oster — 
hair- cutti 
for more 
famous fo 
design an 
really mea 
ing your 
Hand hai 
and farm 

















75% FASTER DRILLING 
SUPER Carbide Tipped 


MASONRY DRILLS 


USE IN ELECTRIC DRILL 
OR HAND BRACE ON 
CONCRETE e BRICK 
STONE e MASONRY 
AND ALL NON-METAL- 
LIC MATERIALS 


STANDARD 
LENGTH 


BIG SALES to 


@ HOME OWNERS @ PLUMBERS 


@ CONTRACTORS 


@ ELECTRICIANS 


@ MAINTENANCE MEN 


@ BUILDERS 


WRITE FOR LITERATURE 


SuPER TooLt COMPANY 
Carbide Tipped “Jools 


71650 Hoover Rd., Detroit 13, Mich. 5710 San Fernando Rd., Glendale 3, Cal. 
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— your assurance 


Oster — outstanding in the 
hair-cutting equipment field 
for more than 20 years*— is 
famous for high standards of 
design and construction that 
really mean something in keep- 
ing your customers “sold.” 
Hand hair clippers for home 


of satisfied customers... 


erate and keep their keen cut- 
ting edges throughout long 
life. Inéreasing importance of 
personal appearance creates a 
substantial demand for Oster 
Clippers. Stock and promote 
them to cash in. Order from 
your jobber. 





NEW! Sure fast-seller 


to retail at just *5. y 9» CARVING 


Timed for the back-to-school 
trade is this new X-acto money- 
maker—a sure-hit set for cut- 
ting, whittling, and all-round 
carving and handicraft jobs. 
Contains: 6 different gouges, 4 
routers, 2 punches, 6 regular 
blades, 2 3-inch blades, 1 No. 5 
knife, 1 No. 1 knife. Mounted 
on wooden block. Featured in 





NO. 78 x-act ° 
COMPLETE 


SET 








20 different blades 


2 X-acto knives 


national consumer ads. 

Stock America’s Number One 
Hobby Tool Line and make the 
profit chips fly your way. Com- 
plete line of knives, blades and 
tools, selling singly and in sets, 
from 50¢ to $50. And remem- 
ber — X-acto’s Fair Trading 
Policy protects your profits. Get 
complete details...write today! 

*Reg. U.S. Pat. Off 





and farm use are easy to op- 
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rue ARTISTIC WIRE 
LINE your BUYLINE 


CONSUMER APPEAL BECAUSE 
IT HAS REAL EYE APPEAL 


Artistic Wire Products are all attractively de- 
signed, bright nickel finish, all electric welded, 
all steel wire construction. Where Vinyl finish 
is used Artistic Products are double dipped and 
double baked. 


EGG BASKETS 

COOKIE RACKS 

DISH DRAINERS 

GLASS TUMBLER HOLDERS 
REFRIGERATOR BASKETS 
ETC., ETC. 


CATALOGUE SENT UPON REQUEST 


THE ARTISTIC WIRE comeany 


EAST HAMPTON, CONN. 
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ALFRED FIELD & CO. 
(Mfrs. Agents in Hardware Field) 
93 Chambers Street, New York 7 
X-acto Crescent Products Co., Inc., 440 Fourth Ave., N. Y. 16 
In Canada: Handicraft Tools, Ltd., Hermant Bldg., Toronto 


As the Easier, Safer js | 
Way to Destroy Trash / 3 
/ “ 


More “ZIPPER TOP” Rubbish Burners 
n the Way — Order Now 


° 


Every home, store, factory, institu- 
tion, park needs handy ‘‘ZIPPER TOP” 
Burners. With production growing every 
month, you'll be able to offer increasing 
quantities to your trade. Cash in on the 
demand for this burner with the con- 
venient zipper top and the non-sagging 
smoulder-proof Volcano Bottom, three 
models. Send today for descriptive 
Circular HW 4102. 


UNION STEEL PRODUCTS CO. 


604 N. Berrien Street . Albion, Mich. 









































a Ee le m Sturdy Twist Drill Stands 
ORL: 3 a eae sac onal Made of die cast metal. Can be hung on wall 
Le ae be inestaile or placed on work bench. Popular priced. Sold 
#10 # through hardware and mill supply jobbers. 
for Jobbers Drills for Wire Gauge Drills for Jobbers Drills Sales Agents—John H. Graham & Co., Ine, 
1/16 to 1/4" inc. #1 to 60 inc. 1/16 to 1/2" by 64ths 105 Duane Street, New York &, N. Y. 

















CUSTOM MADE 


SELLS ON sie, 
v, 


BLINDS 
Made to measure | PERFECTION floating WASHER 


up to your 


i ft: 
requirements Washer profits go up with Per- 


in ae P| fection floating Washers. Engineered 
ANY SIZE—ANY COLOF to eliminate friction and prolong 
° BOOSTS washer life. Perfect water seal is 
WASHER assured. The floeting washer stops 


10 DAYS TO PROFITS faucet drip...ends water waste. 
2 WEEKS DELIVERY Available in %4", %" and >" 


Excellent mark-up. brews dl sizes. Order through wholesale 
A sure profit maker hardware jobbers. 


Sead for Felder ""H"' 
BLU Niencess 

wol 

M 





Temperec 
blade. 
Hook rer 


GILL ELECTRIC STOVE WITH DRIP PAN, 
GRILL & CAST ALUMINUM GRIDDLE 
only $39.95 List. 


D. Ideal for DC and smaller models available. 

NATIONALLY [Aah ren cabins, Ask your jobber for discount in- 
ts, pore oms. fe i i bite 

apartmen offices, rumpus ro atti ormation or write to 


barbecues, et it 
12e—PORTABLE frys. Cooks 





' daluminum 
$$ STEEL top - oe 
SMa aajustable heat contro 
—usable any- 
insernanona's ya h 110-126 volts, 200- wen ELECTRIC STOVE 
—_— ms : BS.) where wit he oe 175 AC. Approve GILL ELECTRIC MFG. CORP. 


Bae et Laboratories. 210 Citrus Ave., Redlands, Calif. 


ron Cae SP proot fect. WiRING 
— a S.. ee x1 || NO SPECIAL W 














STAMPS for 
Hard Surfaces 


Now ready for use on tough , 
marking jobs everywhere 

in busy American industry, 
these new hand-made Mil- § 
lers Falls tool-steel stamps ‘ 
have special tempered faces 

to stand up where ordinary 

stamps would fail, and Women know it. Women want it. With a 

tempered heads to prevent = of erage A merge beeny obey 

mushrooming or fracturing. Character sizes from 1/20” pe pda ny mgm _ pac ey fale. 

to 1%4”, letters and figures. Sharp, clear, legible impres- ized. Nationally advertised .. . display 

sions. Packed in well-made wooden box. Write for details. it for volume sales. . . . . Price 79C Te ann si 


MILLERS FALLS COMPANY Witcy Selene heer eat a Bs fat STAINLESS 
GREENFIELD - - MASSACHUSETTS “gy AVAILABLE THROUGH YOUR JOBBER BLADES 


- 5 =| 
CARPENTERS <a « 2 __ MASONS 
Ww “C: 5 tinct ORIGINATED 1896 AND ALUMINUM "ag DIAM (¢ 
MAYES GUARANTEES ACCURACY, SERVICE eae dit 


ASK YOUR DEALER *AND DURABILITY: ASKING SIN NIE 


maves Toots MAYES BROS.TOOL MANUFACTURING CO., Inc. Port Austin, MicH. 
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fata NTSS CUSTOMERS COME BACK AGAIN AND AGAIN !| 











STAND THE ODOR OF GLUE BEING || You WON'T NEED TO MAKE OFFENSIVE 
NERIED, pA Ah ee Gans wees ae E OFFENS NATIONAL ADVERTISING SAYS, 


FRANKLIN, wenceaue J} AT YOUR HARDWARE DEALER" 


ONTENT. ee FRANKLIN 
| CF Genuine HIDE GLUE 


READY-TO-USE 


HAD 10, SONNY. pet COULDN'T |} GO ON BACK TO CIVILIZATION, KERMIT. 4 
‘ 





Sample sent when request 
is on business letterhead 








THE FRANKLIN GLUE CO. 
COLUMBUS 15, OHIO 


glume bers » Go fee 
apes ea: Ta 
ff: | =a 




















_ el PEELER 


Tempered steel, razor shoo 
blade. %" stainless handie 
Hook removes eyes. Mounted 


on sales card. 
Suggested retail 35¢. 


MIRACLE PEELER 
MODEL 

gl y This is HARVEST Time 

” for HOPPE Profits 


With trap, skeet and target shooting in full swing 
and the big fall game season just a few short 
weeks away millions of guns now stand in daily 
need of cleaning and rust protection. So don’t be 
PEELS—-SHREDS backward in coming forward with 


MODEL G 
inieenetaetttaie HOPPE'S NO. 9 SOLVENT 
serves as shredder, HOPPE'S LUBRICATING OIL 
Suggested retall 15¢ i HOPPE'S GUN GREASE—AND 


HOPPE’S GUN CLEANING PACKS 





Every shooter needs these gun protectors and 
every jobber sells them. So be prepared. If your 
supply is low get your order to your jobber now. 


W. R. FEEMSTER €O. | ager gg tp Nant 


2314A NORTH 8th ST., PHILADELPHIA 33, PA. 
1548 PORTER STREET DETROIT 16, MICHIGAN . 


























PACKED FOR THE JOBBING TRADE 


WOODRUFF KEYS - MACHINE KEYS 


TAPER PINS © STRAIGHT PINS © COTTER PINS 
AND OTHER "“"Stanho" STEEL PRODUCTS 


New Standard Brand HORSE SHOE NAILS 


THANKS TO OUR FOUNDER, WE HAVE AN EXCLUSIVE MANUFACTURING PROCESS; 
THANKS TO OUR MANAGEMENT, WE HAVE AN EXCELLENT PRODUCT; 
THANKS TO THE HARDWARE DISTRIBUTOR, WE HAVE A DISCERNING MARKET. 


DIAMOND ANNIVERSARY @ 75 YEARS OF CONTINUOUS SERVICE 
STANDARD HORSE NAIL CORPORATION “‘Since'iazz NEW BRIGHTON, PA. 
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Guaranteed by > Here’s an item that is easy to sell because you give plus 
— Gensaioeging value. High quality SAFEWAY cleaning fluid with convenient, 
economical Vacu-Top applicator. Backed by 173 million 
consumer ads in 1947. 25c retail. Liberal discounts. Write 










a for sample and details 
Loot BRUSH-TOP SPOT REMOVER SAFEWAY CHEMICAL COMPANY 





with Vacu-Top Applicator 


5709 Walworth Avenue . Cleveland 2, Ohio 








The “Babbitt” Roof Scaffolding Jack 


Preferred by carpenters, builders and roofers everywhere for saving time 
and materials in building roof scaffolds. Quickly and easily attached to 
roof by driving two nails—A tap of the hammer and it is removed. 

Rugged construction for safety and long life, with no moving parts to slip 
or become out of order. Holds 2x 4, 2x6, or 2x8 framing, and works 
well on any slope roof. 
Extra long shank allows room for stacking shingles on the scaffold without 
interfering with the next course to be laid and eliminates crouching low 
to lay the first course. Several jacks may easily be carried at one time— 
They hang on a Nemege rung until needed—and in most cases can be 
to the ground when finished without harm to the jack. 

These jacks sell in quantity—One man working alone will use from six to 
a dozen—Larger crews in proportion. Prog of this 
builders’ equipment by the dealer will bring | new 9 to the store ‘a 
additional sales of building material items, tools, 

Fast selling—proven through use. Price to retailers $1. oe. 
Dealers price F.0.B. Vineland, N. J. 2% d 
check accompanies order. 1% ten 2 care to oe firms. 
Overall length 24 in., Width 2 in., Weight 3% lbs. 

Packed 1 dozen in steel AA bundle. Shipping weight 
= = tg dozen. 

for Gross Lots, Special discounts on request. 

Sooper. ‘inauiries invited. 


Made by 


THE BABBITT MFG. CO. 

























719 Park Avenue Vineland, N. J. 











‘‘VITAL CAULKING 


HAVE NO EQUAL" 





AND 
CARTRIDGES 


The complete original Ist 

line of guns and cartridges 

rotary style single unit handles, all styles; sizes 1 pt. 

to 2% qts. Nozzles from 1/16” up. Vital Caulking Guns feature the 
new “Clear-flow” one-piece tapered nozzle—no strain, no slipping, no 
excess weight. Vital-Pak top grade compound cartridges keep guns 
clean, eliminate messy filling. List: from $4.00 to $17.00. Cartridges 
at current prices. Liberal terms. Call your jobber. 


The VITAL Products Mfg. Co. 


7500 Quincy Ave. Cleveland, Ohio 



























DON'T KILL YOUR OPERATOR 


Electrify Your Hand Elevator with this Power Unit 
“Lifts from 1000 to 2000 Ibs, with ease” 

ELEVATOR POWER UNITS 

ELECTRIC ELEVATORS 


DUMB WAITERS 


Davis & Newcomer Electric Elevator Co. 

















Write for Information and prices. FOSTORIA, O. 








wy on  HANDLE- TIGHT CLAMP 


AVAILABLE NOW TO 


MINUTE MOP USERS! 


Simple, Ingenious Device! 
Quickly Attached by Anyone! (Allows Rougher Usage! 


Safety-Tight for More Efficient Cleaning. Feature the New 
Minute Mop HANDLE-TIGHT CLAMP. A real sales getter, 
a profit-builder that fits any MINUTE MOP you have is 
stock. Locks the DuPont Cellulose Sponge Mop-head securely 
to handle. Gives —_ an amazing efficiency. No need t 





return your stock of mops for this improvement. Simply | 
order HANDLE-TIGHT CLAMPS today from your jobber 


—for IMMEDIATE DELIVERY. 
Packed | doz. Clamps to a box; 6 Boxes in a Shipping Cartor 


INUTE Ree OB. causes + 





JOBS T00 TOUGH 
FOR ORDINARY REMOVERS 


Give BULL DOG “the works” on any removing job. 
On vertical or overhead surfaces it ‘stays put”. In 
the open air and hot sun it won't evaporate (stays 
wet for 24 hours). Effectively removes as many as 
20 old coats of hard paint, varnish, enamel, syn- 
thetic or lacquer materials. Works fast and WILL | BITES VARNISH 
NOT HARM THE SKIN OR SURFACE. A “must” for 
outside work, a ‘‘cinch” for inside work. 


EATS PAINT 


CHEWS LACQUER 





Surface Specialists for 123 Years 


GILLESPIE PAINTS 


135 DEY STREET JERSEY CITY 6, N. J 














When You Know 
The Trade-Name— 


of a certain product and want to know “Who Makes it?” 
look in the General Directory Section of the “Who Makes It?” 
Number of HARDWARE AGE for the trade-name. You'll find 
it listed alphabetically under the product heeding of the item 
in question. Alongside the trade-name you will find the name 
of the manufacturer, also the address of the maker arranged 
alphabetically in the same list. Keep your “Who Makes It?” 
Number close at hand where it will serve your wants quickly. 


HARDWARE AGE 


100 East 42nd St. New York 17, N. Y. 

















- 4 


BATHROOM AND KITCHEN ACCESSORIES 


YVZ, “DESIGNED TO MAKE THE PASSER-BUY” 


THE AUTOYRE COMPANY + OAKVILLE, CONN 





HARDWARE AGE 
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“HOLM'Ss QUALITY’ LADDER JACKS DE tiverend DAILY 


Holm’s Ladder Jacks are made of finest machine steel, are 
easily adjusted and lock into position automatically. Safety 
factor, 750%. 


LARGE DISCOUNTS AND FREIGHT ALLOWANCES 
TO DEALERS AND JOBBERS — LIST $7-50 per pair 
Write or wire your order for prompt delivery. 


1-547-37. Sales Representatives: Write for Open Territory 


HOLM’S MANUFACTURING (CO. 


OF OHIO 


106 N. MAIN ST. AKRON 8, OHIO 








SPOT SASH CORD 
PHOENIX SASH CORD 
AETNA SASH CORD —_ 
WHALE CLOTHES LINES gua 
SAMSON SMALL LINES 


You know them, your 
customers know them by = 
name and quality. * 











ovER 80 YEARS’ EXPERIENCE 


CLIPPERS 


Triple plate — copper, 
nickel, chromium finish. 
Ball bearing, easy action. 
Over 80 years’ experience. 
ASE YOUR JOBBER 


AMERICAN SHEARER MFG. CO. 


NASHUA, NEW HAMPSHIRE, U.S.A. 
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VARE AGE 





In more 

liquid fertilizer—for all growing things—has become 
a leader in profitable volume sales. Why? Because 
Na-Churs Is the odorless, easy to use (just spray or 
sprinkle it on), economical liquid fertilizer that is 
so clean to handle, so easy to stock and dispia 


BUILD YOUR SALES WITH 
NA-CHURS LIQUID FERTILIZER 


and more stores everywhere, Na-Churs 


(it takes very little pol en | so mye | te 
soars modern buyer. Remember: Na-Churs liquid 
fertilizer is nationally advertised, nationally recog- 
nized, priced for satisfaction and profits. It is packed 
In pints, quarts, gallons, drums. 


For complete information ond interesting circular, 
write to the — 


NA-CHURS PLANT FOOD COMPANY 


125 CARDEN STREET MARION, OHIO 














SSS | The Tuffy T 


SSE 


Z eORTSMEN SHOUT 


.+-for fine quality’ 
pocket knives 


fas the cage! 


CAMILLUS CUTLERY COMPANY, New York 17, N. Y. 
Established 1876 Factory at Camillus, N. Y. 


am) 








8200 HARVARD AVENUE 


umbler Really “Tumbles” 


° . colorful, fascinating 
combination of two toys in 
one. A vivid “Floater” ex- 
citingly tumbles when the 
aluminum carriage is 
pulled. White spiral on 3” 
wood wheels inoreases 
speed effect when in mo- 
tion. Attractive and in- 
teresting for toddlers and 
older children. Individual 
2 color illustrated box 6% 
x 4% x 8% and packed 
by 8 and 2 dozen—shipping 
weight 25 and 15 pounds. 


TUFFY TOYS 


CLEVELAND 5, OHIO 











rte) BICYCL 


ES « VELOCIPEDES - ROLLER SKATES 
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Classified Aduertining Rates 


















Business Opportunities 
Representatives Wanted, etc. 








(Bpecial Rate) set solid, maximum, 


50 words 







Aliew Seven Words jor Keyed Address 
er Your Address 











Help Wanted, Accounts Wanted 


Each additional word......... 05 





“BOXED DISPLAY RATES 
$8.00 Per Column Inch 








Get solid, maximum, 50 words....... 85.00 
; Each additional word......... 18 Cuts or special borders not allowed. 
*DISCOUNTS FOR BOXED DISPLAY ADS 
Positions. Wanted 5% discount for 4 or more insertions. 


No Agency Commission allowed on Classified 
Advertising. 


REMITTANCE MUST ACCOMPANY ORDER 


Send check or money order, 
not currency or stamps. 


bamples of Merchandise, Literature, Catalogs 
etc., will not be forwarded to box number 
advertisers unless accompanied by sufficient 
postage for remailing. 

HARDWARE AGE is published every othe: 
Thursday. Classified forms close 15 days 
previous to date of publication. 


Address your correspondence and replies te 


HARDWARE AGE 


Classified Opportunities Dept. 





100 East 42nd St., New York 17, N. Y. 














a Help Wanted 


~] | [Sales Representatives Wanted |' [Sales Representokives Wanted] 














SALES MANAGER'S 
ASSISTANT 


A fine future open 
with long established 
maker of fastening devices 


A real opportunity for a man who is 
(1) experienced in sales operations 
through industrial supply outlets; 
(2) an able sales correspondent; (3) 
free to travel out of New York head- 
quarters occasionally; (4) willing to 
“work up” to a major executive post. 
Salary open. Write fully about your 
background. Enclose photo. Inter- 
view in New York, expenses paid. 


Address Box 1-255, care eof HARDWARE AGE 




















100 East 42nd St, New York 17, N. Y. 





WHITLOCK 


has exceptional opportunities for salesmen who 
are seeking additional income, to represent us 
in their territory. The Whitlock Line consists of 
Builders’ Hardware, Padlocks, Auxiliary Locks, 
Cabinet Locks, Security Hardware, Door 
Closers, Key Blanks and Locksmith Equipment. 


If you are now calling on hardware stores, 
lumber dealers, locksmiths, etc. and your pres- 
ent line affords sufficient spare time to carry 
a fully protected profitable side line, then get 
in touch with us at once. There are still some 
attractive territories available! 


Please write in your own hand writing and give 
us complete information concerning your age, 
experience, territory covered, type of accounts 
now being sold, what other line you are now 
carrying and for whom you are now selling 
also include three business and character ref- 
erences and a recent photo of yourself. 


WHITLOCK CORPORATION 


17 Warren Street New York 7, N. Y. 














HARDWARE BUYER WANTED BY SMALL 
FAST-GROWING Chicago chain store organiza- 
tion. Must be thoroughly acquainted with manu- 
facturers of all hardware and household items. 
This is a splendid opportunity for a competent, 
experienced hardware buyer. Write giving com- 
plete details of past and present employment, state 
age and salary required. Address Box L-392, 
care of Harpware AGE, 

New York 17, N. Y. 
















Exceptional Opening for 


SALES ENGINEER 


to cover Mid-West 


Metalworking Industry 


Selling Experience Desirable 
But Not Essential 


Nationally known manufacturer of preduc- 
tion material wants man to advise cus- 
temers on applications—not take orders— 
working in Michigan and Indiana, with 
| ne preferably in Detroit area. 

te be commensurate with expert 











ag 
Requirements: Varied knowledge of metal- 
work! production gained by plant work 
er selling; ability to travel extensively 
away home. Write in detail abeut 
background. Interview arranged at New 
York headquarters; expenses paid. 
Bex L-254, care of HAROWARE AGE 

100 East 42nd 8t., Now York 17, N. Y. 


|Sales Representatives Wanted | 


MANUFACTURERS REPRESENTATIVES 
WANTED TO CARRY a quality line of window 
ventilators, floor aml wall shields, snow shovels, 
etc. Marshallan Mfg. Co., Cleveland 2, Ohio. 








































256 





SALESMAN WANTED FOR FINE LINE OF 
FIBRE CLOTHES HAMPERS by One of 
Oldest Manufacturers. Various choice territories 
open. Excellent Sideline. Address Box L-384, 
care of Harpware Ace, 100 East 42nd St., New 
York 17, N. Y. 





100 E. 42nd Street, | 








MANUFACTURER’S AGENT WANTED... 
WELL ESTABLISHED TO HANDLE FLAME. | 
PROOFING COMPOUND. Prefer man now 
engaged in selling non-competitive products to 
paint and hardware, retail and wholesale outlets. 
Several protected teryitories available. Address 
replies to Dee Company, Inc., Drexel Building, 
Philadelphia 6, Pa. 


REPRESENTATIVES WANTED FOR NEW 
KIND OF DECAL for Kitchen, Nursery, Bath- 
room, etc. Washable and removable. Retails for 
10, 20 and 25 cents every paint, hardware, house- 
furnishing and department store a prospect. Fall 
season just startiny. Excellent commission. 
Choice territories still available. Write fully to 
Box L-386, care of Harpware Ace, 100 East 
42nd St., New York 17, N. Y. 


NATIONALLY KNOWN ORGANIZATION 
WHICH SELLS major chain-stores is expandi 
its sales to jobbers. Established volume line 2 
housewares and drapery hardware. Choice ter 
ritories still open. Advise territory actually cov- 
| ered, lines handled. Address—Bernard Edward 
| Co., 5252 So. Kolmar Ave., Chicago, Illinois. 











SALESMEN-—-INCREASE YOUR EARN- 
INGS—CARRY STAPLE SIDELINE COTTON 
MAILING AND PART BAGS. Est. 25 years. 
Commission. P.O. Box 67, Brooklyn 29, N. Y. 





WANTED: ESTABLISHED REPRESENTA- 
TIVES TO CARRY as side line, selling to 
larger retailers only, a quality line of plumbing 
specialty goods (rubber, brass, etc.) for Northern 
New Jersey, Metropolitan New York, Long Island 
and Nearby Territories. Sell old accounts and 


open new ones. High commission. Must travel 
by own car. Address Box L-390, care of Harp- 
New York 17, 


ware AcE, 100 East 42nd St., 
N. Y¥. 


| SIDELINE SALESMEN WANTED, SMALL 

TOWN COVERAGE: HARDWARE, HOUSE- 
| WARES, FURNITURE TRADE: liberal com 
| mission; Drop-Leaf Tables, Record Cabinets, 
Dinette Sets, Chrome Tubular Chairs, Stools; 
Hampers, Ironing Boards; Laundry Accessories; 
Coffee Makers; Juicers; Aluminum Cookware; 
| Electrical Home Appliances; Pressure Cookers; 
state present products and coverage. Address 
Box L-388, care of Harpware AGE, 100 East 
42nd St., New York 17, N. Y. 











SALES AGENTS FOR MIDWESTERN 
WESTERN AND SOUTHERN TERRITORIES 
70 represent quarter century old manufacturer of 
juality, popular priced Bathroom Accessories and 
Lavataory Legs. Commission basis. Write full 
details. Reliable Metal Novelty es Inc., 
19 West 26th Street, New York 10, z, 


SALES REPRESENTATIVES 


Calling on Industrial Buyers to Handle a Com- 
plete Line of Screws, Nuts, Bolts, Washers, etc. 
Several Midwest Territories now open. Give ‘ull 
particulars, including lines now carried. 
Address Box L-383, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 














EXCELLENT POSITION FOR A SALES- 
MAN with an Eastern Manufacturer to open new 
territories, Must be capable of handling whole- 
sale business and have detail experience. Won- 
derful opportunity to b sales. if you 
are the right man. Write full details giving age, 
experience and salary expected. Kates Haas Ad- 
vertising, North American Building, Wilmington 
7, Delaware, 





SALES REPRESENTATIVES TO HANDLE 
AMERICA’S FASTEST SELLING RAT AND 
MICE KILLERS. Good Housekeeping Approval. 
Old established line. Good repeaters. High Com 
missions. State territory covered. Ohio Products 
Co., North Madison, Ohio. 





WANTED MANUFACTURERS’ AGENTS. 
OLD ESTABLISHED MANUFACTURER 
HAS SEVERAL TERRITORIES OPEN. Com- 
mission basis only. State full information in first 
letter as to territory covered, lines handled, ex- 
perience, classes of trade contacted. Furnish 
names of some of your best accounts for refer- 
ence. Address Box L-395, care of HARDWARE 
Ace, 100 East 42nd St., New York 17, N. Y. 





SALES REPRESENTATIVES WANTED— 
OLD ESTABLISHED NATIONALLY KNOWN 
MANUFACTURER OF BUILDERS HARD 
WARE is now readjusting territories and repre 
sentation. Will create openings for several e% 
perienced representatives who have good follow: 
ing and understand builders hardware. State 
Lines now carried, type of trade covered and 
territory. Address Box L-323, care of Hamm 





-_ Aor, 100 East 42nd St., New York 17, 





HARDWARE AGE 
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Accounts Wanted 








WANTED—SALESMEN 


ONE MAN IN EACH OF FOLLOWING STATES: 
GEORGIA, ALABAMA, FL 
MISSISSIPP!, AND EASTERN NORTH 
LINA. HARDWARE, SPORTING 


PLETE CHARGE IN TERRITORY, 
PROTECTION. LIBERAL COMMIT SSION 


FREELANDS, P. O. BOX 130, 





ORIDA, ee ones? 
GOODS, i. 
CLES AND PARTS. te * yee ty HAVE COM- 
100% 


MONROE, N. C. 








SIDELINE SALESMEN 


WANTED 
bey ON HARDWARE, yeeeery wo 
DEP MENT STORES. TO SEL 


AR LINE 
IRONING BOARD PADS AND COVERS. DIRECT 
FROM FACTORY. PROMPT DELIVERIES. 


SIMPLEX TEXTILE COMPANY 
4433 N. DAMEN AVE. CHICAGO 25, ILLINOIS 











CALLING ON PAINT AND HARDWARE 
STORES, AND LUMBER YARDS WHO CAN 
SELL WHITE HOUSE PAINT. 


BECKER PAINT & VARNISH CO. 
P.O. Box 54, Bay City, Michigan 


MANUFACTURERS REPRESENTATIVE 














PAINT BRUSH SALESMEN 


EXPERIENCED MEN ONLY WITH DEALER 

FOLLOWING FOR COMPLETE BRANDED LINE. 

MOST TERRITORIES OPEN. WRITE FULL DE- 

TAILS. DRAWING AGAINST LIBERAL COM- 

MISSION. 

Address Box L-319, eare of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 








SALESMEN WANTED 


Leading facturer, i line of leather 
dog fornishings, has’ a few choice prot 
territories open for experienced men with fol- 
lowing among jobbers, chains and ers. 
Drawing against liberal commission. 


— Box L-306, care of HARDWARE * on 











00 East 42nd St., New York 17, N. Y. 








SALESMEN TO CALL on ESTABLISHED 
accounts with line of plumbing, heating and 
electrical specialties to retail hardware stores, 
mill supply and lumber dealers, etc. Many choice 
territories open on exclusive basis. May be car- 
tied as sideline. Boston warehouse. Address 
Box L-361, care of Harnpware Ace, 100 East 
42nd St., New York 17, N. Y. 


— 


ESTABLISHED MANUFACTURER OF 
PRUNING EQUIPMENT, LINEMEN’S 
PLIERS, SCREW DRIVERS, VISES, NATU- 
RAL AND BOTTLED GAS SPACE HEAT- 
ERS, ETC. wants Three Established Manufac- 
turer’s Agents to cover Virginia and Carolinas, 
Georgia and Florida, Tennessee, Alabama and 
Mississippi. Must have acquaintance of long 
standing with Hardware, Industrial and Electrical 
Jobbers. Give full information in first letter, 
together with references. Address Box L-339, 
care of Harpware Acg, 100 East 42nd St., 
New York 17, N. Y 








GRASS SEED SALESMEN WANTED FOR 
RADWAY’S CENTRAL PARK LAWN SEED 
SALES. FULL OR FART TIME MEN TEN 
PERCENT COMMISSION. APPLY A. E. 
FULLER CO., HARDWARE DISTRIBUTORS, 
413 GREENWICH ST., NEW YORK, N. Y. 


WHO ARE 


EXPERIENCED SALESMEN, 





NOW CALLING ON RETAIL HARDWARE 
AND VARIETY STORES, wanted by well 
established wholesaler of electrical specialties and 
wiring devices. 
ritories open. 
Ware AGE, 
a ee 


Liberal commissions. Many ter- 
Address Box L-391, care of Harp- 
100 East 42nd St., New York 17, 








AUGUST 14, 1947 









EXPERIENCED SALESMEN 
WANTED 


CHROME PLATED MEDIUM PRICED BATH- 
ROOM ACCESSORIES. LIBERAL COMMIS- 
SIONS. SALESMEN COVERING SMALL AREAS 


TORIES COVERED. FOR DESCRIPTION OF 





190 THIS ISSUE. 


CHROME-TEX, INC. 


2187 EAST 2nd ST. CLEVELAND, OHIO 


TO SELL ESTABLISHED LINE OF FAST-SELLING 


PREFERRED. STATE EXPERIENCE AND TERRI- 


LINE SEE OUR ADVERTISEMENT ON PAGE 








WANTED 
MANUFACTURERS AGENTS 
HIGH GRADE CHROMIUM KITCHEN CUP- 
BOARD HARDWARE Calling on Retail Lumber 
and Hardware Dealers. MINN., IOWA, MO., 
KANSAS, NEBR. State territory now covered, 














for how long, and Lines now carried. 
Write Box 115, 
Grand Rapids, Michigan 








MR. SALES MANAGER 
Modernize! 

DO YOU STILL ‘COVER’ THE Northwest 
(Wash., Ore., Ida., Utah, Mont.) among the 
old ‘11 Western states’? 

Your California-based 
the more frequent Northwest contacts now 
necessury. (Los Angeles-Seattle 1300 miles) 
Physically impossible! Economically impracti- 


cal! 

Wash. & Ore. each increased population 
30%, Jan. °41 over Jan. ’47. (39% Calif. 
increase should keep Calif. Agent busier in 
Calif.) Huge Columbia River Basin reclama- 
tion project, Bonneville, & Grand Coulee dams, 
are populating vast new Northwest areas. 

Increased markets require increased contacts 
by resident representation. (Jobber sales force 
group instruction & individual aid. ‘Key’ 
dealer ‘service’ calls). Is your agent physi- 
cally & technically qualified? 

Assure your products ‘‘Modern’’ representa- 
tion: Direct your own sales in this se parate, 
‘new’ territory. Not your Calif. Agent’s ‘con- 
nections’, Seattle resident ‘knows’ his North- 
west; 15 yrs, high calibre successful sales & 
service experience, top-grade lines. 

Manufacturers’ inquiries invited Reliable 
references exchanged. 

WILLIAM M. SMART 
SMART ASSOCIATES — SEATTLE 
IN EAST UNTIL SEPT. 15 at 
70 Strawberry Hill Ave., Stamford, Conn. 
Tel. 44310 









Agent cannot make 



















































WELL KNOWN MANUFACTURER OF 
HAND TOOLS HAS PROTECTED 
TERRITORY 
for Side Line Salesman covering Better Retail 
Hardware and Automotive Trade in Large 
Cities in Virginia, North and South Carolina, 
Georgia and Florida. State lines now carried. 
Address Box L-399, care of a AGE 
100 East 42nd St., New York 17, N. 








Sideline Salesmen Wanted! 


We offer prompt shipments on 


MEDICINE CABINETS, HAMPERS, CASTERS, 
DRYERS, LAMPS, MIRRORS, RUGS, WASTE 
BASKETS, HIGH CHAIRS, IRONING BOARDS, 
FOLDING CHAIRS, LAWN TABLES, WIRE 
BREADBOXES, LIGHTING FIXTURES, CURTAIN 
RODS, ROLLING PINS, KITCHEN CABINETS, 
PAPER WARDROBES, TOWEL RACKS, FENCE 
POSTS, RADIATOR COVERS, CHIMES, BICY- 
CLE BASKETS, AUTO SEATS, THERMOMETERS, 
SCOOTERS, GRATERS. 


The WALTER S. KRAUS CO. 











WOODSIDE NEW YORK 
SALESMAN WANTED .. . A FEW 
CHOICE TERRITORIES OPEN on nationally 


established line sold through hardware, 


wallpaper, and 5c to $1 variety stores. 


$85 while traveling. 


willing to travel, 
lished and open new accounts. 
will interview applicants in home town. 
details your experience, territory 
covering, and bonafide earings past 
Write, in confidence, to Sales Manager, 


| Juneway Terrace, Chicago 26, Illinois. 








paint, 
Commission 
basis with weekly draw of $60 in home town and 
Average earnings $150 plus 
each week, and settlement made every four months. 
Full time men only wanted. Must own car, be 
service accounts already estab- 
Sales Manager 
Give full 
you are now 
five years. 
1832 












eee DISTRIBUTORS 


~T) 


ANCO CORPORATION ,Pittabargh 22, Pa. 


Gew York - nena ean a Louisville 
classes of jobbers. We will carry the 
accounts or you cap bil) direct. 
Write for further information ond references. 

































MANUFACTURER: A YOUNG AGGRES- 
SIVE EXPORT HOUSE WANTS GENERAL 
HARDWARE LINES. We control a Live Sales 
Staff throughout the world, can sell either for 
you or purchase for our own account. All ship 
ping details handled by us, and we can produce 
volume business. Address Box L-346, care of 







Harpware AGzE, 100 East 42nd St., New York 
7, mF. 





Manufacturers’ Representatives 
and Merchandise Factors 
Covering Southwestern states selling to hard- 
ware and grocery jobbers exclusively. Desire 
additional hardware and specialty lines. Ex- 
perienced representation, aggressive coverage. 

Will carry accounts or you can bill direct. 
Address—MARTIN-SMITH COMPANY 
1725 Alamo Natl. Bidg., San Antonio, Texes 


REPRESENTATION NOW CALLING ON 
HARDWARE, paint and lumber yard trade to 
sell old established line of paint brushes. 
missions are ten per cent. Send particulars to 
Box L-366, care of Harpwarz Acez, 100 E. 42nd 
St., New York 17, N. Y. 











SOUTHWEST STATES 


ESTABLISHED MANUFACTURERS’ AGENT 
COVERING TEXAS, OKLAHOMA, ARKANSAS 
AND LOUISIANA WITH PERMANENT DISPLAY 
IN DALLAS SEEKING ADDITIONAL LINE TO 
SELL FROM MANUFACTURER ONLY. 


SAM W. FOLSOM 
(502% YOUNG ST. DALLAS, TEXAS 














[Accounts Wanted _—«y 





RALIA — AGGRESSIVE SELLING 
PROVIDING COM- 
PLETE AUSTRALIAN COVERAGE is avail- 
Manufacturers. 
References furnished. Address Box L-302, — 

ew 


AUST 
REPRESENTATION, 
able to American Hardware 


of Harpware 
York 17, N. Y¥ 


(Continued on page 258) 


Acz, 100 East 42nd St., 








FOR INTENSIVE 
SOUTHWEST COVERAGE 


We invite you to get in touch with us. 
HERBERT SIERK AND COMPANY 


2705 Canton St. Dallas, Texas 
An Institution Serving the Southwest Jobber 

























Classihied Opportumitier Section... 











| Accounts Wanted =| 


| Accounts Wanted 


}||_ Basiness Opportunitier | 








DO YOU WANT VOLUME SALES 


In entire State of New York, New Jersey, Con- 
necticut among Syndicates, Hardware, House 
Furnishing, Mill Supply and Industrial Whoie- 
salers. Best reference. 


ALLEN SALES CO. 
366 BROADWAY NEW YORK 13, N. Y. 








Perkins Knows New England 


ESTABLISHED 1920 
COVERING HARDWARE, HOUSEWARES, 
AUTOMOTIVE AND ELECTRICAL SUPPLY 


EC 
JOBBERS, CHAINS & DEPT. STORES. 


PERKINS SALES CO. 
| | 610 NEWBURY ST. BOSTON 15, MASS. 








WILL PURCHASE FOR CASH hardware 
and housewares store in Metropolitan New York 
or New Jersey. Store must have yearly volume 
of at least $100,000. Write giving full parti- 
culars. Replies treated strictly confidential. Ad. 
dress Box L-365, care of Harpware Ace, 100 
E. 42nd St., New York 17, N. Y. 





FOR SALE HARDWARE STOCK IN a 














MANAGER DEPARTING 
AMERICA DE- 


EXPORT 
AUGUST ENTIRE SOUTH 
SIRES REPRESENTATIONS 
LINES, Hardware, Tools. Address 
care of Harpware Ace, 100 Fast 
New York 17, N. Y. 


Box L-394, 


ATTENTION GARDEN CULTIVATOR 


MANUFACTURERS. Wanted Reputable Garden | 


specialized in this 
implements in 
with national 


Cultivator Supplier. Have 
field and can sell good quality 
volume. Have excellent contacts 
chains and jobbers in Northern Ohio. Must have 
immediate response for 1948 season. Write Box 
L-393, care of Harpware Acer, 100 East 42nd 
St., New York 17, N. Y. 





EXPERIENCED BUILDERS 
MAN WELL ESTABLISHED in Ohio, West 
Va., Kentucky and Indiana desires Major Builders 


Hardware Items. Address Box L-400, care of 
Harpware Ace, 100 East 42nd St., New York 
7, . 

EXPORT TO BELGIUM—NOW AND 


LATER—. Build up an Agency in 
Western Europe. Verrycken Bros. 


Antwerp tor 
Wholesalers 


ADDITIONAL | 


HARDWARE | 


since 1885 will gladly assist you. Send price 
lists and catalogs to Antwerp, 83 St. Jacobs 
Market or contact Director, on visit in U. S., | 


25 Hurlbut Street, Cambridge, Mass. 








SALES REPRESENTATIVE MAKING 
DAILY CONTACT among Chain Store Syn- 
dicates and Wholesale Distributors wishes to 
represent a Reliable Manufacturer in Wisconsin, 
Illinois, Michigan, and Minnesota. Will give 
100% of his time. Maintains Milwaukee Office. 
References furnished. Address Box L-349, care 
of Harpware Ace, 100 East 42nd St., New 
York 17, N. Y. 


| FLAT BASTARD—6", 8", 10", 12", 14" 
| SQUARE BASTARD—8" 
SMOOTH ROUND—4" 
KNIFE BASTARD—8", 10" 
| Yo Rd. 2nd CUT—8", 12", 14" 


THRIVING JERSEY SHORE TOWN. Clean 
stock, well established business, owner wishing 
\to retire will also sell building if desired or will 
| give a long lease. Must be seen to be appreciated, 





'| Bariness Opportunities 


|$50,000.00 cash needed. Shown by appointment. 
| Address Box L-397, care of HarpwareE AGE, 100 





42nd St., | 





SURPLUS 
25,000 HIGH SPEED DRILLS 


WIRE GAUGE 1-80 
CLEVELAND, NATIONAL, W.B., ETC. 


MAIL ORDERS AT 60% DISCOUNT 
OR WRITE FOR COMPLETE LIST. 


* 
SURPLUS 


| 100,000 MACHINIST FILES 





NICHOLSON, HELLER, CLEVELAND, K. & F., 
DISSTON, SIMMONDS, ETC. 


BRAND NEW—ORIGINAL FACTORY BOXES 


AND MANY OTHER PATTERNS. 
50%-90% DISCOUNT 


Special Offering—12 dozen files, 6''-14"' 
Assorted Patterns—in original factory boxes— 
$15.00, F.O.B., New York — Satisfaction 
Guaranteed. 


KENTALL COMPANY 


179 West St. New York 7, N. Y. 








| 
LINES WANTED BY MANUFACTURER’S | 


AGENCY selling to the jobbing and retail trade in 
territory comprised of the States of Oregon, 
Washington and Idaho. Hardware, hardware 
specialties, mill supplies, industrial supplies, 
plumbing & heating specialties and automotive 
equipment. References furnished. Address Pox 
L-389, care of Harnware Ace, 100 East 42nd 
St., New York 17, N. Y. 


FACTORY REFRESENTATIVE 
ADDITIONAL LINES. I cover the Central and 
Western Part of Ohio calling on hardware, heat- 


WANTS 


ing and plumbing, coal dealers and lumber yards | 


selling heating equipment. I am not interested in 

novelties or small items. Would prefer a line 

for hotel and restaurant trade or the progressive 

dealers. Address Box L-387, care of Harnware | 
Ace, 100 East 42nd St., New York 17, N. Y 


LONG ESTABLISHED WELL FINANCED 
MANUFACTURERS AGENT COVERING 
ROCKY MOUNTAIN STATES interested in 


securing Hardware Line on commission basis. 
Address Box L-385, care of Harpware AGE, 
100 East 42nd St., New York 17, N. Y. 
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WE WILL PURCHASE FOR CASH 
COMPLETE STOCKS & EQUIPMENT OF 
HARDWARE, HOUSEWARES, PAINT STORES, 
BUILDING MATERIAL & PLUMBING SUPPLY 
HOUSES 
Write Us What You Have To Offer 


MILTON SUPPLY COMPANY 
U. S$. ROUTE OXFORD, 


|East 42nd St., New York 17, N. Y. 








FOR SALE—SEATTLE WASHINGTON, 
Paint, Wallpaper, Toys, Window Shades, Vene- 
tian Blinds—Retail Business. Active business, 
| residential section. Additional lines can be added. 
Established twenty-four years and highly rated 
by Dun-Bradstreet and other credit agencies. 
Property includes two 20’ by 50’ stores also 
owner’s residence in rear. Price including Real 
Estate is $50,000 which can be amortized in 4 
to 5 years. Particularly suitable for partners or 
a family of three. Write Norberry’s, P. O. Box 
946, Seattle, Washington. 








UNUSUAL OFPORTUNITY. SUCCESS. 
FUL MANUFACTURING BUSINESS FOR 
SALE. Company has been in business seven 
years and has established stocking jobber accounts 
all over the United States and Canada as well asa 
very lucrative export business. Products manu- 
| factured consist largely of small tools sold to 
the Electrical, Hardware, Industrial, Mill Supply 
and Automotive Jobbers. Volume last year nearly 
four hundred thousand dollars. This year ahead 





of last. Principal stockholder wishes to retire 
| due to health. Address Box L-398, care of 
Harpware Ace, 100 East 42nd St., New York 
7, mm. Be 


| 
[Posts Wanted | 


DESIRE EXECUTIVE POSITION _IN- 
VOLVING SALES OR OPERATING MAN- 
AGEMENT OF HARDWARE MANUFAC. 
TURING FIRM. Former U. S. Army Officer, 
age 44. Handled extensive and diversified supply 
Depot operations for U. S. Corps of Engineers. 
Thoroughly versed in stock control, warehousing 
and material handling. Fifteen years sales and 
operating experience with subsidiary of U. S. 
Steel Corp. Wide acquaintance with hardware 
jobbers and manufacturers in Eastern States. 
Address Box L-341, care of Harpware Acz, 
100 East 42nd St., New York 17, N. Y. 

















No Stock Fda Large Or Too Small. 











HARDWARE—SPORTING GOODS 
BUSINESS FOR SALE 


in Poughkeepsie. Death of Mike Palen, 
Owner, causes sale. Doing $75,000 yearly 
business. About $30,000 stock. Hazel 
Palen, 453 Main Street, Poughkeepsie, 
N. Y. Phone 3120. 





| 
POSITION WANTED: CAPABLE HARD- 
WARE MAN is interested in contacting owner 
| of retail hardware store who plans retiring. 
Successful retail and wholesale management ex- 
perience. Will take complete responsibility of 
business and can make substantial investment, or 
will buy outright. Top references as to ability 
and integwity. Address Box L-396, care of 
Harpware Ace, 100 East 42nd St., New York 
) a7, Wee: © 
| 
| POSITION WANTED: YOUNG MAN, 29 
| years old, slight build, no college. Several years 
mechanical experience. Have owned and operated 








3ABY BEN ALARM CLOCKS, BIG Ben 
Alarm Clocks—Toastmasters—Kodak Cameras; 
Target 616, 620, Vigilantes, Baby Brownies— 
Ansco Box Cameras. Will Pay Full List Price— 
Any Quantity. FEERLESS, 220 W. 42 St., 
N. 2s 





a small manufacturing plant employing about 40 
| people, for the past 3 years, manufacturing my 
own designs in builders hardware. Superintended 
the machinery lay out, designed all jigs and fix- 


tures for production. Promoted sales and did all 
purchasing. Would consider any position in or 
out of U.S.A. Address Box [-374, care ot 
Harpware Ace, 100 East 42nd St.. New York 
> Be we 






HARDWARE AGE 
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* MARSHALLTOWN TROWELS * 


MARSHALLTOWN TROWEL COMPANY * MARSHALLTOWN, IOWA 





| exif ren tre | 


h 6 OZ. 
MIDGET 























The ACTION Display-Way to Boost Sales! 
rvs aminuTe | SLT 
Roto-sho 


8 OZ. 9 OZ. 
GIANT TOPPER 










ELECTRIC TURNTABLES 


A ROTO-SHO revolving 
display in your window will 
attract many times more cus- 
tomers than any ‘“‘still” dis- 
play. ... ~ nomen 
z quickly pays for itself in in- 
© Comes complete with 18" table creased business. Attractive 
build-up fixtures available too. 














PRECISION © Carries up to 200 Ibs. Your wheleselor. can Py od 
aon MACHINED © Sturdy, all steel construction Pana 1Why . pe gue na 


TODAY for our complete new 


Peerless INDUSTRIES KE 8c a So 


5141 MILITARY DETROIT 10, MICHIGAN 






















BRING HIGH QUALITY 


Ue ea | | TO THE LOW PRICE FIELD 


LeBus Type “‘A’’ Load Binders are drop 


t forged of alloy and carbon steels, fully heat- 
OUTSELL ALL OTHERS! treated, fully guaranteed and they have the de- 
pendable LeBus forged ‘‘ball-and-socket’’ 
swivel that cannot bind or deform .. . yet, 
Four Popular Models Available they retail at prices that will appeal to 
farmers, light industrial haulers and others who 
, demand quality at low cost. Stock them for 
MODEL MODEL | MODEL MODEL additional sales . . . greater profits. 
a7 420-A 520-8 524-8 6l6 pn on 
“C” and Type “L’* Load 
20 Warehouses to Serve You = Distributed Wholesale by Binders for heavier ser- 


STOVE DIVISION | | tea tarnished’ upon "re- 


Southern Coal Company, Inc. gen 


America’s Largest Distributor of The Genuine Warm Morning Coal Heater 
ATLANTA ¢ BIRMINGHAM «¢ CHARLOTTE + CHICAGO + DALLAS « FT. SMITH 





SOLD ONLY THROUGH RECOGNIZED 
JOBBERS AND DISTRIBUTORS 





KANSAS CITY « ROCKVILLE © LOUIOVILLE » HASHVILLE * NEW ORLEANS LEBUS ROTARY TOOL WORKS 


GENERAL OFFICES: MEMPHIS |, TENNESSEE P. O. BOX 2352 LONGVIEW, TEXAS 


























Caulking Compound 


There's no better material to have at your 
caulking gun point — and no more con- > : 
venient and economical way to get it there than by a Flexiseal / 
Quick-Load Cartridge. Saves time and bother. Flexiseal is easy / 
to apply, adhesive, and dependably non-staining. Dries to a | 
S tough surface skin but remains flexible 
underneath. In cartridge and cans in Bril-’ 
liant White, Alba White, and Limestone ~ 
Gray in cans only. | 












| Tep: DEEP WELL. Compact, 

skillfully engineered units 66 ° 99 
that assure top performance. Famous for Service 
Bottom: SHALLOW WELL. 

Simple, accessible, depend- for 9] years 


| able. A leader everywhere. 
Also hydro-jet systems. 


Te OR OLS | ny McDONALD MFG. CO., DUBUQUE, IOWA 














45 Irving Street Malden, Massachusetts 





= 








Hardware Age Takes Your Sales Message To Over 32,900 Subscribers 
There's no waste circulation — your Help Wanted, Ac- fiity-word, set solid, classified sales message under any of 


counts Wanted, Sales Representatives Wanted and Business these headings for five dollars; or a Position Wanted ad at 
es advertisements go straight to the hardware a Special Rate of only two dollars. Send check or money 
trade—the very class you want to reach. You can run a order (only) to 





HARDWARE:> AGE, Classified Opportunities Dept., 100 East 42nd St., New York 17, N. Y. 








259 


















A new, fast-selling item 


SEARLE-CRAFTS 
FINISHING FILE 


A practical finishing file for hobbyist 
or professional worker. Readily 
adaptable to any grit of garnet or 
emery cloth. Retails at 89¢. 
Packed 12 in an attractive display 
box, with 12 extra refillers. Assort- 
ment for metal or wood use, or both. 
Sold through manufacturer's repre- 
sentatives. 


SEARLE-CRAFTS 









ST. PAUL 5, MINN. 











AUTOMATIC GRIP 
SCREWDRIVERS 


MORE WORK 
IN LESS 


TIME! 


Aeleh mrnel 1-141 


Hold-E-Zees do the job better, faster. They excel wherever screw- 
drivers are used. Gripper instantly released by spring action, slid- 
ing up out of way when not in use. All materials highest quality. 


UPSON BROS., INC., 84 Exchange Street, Rochester 4, N. Y. 





K-D TOOLS 

















Lancaster, Pa. and Hamilton, Ontario 


Genuin° DOMES & SILENCE 


SLIDE SILENTLY -SOFTLY- SMOOTHLY 


SAVE FURNITURE 


& FLOORS-CREATE QUIET 


Domes 


Rubber 


Ask your Jobber. 


of Silence’ 
genuine 


Glide 


Glides 


If he is not supplied write to 


DOMES of SILENCE, Inc., 35 Pear! St., N.Y. C. 




















Onudex Slo Adwentinen 
































HARDWARE AGE 


A | Dominion ae Corp. 
Donley Paint ss 
yee wor P a ae ere tate > Dormeyer Mfg. Co., ‘A. Fe 3 
| ; RMN Dow Chemical Co. . 80 
| Adirondack Chair Co. .......... 244 Dunh i ene & 
| Advance Glove Mfg. Co. ..... 23g | Ounham, Inc., Thom - Oe 
| Agate Plastics Corp. ........... 243 | du_Pont de Nemours. ie. ) sini ' 
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| Aladdin Industries, Inc. ......... 1g7| Durham Co., Donald ......... 
Aluminum Co. of America ...... “{ 
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| Aluminum Goods Mfg. Co. ..... 263 
| Aluminum Industries, Inc. ...... | sone egy _, Sieby 23, = 
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Cleveland Chain & Mfg. Co.. 133 
Coleman Co., Inc., The ...... 87, 177 
i See ae 168 1 
Collot Supplies, A. M. .......... 244 | independent Lock Co. ........... i07 
ag Malleable Castings 148 ietecnatienel Steel Wool Corp. .. 244 
Columbian Rope Co. ............ 104 
peat Vise & Mfg. Co. ..... 241 J 
olumbus-McKinnon Chain Corp. 78 % 
Committee on Steel Pipe Research 4 o—— a. >. te Hale 262 
eS eae 244 De ee 
Corbin, P & F. 99 Johnson Steel & Wire Co., Inc. .. 1% 
Cory Corp eth ae 209 
Goatien i. TAM cc, ne ge K 
Cox Metal Products Co. . 242 2 
Crescent Bronze Powder Co. ..... 4| K-D Mfg. SOs sercnsnsenneavnsones 2 
Cummins Portable Tools 240 IL ice cid cingieceadsoeie 
aa... 210 Keuffel & Esser Co. ... 4 
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Kraus Mfg. Co., Charles "Rab aie 249 
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Dakota Belt Co. ................. 74 ~ 
Davis & Newcomer Elec. Elev. Co. 254/ Landen Putty Works ...........-- 259 
Dearborn Stove Co. ............. ES ee es 63 
Dempster Mill Mfg. Co. ......... 169 | League Lumber, G. F. .......... 24s 
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JACKSON 


Backed by 70 years’ 
reputation for quality 


The name ''Jackson'' has 
stood for strength, stamina, 
utility and economy for over 
seventy years. Thus Jackson 
products can be depended on 
in the future as in the past for 
meeting users’ needs regard- 
less of the exacting service re- 
quired of them. 


Dealers handling the Jackson 
line can cash in on Jackson 


Sold Successfully for 
More than 30 Years 


Originated by STIM-U-PLANT, plant foods 
in tablet form have been a popular item ever 





reputation for performance. since. Today, STIM-U-PLANT deserves a 


place in the stock of every garden supply 
CACKMANCD 


store. Best value on the market at consumer 
prices of 25¢ for 30 tablets; 75¢ for 100 tab- 
—_— , lets; $3.50 for 1000 tablets. Attractive pack- 
a er aging and displays. Excellent profit margins 
A “avd = “y “ for dealers and distributors. Write for trade 

: nearest Jackson information. 
“+ wholesaler. 


AGRICULTURAL LABORATORIES ¢f rT) “. 
1333 Chesapeake Ave. | Columbus 2, O. 


Time to Display 
WHITNEY’'S Lawn 
For Fall Profits 


WHITNEY'S 
LAWN SEED 


; FOR CETTER TAWNS Gi 


JACKSON MFG. CO. Harrisburg, Pa. 
Est. 1876 

















—for splendid 








Display Whitney’s Lawn Seeds NOW and you tie 
in with the extensive publicity that recommends fall as the 
best season for planting grass seed. 

Also you tie in with the prestige of a nationally 
known lawn seed—super-refined and tested for germina- 
tion—proved by thousands of home owners. Nationally 
advertised every spring and fall. Effective’ for display 
and promotion. 


Whitney Seeds build traffic, build profits, build reputation. 
Write for prices and full information. 


WHITNEY SEED CO., Inc. Buffalo 5, N.Y. 


HARDWARE AGL 


THE F. E. MYERS & BRO. CO. 
Dept. H-43, Ashland, Ohio 











More Myers Water Systems Are In Use Than Any Other Make 
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"We are so enthusiastic about 
our MIRRO-MATIC that we've 

practically put on a campaign. 
We've given 8 to friends as 








MIRRO-MATIC 


PRESSURE PANS 


Persuasively, withthe intimate power of gossip 





























over the back fence, your unpaid sales force is 


Wonro- Malice thot bine + 
bux friowde Irae bought Then. 


MIRRO-MATIC, 
e bought 
nths ° . 







at work. It is the force of customer enthusiasm. 







Selected from hundreds of-unsolicited letters, 







: — 
"since seeing 
six of my friends hav 


them in the past six mo 


these excerpts show what the American house- 
wife is doing for MIRRO-MATIC... and for you. 














MIRRO Ask Your Jobber 
has never stopped or 
National AT | a 
THE FINEST ALUMINUM Consumer Advertising MIRRO-M 









ALUMINUM GOODS MANUFACTURING COMPANY ¢ MANITOWOC, WIS. 


FIFTH AVENUE BLDG., NEW YORK 10 « MERCHANDISE MART, CHICAGO 54 
WORLD'S LARGEST MANUFACTURER OF ALUMINUM COOKING UTENSILS 








FOREN S  - i  APNOEE SAREE LAE 
Kerosene Ranges 
BOSS KEROSENE RANGES have far more than 


sparkling Style and lustrous Beauty. In addition to Exclusive Utility 

Features the BOSS has a remarkable performance dependability. 

Visible baking promotes perfect results... makes cooking a real 

pleasure. BOSS Fool-proof Burners are SAFE . . . and provide fast, BOSS 
flexible, economical heat . . . clean . . . odorless . . . sootless. 

From every viewpoint—BOSS is the BUY. Ask for demonstration. OVENS 

Remember Boss ... See Boss... Buy Boss 
THE HUENEFELD CO, CINCINNATI 25, OHIO 
Cstablihed 75 Yurs hyo 


BOSS RANGES - STOVES - OVENS - HEATERS 






See the above Ad... 


in the leading 
women’s magazines 
and farm journals. 


Tay 








